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|Sparks | VADA Asks Territorial Security 
In Drive to Halt Car Bootlegging 


State of the nation’s economy: 
Up 

Auto Output — Week’s total of 
123,768 vehicles in U. S. plants is 
slightly above previous week’s 120,- 

049, but well ahead of the 106,006 
in the same week a year ago. 

UNEMPLOYMENT — Persons out of 
work in mid-January totaled 4,480,- 
000, 991,000 over mid-December and 
a new postwar high. 

Business Loans — Commercial, 
industrial and agricultural lend- 
ings in week ended Jan. 25 
increased $10,000,000 over previ- 
ous week. 

DEPARTMENT Stores — Sales in 
week ended Jan. 28 were 2 percent 
higher than same week last year. 

* * . 
Down 


Business Fartures—Foldings de- 
clined to 199 in week ended Feb. 4, 
compared with 232 in previous 
week. In same week in prewar 
1939 number was 318. 

Sree.—Industry output last week 
was scheduled at 91.5 percent of 
capacity, a drop of 1.6 points from 
previous week. 

Raw Freicut — Loadings in 
week ended Feb. 4 totaled 636,- 
415 cars, 6.3 percent below like 
1948 week and 2.8 above preced- 
ing week. 

Manuracturers’ Sates — Amount 
in 1949 was $213,000,000,000, 6 per- 
cent below 1948. 

INDUSTRIAL PropucTion — Output 
index of country’s mines and fac- 
tories last year averaged 176 (1935- 
39 equals 100), 8.3 percent under 
1948. 

Exports—-Shippings in 1949 were 
valued at $12,000,200,000, a 5 per- 
cent decline from 1948. 

Imports—Amount last year 
slipped to $6,626,000,000, off 7 per- 
cent from 1948. 


Top Cars 

New-car registrations for 11 
months, plus 36 states for De- 
cember: 
1949 Pos. 
1—1,009,751 
2— 783,486 
38— 512,831 
4— °364,392 
5— 312,826 
6— 266,536 
7— 262,457 
8— 194,570 
9— 180,697 
10— 134,350 
1l— 182,453 
12— 127,211 
138— 100,843 
14— 95,636 
15— 78,864 
16— 56,882 
1j— 36,965 
18— 27,957 
1f— 15,659 
20— 9,987 


1948 Pos. 
691,445— 1 
470,732— 2 
337,613— 3 
237,945— 4 
222,482— 5 
206,996— 6 
172,675— 7 
139,604— 8 
133,973— 9 
106,077—11 
Nash 101,934—13 
Chrys. 102,280—12 
DeSoto 380,003—14 
Pack’rd 175,591—15 
Cadillac 57,692—16 
Kaiser 106,921—10 
Lincoln 31,390—18 
Willys 20,753—20 
Frazer 57,040—17 
Crosley 25,066—19 
21— 5,046 Ang.-Prf. 3,071—22 
22— 3,520 Austin 8,518—21 

Total All Makes 
4,717,851 3,396,797 
For further details see page 

24, today’s issue. 


Make 
Chev. 
Ford 
Plym, 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Mere’ry 
Hudson 


HUDSON COMPLETES ITS 1950 INTRODUCTIONS—New Super and Custom Commodore models, 
round out the 1950 line initiated with the lower-priced Pacemaker last fall. 
include a larger backlight, restyled instrument panels and new interiors. 
or eight-cylinder engines. Their prices are $88 to $170.25 lower than those on former models. (See story and photos, page 76). 





NADA Plea Ups Pressure 
For Chrysler Reopening 


By Mac Gordon 
Associate Editor 

ears of Chrysler Corp. 

production while the company’s 
pension dispute with the UAW-CIO 
is being settled was advocated last 
week by the NADA in a resolution 
passed at its Atlantic City conven- 
tion. 


The association called on its 


Car Bootlegging 
Is Widespread, 


Survey Shows 


TLANTIC CITY.— More than 

four new-car dealers out of 
every 10 report bootleg selling in 
their territories, retiring NADA 
President George Ziesmer revealed 
last week. 

Making his last address as NADA 
chief before the 
annual conven- 
tion, Ziesmer dis- 
closed the results 
of the _ associa- 
tion’s recent na- 
tionwide survey 
of its members. 

Of. 12,075 deal- 
ers responding to 
the question, “Are 
new cars of your 
make being boot- 
legged in your 


(Continued on Page 77, Col. 1) 


George Ziesmer 





| members to throw “every pos- 

| sible personal influence” into a 
campaign to end the 244-week-old 
strike. 

Federal and state mediators were 
also working toward an early strike 
termination last week. Company 
and union leaders were to have 
convened Friday in Detroit’s Fed- 
eral building in the second bar- 
gaining session since the strike 
started Jan. 25. 


* * * 


HE NADA resolution declared 

that the association “views with 
alarm” the losses in wages and pro- 
duction caused by the Chrysler 
strike. 

“Thousands of employes are 
without income and accumulat- 
ing unpaid bills and approxi- 
mately one-quarter of all dealers, 
who are small businessmen, are 
not receiving merchandise with 
which to continue operating their 
businesses,” the association as- 
serted. 

Rising pressure to reopen the 
Chrysler plants was emanating 
from another source last week— 
the strike-idled rank-and-file. De- 
troit welfare offices reported they 
were being swamped by applica- 
tions for relief from strikers, 
pinched by the midwinter work 


. stoppage. 


* * * 


As THE disputants prepared for 
| 4 


the Friday meeting, there was 
(See LABOR, Page 77, Col. 2) 





Output Up, but Coal Threat Grows 


By Bernie Thomas 


Associate Editor 


i“ ADDITION to the continuing 
strike at Chrysler Corp., auto- 
motive production in U. S. plants 
faced another setback this week. 

Cc. E. Wilson, General Motors 
president, announced that the coal 
situation would force all GM plants 
to abandon plans for overtime 
work, 


Meantime, while Chrysler pro- 


duction losses soared higher, 
other U. S. plants last week built 
101,291 cars and 22,477 trucks—a 
total of 123,768 vehicles, accord- 
ing to Automotive News’ esti- 
mates. 

This compared with a previous 


In This Issue 


Registrations, Prices ...... 
Used-Car Auctions ........ 
Production by Makes 


;week’s output of 97,728 cars and 
22,321 trucks for a total of 120,049 


units. 
. * »¢ 


T° DATE, Chrysler’s pension dis- 
| * pute with the UAW-CIO has 
|cost the corporation the produc- 
tion of approximately 85,000 cars 
and 6,800 trucks. 

GM, Ford, 


Studebaker and 


| Nash has been rolling in high 


(Continued on Page 74, Col. 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


123,768 120,049 


106,006 


Last Prev. 1949 

Week Week Week 
For complete production totals 

by makes, see table, page 74. 


10,000 Attend 
NADA Show 


By Jack Weed 


Service Editor 


IGH interest in the NADA 

equipment show was reported 
last week by exhibitors in the At- 
lantic City exposition. Total attend- 
ance topped 10,000 persons. 

Although many exhibitors re- 
ported direct sales to dealers as 
high as at last year’s show in 
San Francisco, most dealers ex- 


pressed a desire to take the in- 
(Continued on Page 73, Col. 1) 


~® 


put on dealer display last week, 
Refinements in the Super and Custom Commodore series 
Both series have a 124-inch wheelbase and a choice of six 





Bad Distribution 
Is Assailed 


Resolutions Attack 
FTC Code, Co-op Ad 


Charges, Excise Taxes 
By Pete Wemhoff 


Editor, Automotive News 


TLANTIC CITY. — Prodded by 
+4 “rebellious” groups, NADA’s 
annual convention here last week 
adopted the most vigorous resolu- 
tions in postwar, as follows: 

1, Called on the factories to aid 
the anti-bootlegging drive by cor- 
recting their present system of 
distributing new cars and trucks 
and to restore territorial-security 
clauses in all selling agreements. 

2. Opposed the FTC’s proposed 
regulations of time-sales financing 
as being “inadvisable and unneces- 
sary.” 

3. Urged dealers to use “every 
possible influence” to get Chrysler 
Corp. plants reopened while com- 
pany and union leaders negotiate 
the present dispute. 

4. Protested lowering of discounts 
on automatic transmissions and 
similar devices and asked that they 
be “the same as that applying to 
new vehicles.” 

os * ” 
§ ASKED elimination of coopera- 

* tive advertising charges, declar- 
ing that “the cost of advertising 
any product on a national or re- 
gional basis should be borne solely 
by the manufacturer.” 

6. Condemned the unwarranted 
federal excise taxes on auto prod- 
ucts and called for outright repeal 
or “substantial reduction.” 

7. Advocated adoption by all 
states of the uniform vehicle 
code. 

8. Protested the action ef several 
service-equipment manufacturers in 
boycotting the NADA show (see 
complete resolution in NADA show 
story on page one today). 

+ os + 


RED HALLER, Hudson dealer 
in Washington, was elected 
NADA president to succeed George 
Ziesmer (Ford), Mankato, Minn., 
while Miami was chosen as the site 
for the 1951 convention (Jan. 7-10). 
Other officers are: R. D. Mc- 
Kay (Chrysler-Plymouth), Wich- 
ita, Kans., first vice-president; 
Charles Freed (DeSoto), Salt 
Lake City, secretary; E. 8S. Dowd 
(Chrysler), Cleveland, treasurer, 
(Continued on Page 75, Col. 1) 





NADA'S NEW OFFICERS—Elected last week at the annual convention in Atlantic City 


were 
(Hudson), Washington, 
vice-president, and E. 


president; R, 


left to right, Charles C. Freed (DeSoto), Sait Lake City 
D. McKay (Chrysler-Piymouth), Wichita, Kans., first 
S. Dowd (Chrysler), Cleveland, treasurer. Jay Green, Washington, 


secretary; Fred L. Haller 


was elected assistant treasurer, but was not present when the picture was taken. Haller has 
been active in NADA affairs for 25 years. During 1923 and 1934 he was president of the 


Washington Automotive Trade Assn. and has served continual! 
that organization. During 1949 he was chairman of the NADA Tn 


since 1934 as secretary of 
dustry Relations committee 


and vice-chairman both of the Washington Commissioners Traffic Advisory Board and the 


Inter-Iindustry Highway Safety Committee. 
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Auto Forces Rally for Fight... 


Excise-Repeal Inquiry 
Opens Wednesday 


By William Ullman 
Washington Correspondent 


WASHINGTON.—Chairman Rob- 
ert Doughton of the House Ways 
and Means committee last week set 
Feb, 15 as the date on which the 
taking of testimony in behalf of 
repeal or reduction of federal excise 
taxes will begin. 

Wilson Wyatt, former housing 
administrator, is scheduled to be 
the first witness. He will be the 
spokesman for the National Com- 
mittee for Repeal of Wartime Ex- 
cise Taxes. It is understood that 
his special plea will be for removal 
of the present imposts on furs, 
jewelry and cosmetics. 

He is not expected to voice any 
sympathy for the buyers of auto- 
motive products, 

The argument for removal of the 
“emergency” federal automotive ex- 
cise taxes will be presented by the 
Automobile Manufacturers Assn., 
the American Automobile Assn., the 
National Automobile Dealers Assn., 
the Rubber Manufacturers Assn., 
the American Petroleum Institute, 
the National Grange and possibly 
others. 

While Doughton has said that he 
wanted to give time to as many 
applicants as possible and give the 
subject of taxes a thorough airing, 
there is a feeling in some capital 
quarters that the hearings may be 
cut short at the level of the admin- 
istration proposals and no excise 
changes considered other’ than 
those asked for by Secretary of the 
Treasury Snyder. 

A political trick may trip up wit- 


K-F’s New Six 
Will Produce 
115 Horsepower 


WILLOW RUN.—Kaiser-F razer’s 
three new lines of 1951 autos will 
be powered by three new engines 
bearing the name Supersonic. 

Details of one of the new pow- 
er plants—the six-cylinder 115- 
horsepower unit which will power 
the Kaiser and Frazer lines— 
were disclosed today (Feb. 13). 

Two additional Kaiser Supersonic 
engines, a four and a six, will be 
offered in the company’s forthcom- 
ing low-priced line. These engines 
will be produced to Kaiser-Frazer 
specifications by Willys-Overland 
and details on them will be an- 
nounced later, the company said. 

Available with Hydra-Matic or 
overdrive as optional equipment, 
the Kaiser Supersonic engine is 
newly designed and is described as 
representing an entirely new ap- 
proach to the problem of improv- 
ing performance. 

K-F disclosed that the big Su- 
personic engine is a_ six-cylinder 
L-head power plant. It has a max- 
imum torque of 190 at 1,800 r.p.m. 
with a minimum torque rating of 
181 throughout the wide range of 
1,200 to 2,800 r.p.m. 

In designing the new engine, K-F 
engineers concentrated on elimi- 
nating the enemies of smooth, eco- 
nomical engine performance—fric- 
tion and vibration. 
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nesses who think they ought to 
have, and want to testify for, tax 
relief. That is the pessimistic view 
here. 

In other quarters it is believed 
that excise tax reductions far in 
excess of those proposed by the 
Administration not only will be 
reported by the Ways and Means 
committee but are likely to be 
voted by Congress. 

That feeling exists among some 
members of the Ways and Means 
group. 

It is said that Democrats and 
Republicans alike are under such 
tremendous pressure from their 
constituents back home for modi- 
fication of the wartime rates that 
it will be impossible to hold the list 
to the $635,000,000 or reductions laid 
down by Snyder as the limit. 

One informed source said that 
the heaviest pressure for additions 
to the list of revisions comes from 
the populous centers of the east 
and northeast, although the mail 
of congressmen shows heavy de- 
mand from all parts of the country 
for reductions going far beyond the 
Treasury program. 

Snyder asked for repeal of the 
tax on transportation of property, 
cutting the tax on transportation 
of persons, lowering the 25 per- 
cent rate on long-distance phone 
calls to 15 percent and cutting the 
rate on furs, jewelry, luggage and 
toilet preparations from 20 to 10 
percent. 

According to some committee 
members, there is equally strong 
pressure for cutting the 20 percent 
amusement tax, the 25 percent tax 
on photegraphic equipment and the 
20 percent rate on electric light 
bulbs, as well as the 10 percent 
excise load on appliance manufac- 
turers and the 7 percent overload 
on automobiles. 

Rep. Dingell, of Michigan, a ma- 
jority member of the Ways and 
Means committee, made it plain in 
the opening hearing that he is for 
getting rid of all excises as soon as 
possible, while other majority mem- 
bers admit an interest in broaden- 
ening the list of administration- 
mentioned revisions. Some observ- 
ers regard it as probable that 
enough Democrats will join with a 
solid bloc of Republicans on the 
committee to make this possible. 


British Will Show 
100 Cars in N.Y. 


NEW YORK. — Over a hundred 
British automobiles, products of 
nearly a score of manufacturers, 
will be displayed at the British 
Automobile and Motorcycle show 
Apr. 15-23 here. 

Space is already sold out, it was 
announced by Air Marshal Sir Wil- 
liam Welsh, North American repre- 
sentative of the Society of Motor 
Manufacturers & Traders, the spon- 
sor. Exhibitors are making special 
plans for U.S. dealers to view their 
lines and discuss franchise and 
dealership arrangements. Special 
representatives of all exhibiting 
firms will be on hand, with dealers’ 
headquarters set up for the con- 
venience of the trade. 








THE NEW MOTOR FOR K-F's SIX-CYLINDER MODEL—The Supersonic is an L-head power 
90 at 1,800 revolutions per minute and a minimum torque 


rating of 181 through of 1,200 to 2,800 r.p.m.. the company states. 
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5 NADA Wins Delay 
For ‘Pack’ Poll 


Completion of Survey 
Due by Next Week 


WASHINGTON. — Federal Trad 
Commission consideration of the 
briefs, oral argument and testi 
mony presented at its recent hear 
ings in connection with its proposed 
rules to cover alleged “packing” of 
finance charges in the installment 
sales of automobiles will not get 
under way until after Feb. 21, an 
FTC spokesman told Avtomorive 
News last week. 

The wait, it was said, was agreed 


GRAND CANYON ECONOMY RUN—Preparatory to the postwar renewal of the annual | Upon to give NADA an opportunity 


Mobilgas event, which will be held this week from Los Angeles to the canyon 
sitions for the 31 stock car entries was hel 
Slim Barnard, Los Angeles Examiner auto editor who drew the first number; A. C. Pillsbury, 
regional director of the AAA's contest board, which will supervise the run, and Clarence 
S. Beesemyer, executive vice-president of General Petroleum, West Coast affiliate of Mobilgas 


of starting 


(See story on page 7! 


CARBURETOR CHECKUP—AAA technician 
Boyd Stoutsenberger and ‘'Smoke'' Cooper, 


of Paul G. Hoffman Co., Los Angeles, put 
their heads together on a final once-over of 
the Studebaker Champion entry in the Mobil- 
gas Grand Canyon Economy Run, Feb. 15-16. 


ATAM Assails 
Excise Taxes, 


Bootlegging 


ATLANTIC CITY. — Taxes and 
bootlegging were special targets 
here last week at the midwinter 
business meeting of the Automotive 
Trade Assn. Managers held in con- 
nection with the NADA convention. 

Two of the resolutions adopted 
by the ATAM urged the repeal of 
all excise taxes, and asked that the 
NADA take immediate action to 
curb bootlegging by insisting that 
makers include and enforce terri- 





torial security and _ bootlegging 
clauses in all contracts without 
delay. 


The meeting also approved a 
resolution asking that the NADA 
take the necessary steps to elimi- 
nate the practice of shipping auto- 


mobiles to dealers without specific | 


orders. 

The association pointed out that 
overproduction and forced sales to 
dealers have resulted in “serious 
monetary losses” to dealers. 

Turning to themselves, the ATAM 
members also passed a resolution 
urging that trade association man- 
agers give full support to steps to 


prevent any federal regulations and | - 


restrictions on financing automo- 
biles. 

The ATAM also announced that 
its summer session this year will 
be held June 29-July 1 at Colorado 
Springs, Colo. 


N.Y. Pontiac Firm 
To Mend Renaults 


NEW YORK.—Negotiations have 
been completed for Manhattan Pon- 
tiac Corp. to service all Renault 
New York 


cars in the Greater 

area, according to Pierre Pery, 
Renault general manager in the 
U. S. 


Manhattan Pontiac is located at 
239 W. 66th St. Only genuine Re- 
nault parts will be used in making 
repairs, Pery said. Manhattan me- 
chanics, he added, have been given 
special training by Renault engi- 
neers from France. 








the drawing to 


i kee Aoasien, Ua te Geet conduct a poll of its membership 


for dealer comment and opinion 
which, the NADA said, could not 
possibly be completed in time for 
|the Feb. 2 hearing. 


March Retrial FTC, therefore, extended the date 
‘ 9 |for receiving briefs. The NADA 
Due in Preston’s 


| presentation is expected to be ready 
Chrysler Suit | 


| next week. 

With a couple of exceptions, 
the hearing just held differed lit- 
COOPERSTOWN, N. Y.—Retrial| tle from that staged Sept. 15. 
of the $250,000 breach-of-contract| The American Automobile Assn. 
a han by Oneonta car dealer| and the National Assn. of Better 

arence E. Preston against Chrys- mess 
ler Corp., Detroit, and two co-de- — Bureaus were the prin- 

fendants, has been re-scheduled for 

the March term of supreme court 


cipal advocates of the proposed 
at Cooperstown. 


rule. 
These were supported this time 
Justice Riley H. Heath, of Bing- 
hamton, has filed an amended order 


by M. O. Lawrence, a banker of 
Portsmouth, Va., who spoke warmly 

putting the case at the top of the 

calendar for the term that starts 


in support of the FTC proposal. 
Highlights of the Feb. 2 hearing 
March 13, with Justice Howard 
Zeller of Oneida presiding. 


included: 
The case, which first went to trial 


1. While the objective under the 

trade-practice conference plan is to 
last Nov. 28 was declared a mis- 
trial three weeks later when 


seek trade agreement, it was made 
clear that trade representatives 
Justice Heath became ill and could| were unanimously opposed to the 
not continue on the bench. At that | proposed rules. 
time the plaintiff was willing to| 2. Despite efforts at clarification 
accept another judge and continue,|at the Sept. 15 hearing, FTC still 
but the defendants declined. ignores the difference between the 
Preston, formerly dealer  for| finance pack and the legitimate re- 
Plymouth and DeSoto cars in One-| serve, according to trade repre- 
onta, charged that he was deprived | sentatives in attendance. 
of his franchise because of a “black 3. None of the four FTC commis- 
market” conspiracy allegedly fost-|sioners was present at the Feb. 2 
— within the Chrysler organiza- | hearing. 
tion ; 
: : The National Used Car Dealers 
on pa as co-defendants Tim-| assn was represented by President 
y L. McManus of Syracuse and| wartin D. McCollum, of Flint; Sec 
Albert B. Showman of Schenectady, : : oo 
both Chrysler sales executives at 


retary James Downing, of Atlanta, 
the time the alleged “black market” | and Ray Williams, of Flint. 
was in operation. 


Frank Cain, of Texas, voiced 

The Chrysler defense maintained | °bjections to the rules, with em- 
that Preston’s showrooms in One-| phasis on how they would cause 
onta were “inadequate” and that; disruption to and conflict with 
he had failed to heed company 


\ existing automobile financing sta- 
warnings that he must provide a| tutes in his state. 
more attractive place for the dis- : ‘ 
play of Chrysler-made cars. | Walter Wilson, speaking for the 
The franchise was taken from/| Dallas and other affiliated Texas 
him and given to Hamilton Motors, | used-car groups, also strongly op- 
a rival concern in Oneonta. posed the rules. 


22 Lead, Battery Firms Hit: 
By Antitrust Indictment 


KANSAS CiITY.— Twenty-two 
firms and 24 executives were in- 
dicted here by a federal grand jury 
on charges of violating antitrust 
laws in the sale and distribution of 
used storage batteries and salvaged 
lead. 








that a civil antitrust action was 
filed by the Department of Justice 
against the same defendants “to 
enjoin a _ continuation of the 
charged violations and to restore 
competitive conditions.” 

The Assn. of American Battery 
At the same time Attorney-Gen-| Manufacturers was charged with 
eral J. Howard McGrath announced | forming a scrap battery disposal 

- - committee to channel used batter- 
ies to certain scrap dealers. Lead 
Disposal Co., of Chicago, was ac- 
cused of being an administrative 
firm organized to run the national 
program. 

Several major battery com- 
panies required retail outlets to 
follow the plan and forced inde- 
pendent outlets to cooperate, the 
indictment said. 

Allegedly, the companies involved 
agreed that retailers would sell 
used batteries in exchange for new 
batteries at a fixed price solely to 
certain scrap companies. 





Canada Sales Chief 
Named by Rootes 


TORONTO, Ont.—John T. Panks 
has been appointed a director and 
Sales manager for Canada of 
Rootes Motors, Ltd. (Hillman-Hum- 
ber and Sunbeam-Talbot), 





ONE FOR EACH GM CAR—These five or- 
chids won an award for Fisher Body when 
they were effectively used to represent each 


of the five General Motors cars that bear 
the Fisher trademark. The Society of Ameri- 
can Florists made the award for the out- 
coommes use of flowers by the body-building 
ivision. 


——¢~——_ 
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*ALESMEN compensation is a 
/ subject of much interest to all 
dealers. Sales efficiency is always 
stimulated when a satisfactory 


compensation plan is employed. A | 


good plan must be flexible to meet 
with all conditions under which 
dealers operate. 

The supervision, or lack of super- 
vision, the dealer exercises over 
salesmen has a lot to do with the 
selection of the proper plan. The 
dealer’s location, whether in the 
suburbs, metropolitan areas or 
small towns, is a factor. The rate 
of commission depends, too, on the 
line of cars the dealer handles. 
Even the dealer’s reputation, his 
ability to attract prospects, has a 
bearing. 

In any event most dealers agree 
that whatever plan is selected 
should be reduced to writing so 
that the arrangement is _ thor- 
oughly understood by both dealer 
and salesman. This is the only 
way to prevent bickering and 
constant turmoil. Any plan in 
writing is better than no plan 
at all, 

What the dealer seeks, of course, 
is a plan that prevents misunder- 
standings, attracts high class men, 
increases sales effort, stimulates 
monthly volume, encourages perm- 
anent employment, increases the 


Gotham Dealers 
Are Headed by 


Schnurmacher 


NEW YORK.—The Automobile 
Merchants Assn., of New York elec- 
ted the following officers at its 
recent board meeting: 


Charles Schnurmacher (Pontiac), 
president; Walter Pape (Chevrolet), 
first vice-president; A. W. Boett- 
cher (Dodge-Plymouth), second 
vice-president; Ralph Horgan 
(Ford), secretary-treasurer. 


Schnurmacher was reelected to 
the presidency for a second term. 


Also installed at this meeting 
were eight new members of the 
board of directors. They are: Har- 
old Bish, Richard Ferris, Meyer 
Lasker, Percy Letts, Moise Lipsit, 
Russell Nelson, Kenneth Walker 
and Horgan. 

George Copeland continues as 
general counsel and J. W. Farlow 
remains as general manager. 


Oklahoma Assns. 
Elect Officers 


OKLAHOMA CITY.—Three local 
associations of the Oklahoma Auto- 
mobile Dealers Assn. have elected 
new officers. 

The city groups and the newly 
elected follow: Oklahoma City— 
president, Roy Dockum (Dodge- 
Plymouth); vice-president, Jack 
Clark, (Nash), and secretary treas- 
urer, F. E. Northway (Ford). Enid 

president, Elmer Holmes (Pack- 


ard); vice-president, Guy Cole | 
(Nash), and _ secretary-treasurer, 
Beryl Knox (Lincoln - Mercury). 


Stillwater—president, E. B. Ward 
Chevrolet). 
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By John O. Munn 
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Curtain Rises Saturday in Amphitheater . . 


500,000 Due for Chicago Show 








;rapidity of the used-car turnover, 


jand automatically develops the | 
salesman’s interest in profitable 
deals. 

* a a 


| Suggested Agreement 


iT? AID in finding a solution to 
this important phase of the 
business, AvuTomotive News prints 
herewith a suggested salesman’s 
agreement, in which each section 
is numbered so as to identify it 
with the description. 

It is recommended by a great 
many dealers who use this type of 
agreement contract. It is given in 
detail so that all dealers may com- 
pare it with their present system. 
It can be easily revised, readily 
typed and put into immediate oper- 
ation to meet the needs of the 
coming intensely competitive con- 
ditions. 

Section 1 of the agreement pro- 
vides space for date, the dealer’s 
and salesman’s name and address, 
and defines terms of the contract. 


Section 2 provides for a weekly 
drawing account, which is agreed 
individually between the dealer 
and his various salesmen, the 
amount depending upon _ the 
salesman’s capability and car- 
ries with it a corresponding 
quota as explained below. 


Section 3 is for filling in the per- 
centage of commission on _ the 
money difference, usually 5 percent. 
Additional lines will be needed if 
a dealer handles more than one 
line of cars and for trucks. Perhaps 
space should be provided also for 
future models that may enter the 
line this year. It wouldn’t be sur- 
prising if some manufacturers 
bring out stripped models carrying 
a reduced dealer discount, which 
necessitates a like reduction in 
salesman’s commission on them. 

+ * * 


N SETTING commission rates, 

consider carefully the going rate. 
Don’t make it too low. Understand, 
however, that you pay the commis- 
sion rate set up on this line, 
whether you make any money or 
not on the deal. 

Bear in mind, too, that in the 
later provisions of this agreement 
generous premiums and bonuses 
are provided that will cost you 
money only when profitable to the 
dealership. 

Section 4 establishes a minimum 
on all new car sales. It is only 
fair to protect your salesman on 
every deal. He may work as hard 
on a deal, when the money dif- 
ference is only a few dollars, as 
on the straight sale. This mini- 
mum is usually $15 on low-priced 
lines, scaling up to $35 on high 
priced lines. 

Section 5 establishes the money 
difference return on used cars. A 
salesman can work in either de- 
partment. This is usually around 
6 percent for both new and used 
car salesmen. 

Section 6 establishes a minimum 
for all used cars, usually about $5. 
+ * + 

| Required Quota 
GBCTION 7 is for the purpose of 
establishing a required quota, 
the quota depending upon the 
amount of the weekly drawing 
account. Below are given recom- 
mendations for required quotas for 
the various weekly drawing ac- 
counts from $25 to $75 a week. 











Drawing Acct, 4 Week 8 Week 
Per Week Requirement Requirement 
$25 $2,000 $3,000 
$30 $2,200 $3,300 
$35 $2,500 $3,750 
$50 $4,000 $5,500 
$75 $6,000 $9,000 
You can figure any other 


weekly rate on the same basis. 
These amounts have been recom- 
mended to protect the various 
drawing accounts, 





Section 8; you repeat the four 
weeks quota and provide a bonus 
of one-half percent for perform- 
ance. 

Section 9 provides a bonus of 1 or 

(Continued on Page 72, Col, 1) 





By Mel Adams 
Staff Correspondent 


HICAGO.—Final touches will be 
put on the nation’s biggest 
automobile show of the year, the 
42nd Chicago annual, this week 
preparatory to the raising of the 
curtain Saturday afternoon at the 


| International amphitheater, 


Hal-; the last show in 1940, commercial 


sted and 42nd Sts., where the clas-| vehicles will be saluted by desig- 
sic will continue for nine days|nating Feb. 21 as Truck Day. 


through Sunday, Feb. 26. 
Show officials predict that a half- 
million persons will attend. 
7 * * 
| With motor trucks occupying 
| 33 percent more space than at 
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OFFICERS AND DIRECTORS OF THE AUTOMOBILE DEALERS ASSN. OF PORTLAND, 
ORE.—Front row (left to right): Harvey Barnard, director; Lee D. 
oer William M. Anderson, president; C. 
Howard Marks, director; Rudy faq 
tors, were not present for photo. 
Overland. 


Williams, executive secretary: George 8B. 





ATLANTIC CITY.—In a message 
directed to NADA’s 34th annual 
convention here, President Truman 
last week lauded dealers for their 
participation in the “constructive 
programs” being conducted through 
the Inter-Industry Highway Safety 
Committee. 

“This response to my request 
for your support following the 
Highway Safety Conference of 
1946,” the President said, “is in- 
deed gratifying. We have made 
substantial gains. Further prog- 
ress demands wider support and 
greater application of ‘action 
programs’ in our states and com- 
munities.” 

The President urged “automotive 
industries” to devote even more in- 
tensive effort “in this great hu- 
manitarian cause.” 

Truman said that Gen. Fleming, 
chairman of the President’s High- 
way Safety Conference, had ad- 
vised him of the constructive pro- 
grams conducted by the auto in- 
dustry and its dealers. 

Industry and dealer support of 
the following highway safety ac- 
tivities were included in Fleming’s 
report to the President: 

During the 1948-49 school year, 
dealers throughout the nation 
loaned automobiles, valued at ap- 
proximately $6,000,000, to the na- 
tion’s high schools for use in high 


|school driver training courses, he 


pointed out. 

Increased participation in this 
activity by all organizations in- 
terested in safety is necessary to 
provide the more than 2,000,000 


Dewey Praises 


Safety Program 


ALBANY.—Praise for the man- 
to-man safe driving program being 
sponsored in New York by the New 
York State Automobile Dealers has 
come from Gov, Thomas E. Dewey, 
the association reports. 

The governor said the campaign 
“has been most intelligently pre- 
pared,” and “should have the ear- 
nest and active support of all per- 
sons who use our public thorough- 
fares.” 


Bookmyer Named Head 


Of Sandusky (O.) Assn. 

FREMONT, O.—Election of B. A. 
Bookmyer as_ president of the 
Sandusky County (O.) Automobile 
Dealers Assn. has been announced 
by the association. He succeeds 
Karl Behlmer. 

Other new officers elected were 
Vincent Miller jr., vice-president, 
and Don Morris, secretary-treas- 
urer. 


Edwin 
Wallace, director; Warren W. Braley, director; 
esell, director. Lyman Slack and Arthur L. Fields, direc- 
ack has since been named sales vice-president of Willys- 


Truman Lauds Dealers 


President Urges Even More Participation 
In Highway Safety Activities 


Cosart, secretary-treas- 
Francis, vice-president. Back row: Ernest 


boys and girls reaching driving 
age each year the opportunity to 
learn and practice good driving 
habits early in life, Fleming ad- 
vised. 

In presenting the President’s 
message to the convention, James 
J. Newman, chairman of the Inter- 
Industry Highway Safety Commit- 
tee and vice-president of B. F. 
Goodrich Co., stated: 

“At the present time less than 
10 percent of this number are priv- 
ileged to receive this training in 
their local high schools. 

“To give the remaining 1,800,000 
young drivers an opportunity to im- 
prove their driving habits, dealers 
throughout the nation are current- 
ly supporting widespread use of 
voluntary good driver agreements 
between fathers and their sons and 
daughters covering the use of the 
family car. 

“More than 2,000,000 man-to-man 
and dad-to-daughter agreements 
are now being distributed by deal- 
ers and interested clubs.” 





Help Chrysler Dealers, 


Competitors Advised 


NEW YORK. — The Automo- 
bile Merchants Assn. of New 
York has urged its members to 
lend a helping hand to strike- 
affected Chrysler product deal- 
ers. 

President Charles Schnurma- 
| cher advised that Chrysler line 
| dealers be given priority on 
wholesale disposals of used cars. 

“All of us know that overhead 
can mount up when you have 
nothing to sell,” the Pontiac 
dealer stated. 








Complete lines of 19 makes of 
passenger cars will be shown in 
complete lines, namely: Buick, 
Cadillac, Chevrolet, Chrysler, De- 
Soto, Dodge, Ford, Frazer, Hud- 
son, Kaiser, Lincoln, Mercury, 
Nash, Oldsmobile, Packard, Plym- 
outh, Pontiac, Studebaker and Wil- 
lys. 

Two exceptions to the rule of 
exhibiting exclusively on the sec- 
ond floor were announced last 
week by the show committee. 

Deciding to take full advantage 
of the world premiere of the new 
1951 Kaiser, Kaiser-Frazer Corp., 
in a surprise move, augmented its 
second floor location, selected at 
the drawings in October, with ad- 
ditional space on the first floor. 

The other exception is Willys- 
Overland, which will show both its 
passenger car and commercial mod- 

els on the first floor. 

* * * 
N THE entertainment side, a 
coup was sprung by Will J. 
Harris, Wheels of Freedom pro- 
ducer, who announced that Alex- 
ander Gray, of stage, screen and 
radio renown, will double as com- 

mentator and _ soloist. 

Chevrolet, Dodge, Ford and Stu- 
debaker will exhibit trucks on the 
first floor in addition to their pas- 
senger-car lines on the second 
floor. Also displaying on the first 
floor, besides, Willys, in the truck 
division will be Diamond T, GMC, 
Hendrickson, International Harves- 
ter, Mack-International, Reo, Ster- 
ling and White. Accessories and 
educational exhibits will be on both 
floors. 

+ + + 

pea, fleet buyers, service 

stations and others identified 
with the industry within a 150- 
mile radius of Chicago have been 
the recipients of 20,000 trade tick- 
ets, along with invitations to visit 
the show, James F. McManus jr., 
show chairman, announced. 

A steady barrage of newspaper 
stories and “queen” pictures in 
the metropolitan dailies and the 
community and suburban week- 
lies, supplemented by radio and 
television programs, in the Chi- 
cago area served to key up the 
public on the show. 

Then, too, posters in various sizes 
have been visible in store windows, 
at filling stations, in streetcars, on 
elevated transit platforms and rail- 
road stations within the city and 
along their lines. 

Electric moving signs have also 
called attention to the show. The 
metropolitan newspapers are using 
their own auto show posters on 
the sides of trucks and on the 
bumpers. 

On the secrecy side up to now 
are details of the new Kaiser and 
features to be unveiled in spaces 
of a number of other makes of 
cars and trucks. The new lower- 
priced Nash line, to be intro- 
duced in April, will not be shown. 

Show hours daily will be from 
11 a.m. to 11 p.m., with Wheels of 
Freedom staged for 50 minutes at 
3:30 and 9 p.m. each afternoon and 
evening. 

Admission has been set at 90 
cents for adults and 45 cents for 
children under 12 years of age, in- 
cluding tax. 











MARYLAND DEALER LEADERS—At the annual meeting of the Automobile Trade Assn. 


of Maryland in Baltimore, Frank J. Marsden, 


of Marsden Chevrolet, Inc., Towson, was re- 


elected president for the coming year. C. Lamar Creswell, of Belair Road Chevrolet Co., 


Inc., 


Baltimore, secretary-treasurer. Left to right: 


Baltimore, was elected vice-president, and Josph J. 


Rochlitz of Mid-City Sales Co., 
Rochlitz, Marsden and Creswell. 
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OUR PLATFORM: 


the dealer on eve 
car or truck, § 3. 


elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied tations may start you automobile 


I. 
and dealers in motor vehicles, parts and accessories. 
used vehicle accepted in partial payment for a new 


Fair and equitable contracts between manufacturers 


§ 2. A fair profit to 


very dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 


energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 





Can This Sell Cars? 


Beant dealers are doing a good job in helping toward 
the solution of the problems of safety and congestion 
in their communities. 


Efforts such as this always take a little extra foresight 


Reprinted from Richmond News Leader. 





on the part of dealers, for 
their contributions to the 
till are round about. The 
problems are real, however, 
and we are reprinting the 
accompanying cartoon to 
point up that fact. 


At first glance, you'd 
hardly say that that cartoon 
would sell cars. But it may 
if it helps provide inspira- 
tion for the solution of the 
exaggerated situation which 
is depicted. 


We know, of course, that 
there are not too many cars 
— it’s just that most cities 
were not laid out with the 
age of the automobile in 
mind. 


We need more cars, and 


we also need more civic planning to make room for them 
to operate efficiently. 


Unwarranted Strike 


west are they striking for at Chrysler? We’re not sure, 
and we don’t think the workers are either. 


Interviews with some of the workers carried in local 
papers indicated that they were confused by the issues, and 
that, whatever the issues were, they weren’t anxious to go 
payless‘ over them. That was after the strike was on. They 
had voted strike authorization months before. As a result, 
they are going payless in another demonstration of the 
union’s power. 


We think the issues of the union pension program are 
complicated, and require thoughtful consideration without 


being so quick on the strike trigger. 
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Dealer 
Forum 


Eprror’s Nore: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations on the situation in his 
area. 


By Robert E. Parsons 


President, Connecticut Dealers 


N OLD custom still continues in 
Connecticut —that of keeping 
your hands at work while you dis- 
cuss current events, politics and 
taxes, and what can be done to 
improve the situ- 
ation. This, quite 
often, takes place 
on a bench where 
physical energies 
are expended by 
whittling a piece 
of pine wood 
while your mind 
takes up the 
problems of the 
day. 
In most large, 
city dealerships, 
it is the practice to maintain a 
waiting room for customers, but 
at my place I have, for many years, 
had a Whittling Bench outside the 
service station door where custom- 
ers could sit in the sun and cuss 
and discuss, and whittle if they 
wished. In listening to the philoso- 
phies exponded by these New Eng- 
land citizens, both great and small, 
I have come to realize that prob- 
lems of the day are intelligently 
analyzed, and many times very 
sound suggestions made. 
I propose to quote some of the 
apropos remarks which I have 
heard recently from the Whittling 
Bench, in the hopes that these quo- 





R. E. Parsons 


dealers thinking, as they have pro- 
voked serious thought in my mind. 
* * o 


"7 HY does it take more dollars 

to trade for a new car today? 
It’s because our dollars aren’t worth 
as much. I have watched the pro- 
cess of inflation for these many 
years. When I was married, I 
bought life insurance to be sure 
that when I died my wife would 
be able to bury me, pay all my 
debts, and maybe have a little ‘nest 
egg’ to attract a second husband. 
It seems to me it would take $10 
now to buy what I could buy with 
$1 at the time when I put my first 
$1 in life insurance.” 

“Well, we have had a couple of 
wars. Who pays for them? The 
fellow with the money. That’s 
Uncle Sam. If you and I owed 
Tom Jones a couple of hundred 
dollars, and you had no money 
- . . well... you can’t collect 
money from a fellow who has 
none so I’d have to pay.” 

“In spite of all that, I’ve done 
pretty well. I brought up my fam- 
ily, gave them a useful education 
and think that they can get along 
with all people under all circum- 
stances and take care of them- 
selves; but what is going to happen 
now upsets me. When you hear on 
the radio that the President says 
‘in five years the average family’s 
income will be double what it is 
now,’ nobody goes on to say 
whether or not people will have a 

(Continued on Page 8, Col. 3) 


What’s Become of .. . 
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‘Why Not Tell “km? ... .’ 


This is an open forum for the discussion of any subject of interest to our 


readers, 


and your letters are welcomed. 


No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Dealer’s View 

The price of all automobiles 
looks far out of line these days, 
and that is no help to the dealer 
in profits. In fact for the most part 


we make less on a car now than) 


we did before the war, although 
the price is more than double. 

The manufacturing cost of cars 
today is three or four times what 
it was before the war. So is my 
overhead, mostly labor. And not 
only is labor high, but so much 
has to be done over again, and 
that comes out of the overhead as 
you usually have to get another 
mechanic or body man to do the 
repeat job. 

One thing the factories could do 
to help themselves and the dealers 
in explaining to the public why 


Edward 8. (Ned) Jordan 


Whenever auto advertising men 


get their feet up on the hot stove 


to talk about the great ads of the past, someone always recalls the 
classic “Somewhere West of Laramie . 
steer-roping 
about. ... 

It is one of the great ads written by Ned Jordan 
for the Jordan car, That was nearly a third of a 
century ago—a span of years that has seen many 


girl 


” 





E. S. desea 
behind his memorable ads, he remarked: 


“Confidentially, I stole most of 


. . there’s a broncho-busting, 
who knows what I’m talking 


cars come and go and be forgotten. Yet the mem- 
ory of the Jordan still seems fresh. 

The other day a Buick dealer, Pope Dodge, asked 
us what had become of Ned Jordan. Through the 
old-timers’ association, we found him still active, 
connected with the McArthur Advertising, noted 
for its three-dimensional displays seen in railway 
terminals around the country. 

Years ago when Jordan was asked for the story 


it from my mother.” 


She gave him an insight into people—“Mrs. Webster's Fred has 
(See JORDAN, Page 74, Col. 5) 








Address Editor, Automotive News, Detroit 26, Mich. 





the prices are so far out of line is 
to itemize the taxes that go into 
a car, for example: 


X car at factory $ 700 
Added taxes on mate- 

rials going into car 650 
Overall excise tax 100 
Delivered to you 

at the factory . $1,450 


(Any state or sales taxes and 
freight to be added for delivery 
in your town). 

If the factories would make this 
breakdown and advertise same in 
newspapers, billboards, etc., it 
would end lots of guessing, and let 
the public know that the dealer is 
not making the huge profits it 
thinks he is. Obviously he cannot 
give the over-allowance customers 
think he should give. 


The auto manufacturers’ associa- 
tion should do just this. You would 
be surprised how it would stimu- 
late business and help the dealer 
stay in business instead of going 
broke giving over-allowances be- 
cause he can’t explain the high 
prices.—Name WITHHELD. 

o * * 


Collier’s Concurs 


Your editorial on excise taxes in 
the Jan. 30 issue is very pertinent. 

The editors of our Collier’s Week- 
ly are equally alert to the prob- 
lem, and I think you will be in- 
terested in having the enclosed 
tear sheet taken from a copy of 
our Feb. 18 issue.—E. A. ScHirmer, 
executive vice-president, Crowell- 
Collier Publishing Co., New York. 


Eprror’s Note: On the editorial 
page (page 74) of the Feb. 18 
issue, Collier’s urges repeal of the 
excise taxes on autos and other 
products. 
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Beauty / 


...you ll sell them every time with seat covers 


woven of 


Look for this tag on the 
plastic products you buy 


This name is your assurance of first quality material 
Washes clean with mild soap and water 


*TRADE MARK 


Your Assurance of 
first quality material 


Show your woman customer how seat 
covers can look as smart as original upholstery 
—when they’re made of Velon fabric. Offer 
her a choice of gay plaids, stunning herring- 
bones, stripes or muted “‘decorator” shades to 
harmonize with the car interior. 

Show the man how Véelon seat covers make 
entry and exit behind the wheel so much easier, 
smoother, protect the car upholstery, enhance 
the resale value of every car. 


Firestone (Velbon van 


Show them both how rugged Velon fabric 
shrugs off dirt, grease and grime. Those tough, 
non-porous. threads can’t absorb stains or 
moisture —resist scuffs and snags, A damp 
cloth restores Velon’s fresh beauty, instantly. 


Leading seat cover manufacturers make 
Velon seat covers to fit every car. Velon fabric 
is also available for custom jobs. For further 
information and samples, consult your sup- 
plier or write Firestone Plastics Company, 
Woven Fabrics Division, Pottstown, Pa. 
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‘A Guide me Automobile Selling’ x 
The Up-to-Date Dealer 


Eprror’s Note: This is the fifth 
installment of John O. Munn’s 
book, comprising Chapter VII 
entitled “Internal Relationships” : 

By John O. Munn 

WISE salesman will attempt to 

fully understand the internal 


workings of his dealership, so that | 


he can talk intelligently to cus- 
tomers as well as coworkers about 


any routine 
methods, 

He should be as 
fully acquainted 
with the ideals 
and policies as 
with the  build- 
ings, equipment 


and merchandise 
of the dealership. 
He should visit 
and revisit the 
id service depart- 
J. O. Munn ment—be friendly 
with coworkers — know something 
about the short-cut tools and other 
modern equipment that cuts the 
cost of maintenance. 
He should be acquainted with the 





language of the shop. It 
“repair department.” We don’t like | 
|to think that automobiles need to | 
be repaired. It 
and service department. We don’t 
wipe windshields, we clean wind-| 
| shields. | 





isn’t a 


is a maintenance 


If gasoline is sold and the cus- 


tomer asks how much gasoline is 
in his tank we don’t say the tank 
is One-quarter, one-half or three- 
quarters full, as the case may be, 
but rather tell him his tank is 
one-quarter, 
quarters empty. 
He should understand the defin- 
ition of service: Not something for 


one-half, or three- 


nothing, but doing what the cus- 


tomer wants done promptly, 


in- 


telligently and economically. 
7 . * 


Review Manuals 
H® SHOULD carefully preserve 


and review occastonally all the 


factory manuals, data books and 
other product-selling paraphernalia. 
He should be capable of filling out 
properly all of the routine forms 
necessary for handling sales, such 








| 


Dealer Conventions 


6—Louisiana Auto Dealers 
New Orleans. 


Mar. Assn., 


Jung hotel, 
Mar. 21-22—lowa Auto Dealers Assn. ses- 
sion, Hotel Fort Des Moines, Des Moines. 


Mar. 30 — Nebraska New Car Dealers 
Assn., Hotel Fontenelle, Omaha. 


Apr. 21-22—Washington State Auto Deal- 
ers Assn., Spokane. 

May 14-17—North Carolina Auto Dealers 
Assa., Pinehurst, N. C 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 

May 23-24—Massachusetts State Automo 
bile Dealers Assn., Hotel Statler, Bos 
ton. 

Sept. 10-12—Colorado Auto Dealers Assn. 
Srecdmeer hotel, Colorado Springs. 

Sept. 25-26—North Dakota Auto Dealers 
Assn., Bismarck, N. D. 

Oct. 15-17—Tennessee Automotive Assn. 
Memphis. 

Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O. 

Dealers 





Nov. 8-I2—National Used Car 

Assn. convention, Baker hotel, Dallas 
Tex. 

Dec. !-2—Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 
Jan. 7-10, 1951 — National Auto Dealers 


Assn, convention and exhibition, Miami. 
. * * 


Dealer Auto Shows 


Coming Events 








Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 

Apr. 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. - 

May !-4—American Petroleum Inst. (Divi- 
sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 

May I!-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 

Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 


Nov, 13-16—American Petroleum Institute 
30th annual meeting, Los Angeles. 
+. ZS 
General 
Feb. 


15-16—Grand — Economy Run, 

sponsored by General Petroleum Corp. 

Feb. 22-24—British Auto Show, 
Armory, Montreal, Canada. 

Feb. 27-Mar. 2—American Socie 
Testing Materials, William Penn 
Pittsburgh. 

Mar. 6-9—American Road Builders Assn. 
47th annual meeting, Netherland Plaza 
hotel, Cincinnati. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 

Mar. 20-25—Canadian Automotive Whole- 


Hussar's 


for 
otel, 


salers Assn. annual convention, King 
Edward hotel, Toronto, Ont. 
Apr. 15-23—British auto makers show, 


sponsored by Society of Motor Manu- 
facturers, Grand Central Palace, New 


York City. 








Dean Says GM 
Plans No Early 


Price Reductions 


CLEVELAND. — General Motors 
doesn’t foresee any immediate pric: 
reduction in its five lines of passen- 


ger cars, accord- 
ing to Hugh Dean 
GM manufactur- 
ing vice- presi 

dent. 

Dean made the 
statement at | 
press-radio din 
ner meeting be 
fore 150 persons 
attending the 
area's first show 
ing of GM’s three- 


ee Sep dimensional! 
screen _ presentation, “Forward 
From ’50.” 


According to Dean, General Mo- 


tors has not yet fully absorbed last 
fall’s steel price increase which was 
approximately $12 a ton, and not 
the published steel figure of $4 a 


ton. At the same time, the vice- 
president pointed out that in- 
creased labor costs and the yet 


unsettled pension program make 
remote the possibility of price cuts 


Higher price tags are also due 


as Order Blanks, Used Car Ap- : ; : 
; -18 — Trad Apr. 24-27—I9th National packaging Expo 
praisal Record, Purchaser’s Credit "a Dita ioe teen tlle a ‘ition, sponsored by American Manage- to taxes that now boost factory 
Statements, Title and License Ap-| ep. 18-25—Washington Automotive Trade ment Assn., Navy Pier, Chicago. prices by 25 to 30 percent, Dean 
plications, Time Sales Agreements, Assn. 22nd annual show, _ Guard Apr. spel eee, =. * or stated. He said, too, that car own- 
Ww : Armory, Washington, show, Sook-Cedille ' oe ers have made standard equipment 
. 9 ty ay accessi- Feb. 18-26 — Chicago Asemeie, Jrede Agr. 2637—Third Highway Transpertetice many optional units of ro past 
ble, but preferably memorized, =, Feaslbesier Chteage. wae: way Users Conference, Hotel Mayflower. | Both factors, he declared, make for 
Washington. higher prices. 


prices of the cars, trucks, acces- 
sories and equipment he sells, He 
must keep himself abreast con- 
stantly as to the finance terms 


Feb. 27-Mar. 4 — Syracuse Automobile 
Dealers Assn. 3rd Postwar Auto Show, 
New York State Armory, Syracuse. 


Mar. 2-6—Des Moines Automobile Dealers 


May 414—International Motor Show, Turin, 
Italy. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 


He discounted public demands for 
a $1,000 car, and indicated that 
General Motors production plans 


and insurance rates for time Se oe ae eee, oe St. Louis. for this year do not include that 
sales. By understanding these de- Mar. I1-I8—Pittsburgh Automobile Deal. May. 22-24-1950 National Convention of [type of vehicle, but rather an ex- 


Sales Executives, Detroit. 

May 3!-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 

Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 

Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 


tension and “production schedule 
that reflects the highly optimistic 
sales outlook” for today’s cars. 


FTC Conducting 


Hearings on Limit 


ers Assn., Hunt Armory, Pittsburgh, Pa. 
Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 
Mar. 27-Apr. | — Rochester Automotile 
Dealers Assn., East Main Street Arinory, 
Rochester, N. Y. 


tails he will gain the cooperation, 

rather than the resentment of the 
bookkeeping department, 

He must be punctual and atten- 
tive and active in sales meetings. 
This is highly important to him as 
a continuous training program, Apr. 8-16— Seattle Automobile Dealers 
wherein. the previous day’s sales Assn., Field Artillery Armory, Seattle. 
activities are reviewed. 7, = & 





cago. . ° 

On A ce ty Aftermarket Shows - f = ze For Tire Discounts 
8 Feb. 16-19—1950 Pacific Automotive Show, Engineering ; : WASHINGTON. — The _ question 

Civic Auditoriem, San Francisco. Mar. 14-16—Society of Automotive Engi- |of whether a quantity limit rule 


A TYPICAL sales meeting agenda 


will include such activities as neers (passenger car, and pro- 


Bec ete “bettot, | Should be written for the tire in- 


Mar. 23-26—Eighth anneal Southwest Av- 





e . i Hotel 
these: —— Show, County Coliseum, San abn ta t-tamalon Society of Tool En dustry was up for oral argument 
<itll apeanene teibieiets t.- Orders and deliveries are re- eter — aides ia talilii Giin gineers show, Philadelphia. here last week before the Federal 
S—A , the q 5 —Canadian omotive Service +—A . . : 3 . : 
founder of Seiberling Rubber has relinquished — k a i Show, Toronto, Ont. _ = i mrt a Washing: Trade Commission, with a long list 
his titles with the Akron firm. sed-car market and prices are Apr. 25-28—New England Regional Auto- pod De ‘, , of witnesses still talking as AvTo- 
. “2 checked. , ; motive Show, aiadianies ‘dg., Boston. Siees Miiadieneions Society of Mechani- MoTIVE News went to press. The 
° li Used-car inventory is discussed. Mey 11-14—Midwest Automotive Show, cal Engineers fourth national materials hearings are expected to end this 
Seiber ing, 90, New-car prospects are distributed. avy Pier, Chicago. handling exhibit, International Amphi- week. 
? Difficulties encountered in closing Moy 3 - pune lg Conadien Interna- theater, Chicago. bi The main bout fe between th 
ional Trade r, Toronto. hf i Societ f Mechan y © 
Yields Post as sales are reviewed. eRe teed Statler, St. Louis. tire manufacturers and the inde- 


Dec. 4-8—Automotive Service Industries 


Important sales topics are dis- how, Wavy Pier, Chiches. 
cussed. ee a 
Policy changes are announced. : Za 
Allied Industries 


pendent tire dealers, with big pri- 
vate-brand mass _ merchandisers 
like Montgomery Ward and Sears 
Roebuck in the middle. 


June 26-30—American Society for Testing 
Materials 53rd annual meeting (Exhibit 
of testing apparatus and equipment) 
Atlantic City. 


Board Chairman 


AKRON. — Frank A. Seiberling, — a abreast of the day-to- a in 
90, last week stepped down from y activities and the routine of Mar. &10—American Petroleum Inst, (Di- Oct. 16-18—Society of Automotive Eng! ; 

the position of leadership in the| the dealership for which you vision of Production routhwestern is. «Beers. transportation meeting, Hotel o The little fellows claim that a 

rubber industry he has held for| work, Try to be so perfectly in- i ee, ee : ‘er . a Te Deimng Gisctemi- 

Mar. 28-3i—Fourth National Plastics Ex- Nov. 26-Dec. |— American Society of ; 

more than half a century. formed about its methods that position (Society of the Seocdinn Tndies, orn Engineers, Hotel Statler ere Wun eon aad ties cm —. 


try), Navy Pier, Chicago. 
ee 


he is in position to devote more feel as good as the next fellow. The 
time to actual prospects than to | feeling of belonging—of keeping up 
Seiberling firm. : mere “suspects.” with the Joneses ; the ambition to 
Known to two generations in CHAPTER VIII The desired information may be | achieve distinction and inspire re- 
Akron as the “little Napoleon” of The Pre-Approach |obtained either in the preliminary spect from others. : 
the rubber industry, the aged in- SALES canvass is always the |‘t@lk with the prospect, or by ad- Pleasure: The thrill of the open 
dustrialist has been confined to his most successful when it is pin- | ¥@2Ce investigation. ' road; the stimulation of socia- 
home for more than a year. Until | pointed to the needs of the particu-|, Generally the best selling appeal) bility and companionship. 
last year, when illness forced him |lar prospect. For this reason it is|t© ® man is predicated on what he| why people buy cars is covered 
to be less active, he spent every|always advantageous to know|Will gain by the purchase. To @| in another chapter, but on the pre- 
working day in his office at the|something about the prospect, his |W°™an it is love of her family. To| approach if we can find out some- 
Seiberling plant. family, and the use he is to make |YOUnger ones, adventure. People /thing about the prospect's family 
The company made no immediate | of the car. are influenced to buy automobiles | anq his need, our sales talk can be| Thursday settlement of $50,000,000 
announcement of Seiberling’s suc-| This often enables the sales- |"°t to benefit a salesman or a| adapted to the particular customer.|in claims by K-F stockholders 
cessor as chairman. The board will! man to qualify the customer as |@¢@ler, but to gratify their own) poomber, no one buys an auto-|%8ainst various officers and direc 
consider a successor at its next| to whether or not he is finan- |S¢!f-interest. So the pre-approach | opiie for the sake of having an|tors of Kaiser-Frazer Corp. was 
allows us to best determine their automobile, but in order to gain the | still in the unforeseeable future. 


you will never take a false step 
on any matter that relates to 


break with the big tire sellers 
particularly those who can, and do, 
they say, buy private brands at 
‘nside prices. 


Early Stock Pact 
Seems Doubtful 
In K-F Case 


DETROIT. Hopes were high 
early in the week, but at presstime 


Seiberling, founder and board 
chairman of Seiberling Rubber Co., 
and earlier the founder of Good-| routine. Your knowledge will pay 
year Tire & Rubber Co., resigned! off in sales commissions. 
as chairman and a director of the a 






















meeting. cially able to buy the car. Thus | * 
— Siti interest and direct our canvass things that an automobile will| The hearings on the case contin 
bear cl oe — aah St. ce due 
Basic Motives Next Weex: “Locating Pros- | picard had cleared his soust of all 
HERE are five basic buying | pects. |except the principals involved and 
motives: Monetary gain, utility, | ae pan eae al | asked them in effect: 
caution, pride, pleasure. Trustees to Quiz “aac and settl 


The Pre-Approach 


Monetary gain involves the desire 
to avail oneself of more business 
opportunities—to make fuller use 
of one’s working time. The use of 
an automobile is worth more to the 
prospect than money in the bank. 

Utility has to do with getting 
people from where they are to 
where they want to go, quickly 
and comfortably. Because an 
automobile saves the owner’s 
time, it adds time to life itself. 


: Caution: Without the use of a car 
GM SHOW—Pict i | ies 
ictured at the Stork club in New York many opportunities would be lost. 


° ¢p* Reportedly, Lemuel B. Scofield 
‘Tucker Feb. 23 chief counsel for objecting K-F 


| 
| 
CHICAGO.—Preston Tucker was | stockholders, suggested a figure on 
ordered last week to appear Feb |which the suits could be ended ‘é 
23 before J. Austin Hall, federal | AUTomMoTive News learned reliabl; 
referee in bankruptcy, for exam-|that “something in the neighbor 
ination by trustees in reorganiza-| hood of $5,000,000” was suggested 
tion of Tucker Corp. Meanwhile, in Washington, Re 
Tucker had previously been in- | construction Finance Corp. official 
structed by Hall to make his ap-| reaffirmed their confidence that 
pearance Feb. 1, but a delay was | $44,400,000 loaned by the RFC t: . 
granted when attorneys for him|K-F would ultimately be repaid. 
reported that Tucker and his wife} RFC Chairman Harley Hise tol: 
had been ordered to take a rest|a House subcommittee that hi 





AD AGENCY GIVES PARTY AFTER 
on 2 fo right) Hatlow Gurtica execu John & Adam, lnc., Detroit advertising ogency, M h 1 h 

w ce, executive vice-president of General Motors; W. A. P.|Many a young man has lost his|after the recent criminal trial| agency had studied the K-F loan 

John, chairman the board of the agency, and Fleur Cowles, publisher of Flair. John sweetheart to a rival for the lack|which brought jury acquittal for ion Bowen angles “and we feel i' 








and James R. Adams, the ad firm's president, played hosts to friends of the busi d 
entertainment worlds following a Pontiac- 7 ; fotors Waldo 
aan ke es Ta 9 c-sponsored prevue of the General Motors een 


him and seven other former asso-| is fully secured and that it will b 
ciates in the company. repaid.” 


of a car. 
Pride: The desire to appear and 
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Only Kaiser-Frazer Dealers have a 
100% selling chance in the 1950 


new car market. Only the Kaiser- 


en the 
> inde- 
ig pri- 
ndisers 
| Sears 


Frazer Franchise offers three lines 


i Pe 5 FF of cars blanketing every price 





hat at class. Simple arithmetic is all it 
scrimi- 
> regu- 
n even 
sellers 
ind do, 
nds at 


takes to understand what it would 
mean to you to be able to satisfy 
every new car buyer in your 


community! 
ct 


l 


There are a limited number of 
valuable “open points” available. If 
> high . . . 
idle there is no Kaiser-Frazer dealer in 
000,000 


\olders 
direc- | 


your sales area, we suggest you 


/ 


. was write (or wire) Walter deMartini, 


ure. 

ontin 
Judge 
jesday 
of all 
d and 


ae 





Director of Sales, Kaiser-Frazer 


Corporation, Willow Run, Michigan. 


setthk 
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ior “We are determined to make the Kaiser-Frazer Franchise priceless!” 
Re 
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that 
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Henry J. Kaiser, chairman, Kaiser-Frazer Corp. 
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New Tube Called 
World’s Strongest 
By U.S. Rubber 


DETROIT.—A new automobile 
inner tube made with nylon cord 
and said to be stronger and safer 
than any other tube ever developed 
is announced by U. S. Rubber Co. 


Reinforced with two plies of 
nylon cord and designed for maxi- 
mum protection against the haz- 
ards of sudden deflation due to 
punctures or blowouts, the new 
tube has a reserve strength almost 
equal to that of the tire itself, 
according to Dr. A. W. Bull, direc- 
tor of tire development. By greatly 
increasing resistance to road shock 
and rupture, it gives practically 
eight-ply safety to four-ply tires, 
Dr. Bull said. 


In the event of a puncture, he 
said, the nylon construction built 
into the wall of the tube squeezes 
rubber around the puncturing ob- 
ject, thereby preventing sudden 
flats and permitting only a slow 
leakage of air. 

As a demonstration of the tube’s 
exceptional strength, a car equipped 
with only the new tubes—without 
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NOT EVEN TIRED—An inner tube made 
with nylon cord and said to be stronger and 
safer than any other tube has been developed 
by United States Rubber Co. In a series of 
tests to demonstrate the tube's strength, a 
car equipped with -the tube, and entirely 
without tires, was run for miles without fail- 
ure or loss of air, the firm reports. 


tires—was run for miles without 
failure or loss of air. 

He estimated that the new tube 
will outwear as many as three sets 
of tires. Called the U. S. Royal 
Nylon Life-Tube, it is specifically 
engineered for the smaller rim 
diameter and larger body of the 
modern tire, Dr. Bull said. 





Dealer Forum 


(Continued from Page 4) 


better standard of living or whether 
they will have even as many of 
the good things of life as they have 
today under this doubling of the 
income to be brought about through 
inflation. That big income, if the 
individual produces only as much 
as he does now, will definitely mean 
that it will take twice as many 
dollars to buy the things we need 
and want at that time as it does 
now. Nobody has even hinted that, 
under this proposed inflation people 
will be able to buy the big, luxuri- 
ous, American type automobiles 
with the money they earn five years 
from now.” 
+ + + 

“TJOW will all this inflation affect 

you as an automobile dealer? 
Is there going to be some govern- 
ment agency set up within the pro- 
posed welfare state to protect 
automobile dealers? No. We, as 
individual, small businessmen, must 
plan to protect ourselves. The other 
day I saw a small boy blowing up 
a bicycle tire at the air tower. The 
air being free, he took a lot. Now 
he needs a new tire. Do you think 


The 1950 “Specs” 





he should get a new tire free? Do 
you think that there should be a 
government agency ready to pro- 
tect him and make good his mis- 
take? No. If that boy is to grow 
up to be a successful business man, 
he must learn not to make foolish 
mistakes and, above all, not to ask 
the taxpayers to correct his mis- 
takes.” 

“Right after the first World 
War, I decided that it would be 
wise to plan for the security of 
myself and my family so that 
in our declining years we would 
not become dependent upon our 
children, I thought about infla- 
tion then and I planned for it. 
I figured it would be smart to put 
one-half of my surplus profits 
each year in life insurance, sav- 
ings, and government bonds, and 
the other one-half in real estate 
investments—that is not to have 
all of our eggs in one basket. I 
thought the dollars in life insur- 
ance, savings and bonds might 
shrink in buying power, but that 
the value of the real estate would 
continue to increase if we had 


Call for More HYATTS 


Checking up on the 1950 lines, we find more Hyatt Roller Bearings in more 
positions, in more cars, trucks and buses than ever before. 
Ever since “the nineties,” when Hyatt made its first roller bearings for the 
automotive industry, Hyatts have been the preferred roller bearings—proof 
of performance. 
Design engineers know from past experience that Hyatt Roller Bearings, 


whatever the type or size, are designed and made to do the job to which they 
are applied. 

And many of the machines, as well as material handling equipment, used in 
automotive production are likewise Hyatt-equipped for smoother and more 
efficient operation. 

You are invited to make use of Hyatt engineering service when you need help 
with bearing applications. Hyatt Bearings Division, General Motors Corporation, 


Harrison, New Jersey; Detroit, Michigan. 


a 











inflation. A fine flea all right, 
but I didn’t figure on that joker 
which later appeared and is 
known as ‘taxing the gain on real 
estate.’ The facts are, that after 
taxes, the net gain on real estate 
today has not been equal to the 
loss in purchasing power of the 
dollar.” 

“In spite of depressions, wars, 
and past inflation, we, as business 
men, have held our own up until 
now, but it appears that some 
people in high, public office think 
that the whole world and every- 
thing in it is wrong, and that they 
are destined to remodel it.” 

* * . 

‘“(MHE control of the entire fiscal 

policy of our country rests in 
Washington. At the present rate of 
deficit spending by the government, 
the gigantic bill can only be paid 
by printing more dollars, thus mak- 
ing each and every existing dollar 
worth less. That means that the 
dollars which your customers have 
in savings will buy less and less. 
After the increased cost of living 
under this inflation plan with its 
higher taxes, will these customers 
be able to buy a new car?” 

“In my opinion, it will take all of 
the net profit, after taxes, that you 
make in the next five year period 
to offset the effect on the purchas- 
ing power of your dollars in this 
planned inflation. You had better 
work to keep your equities in all 
vour holdings equal or better than 
thev are now.” 

“As an automobile dealer, may 
I remind you that your profit is 
what you have left after you 
pay for your merchandise, your 
cost of operation, your taxes, 
liquidating your slow notes, turn- 
ing your used car into cash, and 
collecting your bills? Of course, 
if you sell too cheaply and lose 
money on a deal to beat a com- 
netitor, remember you can’t make 
it up in a large volume of like 
deals. Remember, when you sell 
at a loss, the government still 
gets its excise tax, tax on the 
manufacturers’ operation and the 
state sales tax. The only tax you 
escape by selling at a loss is your 
income tax on that deal.” 

“Some of the controls and regu- 
lations that come from government 
agencies remind me of a fishing 
law, which. if a person was to live 
up to the letter, would mean that 
the fisherman must first dive into 
the water and measure the fish 
before offering that fish the bait.” 

* = > 


“WE HAD better stop this infla- 
tion now by reducing the gov- 
ernment’s spending. How can we 
accomplish this? In my opinion it 
can be accomplished by electing the 
right people to office. There is an 
idea that has been pretty well sold. 
that if a person is elected to public 
office, that election endows him 
with a special knowledge and wis- 
dom on how to run a business— 
all businesses—even though he has 
never had any personal experience.” 


To stop the trend of this pro- 
posed inflation, to insure a success- 
ful era for the small, independent 
business man under our American, 
free-enterprise system we, all the 
people, must take an active part 
in deciding who is to represent us. 


Who is the rivht candidate, you 
ask? In my opinion, it is some- 
one who spends other people’s 
money as cautiously as if it were 
his own; a man whom you would 
let run your business making pol- 
icies and performing all other 
managerial functions. Take an 
active interest in the political 
party of your choice, select your 

candidate and work to get him 
| nominated. Then, work to get him 
| elected! 
| Many of our successful dealers 
are imminently qualified to be rep- 
resentatives and senators in the 
state legislature, or congressmen 
}and senators representing us in 
Washington. The day has arrived 
|when we should not restrict the 
iselection of our condidates for 
office from the lawyers, or career 
|politicians, but the various 
branches of business should be di- 
rectly represented and particularly 
this great, influential, tax-paying 
segment of business known as the 
automotive industry. There is no 
better way for you, as a citizen, to 
serve your country, your customers 
and your own family, than by tak- 
ing a very active part in politics 
working on the promise to: ‘Keep 
our currency sound, and our coun- 
try free for you, me and posterity 
And together let us all continually 
strive to build a better America. 
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Everybody ’s talking about a $1000 C48 sss 
but only LROSLEY is building it! 


I FREQUENTLY come across state- 
ments and reports that other manufacturers 
are coming out with a car in the $1,000 price 
range. I have been reading these reports for 
several years now, and I think it significant 
that the Crosley car is still the only car in the 
$1,000 price range on the road today. 

Building cars in the $1,000 price range 
is one thing. And we’ve built 70,000 of 
them. Announcing that you are going to 
build such a car or that you are tenta- 
tively considering it is quite another 
thing. 

You can make such an announcement in 
one of two ways. You can hire an artist to 
create drawings of a new car. This might 
cost around a thousand dollars. But it’s good 
for probably fifty thousand dollars in free 
publicity space. And since no complete en- 
gineering drawings are in existence, the artist 
can add as many extras and flourishes as he 
wants. 

The other way is to buy a small European 
car, take off the body, and put on a hand- 
built body. This will probably cost about 
$10,000. But now you have an automobile 
instead of a drawing, and you are all set to 
call up the newspapers and have a premiere. 
This might be good for a half a million dol- 
lars in publicity. 

There is some talk that cars in the $1,000 
price range can be manufactured by using 
European parts. This kind of thinking is 
based on the idea that Europeans are prac- 
tically giving automotive parts away. But it 
has been my experience that European parts 
cost 25% to 35% more delivered at the 
American assembly plant. Not too long ago, 
we canvassed European manufacturers to get 
prices on carburetors. The carburetors that 
were the equal of what we require in Crosley 
cars would cost us about 30% more if bought 
in Europe. 

And then you hear some talk about low 
horsepower engines manufactured in Europe 
and available at bargain prices. Low horse- 
power is right. The horsepower is so low 
that they would have a tough time taking 
the hills in this country. World wide reports 
show a preference for the Crosley car because 
of its excellent hill-climbing ability. Many of 
the light European cars are fine for smooth 
country, but require frequent gear shifting 
on hills. 

I always get a chuckle out of the ad- 
vertisements for European small cars 
made, as they say, with “old world 
craftsmanship and precision skills.” I 
can’t help but think that at Crosley we 
have new world craftsmanship and that 
our American craftsmen don’t take a 
back seat for anybody. 

One other term that has been very 
loosely defined is the “$1,000 price 


Q FINE car 


range.” To me, that has always meant a 
delivered-to-the-consumer figure of ap- 
proximately a thousand dollars. Fac- 
tory-delivered consumer prices on 
Crosley cars, including Federal Taxes, 
run from $861 to $912. When we say 
$1,000 price range, we’re including 
freight anywhere in continental United 
States, and we mean it. 


When we effect economies in our manu- 
facturing operation at Crosley, we put the 
money back into the car in the form of im- 
proved equipment or parts, and reduce the 
price. We could have gone on selling Crosley 
cars without using Hydradisc (airplane-type 
hydraulic) brakes. These Hydradisc brakes 
cost a lot more. But the Crosley car engineers 
are convinced that the Hydradisc is the very 
finest brake available today. As soon as we 
could afford it, we adopted it. The same is 
true of the 2614 h.p. Crosley overhead cam- 
shaft engine with cast iron block. It costs 
more but it’s worth it. Today, the Crosley 
engine develops .60 horsepower per cubic 
inch displacement, the highest in the field 
today. We aren’t interested in just being a 
small car manufacturer. We want to stay 
in the number one spot as the finest car in 
our price field. 


Our suppliers have names like Delco, 
Warner, Spicer, Auto-Lite and Goodyear. 
And with all this, we’ve been able to keep 
on bringing down the price of the Crosley 
car. 

The size of the Crosley car is not just 
a designer’s notion. If we made the 
Crosley longer and wider, we would 
have to add weight in transmission, axle 
and other parts. We would need a big- 
ger engine. First thing you know, we 
would be out of the $1,000 price field. 
Here’s just an example of what adding 
5 inches to the width of a Crosley car 
would do. We would only be able to 
ship 8 to a freight car instead of the 
present 16. On haulaways we would 
have to come down from 9 to 6 cars per 
shipment. Result: greater haulage and 
freight costs adding considerably to the 
delivered price of a Crosley car. 

The present size of the Crosley car seems 
to be just about right for the 70,000 owners 
who have bought them. After all, it is a 
4-passenger car. It has never claimed to be 
a 6-passenger. In the front seat, we allow 
better than 21 inches seat width per _pas- 
senger. The biggest cars, designed to carry 
3 passengers in the front seat, allow a maxi- 
mum of 63 inches (21 inches per passenger), 
and many of the large cars provide consider- 
ably less space than this. The rear seat was 
designed to conform to the human body and 
allows ample room for two passengers with 
as much shoulder width as have the pas- 





sengers in the front seat. Leg room and head 
room in Crosley cars surprisingly meet the 
standards for all size cars. 

This car is not built to a demand that will 
reach a million cars a year in production. It 
is not built for those whose precarious social 
position necessitates “keeping up with the 
Joneses,” although you see them at leading 
country clubs. It is not built for 6 passengers 
when the average occupancy of the American 
automobile is less than 2 passengers. But the 
Crosley is built for that one family out of a 
hundred, sophisticated, down-to-earth people 
who want 35 to 50 miles per gallon, and 
other low up-keep features. It is built for 
those discriminating people who want a brand 
new, shiny, practical car instead of some- 
one’s beat-up, secondhand (or fourthhand) 
car, whether they want it as their only car 
or as a second or third car. 


The rash of publicity for new entries in 
the $1,000 price field is interesting but some- 
times regrettable. Some of the people involved 
in these projects are quite sincere, but are 
unwilling or unable to realize that it takes 
a lot of engineering, plants, skilled workers, 
good management and many millions of dol- 
lars to get into the automotive manufacturing 
field. Others are using announcements of 
small cars to gain publicity. I say this is 
regrettable because such reports cause many 
prospective buyers to hold off. Instead of 
buying the car they are somewhat sold on, 
they say, “I’m going to wait until the big 
Super Whatzit comes out next year for only 
$995.” If the Super Whatzit ever did come 
out, that might be better. But the point is 
the big super Whatzit stays up in the clouds 
where it started. This sort of thing postpones 
sales and creates an unfair picture of the 
industry’s ability to deliver more for the 
dollar than is humanly possible with current 
labor and material costs. 

In other words, with the yardstick of 
today’s costs as compared with prewar 
costs it is just impossible to build a big 
car and sell it at the price of a small car. 

In the past six months, in the changeover 
from the direct-to-the-dealer selling plan to a 
distributor organization, we have put on 
eighty-three distributors, out of a future two 
hundred distributor-point program. More are 
being added from day to day. 

We solicit inquiries from established 
automobile concerns interested in dis- 
tributor or dealer franchises. 


Pv 0 role, Yr 


PRESIDENT 


CROSLEY MOTORS, INC. 
2530 SPRING GROVE AVE., CINCINNATI 14, OHIO 


"You see them 
everywhere ” 
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New Painting Process 


May Reduce Costs 


By A. H. Allen 
(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 

EVERAL of the motor companies are “researching” into 

a new painting process that holds promise for future pro- 
duction economies. The principle is to put a negative charge 
on the globules of paint as they emerge from the spray gun, 
thereby attracting them to the part to be painted. 


There are some problems 
to be licked yet, as R. J. Em- 


mert of General Motors’ fa- 
cilities and processes staff told the 
Society of Automotive Engineers at 
its recent meeting in Detroit. First 
of all, the paint particles are not 
too choosy as to where they land 
as long as the spot is grounded. 
Hence they are liable to travel to 
the sides of the paint booth, the 
roof, the floor, the conveyor or even 
back to the spray gun itself. 

The system is most effective 





when the paint is finely atomized, | 





requiring higher 
air pressure and 
a large volume of 
air, which tends 
to blow the paint 
past the work. 
Also, large air 
volume creates 
high evaporation 
rates on the paint 
solvent, Further, i 
the high voltage A, H, Allen 

involved makes precautions neces- 





If your customer is 


a STICKLER 





for power... 


sary against personal injury and 
fire. 

However, there are many ad- 
vantages which can be seen—far 
less paint consumed, more me- 
chanization, less need for skilled 
help, better coverage of painted 
parts, etc. 

There are many industries al- 
réady making use of proprietary 
electrostatic painting methods, and 
the auto industry research seems 
to point in the same direction. 

. * « 

Screw Costs Increase 
Ave parts, particularly those 

made of steel, are getting no 
less costly. Just last week, leading 
screw companies boosted their quo- 
tations 5 to 6 percent to meet their 
higher steel costs. 

Fasteners of all types are vitally 
important to the automobile indus- 
try, so there is another cost ele- 
ment to be absorbed. 

If the UAW-CIO is successful 
in ramming pension plans down 
the throats of the motor car com- 
panies and then moves in on the 
parts suppliers similarly, it might 
mean another price boost later 
in the year. 

The current increase, it is said, 





L-M PREVIEW STAGED IN ST. LOUIS—More than 500 St. Louisians accepted a written 


invitation from R. 


H. Neeley, Lincoln-Mercury district sales manager, to attend a private 


showing of the 1950 Lincoln and Lincoln Cosmopolitan, when they were previewed in advance 
of the public showing on Jan. 27. Five models were displayed. 


barely covers higher steel outlays, 
and in some cases falls short. 
+ * + 


Better ’n Lil Abner? 
ANTONE wanting a detailed and 
graphic insight into the work- 
ing elements of today’s automobiles 
and how they are put together and 
serviced should grab off a copy of 
some manufacturer’s latest “shop 
manual.” We've just been leafing 
through the 500 or more pages of 
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to take full advantage... 





of the high 


ETHYL CORPORATION, 


Products sold under the “‘ETHYL'’ trade-mark: Antiknock Compounds... Salt Cake. . . Ethylene Dichioride. . . 


antiknock quality of 
“ETHYL” Gasoline... 


and keep him happy 


with you and your service. 


New York 17, N.Y. 


Sodium (metallic). .. Chiorine (liquid) . . . Ol) Soluble Dye. . . Benzene Hexachioride (technica!) 





the latest Pontiac manual and it is 
more interesting than the latest 
escapades of Dick Tracy. 

Hundreds of drawings, photo- 
graphs, exploded layouts and other 
illustrations of every last bolt and 
washer going into a 1950 model, 
with full details of how to take 
them apart, service them and re- 
place the parts. 

The job of preparing such a 
compendium of information must 
be tremendous, and its value to 
the dealer’s service department 
incalculable. 

Where else, for example, could 
you find details on location and 
removal of a differential side bear- 
ing adjusting lock nut? 


1,500 Expected 
For Road Builders’ 
Parley in March 


WASHINGTON.—More than 1,- 
500 persons are expected to attend 
the 47th annual meeting of the 
American Road Builders. Assn. 
March 6-9 at the Netherland Plaza 
hotel in Cincinnati, Charles M. 
Upham, engineer-director of the or- 
ganization, announced here last 
week. 

Top federal, state and local high- 
way administrators will hold the 
spotlight at the four-day meeting. 

A heavy schedule of technical 
sessions—covering a wide variety 
of subjects such as soils, highway 
terminals, construction equipment, 
pavement design, highway mainte- 
nance, access highways to serve 
airports, education for highway en- 
gineering and growing use of two- 
way radio in highway work—will 
feature the meeting. 

Leading off the roster of federal 
government speakers to appear on 
the program are Thomas H. Mac- 
Donald, commissioner of the U. S. 
Bureau of Public Roads, and D. 
W. Rentzel, Civil Aeronautics ad- 
ministrator. Heading up state rep- 
resentation will be D. C, Greer, 
1950 president of the American 
Assn. of State Highway Officials 
and chief engineer of the Texas 
state highway department. 

Presenting a broad, overall view 
of the outlook for highway trans- 
portation in the U. S. will be Wil- 
fred Owen, highway research spe- 
cialist for the Brookings Institu- 
tion, Washington. 


oe 
Continental Sees 
. 
Spring Upturn 

DETROIT. — Continental Motors’ 
orders have increased sharply since 
the first of 1950 and employment 
should improve by spring, C. J. 
Reese, president, stated in the cor- 
poration’s 1949 annual report issued 
last week. Approximately 33,000 
engines should be shipped in March, 
or 30 percent above average month- 
ly shipments last year and less 
than 25 percent under the 1948 
average, he said. 

Continental’s consolidated net 
earnings for the fiscal year ended 
Oct. 31, 1949, were $1,801,205, or 
55 cents a share on 3,300,000 shares 
outstanding. This compared with 
net earnings of $3,378,123, or $1.02 
a share in 1948. Net sales were 
$73,192,294 in 1949 against $108,157 - 
527. Two dividends of 10 cents each 
were paid in fiscal 1949 and another 
of like amount is scheduled f«: 
March 4. 


Mentzer Appoints Holvey 

William J. Holvey is the newl:- 
appointed general sales manager 
of Mentzer Motors Co. (Packard 
Barberton, O. 
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k—will 
a Financing the sale of automobiles is an important part 
U.S of your business machinery. It involves a lot of parts 
Se that have to mesh and work together for best results. 
Greer, 
ficial Commercial Credit service includes everything needed 
Sr _ to make the machine run smoothly and efficiently. It 
Cg includes wholesale, drive-away, demonstrator and retail 
nstitu. sales plans. It includes efficient administration and 
co-operation in credit investigation, collection, follow-up 
“i and adjustment. It includes an attractive combination 
ae of convenience and protection for both dealer and 
ment customer. 
iegued Some of these features may seem more important to you 
month: than others, but the fact is they all contribute to success- 
d less 


ful and profitable time payment selling. 


e 1948 


1 net 
ended 
05, or 
shares 
1 with 
r $1.02 
; were 
08,157, - 
S$ each 


Call in your Commercial Credit representative. Let him 
show you the “plus values’? you get with Commercial 
Credit service. 





nother 


““* COMMERCIAL CREDIT CORPORATION 


- 
newly - A Subsidiary of 


oe .. Commercial Credit Company Baltimore, = Capital and Surplus Over $100,000,000 
MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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House Group Planning 


Careful Tax Study 


By William Ullman 


Washington Correspondent 


Motel TO DAY following of the House Ways and Means 
committee hearings on a tax revision bill will make it 
possible to gauge with more exactness the direction which 
tax action will follow. Chairman Doughton says all pro- 
posals made by President Truman in his tax message to 


Congress will be examined 
during the hearings. 

These include a cut in some 
taxes of an undefined amount but 
to be balanced by plugging loop- 
holes in the present law. The Presi- 
dent also proposed that $1 billion 
in additional revenue be raised 
through increasing estate and gift 
taxes and levies on large corporate 
income. 

Scores of witnesses have asked 
to be heard, and Doughton doesn’t 
know how long the hearing will 



































William Uliman 
continue. He says everyone who! ing revenue, it is possible that his 





‘can help the com- 


mittee will be 
heard. 

Since Rep. 
Doughton is prob- 
ably the No. 1 
advocate in Con- 
gress for an over- 
all bill which will 
contain excise 
cuts along with 
changes in the 
law which will 
raise compensat- 


|much_ the 
| committee is likely to cut the Pres- 
|ident’s budget for fiscal 1951. 





group will take no action upon leg- 
islation until it has determined how 
House Appropriations 


Too, if a substantial reduction 
is made in the budget total, the 
tax bill will be stripped to a cut 
in some excises and other revi- 
sions which could make _ the 
measure veto-proof. The Presi- 
dent warned in his message that 
he would reject an excise-reduc- 
tion bill that did not contain pro- 
visions for raising compensatory 
revenue. 

Treasury Secretary Snyder, more 
than any other White House ad- 
viser, has been instrumental in ob- 
taining presidential adherence to 
the policy of compensatory reve- 
nue. He opposed vigorously the $4.8 

billion tax cut bill voted by the 
80th Congress, and he is not an 
enthusiastic supporter of the Presi- 


dent’s deficit spending program. 
* . - 


Won't ‘Soak Business’ 
VETERAN Democratic chief- 
tain who will have much to do 

with shaping the tax layout says 

that much of the President’s pro- 
gram will go unheeded, He doesn’t, 
for example, expect an increase in 
corporation income taxes which 





To True Small Town 


*8,855, 


Increase in Annual Sales 


A reflector collar may be used to 
protect your dog from night mo- 
| torists. 
| 
Truman recommended. He doesn’t 
believe that a majority of the mem- 
bers of Congress would support 


any “soak-business” taxes on the 
eve of an election. 

Likewise, he contends that the 
raising of corporate taxes is inimi- 
cal to the business expansion move- 
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Families for one 


Automobile advertised in GRIT 


Today more than 116,000 GRIT Families are driving 
this make of car in True Small Towns. 


And GRIT sells all kinds of Automotive products: 


Three million 


Oil, 86% 


GRIT 


Another Automobile, 31% increase in Sales— 
a Truck, 21% increase—a Spark Plug, 
5 times more sales than any other brand. 


GRIT readers, in 16,000 


True Small Towns, believe in GRIT. 
They buy brands advertised in GRIT*. 


GRIT Families are large... 
with steady spendable income. 
22% own Trucks, 80% own 
Automobiles, 85% buy Tires, 
81% buy Spark Plugs, 85% buy 


buy Gasoline, 77% buy 


Anti-Freeze, a tremendous market 
for all automotive products. 


sells for its Advertisers 
... it can sell for you! 


Small Town America’s Greatest 


Family Weekly 


with more than 600,000 Circulation 


*Ask the GRIT Representative 
for the GRIT Reader Survey 





ment which the President has been 
advocating. 

It may be possible, this spokes- 
man says, to increase gift and 
estate taxes which were lowered 
in the 1948 tax bill. Such a change 
would affect relatively few peo- 
ple and could be done without 
too much fear of economic or 
political reprisals. 

The loopholes the President wants 
closed, however, present an alto- 
gether different and a highly con- 
troversial problem. Some, it is con- 
ceded, can be plugged without too 
much trouble. Others, however, like 
levying on the income of tax-ex- 
empt institutions such as farm co- 


operatives, are charged with po- 
litical dynamite. 
The committee, however, will 


have to grapple with the increas- 
ingly troublesome question of the 
tax-exempt cooperatives. Rep. Ma- 
son, of Illinois, has a bill to change 
ltheir tax status. He is a member 


of the committee and will insist 
that it go thoroughly into this 
question. 


* * * 

Reciprocity in Dixie 

EPRESENTATIVES of ten 

southern states have approved 
a uniform reciprocal agreement 
which is now being submitted to 
state committees for acceptance 
and eventual ratification, the Amer- 
ican Assn. of Motor Vehicle Ad- 
ministrators reported last week. 

The agreement was signed at an 
Atlanta conference last month by 
representatives of Alabama, Flor- 
ida, Georgia, Kentucky, Louisiana, 
Mississippi, North Carolina, South 
Carolina, Tennessee and Virginia. 
It offers full reciprocity to motor 
vehicles maintaining a principal 
place of business in one or more 
of the reciprocating states. 
| Exceptions are provided, how- 
| ever, for states which prohibit reci- 
|procity on certain taxes or make 
special requirements. For-hire car- 
riers operating strictly in _ inter- 
state commerce would be allowed 
}an unlimited number of trips with- 
out paying license fees to the reci- 
procating states if the operating 
companies registered at the home 
state and filed evidence of public 
| liability with the states affected. 

Mississippi—among the states 
for which exceptions are provid- 
ed—offers reciprocity to for-hire 
carriers but cannot waive the 
public service commission fees: 
$25 registration or qualification 
fee; $12 per annum for each mo- 
tor vehicle for hire, except prop- 
erty vehicles of two tons or less 
which call for a fee of $6 and $1 
additional for each of such plates 
issued. 

Kentucky requires driveaway 
companies to pay a $25 annual li- 
|cense fee and carry an identifica- 
tion card on each vehicle trans- 
ported, which is free. 

North Carolina requires that for- 
hire carriers qualify with the state 
utilities commission. Alabama re- 
quires each vehicle to display an 
Alabama public service commission 
tag, issued on registration for $1, 
and also a mileage tax sticker in 
lieu of a mileage receipt issued, 
on application, by the revenue com- 
missioner. 

Reciprocal privileges will be 
withdrawn from vehicles violating 
size and weight laws, under the 
|} agreement, and reciprocity will be 
|extended only to carriers having 
| Interstate Commerce Commission 
| authority or those operating under 
an ICC exemption. 

The agreement does not waive 
|}gas tax requirements, and various 
state requirements on carrying gas- 
|Oline are included. Apportionment 
|of registration is provided when a 
| company’s principal place of busi- 
ness is in several states. 
| * ” * 


| Just the Reverse 

H4tt yourself if you've heard 
this story before. It was new 
to me, and said to be going the 
rounds of European countries. 

A group of visitors from a satel- 
lite nation was being shown a So- 
viet automobile plant behind the 
iron curtain, with an idea of im- 
pressing them so they would go 
back and tell how wonderful the 
Russian system was, They asked 
the guide, “Who owns this plant?’ 
| The guide said impressively, 
“The workers own this plant.” 
Then they noticed a few cars 
standing outside, and they asked, 
| “Who owns those cars?” The 
guide said, “The executives who 
run the plant own those cars.” 
Later they came to America and 

(Continued on Page 65, Col. 1) 
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rted with Propane... 





Taxis Use Cooking Gas as Fuel 


PARIS, Ill. — Propane gas, for- 
merly restricted to the stationary 
life of a heating and cooking fuel, 
made its debut in taxicabs last year 
with good results. 

“Tt’s great stuff” declares John 
Ball, Paris taxi company owner. 
“T’ve installed propane units in 
four of my cabs, and so far it’s 
foolproof.” 

Living up to the merits of 
economy, clean operation and 
efficiency claimed for it by its 
manufacturers, Ball believes that 
propane is certainly “up and com- 
ing” in the development of new 
auto fuels. 

After installing his first propane 
unit in June, 1949, he ran it 25,000 
miles as a test and decided it was 
the thing to use. “I’m converting 
all my cabs as soon as the units 
become available,” he said. 

Added to the economy of lower 
repair bills and cleaner motor op- 
eration, the real saving comes when 
buying fuel. Costing only slightly 
more than half as much as gaso- 
line, Ball saves nearly 50 percent 
on his operation cost. 

In Illinois, Ball pays the cus- 
tomary 3%-cent motor fuel tax, but 
with the cost of the fuel itself fixed 





is shown above 


THE CARBURETOR—Ball 
pointing to the special unit which mixes air 
with propane before it enters the motor. 
With no moving parts in the carburetor and 
no fuel pump required, propane is a cab 
man's dream fuel. 


* * * | 
at 11 cents per gallon, Ball realizes 
a real saving. 

Units to convert the conventional 
automobile motor to a _ propane- 
burning engine include a pressure 
tank, which holds 21 gallons of the 
gas, and a special carburetor which 
mixes the pressurized propane with 
air for the burning mixture. The 


Huntsville Gets | 


New-Car Assn. | 


HUNTSVILLE, Ala.—The Hunts- | 
ville New Car Dealers’ Assn. has 
been organized by 14 dealerships. 

Officers of the new organization | 
are: A. W. Hill sr., president; Guy | 
J. Spencer, vice-president; B. A. | 
Stockton, treasurer, and B. D.| 
Given, secretary. | 

Included in the new group are| 
Hill Chevrolet Co., Thomas Motor 
Co., Huntsville Motor Co., Miller | 
Motors, Ray Auto Co., Stockton | 
Motor Co., Underwood-Nash, Cole | 
Motors Co., Snow Motor Co., Smith- | 
Pontiac, Moore Giles, Floyd} 
Painter, Goodson Motor Co., and | 
I. Schiffman & Co. 








Management Assn. Offers 


Booklets on Cost Cutting 

NEW YORK. — The American 
Management Assn. has published | 
two pamphlets, “Cost Reduction in 
Materials Handling and Shipping,” 
and methods for “Improving the 
ny of Packaging Produc- 
ion.” 

The 14 authors of papers in the 
pamphlets are specialists in various 
aspects of packaging design, engi- | 
neering and production, according 
to the AMA, 330 W. 42nd St., New 
York 18. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America's No. 1 Industry .. . an esti- | 
mated more than 100,000 readers weekly! 





tank is installed in the cab’s trunk 
compartment. 

Propane does not require a fuel 
pump to bring the fuel from the 
tank to the motor. It is used 
under pressure and flows directly 
from the tank to the motor. 

Fuel pump failures have long 
been one of the biggest headaches 
to a cab operator and the propane 
unit has no moving parts to get 
out of order, Ball reports. 

Propane manufacturers’ claim 
that a new motor can be operated 
on propane for 100,000 miles and 
still remain clean enough to pass 
a “white handkerchief” test on the 
cylinder bore. Ball said he is con- 
vinced that the new fuel will do 
just that. 

Admittedly, propane does not 
permit the rapid “get away” 
starts possible with gasoline, but 
Ball explains that this is good 
business for him. 

“It saves wear and tear on a 
motor caused when a driver ‘gives 
it the gun’ in low,” he said. 

In a trial run, he demonstrated 




















THIS DISPLAY STAND 
BUILDS EXTRA SALES 


It puts your Houdaille stock 
out front and under the nose 
of every customer. It’s an 
attractive, permanent sales 
builder — one of the many 
profit aids which Houdaille 


offers you. 





the advantage of propane by push- 
ing the accelerator to the floor and 
calling attention to the absence of 
the familiar “ping” which accom- 
panies rapid acceleration of most 
gasoline-fueled motors. 

Once accelerated, however, pro- 
pane is a “fast” fuel. Boasting a 
125 octane count, it will drive the 
cabs faster on the open road where 
start-and-stop driving is not neces- 
sary. 

A gallon of propane gives about 
the same mileage as a gallon of 
gasoline, Ball said, but it does not 
dilute oil as gasoline does. With 
propane, the cabs can operate for 
6,000 miles without an oil change. 

Installation costs include $85 
for the tank and carburetor and 
about $35 for tubing and installa- 
tion costs. 

Even though he is convinced that 
propane is a better fuel, Ball re- 
tained gasoline tanks, fuel pumps, 
and regular carburetors in the pro- 
pane cabs. 

In case one of the cabs should 
run out of propane, a simple turn 
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PROPANE TANK—The large 2l-gallon container holds propane gas, just like the bottied 
gas used throughout the nation as a cooking fuel. As a cab fuel, it is clean, economical 
and dependable. The tanks are filled from a 500-gallon storage drum through special pres- 
sure equipment. A safety vent in the center of the tank prevents overloading of the 125- 
octane fuel. The box at the lower left is the radio transmitter. 


of a valve near the cab’s fuel pumpj| Ball explained. “If a cab has to 
puts it back on normal gasoline! make a run out of town, the driver 
operation. can’t ask his fare to wait until the 

“Propane isn’t used widely enough |tank can be filled with propane. 
to permit complete conversion,”!The fare might change his mind.” 








“Husky is as Husky does” 
- and HOUDAILLE* 


 MUSKNS 


give HUSKY service 
plus HUSKY profits! 


@ The Houdaille Husky lives up to its name. It has extra 


and extra stamina with larger and stronger work- 


ing parts. That means a balanced shock absorber with 
low-pressure operation and extra thousands of miles of 


Because Huskys offer longer life and added value for 
such a small premium in price, they are fast sellers to new 
car owners and old. For use on commercial and service 
fleets they have no equal. 


Spring, the big season for shocks, is just ahead. Prepare 


bigger sales than ever before. Stock Houdailles 


and push the Husky. For the complete story, call your 


nearest distributor or write to the factory. 


OU UVR A ee bah) Pa Me eo) ewe), 


HOUDE ENGINEERING DIVISION 


BUFFALO 11, NEW YORK 


r Builder of Hydraulic Shoe! 
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By James D. Woolf 


i, fing the buyer’s market mak- 
ing the going tougher than 
before, the advertising business 
has begun to realize that a pretty 
girl cannot make the con- 
sumer buy. Only the product can 
do that. The new emphasis in ad- 
vertising is on telling him an in- 
formative story of quality.” 

That’s the way Time magazine 
sums it up. 

Amen! 

I have owned at least 25 cars 
up to now, and I am in the mar- 
ket for a new one. The other eve- 
ning I bought several magazines 
and newspapers for the purpose of 
boning up on cars. After carefully 
studying a dozen or so ads I was 
left with a feeling of utter frus- 
tration, One example of what I 
found will suffice: 

* + + 


“NEw cars are blossoming in 


showrooms all over America. 
“And a whole new crop of auto- 
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Salesense in Advertising 


Tested Ideas for Small Business 


mobile language is sprouting up 
around them. 

“There’s talk about a brand 
new way to build an automobile 
—the single all-welded construc- 
tion that means lasting quiet and 
greater safety in an automobile. 
“There’s talk about new develop- 
ments in heating and ventilation 
. .. talk about coil springs at all 
four wheels—talk about more seat- 
room and head-room. 

“There’s talk about new economy 

for big family-size cars. 
“It’s great to see and hear the 
good news—” 

Well, Time, how do you like that 
as an informative story of quality? 
* A a2 

Simple Copy Best 

T HAS been said a thousand 

times, but it cannot be empha- 
sized too often: Keep your copy 
simple. It is not easy. Listen to 
Owen D. Young: “Perhaps only 1 
percent, certainly I should think 
not more than 5 percent, of what 


one thinks or sees or feels can be 
translated by language to another. 
. . . Be careful to see that your 
language is clear, and keep your 
sentences short.” 

The other day I watched a rather 
poorly dressed woman examine an 
electric iron in a hardware store. 
At last she put it down but made 
no comment. 

“But, madam,” urged the young 
salesgirl, “this device is indis- 
pensable.” 

“In that case,” mumbled the con- 
fused lady, “I'll look down the 
street for something cheaper.” 

* * * 


Headline Points 
N AD man friend of mine, John 
Moran, comes up with a won- 
derful description of a good head- 
line. He says a good headline 
serves two purposes: 1. It stops 
the right prospects. 2. It keeps 


away the wrong prospects. 
What John is driving at is this: 
Make your headlines selective. If 


THIS SHOW NEVER CLOSES IN CHICAGO, 


es Piss: . * 


Display your line regularly to over 
629,000 interested Chicago families! 


In show season and out, you can be confident of keen interest in your 
new car advertising in The Chicago SUN-TIMES—and here’s proof: 


In a new Continuing Study of Newspaper Reading survey of The Chi- 
cago SUN-TIMES, one ad received the highest readership recorded in 
133 studies of different newspapers for the new car advertising of one 
manufacturer. The same ad placed fifth among all passenger car adver- 
tising shown in the 133 studies. 











i 


CULPEPPER MOTOR IN ELIZABETH CITY, N. C.—Over 14,000 square feet are contained. 
Additional signing is planned for the 100-foot main street fronting used-car lot to the 


right. There are 16 service stalls inside. 





you’re selling air conditioning, or 
ski shoes, or power boats, or 
chicken feed, or storm windows, 
aim at your logical prospects. 

I saw a corn plaster ad the 
other day with this headline: 
“Want to be happier?” There’s 
only one word that makes sense 
in a corn plaster and that word 
is—corns. 

As John Moran would say, 
“Throw away those 12-gauge bird- 
shot shells, and get some 30-30’s. 

One way to put freshness and 
novelty into your advertising is to 
introduce novelty into the products 
or services you are selling. I know 




































of a bank that provides left-hand- 
ed checkbooks to its left-handed 
customers. If you are left-handed, 
you know how difficult it is to 
manipulate a right-handed check- 
book. A number of banks around 
the country are now providing 
their customers with gaily colored 
checks, for gift giving, which look 
like Christmas cards and which, 
by special arrangement, require 
only such intimate signatures as 
“Mom,” “Dad,” “Maggie,” or “Aunt 
Mary.” 

Any new ideas in your business 
lately? 


Competitive Example 


| A CERTAIN western city of 
about 40,000 population a big 
Sears department store opened its 
doors a few months ago. Right 
next to it is situated the city’s 
largest hardware store, a half-cen- 


"The advertising business," says Time 


magazine, “has begun to realize... 
that a pretty girl cannot meke a cus- 
tomer buy." 

Less cheesecake, more salesense—that's 
fom D. Woolf's platform in this buyer's 
market. 





tury old, which deals in many 
items of merchandise—electric re- 
frigerators, cooking ranges, toast- 
ers, hot water heaters, paint, etc. 
—which are in direct competition 
with Sears brands that sell for 
less money. 

Friends of the old store feared 
the worst. But both stores seem 
to be doing just fine, both ap- 
pear to be enjoying public favor. 
Both advertise heavily, and in 
their particular block one sees 
throngs of shoppers all day long. 

How does the old store meet the 
stiff price competition of Sears? 
Well, I'll tell you. Behind its ac- 


| tivities is an advertising campaign 
|of some $4 to $5 million. 


You see, this store concentrates 









The ads of two other manufacturers rated second and fourth among all 
ads for these respective makes shown in the 133 studies. 


NOTE: These high-ranking auto ads in The SUN-TIMES were all 
straight sales copy—not announcements of lower prices or new models. 
Your ads in The SUN-TIMES pre-sell interested, able-to-buy families 

bring in eager prospects and make sales easier to close. Get 
complete details today on a low-cost, high-visibility campaign in 
The Chicago SUN-TIMES! 


| on nationally advertised merchan- 
dise: Frigidaire, Toastmasters, G. 

| H. ranges, Sherwin-Williams paints, 

|Standard plumbing fixtures, etc. 

| Hitching their wagon to stars, all 

|of their advertising is built around 

|this slogan: “The Store of Famous 

| Names.” 


And everybody is happy. Both 
stores are rendering a service, each 
in its own way, and good luck to 
them. 


I simply cannot understand 
why so many merchants are so 
reluctant to tie in with famous 
names, In my town is a station- 
| ery store that carries an enor- 
mous stock of the widely adver- 
tised Hallmark greeting cards. 


Prior to Christmas this store ad- « 
| vertises its greeting cards heavily 





The Chicago SUN-TIMES is the largest 
daily newspaper surveyed to date in 
The Continuing Study of Newspaper 
Reading, a project of the Advertising 
Research Foundation. More items in 
The SUN-TIMES achieved aill-study 
distinction for high readership than 
in any other Continuing Study survey 
to date. 









629,179 


Total Average Net Paid 


Daily Circulation 
(ABC Publisher’s Statement, 9/30/49) 


: Cc FH a SSO |in the local newspaper, but there 
eee *. mark. I asked the proprietor why. 
THE PICTURE NEWSPAPER “A matter of policy,” he said 

curtly. 


250 Park Avenue: New York 17 


CHICAGO'S 2ND-LARGEST NEWSPAPER, WITH 





Brother, that beats me. 


211 W. Wacker Drive, Chicago 6 
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Reports from Various Areas... 


Auto Market Page 


Concord, N. H. 


Automobile dealers who keep 
their fingers on the “payroll pulse” 
have been encouraged by reports 
of improved employment conditions 
in various parts of New Hampshire. 

John E. McCooey, manager of 
the Rochester state employment 
service office, reports that shoe 
factories were incréasing produc- 
tion and needed additional experi- 
enced workers. 

In the state’s largest city, Man- 
chester, there were reports of a 
sharp jump in industrial and other 
employment during the final 
quarter of 1949. Unemployment in 
that city fell from 5,700 last August 
to 3,300 in January. 

For the state as a whole the pic- 
ture also seemed to be brighter, 
according to figures announced by 
William J. Roy, supervisor of re- 
ports at the state employment of- 
fice in Concord. 


The department’s reserve fund, shows a December sale of 4,726 new | 


however, had dropped from $27,- 

846,019 to $21,949,982 during 1949. 

During the year the average num- 

ber of unemployed persons in the 

state was 18,000.—(Guy Langley). 
+ * > 


Providence 


A seasonal slump in jewelry and 
silverware employment and con- 
tinued softness in durable goods 
industries combined to lower fac- 
tory employment in Rhode Island 
by 1,131 workers in December. Mild 
gains by textiles, rubber and ap- 
parel firms couldn’t hold the line. 

The 135,139 employment total in 
December was 0.8 percent under 
November and 5.5 percent less than 
December, 1948. 

It was the first drop since last 
July, it was pointed out by Arthur 
W. Devine, director of labor. He 
thinks the situation, however, is 
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bright as regards the overall em- 
ployment picture. The only dull 
spots are metals and machinery. 


According to the Federal Reserve | 


|cars that week, as against 326 the 
|previous week and 314 the same 
| week a year ago. 


Used-car sales totaled 464, com- 


|bank of Boston, dollar volume of| pared with 422 the week before and 


department store sales in Provi- 
dence for the week ended Jan. 14 
| fell 12.9 percent below a year ago. 


New England dropped 3.9 percent 
and the nation 5 percent, the bank 
reported. The comparison for the 
four-week period ended the same 
date, however, showed no change 
for Providence despite a 1.3 percent 
drop for the six states.—(Jack 


Sullivan.) 
* + * 


Pittsburgh 

A total of 38,976 new cars were 
retailed in Pittsburgh last year, 
while an additional 13,012 were 
registered in Allegheny county out- 
side the Steel City. 

A final computation of new-car 
|registrations for the county also 


}cars, including 3,452 in Pittsburgh 
and 1,274 outcounty. 

Breakdown of the 1949 county 
total by makes follows: 

Austin, 21; Buick, 4,708; Cadillac, 
849; Chevrolet, 10,842; Chrysler, 
1,665; Crosley, 42; DeSoto, 1,548; 
Dodge, 2,876; Ford, 8,058; Frazer, 
143; Hudson, 1,138; Kaiser, 595; 
Lincoln, 422; Mercury, 1,965; Nash, 
1,578; Oldsmobile, 3,530; Packard, 
1,215; Plymouth, 6,432; Pontiac, 
2,896; Studebaker, 2,248; Willys, 
168; Anglia-Prefect, 29; miscel- 


laneous, 20. 
* * * 


Akron 


Both new and used cars regis- 
tered sales increases in Summit 
county’ during the week of Jan. 21, 
reports the Akron District Automo- 
bile Dealers Assn. 

Franchised dealers sold 457 new 
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231 the corresponding week of 1949. 
| —(Joe Kuebler.) 


* * * 


Buffalo 


| New-car sales in the 
area are off to a fast start this 
year, a survey of dealers indicated. 
The boom is particularly noticeable 
in lower-priced cars where a heav- 
ier percentage of total volume ap- 
pears to be centering. 

Dealers say that greater avail- 

ability of lower-priced automobiles 
is one factor in the sale upsurge. 
The fact that customers now can 
walk into a dealer’s showroom, 
select their model and color and 
get delivery without a long wait is 
a big help to sales. 
It is evident that many cus- 
tomers have been waiting for 
just such a time before placing 
their new-car orders. Many peo- 
ple objected to having to wait 
for deliveries and not having a 
choice of model and color. 

One leading producer of lower- 
priced cars is reported to have set 
an alltime record in January sales 
during the past month in the Buf- 
falo area. A salesman for another 
low-priced car was reported to have 
sold 16 new cars in a single week. 

Sales of lower-priced cars gen- 
erally are running ahead of the 
| fondest expectations of dealers. The 
| sales gain in higher-priced cars is 
|not quite as noticeable but these 
models also are moving briskly. 

A bank which specializes in 
new-car financing reported that 
its car volume during January 
was triple that of January, 1949, 
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SHOEMAKER EXPANDS DEALERSHIP—Sam Shoemaker's Garage (Chevrolet-Oldsmobile 
Cadillac), Ashland, Pa., has formally opened its new building which now gives the firm 
more than 12,000 square feet of floor space. The "home'’ was opened on Chevrolet's ‘'an 


Buffalo | nouncement day.'' The structure measures 125 by 80 feet. 


even though the 1949 month was 
considered a busy one. 

Automobile dealers reported that 
many potential customers have the 
| money to spend for new cars. Some 
|of the rush of buying during Jan- 
uary was attributed to the belief 
that car prices are not going to 
come down in a hurry. 

Increase in the price of steel and 
other basic materials going into car 
| production tended to change con- 
|}sumer thinking along these lines, 
jit was said. 

Car dealers are optimistic about 
sales prospects for the first half 
of the year. They expect the Buf- 
falo Automobile Show to give sales 
good impetus and as long as con- 
|sumer income continues at current 
| high levels, they see no reason for 
a decline in car demand.—(George 
E. Toles.) 


Lincoln, Neb. 


New-car sales in Lancaster 
county (Lincoln), Neb., jumped 
from 200 in December to 328 in 
January. New-truck sales dropped 
from 42 in December to 37 in Janu- 
ary. 

January new-car sales’ were: 
|Buick, 18; Cadillac, 3; Chevrolet, 
\77; Chrysler, 7; Dodge, 16; Ford, 
| 70; Frazer, 1; Hudson, 4; Kaiser, 
}1; Lincoln, 2; Mercury, 10; DeSoto, 
19; Nash, 7; Oldsmobile, 19; Pack- 


* * 
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ler, 5; Plymouth, 28; Pontiac, 29; 


Studebaker, 21, and Willys, 1. 

New-truck sales were: Chevrolet, 
9; Diamond T, 1; Divco, 1; Dodge, 
4; Ford, 9; GMC, 2; International, 
6; Reo, 2; Studebaker, 1; White, 1, 
and Willys. 1.—(G. W. Kline.) 


* * * 


San Antonio 


Bexar county (San Antonio) au- 
tomobile dealers sold 1,104 vehicles 
during January, of which 946 were 
passenger cars, 91 commercial ve- 
hicles and 67 trucks. 

O. R. Mitchell (Dodge), led with 
the sale of 84 new cars, followed 
by San Antonio Buick Co., with 
80 cars and Jordan Motor Co. 


(Ford), with 76.—(J. H. Reed.) 
* + AZ 


Cleveland 


Continued boom conditions are 
reflected in new-car_ sales_ in 
Greater Cleveland as a postwar 
record was registered for the week 
ended Feb. 3. 

According to the Federal Reserve 
Bank, 1,622 transactions were re- 
corded by dealers, an alltime post- 
war high. This, coming on the 
heels of two preceding big-volume 
weeks, sent year-to-date sales soar- 
ing 44 percent above the corre- 
sponding period last year. 

Used-car sales, too, showed 
much strength, with the 2,009 

(Continued on Page 61, Col. 1) 
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FIRST BY A QUARTER OF A MILLION LINES 


O New York’s dealers in used and new cars, the Journal- 

American is unequaled for quick, profitable sales. The 
Journal-American has led in this classification every normal 
year since 1934. And last year, the Journal-American pub- 
lished nearly a quarter of a million more lines of used car 
advertising than the second New York newspaper. 











Many local new car dealers, who seek a fast turnover on 
their trade-ins, are among these advertisers. These dealers 
know their market at first hand. They know the 700,000 Journal- 
American families comprise the most responsive audience of 
car buyers in New York. That's why more of them prefer the 
Journal-American for advertising to any other newspaper in 
New York. 


YOUR STORY STRIKES HOME IN THE.... 
















UML vere UME 


NATIONALLY REPRESENTED BY ; A HEARST NEWSPAPER 
HEARST ADVERTISING SERVICE 
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In the Hopper 


California’s highway patrol chief, 
Raymond E. Cato, wants all traf- 
fic violations recorded on the back 
of driver’s licenses. 

Testifying at a senate interim 
committee hearing on traffic vio- 
lations, Cato urged a return to the 
record system used in the state a 
few years ago. 

* + 


S. D. Road Funds Reported 


$1 Million Shy by Governor 


Provision for additional highway 
funds was urged by Gov. George T. 
Mickelson in calling a special ses- 
sion of the South Dakota legisla- 
ture. The governor cited figures 
indicating the state will be short 
about $1,000,000 in matching fed- 
eral-aid highway funds for the 1950 
calendar year unless action is 
taken. 

Pointing out that the money 
could be provided either by an 
appropriation from the general 
fund or an increase in gasoline or 


other taxes, he said: “My own 

thinking is that it could best be 

provided by an appropriation from 

the general fund, leaving our long- 

range highway program to the next 

regular session of the legislature.” 
* +. * 


N. Y. Group Asks Sharing 


Of Use Taxes with Cities 


Economy in state government 
to permit cities and incorporated 
villages to share in the distribu- 
tion of state collected motor-fuel 
taxes and vehicle license fees has 
been proposed in Buffalo. 

The suggestion, made in an 18- 
page survey by the municipal 
research bureau, said that if the 
proposal was adopted, the state 
would have to economize on ex- 
penses or increase tazes. 

* * * 


Color Untaxed Gas 


which gasoline used in farm ma- 
chinery, on which state gasoline 
tax refunds are collected because 
of nonhighway use, would have to 
be “of a distinguishing color.” 

* * 


N.Y. Legislature 
Studies Bills on 
Urban Parking 


Bills designed to aid cities ease 
traffic congestion through provision 
of additional parking facilities have 
been introduced in the New York 
state legislature by Sen. Thomas C. 
Desmond, Newburgh Republican, 

One measure would permit cities 
to grant some tax exemption to 
persons who construct public park- 
ing garages. It would require such 
garages in New York City to have 
a capacity of at least 250 cars. The 
tax exemption, which would be 
limited to 10 years, would be on the 


Georgia’s senate passed and sent/| value of the building only. 


to the house a measure under 


Another bill would permit cities 





DEALER TV SHOW—Specia! 20-minute television previews of the 1950 Dodge and Plymouth 


lines highlighted the recent introduction of new models by Webber Motors in 


maha. 


Guests interviewed during the Plymouth showing were those pictured above. They are (left 
to right): Bob Townsend, Webber Motors sales manager; Mrs. Frank Roark, housewife; Bob 


Steelman, master of ceremonies; Bob Nelson, C. 


A. Swanson & Sons; George Peakieser, 


Paxton & Gallagher Co., and Louis Oswald, Cook Paint & Varnish Co. 


to require that persons erecting 
“traffic generating” commercial 
buildings provide parking space. 
This would apply to new apartment 
buildings, office buildings, depart- 
ment stores, factories, theaters and 





Healers Everywhere Kind 
“Select-0-Seat 24. Wore Neve Cars! 


CHOOSE YOUR OWN COMFORT” 


ee because “Select-O-Seart” is 
adjustable fo give the riding 
public “Personalized Comfort?” 










Without disturbing the upholstery, the service men, in 
over 15,000 dealerships of 8 leading makes of new cars, can 
easily adjust the comfort of “Select-O-Seat” cushions, whenever 
necessary. They simply flip extra pocketed coil springs into the 
base of the “Select-O-Seat” cushions in a matter of minutes for 


ee 
Dealers show this CAN'T happen ... It's easy 
for dealer salesmen to show their customers that 
unless the car's entire spring cushion is a “Select-O- 
Seat" design, the extra pocketed coils cannot be 
added to correct this 
“Select-O-Seat” sells more cars! 


comfort... 


greater buoyancy, and to raise eye level for safer vision. 








“PATENT AND 
TRADE MARK 
APPLIED FOR, 


* Solect-0-Seat 2: 


‘CHOOSE YOUR Own COMFORT” 


More than ever, Dealers Sell Comfort! When 
a dealer sells comfort he sells one of the most 
important features of a car. When he explains the 
superiorities of “Select-O-Seat" cushion comfort, plus 
the simple adjustment service available, he has a 
tremendous sales advantage! 

















discomfort shown above. 





“Select-O-Seat"” is a comfort treat! Cars fac- 
tory built with “Select-O-Seats” require no adjust- 
ment to assure the average cor buyer superior 
yet “Select-O-Seat” adjusts without 
delay to suit the special preference of any customer, 
regardless of weight or height! 


Owners of new cars call it the greates? improvement in seating 


- Developed and produced by the world’s 


leading supplier of cushion springs for over 40 years. 






GENERAL OFFICES: DETROIT Tl, MICH. . . . IN CANADA: L. A. YOUNG INDUSTRIES, LTD., WINDSOR, ONT. 





other places of public assembly 
except churches. 

“The off-street parking require- 
ments of this bill would be com- 
pulsory in all cities unless specific 
exemption is taken by action of 
the local city council,” Sen, Des- 
mond explained. 

The proposed measures are part 
of a program to ease the parking 
problem on which Sen. Desmond 
has been working for several years. 


A statute enacted in 1946 per- 
mitted cities to build and operate 
parking garages. Under a bill en- 
acted last year allowing cities to 
use condemnation powers to as- 
semble plots for private garages 
New York Life Insurance Co, will 
erect an 850-car garage in New 
York. 

* * + 
Mandatory Liability 

Compulsory motor vehicle lia- 
bility insurance is proposed by a 
bill introduced in the New York 
State legislature by Sen. Louis 
L. Friedman, Kings Democrat. 

New York’s present financial 
responsibility law requires insur- 
ance or other evidence of finan- 
cial responsibility only after an 
accident. 

> * 


* 
May Broaden Compensation 
A bill to broaden New Jersey’s 
unemployment compensation law to 
cover employers of One or more 
persons, instead of four or more 
as at present, has been introduced 
in the State legislature, 
= * * 


Would Repeal Trade Tax 


A New York state law permit- 
ting cities to levy a tax on the 
gross receipts of businesses would 
be repealed under a bill introduced 
in the State legislature. 


Earmark Parking Income 

A bill introduced in the New 
York state legislature would re- 
quire cities to earmark the pro- 
ceeds of parking-meter operation 
for parking purposes, including the 
construction of off-street parking 
facilities. 

* 7 * 
N. J. Utility Strike Ban 
May Be Softened 

One of the most significant de- 
velopments in the labor relations 
field which will come out of cur- 
rent state legislative sessions will 
be the answer to. the question of 
whether or not New Jersey will 
extend beyond its March 31 ex- 
piration date its public utility 
anti-strike law. It outlaws strikes 
in public utilities and provides 
for compulsory arbitration of 
such labor disputes where other 
settlement measures fail. 

Said to be under consideration 
was the possibility that the New 
Jersey act might be narrowed in 
scope to cover only gas, electric, 
heat, water and possibly tele- 
phone companies. 

- + ay 


Wash. Unfair Trade Act 


Challenged by Store 


Constitutionality of Washington's 
state unfair trade practices act, 
banning below-cost sales, is being 
challenged by Safeway Stores, Inc. 
of Prosser, Wash. 

In answering a complaint filec 
here by the state charging sale o 
shortening and cigarets below 
cost, the company contends th: 
state act is in violation of the fiftl 
and fourteenth amendments to th« 
federal constitution. It further con 

(Continued on Page 19, Col. 1) 
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In the Hopper 


(Continued from Page 18) 


tends that the fixing of prices ex- 
ceeds the police power of the state. 
7” 


50 MPH Speed Limit 


The Massachusetts legislative 
committee on highways and motor 
vehicles heard the proposal of a 
top limit of 50 miles an hour for 
Massachusetts automobiles — with 
governors to hold cars to that 
speed. Sen. Joseph W. Gibney made 
the proposal, stating that high 
speed was the basic cause of most 
accidents. 

Motor Vehicle Registrar Rudolph 
F. King opposed the bill, declaring 
that its passage would impose a 
tremendous job of enforcement on 
his department and on the police 
of the state. > 


Governors Urge 
No New Curbs 
On Labor Unions 


No proposals for restrictive labor 
union control laws of the types 


senting labor, management and the 
public to study labor-management 
problems” was advocated in South 
Carolina by Gov. Thurmond. He 
also urged enactment of a state 
wage-hour law and workmen’s 
compensation law amendments “to 
bring the compensation of disabled 
employes more in line with present 
day living costs.” 

Gov. Dever urged the Massachu- 
setts legislature to broaden Massa- 
chusetts law relating to use of the 
injunctive process in labor disputes 
to conform to federal law. 

At the request of Gov. Pastore, 
the Rhode Island legislature adopt- 
ed a resolution memorializing Con- 
gress to adopt the principle of re- 
insurance to bulwark state unem- 
ployment compensation funds 
against heavy drains in times of 
great unemployment, 

Gov. Talmadge asked the Georgia 
legislature to increase unemploy- 
ment compensation benefits and to 
reduce employer payroll taxes. 

Gov. Bowles has been seeking 
support for a special session of the 
Connecticut legislature to liberalize 
unemployment compensation bene- 


widely enacted in 1947 were made| fits 


by governors in their messages to 
legislatures convening during Jan- 
uary, a survey discloses. 

Such gubernatorial recommenda- 
tions as were made with respect 
to labor and employment matters 
were plainly calculated to please 
rather than antagonize organized 
labor. 

Gov. Driscoll asked the New Jer- 
sey legislature to enact a state 
labor relations law to augment a 
state constitutional guarantee of 
the right to organize and bargain 
collectively. He also called for 
broadening of the state unemploy- 
ment compensation act and state 
minimum wage laws. 

Creation of “a committee repre- 


Missouri Governor Spurs 


Gas-Tax Raise Drive 


James C. Kirkpatrick, execu- 
tive secre to Gov. Forrest 
Smith of Missouri, fired an early 
gun in the governor’s campaign 
for the two-cent additional gas 
tax. 


In a speech to the Chillicothe 
Rotary club he said that an in- 
crease in gas taxes does not 
necessarily mean that gasoline 
will cost the consumer more per 
gallon. In support of this he 
quoted Kansas gas prices, with a 
five-cent tax, as selling for 24.9, 
less than one cent more than 
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DESOTO REGIONAL MANAGER KEEPS PROMISE?—In a weak moment, Burnham Miller, 
DeSoto's Chicago regional manager, promised his daughter, Pat, that upon graduation 
from college he would present her with a DeSoto. She did and he did, but it was a 1934 


Airflow model. "It's just as good 
City Auto Sales, Chicago, the delivering 
new-car warranty. Shown are (left to right) 


Missouri prices which were 
quoted at 24 cents at Jefferson 
City, including a tax of two cents. 


* * * 


Mass. Clubs Blast Toll 


A proposed toll highway across 
Massachusetts has drawn opposi- 
tion from two Bay State automo- 
bile clubs. James N. Keefe, chair- 
man of the Massachusetts Federa- 
tion of AAA clubs and of the 
Highway Users Assn., told the leg- 
islature’s committee on highways 
and motor vehicles that he wants 
“more and better free roads’— 
without tolls. 

* * * 


Wis. Needs Separate Board 


Of Commerce, Says Faber 

At a meeting of the legislative 
council committee on small busi- 
ness and commerce, of the Wis- 
consin legislature, Louis M, Faber, 
of the Retail Gasoline Dealers 
Assn., recommended the creation 
of a separate department of com- 
merce in the state government. 

At present, Faber declared, the 
commerce affairs of Wisconsin are 
mingled with the affairs of the 


BA e000 es ed 8 


PosT 


Advertising 


as new," 
ealer, supported his statement by 


said Miller, and M. C. Gersh, president of 


ae Pat a 
Pat Miller, her father, and Gersh. 


state department of agriculture, al- 

though there is not a single repre- 

sentative of commerce on the de- 

partment board. The committee 

has the matter under consideration. 
* + * 


Canada May Abolish 


Price Control on Steel 

Primary steel control may be 
lifted in Canada when present 
legislation expires March 31 so 
that control over price and move- 
ment will return to private in- 
dustry for the first time in al- 
most 11 years. 

However, governmental control 
over the import of manufactured 
steel products under the emer- 
gency-exchange conservation act 
designed to save U. S. dollars will 
still be retained. 

* * 


Committee Named to Study 


Maine Finance Structure 


Appointment of 50 persons to 
serve on a committee to study 
sources and spending of state and 
local tax revenue in Maine has 
been announced by Gov. Frederick 
G. Payne. 

Scheduled to organize and plan 
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its procedure at a meeting in Au- 
gusta, the committee’s purposes 
will include determination of 
whether new tax sources are need- 
ed to spread the tax load more 
equitably. ot 


Virginia Bill Would Restrict 


Finance Kickback to Dealer 

A bill to prevent kickbacks 
from banks to automobile deal- 
ers has been introduced in the 
Virginia legislature. 

The proposed legislation would 
require banks to give itemized 
statements to the purchasers of 
all financial costs involved in the 
purchase of an installment- 


financed car. 
+ + * 


Mass. House Rejects 


Auto Liability Insurance 


A bill to create a state fund for 
compulsory automobile liability in- 
surance in Massachusetts was re- 
jected by the state legislative 
committee on insurance. 

. 7” > 


Va. Sales Tax Asked 


A 3 percent sales tax, to raise 
an estimated $40,000,000 a year, is 
proposed in a bill introduced in the 
Georgia legislature Exempted 
from the proposed tax would be 
purchases up to 40 cents and pur- 
chases of food, seeds, feed, fertil- 
izer and prescription medicine. 

+ + + 


Va. T-V Ban Sought 


Installation in motor vehicles of 
television sets visible to the drivers 
would be prohibited under a bill 
introduced in the Virginia legisla- 
ture. 

* on + 
Michigan Gas Tax Raise 

Enactment of a two-cent increase 
in Michigan’s gasoline tax was 
urged in a resolution adopted by 
the State Assn. of Supervisors. The 
issue is expected to come up at a 
March special session of the Mich- 
igan legislature. 
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. 
This is Dusty . . . a topnotch | 
dealer who knows how to sell 
financing as well as cars. You'll be 
hearing from him from time to 
time in these pages—telling about 
some tricks and truths that he’s 
found successful in selling and 


convincing customers. So, watch 


for Dusty. He’s likely to become 
one of your favorite people. 


UNIVERSAL 
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“T want nothing but the best,”’ this fussy individual says as 
we walk into my closing room. 


“Sure,” I tell him, “you’re getting the finest car you can buy. 
And now you want the best way to protect your investment.” 


“Protect it from what?’ he almost jumps. 


“From careless workmanship and shoddy materials after you 
leave here. Say you have this car a week and some nitwit in 
a souped-up jalopy whams into you—you’re going to need 
some repairs, and maybe parts.” 


“So what,” he glowers. ‘“There’ll be insurance to cover re- 


pairs.” 


“Yeah,” I agree, “‘but where will they be made? In some 
alley garage or by a cut-rate dealer who doesn’t know this 


He’s got dots before his eyes 
and muttering—‘‘The best. I 


want nothing but the best.’’ 


car or even have the proper parts? That’s where the average, 
disinterested adjuster will take it.” 


The little guy bristles. ‘‘Not if I don’t want him to,” says he. 
“Right,” says I. “But it will cost you plenty to pick your 


> 


own repairman. Now, under my finance plan.. .’ 
‘“‘What’ll that do for me?” grunts my customer. 


“Under my Universal C.1.T. plan you will have the services 
of a friendly, interested insurance adjuster who will see to it 
that your car is treated right by trained mechanics using fac- 
tory parts. The work will be done right here, by someone 
who knows what he’s doing. Good?” 


By now he’s got dots before his eyes and muttering—‘“The 
best. I want nothing but the best.’ Out comes my pen. 


‘‘And the best is what you’re getting,”’ I finish. 
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their vehicles being shipped to 
Canada on one vessel for arrival 
early in the new year at Vancouver. 
Austin sales during 1949 reached 
the record of 136,596 vehicles with 
a total value of $146,000,000. 
Nuffield Exports, Ltd., quotes its 
exports last year at 59,768 units, 
which exceeded 1948’s record by 
over 7,000. Vauxhall Motors ex- 
ported 34,018 cars and 23,813 trucks 
and buses, an improvement of 
nearly 5,000 on 1948 figures. 


Sir Hartley Shawcross, the at- 
torney general, has said that total 
exports for 1949 exceeded 250,000 
i|cars and 90,000 trucks, and he said 





Auto News from Britain 


British Investors Undismayed by Export Drop; 
New York Show Spur to U. S. Market 


has seen no increase since the Van- 
guard was first introduced in 1947. 

“The Ministry of Supply has re- 
stricted the sale of cars on the 
home market for 1950, but our pro- 
duction will steadily increase. As- 
sembly plants in Belgium, Sweden, 
Australia, Eire and New Zealand 
are working to capacity, and those 
in South Africa and India will be 






ONDON.—Depressed markets 
and doubts on the future sales 
of United Kingdom autos in Amer- 
ica have certainly not deterred in- 
vestors flocking to buy shares in 
recent company offers in the auto- 
mobile industry. 
Rootes issued preference shares 
to the value of $5,600,000, and the 
















list was over-subscribed within 
four minutes of the opening, work- 
ers at the firm’s plant themselves 
buying shares worth $280,000. This 
certainly does not indicate any 
lack of faith in the ability of Brit- 
ish motor firms to sell their prod- 
ucts in the future. 


Reports issued by several of 
the leading U. K. producers give 
a lead on the future, C. J. Band, 
of Standard Motor Co., Ltd., re- 
ported that no less than $56,000,- 
000 worth of cars, trucks and 
tractors had been sent overseas 
by the firm last year, and new 
assembly plants were being pre- 

in several countries, in- 
cluding Canada. 

More ssteel, particularly sheet 
steel, is needed if Standard is to 
make the most of its export oppor- 
tunities, he said. 

This firm, among others, has run 
into political hot water for pay- 
ment of shares to key men who 
might later compete with the com- 
pany in the auto field. In this case 
they gave $70,000 of the unissued 
ordinary capital to Sir John Black, 
the managing director, on the 
promise that he would never be 
connected with any other firm in 
the production of cars or tractors. 

The Socialist leaders have con. 
demned this move as unpatriotic at 
a time of wage freezing, but the 








in production early in 1950.” 

This cut in the number of cars, 
trucks and buses to be sold in 
1950 on the home market has 
been severely criticized by some 
members of the trade. 

This year only 110,000 cars will 
be sold in Britain, against 150,000 
last year, and the number of trucks 
will be cut by 19,000 to 81,000. 


Steel Key to Problem 


ea on this problem re- 
cently, R. Gresham Cooke, of 
the Society of Motor Manufactur- 
ers and Traders, said: 

“After three years of starvation 
of the home market, manufactur- 
ers, while anxious to export, think 





RALPH CURTON PONTIAC IN WACO, TEX.—Eight service open stalls are behind the 
parking lot and fully-equipped, modern and complete facilities are crowned with an 
adjoining 250-foot used-car lot on a main thoroughfare attractively lighted and signed. 


that larger exports in 1950 should |the general election leads to a dif- 


come from increased production, 
rather than cuts at home. 


“With a capacity of 750,000 units 
a year the industry could, if per- 
mitted to work to capacity, supply 
both the home and export markets 
to the satisfaction of many more 
of its customers.” 


The key to this problem is lack 
of steel, and there is no sign that 
greatly increased quantities will be 
made available to the motor in- 
dustry in 1950, unless the result of 


ferent policy. 

A new Alvis car will be intro- 
duced about the middle of 1950, 
and present indications are that 
it will retain many of the typic- 
ally British features in coach- 
work, rather than strive after the 
U. S. styling which has been 
copied by many U. K. firms. 
There is some criticism that U. 
K. manufacturers are losing ground 
by so drastically forsaking the tra- 
ditional British styling in cars. 
The Rootes Group reports 330 of 


it would be impossible to increase 
the number for the home market 
because the government was al- 
ready allowing imports of sheet 
steel from the U. S. for the car 
industry. 

He asked the British car in- 
dustry to go out after the Amer- 
ican market by getting prices 
right without the loss of quality. 
He urged greater standardiza- 
tion and no short runs for mod- 
els which did not have a big 
market, 

Standard Motors hopes to link 
up with Nash-Kelvinator for the 
production of the small n.x.i. car, 
the U. K. firm supplying the en- 
gines and gear-boxes. 
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firm’s shareholders have unanim- pon 4 1A; 
ously approved the plan. b\w" 
a * * 4 4s { ~ 
Austin Sales Recede ft PN ‘ 
L, P: LORD: of Austin, reported Lt” iN 4E= < 
* trouble in the U. S. and Ca- Ft 4/\N 
nadian markets for his firm, in i y / 
spite of devaluation. FW 
He said Austin cars were ship- f Hy f/ | 
ped to America at a loss in an 
effort to keep a grip on this mar- | ; 
ket, and the results of the record- | 
breaking run at the American track 
were disappointing in sales figures. 
On the other hand sales to Can- 
ada were booming. The worth of 
devaluation to the firm he put at 
15 percent. 
The British Motor Show in New 
York in April will naturally be an 
all-out effort on the part of U. K. 
firms to impress the American buy- e 
er, and the Society of Motor Man- V 
ufacturers and Traders is going It goes nati e 
ahead with extensive plans for a 
worthwhile exhibition. . P 
Incidentally, Britain’s 35th In- To most people, tobacco is something that 
ternational Motor Exhibition in comes in paper tubes, twenty to the package, 
——e he me will be held with 6c Federal and 2c State taxes. 
Making the mest of devaluation, Matter of fact, there are as many kinds of 
pe -. = one industry set a rec- tobacco as movie types, and as distinctive .. . by 
ord in November by exporting 27,- reek ; Riad atten - 
Ean cies one bane inoue ena Conn Greek and Turkish are small leafed, aromatic, 
These are the highest export fig- rich. Latakia, from Syria, looks like tea, is 
— gg achieved by the U. K. pungent and spicy. The British like Virginia with 
ndustry. ae . . ; : 
ir teat pabbitnsteee Gettnte of large, golden leaf, faintly aromatic flavor. Burley, 
the record is the shipment of near- with a crinkled leaf, shredded for cigarettes and 
ly 1,400 motels to the U. as. show- pipes, grows best in several Southern states. ' 
a (tg hy eee 4 Ag Sumatra supplies good cigar wrappers. Porto | 
Shipments to Canada were 4,250 Rican is black, but smokes mild and sweet. The { 
— Pi the a Oe far = famous Pittsburgh stogies grow in Wisconsin, 
es er was Australia, w ee ee 
a total of 11,250 units. Recent sales Ohio and other states. 
of British cars in Australia have ‘ 
semeneres American cars by Tue WORLD’s finest, of course, comes from I 
wo —  e the Vuelta Abajo district of Cuba . . . carefully 
Do tic Prices Up cultivated, sun grown or shaded under awnings, | 
en picked before full growth, carefully cured and 
=U. KK cave are reported. i aged ... which burns slowly, gives off a pale i 
Prices of Ford cars and tractors blue smoke scented like floral incense, and wins ( 
=. a bare gene = seme thank-you notes from the taste buds. d 
Co. has put up the home price of i ‘y : . Perhaps in the soil of Cuba, the ash from long ( 
its oon eee. metals by ee onan ern dead volcanoes that thrust above the Caribbean 
pedo ted noe _ waters, the deep mulch of century-old jungles, f 
cars. 
Standard says that this added 
burden to the British buyer will $ 
enable the firm to increase sales 
abroad at competitive prices. aR 
States Sir John Black: 





“The export market is our main 
aim, and I am determined to main- 
tain the export level of our prices 
at the existing rate; a rate that 


ped to 
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WINNER OF NASH 10-POINT AWARD SINCE 1947—This dealership in Maryville, Tenn., 


W. L. Kidd Motor Co., was founded in October, 1944, with Walter L. Kid 
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ian 7,250 “Wildcats” Drilled Last Year... 
\couver. ° ° 
— Oil R Good Sh 
es with L eserves tin 0Oo ape 
a NEW YORK. — An estimated, API, do not include the sums paid| physical exploration, preparation of 
aoe 7,250 “wildcat” wells were drilled by|to farmers and landowners for| drilling sites, building roads and 
a the petroleum industry in 1949, the | leases in the form of annual rentals | Other expenses incidental to initial iets | 
trucks greatest number in any one year|and bonuses, nor do they include | illing operations. i 
ent of a oe See 2 1859, | sums spent for geological and geo- i oe oe. were = 
according to © AMSA PC Gow a e industry spen 
; eum Institute. well over a billion dollars last year 
ae Wildcat wells are test wells Outlawed Use Tax Law in exploring for oil and gas 
250,000 which oil men drill in the course | Faces Mo. Court Test a ae ne . ; Rieies onudin 
So of exploring new or unproved ter- | JEFFERSON CITY, Mo—A test the quantities of oil discovered 
ncrease rtbeny. It is through these “wild- | syit to determine the status of b ate Sorts of the i 
market cats” that new pools are dis- | funds collected by the state in the| DY ©xPloratory efforts of the in- | ~- 
vas al- covered and new fields are | outlawed use tax was filed in circuit| @uStry in 1949 are not yet avail- 
| Sheet brought in. Four out of five wild- | court here, by three Kansas Citians.| ble, it is the consensus of 
the car cats reportedly prove to be dry James T. Blair jr., lieutenant| leading geologists that substan- | and operating manager. 
= holes. —. filed a ee as Saas tial additions were made to 
- attorney for the plaintiffs who were| proved underground reserves, At 
ions drilled 6.128 wildeat oa Thus tha listed as Melvin Kleban, claiming! the beginning of 1949, the nation’s a Pg: Bm n to the caiears 
salty. estimated 7,250 drilled in 1949 rep- See tae Et memes - and| proved reserves of liquid petrol- | future sources of petroleum sup- 
rdiza- resents an —— of 8 percent| ‘The use tax law was designed to| °U™ oo nearly 27 million | plies, there is ample evidence that 
= big " = oi 4 aeelaee @ Pern | Pits ,& loophole in the state's sales This represented a net gain over gotretean te the U. " 
e petroleum industry invested|tax law by providing a 2 percent - S were aug- 
more than $350 million in drilling|use tax on all automobiles pur- ine Seceel year of Soe over two ou. at On an 2 substantially in 
to link these wildcat wells last year. Since|chased outside the state. The su- on barrels, even after the pro- , officials said. 
for the only one out of five were producers, | preme court ruled portions of the| duction in 1948 of over 2.1 billion! Ojlmen reportedly are finding and 
i. car, the average cost of finding a pro-|law unconstitutional and the legis- | barrels. developing new sources of oil sup- 
he en- ductive well was about $250,000. lature failed at the last minute to With more “wildcast” wells| ply in the U. 
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These costs, according to the 


repair the measure. 


drilled last year than in any prev- 


S. at a two-to-one 
ratio over production, but replace- 
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TURKEY... supplies 
aromatic, sun-dried, smoke- 
cured varieties that spice 
tobacco blends. 


CONNECTICUT... .zives lightly pigmented 
leaf, favored for domestic fillers. 


...almost anywhere! 
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SUMATRA...has a faintly golden leaf, of thin, fine 
texture, uniform veins, long ash... prized for wrappers. 

















g that and the rain, sun, length of season and latitude... Of Successrut Farmine’s subscribers, by 
ckage, give the leaf that certain something ...to make contrast, almost a million earned an average 
the best Havana cigars worth a buck-fifty to income that is easily 50% more than the national 
nds of aging millionaires. farm average ... because SF circulation is selective! 
VE use Curious thing about tobacco ...transplant _ It’s million high-income farmers are concentrated 
matic, foreign species to our Burley belt—and in five _ in fifteen Heart States, the great Central valley, 
ea, is years you've got Burley! Tobacco goes native whichhas the country’s best soil, and best climate. 
a with fast, reflects the local soil, climate, character! — And the SF farmer has a much larger investment 
urley, in land than the average US farmer (larger even 
es and To MANY advertisers, farmers are something than his next-door non-subscribing neighbor), GREECE...Macedonian 
states. that come in overalls ...not much better known more improvements, tools and machinery. ..and —_tobaccos, go into the more expensive 
Porto than tobacco! The comparison’s apt,too,because the best methods — gets the highest yields, “#¢*** "4 blends. 
t. The the farmer is no better than his locale. largest returns. . , 
onsin, Successful farming requires a balanced combi- 
nation of good soil,enough rainfall, favorable clim- Nanonar circulation covers more map 
ate and a long growing season. Geography is than market! No advertising schedule 
s from more essential than an ag school diploma. is balanced today if it doesn’t include . 
‘efully The national average of farm income in the — the new wealth and buying potential ” i 
nings, last two years—two of the best in history—has _ of the best farm families. . . and general ot 
d and been around $6,000. But of the 6,000,000 farmers media don’t include them! SuccessFUL 
a pale in the country, 73% were below average! The Farina is a must today for balanced, fully 
1 wins one-mule sharecropper, the farmer growing hay __ productive, automotive advertising effort... 
and birch trees, the low yield producer on worn And any SF man can show why. Call the nearest 
n long out land—is no better customer than he ever was! office . . . SuccessFuL_ Farminc, Des Moines, 
ibbean Any national farm medium includes more poor New York, Chicago, Cleveland, Detroit, PORTO nner’ 
ingles, farmers than good—must, just because it’s national. Atlanta, San Francisco, Los Angeles. pon ove hg _ 
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ment costs are about five times 
greater than in pre-war years, 


Replacement cost of petroleum 
reserves today was called a fac- 
tor of far-reaching importance 
with respect to present and 
future financial returns of the 
industry. For the most part, the 
industry is producing oil discov- 
ered in earlier years when oil 
finding costs were low. To replace 
the reserves today costs five 
times as much. 

In other words, for every dollar's 
worth of oil taken out of the 
ground the industry must put $5 
back into the ground as replace- 
ment cost, according to API figures. 


Chevrolet Sets 
Soap Box Derby 
Final for Aug. 13 


DETROIT.—Approximately 50,000 
boys from cities and hamlets all 
over the country will participate 
this year in the thirteenth annual 
All-American Soap Box Derby, the 
national championships of which 
will be run in Akron on Aug. 13, 
according to Chevrolet, derby 
sponsor. 

Boys between the ages of 12 and 
15 in 150 communities of the United 
States, Canada, Alaska and two 
foreign countries will begin early 
this year to design, plan and build 
their miniature, gravity-powered 
racing cars for entry into the 
“greatest amateur racing event in 
the world,” say the derby’s spon- 
sors. Their first step will be to go 
to the Chevrolet dealer nearest 
them to register and to obtain a 
new, simplified 1950 official rule 
book. 







The local races, most of which 
are held in June and July, are 
under the joint sponsorship of 
Chevrolet and the _ cooperating 
newspaper. 

The top national prize is a $5,000 
four-year college scholarship. The 
runnerup' receives a Chevrolet 
sedan, and other place-winners re- 
ceive trophies and merchandise 
awards. 

In every local race the champion 
is given the T. H. Keating award, 
the gift of the general manager of 
Chevrolet, plus trophies and mer- 
chandise from local merchants and 
newspapers, 

Local champions receive a four- 
day expense-free trip to Akron to 
compete in the national finals as 
representative of their hometowns. 

To insure that the races will be 
fair to all, the cost of each car is 
limited to $6 plus the price of 
steering gear and commercially 
made wheel and axle sets. 


Doleful Dealer 


Sues State Because Drivers 


Beat Path to His Door 


ALBANY.—A Catskill automobile 
business is suing the state for $50,- 
000 because too many people run 
into it. 

In a suit in the court of claims, 
Greene County Motor Co. said it 
was “constantly being damaged” 
by vehicles that fail to negotiate 
the “abrupt and dangerous curve” 
in Route 9-W at W. Bridge St. 

For example, the complaint said, 
last Dec. 7 one motorist crashed 
into a car parked by the garage 
and a tractor-trailer overturned 
the gasoline pumps and tore up 
the macadam driveway. 

Five days later another tractor- 
trailer ran off the road, “knocked 
down a fence and tore up the black 
top and: damaged the property.” 











DETROIT.—L. C. Allman, in his 
first public statement since becom- 
ing president of the Truck-Trailer 
Manufacturers Assn., reaffirmed the 
group’s policy of “giving a good 
account of ourselves in a great 
cooperative program to serve the 
public interest.” 

Allman, who is vice-president 
of Fruehauf Trailer Co., pointed 
out that “nobody has the slightest 
idea of when highway haulage 
will reach the peak of its per- 
formance in behalf of the people.” 

With vision and courage, the 
builders of commercial vehicles and 
the builders of our highways 
should go forward to transportation 
achievements such as the world 
has never seen before,” he said. 
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Allman Sees Bright Future 


Truckers, Serving in Public Interest, Destined 
For Great Deeds, He Says 


“A recent magazine article 
showed that the people of this 
country spend more money each 
year for transportation than they 
do for any other single item—with 
the possible exception of food.” 

Allman stressed the importance 
of this because “the great prosper- 
ity of the United States is related 
closely to our superior transporta- 
tion facilities.” 

Plugging for a strong competitive 
movement, Allman said: 

“No great corporate body built 
this transport system and handed 
it to the people all planned and 
perfected. 

“It has been steadily built up by 
the distinctive contributions of 
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SHOWROOM HAS 1,600 SQUARE FEET—Rowett's Gara wy (Studebaker), Franklin, N. J., 


recently opened its new 117-by-52-foot building construct 


white stucco. The sign on top is made of cast aluminum. The service department, with its 


of cement block and California 


three large overhead doors, has 3,950 square feet. 


rugged 


individualists — which 


competition at its best. 
Speaking of present trucking 
problems, he stated: 
“Enlightened legislation must do 
away with the trade barrier laws 
which now deny the full realiza- 


is 


tion of highway haulage efficiency 
in so many parts of the country. 
Wrong practices must be aban- 
doned. Improved vehicle designs 
must come along. Certain injus- 
tices must be straightened out.” 

“But rather than become dis- 








couraged by these _ challenges 
TTMA is determined to serve the 
public even more successfully than 


in the past.” 


N. C. Orders 200 Fords 


From Sanders Motor 

RALEIGH, N. C. — The state 
board of award has approved a 
contract for 200 new Fords to the 
low bidder, Sanders Motor Co., of 
Raleigh, which nosed out its com- 
petitor, Sir Walter Chevrolet, of 
Raleigh, by approximately 10 per- 
cent. 

The Sanders firm quoted its price 
for Fords at $1,050.46 for two-door 
six-cylinder models and $1,129.43 
for two-door V-8’s. Sir Walter 
Chevrolet’s figures for two-door 
Chevrolets were $1,064.65 for Spe- 
cials and $1,121.65 for Deluxes. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 
mated more than 100,000 readers weekly! 


New Passenger Car Registrations, 36 States for December, 1949-1948 











Car registrations by states are re- a 
leased here weekly, as completed 2 
by R. L. Polk representatives in ez 
state capitals. Io 
Or 
27 States Previously ‘49| 3635) 2659) 7997) 16578) 30869| 34242; 933) 7719| 42894) 9918) 1995) 26429 
Reported for December ‘48 3436| 2687; 7633) 11618) 25374) 23373) 1579) 4354; 29306) 7889) 1679) 22000 
California 49; 1023) «1107; +1892, 4258; 8280; 6768; 267; 1963; 8998; 2436; 861) 5449 
‘48 750 843} 1310) 3311; 6214) 4536) 432) 1151} 6119) 2075 726| 4286 
Georgia ‘49 158 74, 418 673} 1323; 1374 52); 454) 1880) 429) 59) 900 | 
a ae ‘48| 55/36, ~—*136| 194] 421 ~—<530|__—-31|_—77|__—«638| 169] —«S6| 722 
IHlinois ‘49 865, 644) 1889, 4074; 7472) 7819; 263; 2002; 10084) 2417; 653) 6484 
‘48) 384} 344) 855) 1492} 3075) 2319) 203} 573) 3095} 619) 232) 2399 
lowa ‘49 163 138 491; 984 1776| 1997) 39; 486) 2522) 467) 83 1441 
on ‘48 261 | Hl 385 723) 1480| 1762! 93} 260) 2115 423 66 1353 
Kentucky a ‘49 110) 68 255 465 898; 1326) 19; 20} 1556 323 35 667) 
*48) 184 99 302 552) 1137) 1071} 56; 182) 1309; 276 66; 1031 
Maine ~ 49 62 35 97; (275 469; 200; 13; 53) 266 70; «37, 46 
'48| 42 36| 104 136} 318| 236) 20) 38 294 89 25} 293) 
Mississippi ‘49 67) 38 156 448 709 8i1| 23 180} 1016 247) 42) 674 
‘48 97) 34 134) 297 562; 630) 56 102/ 788 160} 33) 640 
Pennsylvania ‘49 | 819; 691; +1435) 4611 7556; 5791; 184 164 7136; 2010) 427) 5943 
"48 | 1166 947| 2492) 3793 8398} 4325 386; 1125} 5836) 1808) 370 5242 
Texas ‘49 561 270| ‘1743; 2307; 4881) 4436/ 166; 830; 5432) IIIS | 3989 
‘48 377; 260) 935) 1565} 3137) 2909} 224) = 3619| 767 1S1| 3023 
36 States Reported ‘49| 7463) +5724| 16373) 34673; 64233 64764) ron eee 15059; 81784) 19432) 4490) 52392 
to Date for December '48| 6752) 5397) 14286) 23681; 50116) 41691 | 3080 3348 53119! 14275} 3404| 40989 
Year *49| 127211 | 100843 | 266536 | 512831 | 1007421 | 783486; 36965| 180697 | 1001 148|364392| 78864 1009751 
to Date "48| 102280} 80003) 206996 | 337613) 726892|470732| 37390|133973| 636095|237945| 57692| 691445 
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7759| 9929| 56030; 152; 999| 1151; 30; 149| 181! 
3569| 7107) 42244) 1260) 1975) 3235) 137) 4113) 358] 
1637; 1859, 12242; 32) 161; 193) 5; 131; 48) 
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439} 649 5029; 168] 204/ 372) a 6| Bil 
15475) 19058) 110847) 354) 2203) 2557) 321) 357) 
6496| 13165! 78329) 2478! 3699) 6177) 82 199| 740} 

262457 | 312826 | 2028290| 15659| 56882| 72541| 5046, 3520, 9987) 

172675 | 222482| 1382239} 57040) 106921 | 163961; 3071/ 8513| 25066| 
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4288 3490| 2323 | 5813; 672| 108| 147998 
4211} 2935! 2726} 3599) 712) 110) 115060 
1210; 832; 430) 1999; 52, 34514 
1081 612) - 1524) 124) 37) 26828 
124 92) 210 24) 5895 
7%| 37] i 72| 9| 3} 2498 
1550, 1011; 743) 1504) 126; 2) 37207 
548; 296| 301; 418 82; 198| 13140 
272; +1184; «+130; «357; ~—S 27 8370 
295 i24| 175 202/ 28 2! 7333 
119; +87; +80) 168; 32 4527 
. 105} 98) 173 50 5063 
33; «10 55) 4 1607 
76 36) 40! 42| 4) 3} 1453 
59 59 29, +116) ~=15 3331 
it 56 49; ~—s83/ 23) 2859 
690; 743) 494) “1152, 157] 3029) 
1084) 835) 1008) 1125) 166! 9} 29089 
410, 400; 255) 802; 112) 20348 
496| 285 240) 465 iD 1} 1394) 
8781, 6931; 4565) 12176) 1273; 195) 294088 
8161; 5321} 5375) 7703) 1309) 363) 217264 
134350) 132453) 95636/ 194570) 27957/ 4932/471785! 
106077 | 101934| 75591|139604| 20753) 7001 | 3396797 


New Commercial Car Registrations, 34 — for — 1949- = 


Truck registrations by states are 












Willys-Overland 


Truck registrations by states are 
released here weekly, as com- 
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released here weekly, as com- > + 2 © <= = c 
pleted by R. L. Polk’ representa- ; 2 § 3 $ | | » 3 2 pleted by R. L. Polk representa- 
tives in state capitals. | © 3 E 5 - | a = ° $ tives in state capitals. 
| 2 = 2 = 2 | © 3 2 
| @ | © 3 e|=ji|2z a | a 2 
26 States Previously ‘49| 65; 113) 10662) 19 145! 122) 3656 83| 8643 10} 2263) 2350) 4) a %8| 118| | 1622; 366; 769| 57| 31543|'49 26 States Previously 
Reported for December Cy *48) 84) 96| 10495) 45| 256) 128; 3610 65| 5632 6| 2748) 2741) tt} 306 220) 4| 1745 296| 2105) 115} 30708/|'48 Reported for December 
California - *49) 12 1682) 5) 21 12) 439 3| 1099) 5; 310) 209 | 7 25 5 5 7; = 222) 36; «117 38 4259 | ‘49 California 
ee. ‘48! 7} 1407} ~—7|_ 2] 1}, 706] 4} — 05] 3} 438] 392] 2} 7 7; 5|_428|_—4t|_—*150|_~—26| 4385/48 a 
Georgia *49) 2 641) 2) | 136| | 623| | 67) 63 8 ' 5 75 | 24) 17 2 1666 |'49 Georgia 
ft *48) 1} | 536] 1} 1} | 73) 3) 128) 62) 46 2) 4 36 2) 24 2 921 |'48 
Ilinois *49| 7| || 1876) | 52) 23| 689 | 3) 1144 2| 253) 712) 18 15 14 1} 328) 60; = 107) 15; 5320|'49 Ilinois 
eal ‘48 3} __—|_—84e} 3} 28] st] 840 2| 384 1| 154) 357 9 14 161] 57] ‘165 8| _25451'48 
lowa ‘49 766 | | 12 9 232) 636 | 100) 276) 4) | 9 104 16 % 3 2205 | ‘49 lowa 
at eat ‘48 739] __—3|_——s3 277 | |__ 428 1| 118] 382 14| 19 126) 22) _—*168 2328 | '48 
Louisiana *49| ! 474) 1} 5 106} 1} 351 | 97 56 | 3 | 54 3 24 1176\'49 Louisiana 
sel a 5 "48 | | 20; 2] 3 32 | 92 | 42} 33] Pi 28; 2|_—59 504 "48 
Mississippi *49) 533) | 164) | 423 | 0 72\ | | 4) ! 84 34 } 1432|'49 Mississippi 
Pees 48} 503} 2] Ss 1721 | __228] H14) 116) | _8i 2 80 7| 137 2} 1381 |'48 ; 
Texas ‘49 2156 2) 18) 6; 621 1} 1825) | 556) 408) 8) 9) 5 7 335) 35 169 18| 6183|'49 Texa 
Ae "48 | i | 1493 9) 12! 4; 431) 3} 726 | 380! 326) | 42 9 261 27 232 40 4006 | '48 " 
Washington *49) 405 | t 5 2) 101) | 329 | 118) 89) 1} 10) 1} ! 35 6 27 6 1140\'49 Washingtor 
” ‘48 358} S| 12} St si 28| | 212I | 1341 126 7|__(3] 201 3} 85 12) ~——«S0 4| _1347/'48 - <0 
34 States Reported ‘49) 89 116) 19:95) 28 261; 174) = 6144) 92\ 15073) 18| 3879; 4235) 20; +451; 135 160 10; 2859 546, 1300 139) 54924 |'49 34 States Reported 
to Date for December —_ ‘48| 106/103 16587] —77|_~—«4372|_—st1|_$769| _—78| +8535) ~_—iii|_4190! ~4519/ ~—30|_—4392 480! 12/2950! 466! 3090 _—:197|_-48125/'49 to Date for December 
Year ‘49| +1582) 1566|337547 848; 5064) 3513)114,95; 1187) 195643 329| 78875) 89194) 389; 6598; 717; 3892; 225) 53903; 8044; 32003; 2766) 938080)'49 Year 
__to Date a "48| 2666) 2884/295004| 2379| 10455 5528 111781} 3989) 221893} 799| 73149| 122777 450) 9597| 10633} 399) 49320) 11405| 74706) 3203/1013017)'48 to Date 
conv., $1,997; stat. wag., $2,387. 


The following advertised delivered prices 
are based on factory retail prices at the 
—. They include dealer delivery 

and handling charges and federal taxes. 

They do NOT include transportation 
charges, state sales taxes or optional 
equipment. 

AUSTIN—Four—4-dr. sed. (Devon), $1,- 
345; 2-dr. sed. (Dorset), $1,295; stat. 
wag. (Countryman), $1,445; conv. (Atlan- 
tic), $2,345. Six—4-dr. sed. (Sheerline), 
$4,150. (Delivered in New York.) 

BUICK—Special Series 40—4-dr. tour- 
back sed., $1,957 (deluxe, $1,999); 4-dr. 
jetback sed., $1,925 (deluxe, $1,968); sed. 
cpe., $1,872 (deluxe, $1,915); bus. cpe., 
$1,819. Super Series 50—4-dr. sed., $2,157; 
"126" 4-dr. sed., $2,230; sed. cpe., $2,059; 
eonv., $2,494; Riviera, $2,157; stat. wag., 
§2,862. Roadmaster Series 70—4-dr. sed., 
$2,656; ‘‘130’" 4-dr. sed., $2,761; sed. cpe., 
$2,551; conv., $3,004; Riviera, $2, 877; stat. 
wag., $3,430. (Dynafiow standard on Road- 
master, optional on Special and Super at 


$168.20.) 

CADILLA 61—4-dr. sed., $2,- 
882; club cpe., $2,787. Series 62—4-dr. 
sed., $3,260; club cpe., $3,176; conv., 
680; Coupe De Ville, $3,549. Se 
Special—4-dr. sed., $3,828. Series 75— 
7-pass. 4-dr. sed., $4,812; Imperial 4-dr. 
, $5,001. (Hydra-Matic standard on 
— 62 and 60 Special, optional on Series 

G1 and 75 at $174.25.) 

CHEVROLET — Styleline Special — 4-dr. 
ged., $1,460; 2-dr. sed., $1,413; club cpe., 
$1,418; bus. cpe., $1,339. Fieetline Special 
—4-dr, sed., $1,460; sed. cpe., $1,413. 
Styleline Deluxe—4-dr. sed., $1,539; 2-dr. 

, $1,402; club cpe., $1,508; conv., $1,- 
Bel Air, $1,751; stat. wag.. $2,004. 
Deluxe—4-dr. sed., $1,539; sed. 

(Pewergiide optional on De- 

t $156.50.) 


eat i 





CHRYSLER — Royal — 4-dr. sed., $2,- 
153.75; 8-pass, 4-dr. sed., $2,875; club cpe., 
$2,133.75; stat. wag., $3,183.25. Windsor 
—4-dr. sed., $2,348.50; 8-pass. 4-dr. sed., 
$3,069.75; club cpe., $2,327.50; conv., §$2,- 
761; lim., $3,196. Saratoga—4-dr. sed., 
$2,667.25; club cpe., $2,641. New Yorker 
—4-dr, sed., $2,773; club cpe., $2,756.75; 
conv., $3,263. Town & Country—Newport, 
$4,027.75. Crown Imperial—4-dr. sed., $5,- 
253.75; lim., $5,358.75. (Prestomatic op- 
tional on Royal at $120.90, standard on 


other series. ) 

CROSLEY—2-dr. sed., $866; conv., $866; 
roadster (Hotshot), $861; stat. wag., $894. 

DeSOTO—Deluxe—4-ar. sed., $2,006.25; 
club cpe., $1,995.75; Carry-All sed., §2,- 
210.50. Custom — 4-dr. sed., $2,193.75; 
8-pass. 4-dr. sed., $2,882.75; club cpe., 
$2,175.75; conv., $2,598; stat. wag., $3,- 
112.75; Suburban sed., $3,198.75. (Tip-Toe 


Hydraulic Shift standard on Custom, op- 
tional on Deluxe at $120.90.) 
DODGE—Waytarer—2-dr. sed., $1,755; 
roadster, $1,744.50; bus. cpe., $1,628.75. 
Meadowbrook—4-dr. sed., $1,865.75. Coro- 
net—4-dr. sed., $1,944.75; 8-pass. 4-dr. 
sed., $2,634.25; club cpe., $1,931; conv., 
$2,346; stat. wag., $2,882.50. (Gyro-Matic 
optional on Coronet models at $94.60.) 
FORD—Deluxe Six—4-dr. sed., $1,471.50; 
2-dr. sed., $1,424; bus. cpe., $1,332.50. 
Deluxe Eight — 4-dr. sed., $1,545; 2-dr. 
sed., $1,497.50; bus. cpe., $1,419. Custom 
Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., 
$1,511; club cpe., $1,511; stat, wag., $2,- 
027.50. Custom Deluxe Eight—4-dr. sed., 
$1,637; 2-dr. sed., $1,589.50; club cpe., 
$1,595; conv., $1,948; stat. wag., $2,106.50. 


Current Prices on New Automobiles 


FORD OF BRITAIN—4-dr. sed. (Prefect, 
cloth), $1,040; 4-dr. sed., (Prefect, leather), 


$1,077; 2-dr. sed. (Anglia), 


in New York.) 
FRAZER—4-dr. sed., $2,395. Manhattan 


—4-dr. sed., 


$2,595; 


conv., 


$3,295. 


$947. Delivered 


HUDSON — Pacemaker Six — 4-dr. sed., 


$1,933; 2-dr. 
933; bus. cpe., 
$2,105; 2-dr. sed., 


sed., 
$2,101.75; 


4-dr. sed., 
$2,185.75. 
sed., 


cpe., 
4-dr. 
conv., 


—4-dr. sed., $2,365.50; club cpe., 


conv., 


$2,189; 
$2,281. 


sed,, 


$1,912; 


$2,628.50. 


50; 


2-dr. 


$2,068; 


sed., 


club cpe., 
$1,806.50. Super Six—4-dr. 
club cpe., 
Super Eight— 
$2,152; 
Custom Commodore 
club cpe., 
$2,809.25. Custom Commodore Eight 
$2,341.25; 


$1,- 


club 
Six— 


$2,257.25; 


conv., $2,893.25. (Super-matic optional on 
all models at $215.) 

HILLMAN MINX — 4-dr. sed., $1,495; 
conv., $1,745; stat. wag., $1,825. (Deliv- 
ered in New York.) 


JAGUAR—4-dr. sed., $3,750; conv., 
850; roadster, $3,945. 


York.) 


$3,- 


(Delivered in New 


KAISER — Special — 4-dr. sed., $1,995; 
Deluxe—4-dr. sed., $2,- 


Traveler, 
195; 


ginian, $2, 


$2,088. 
995. 


Vagabond, $2,288; conv., 


$2,195; 


Vir- 


LINCOLN — 4-dr. sed., $2,574.50; club 


epe., 


$174.25.) 


$2,527. 


Cosmopolitan — 4-dr. 
$3,238; club cpe., $3,185.50; conv., 
(Hydra-Matic optional on all 


sed., 


$3,948. 
models at 


MERCURY—4-dr. sed., $2,031; club cpe., 


$1,978.50; 
$2,560.50. 


conv., 


$2,409.50; 


stat. 


wag., 


NASH — Statesman Deluxe — bus. cpe., 
$1,633. Statesman Super—4-dr sed., $1,- 


$1,735. 
Statesman Custom—4-dr. sed., $1,897; 2-dr. 
sed., $1,872; club cpe., $1,894. Ambassador 


738; 2-dr. sed., $1,713; club cpe., 


Super—4-dr. sed., $2,064; 2-dr. sed., $2,- 
039; club cpe., $2,060. Ambassador Cus- 
tom—4-dr. sed., $2,223; 2-dr. sed., $2,198: 
club cpe., $2,219. (Hydra-Matic optional 
on Ambassador models at $158.50.) 
OLDSMOBILE — Series 76 — 4-dr. sed., 
$1,835 (deluxe, $1,903); sed. cpe., $1,761 
(deluxe, $1,829); 2-dr. sed., $1,777 (deluxe, 
$1,845); club cpe., $1,735 (deluxe, $1,803); 
conv., $2,151; Holiday, $2,019 (deluxe, $2,- 
124); stat. wag. deluxe, $2,520. Series 88 
—4-dr. sed., $1,999 (deluxe, $2,077); sed. 
epe., $1,925 (deluxe, $2,003); 2-dr. sed., 
$1,941 (deluxe, $2,019); club cpe., $1,899 
(deluxe, $1,977); conv., $2,315; Holiday, 
$2,183 (deluxe, $2,288); stat. wag. deluxe, 
$2,683. Series 98—4-dr. sed., $2,320 (de- 
luxe, $2,414); 4-dr. town sed., $2,288 
(deluxe, $2,382); sed. cpe., $2,246 (deluxe, 
$2,340); conv. deluxe, $2,793; Holiday, 
$2,404 (deluxe, $2,662). (Hydra-Matic op- 
tional on all series at $158.50.) 
PACKARD — Eight — 4-dr. sed., $2,249 
(deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, 
$2,358); stat. wag., $3,449. Super—4-dr. 
sed., $2,633 (deluxe, $2,919); 7-pass, 4-dr. 
sed. deluxe, $3,950; 2-dr. sed., $2,608 (de- 
luxe, $2,894); conv. deluxe, $3,350; lim. 
deluxe, $4,100. Custom—4-dr. sed., $3,935; 
conv., $4,480. (Ultramatic standard on 
Custom, optional on other series at $185.) 
PLYMOUTH — Deluxe P19 — 2-dr. sed., 
$1,507; Suburban, $1,855; bus. cpe., $1,- 
385.75. Deluxe P20 — 4-dr. sed., $1,566; 
club cpe., $1,534.25. Special Deluxe P20— 
4-dr. sed., $1,644; club cpe., $1,617.50; 





PONTIAC—Chieftain Six—4-dr. sed., $1,- 
761 (deluxe, $1,856); 2-dr. sed., $1,710 
(deluxe, $1,805); club cpe., $1,710 (deluxe, 
$1,805); conv. deluxe, $2,138; Catalina de- 


luxe, $2,016 (super deluxe, $2,074); stat 
wag., $2,280 (deluxe, $2,359); bus. cpe., 
$1,587. Chieftain Eight—4-dr. sed., $1,829 


(deluxe, $1,924); 2-dr. sed., $1,779 (deluxe, 
$1,874); club cpe., $1,779 (deluxe, $1,874): 
conv. deluxe, $2,206; Catalina deluxe, $2, - 
085 (super deluxe, $2,143); stat. wag.. 
$2,348 (deluxe, $2,427); bus. cpe., $1,656. 
Streamliner Six—4-dr. sed., $1,740 (deluxe, 
$1,835); sed. cpe., $1,689 (deluxe, $1,784). 
Streamliner Eight—4-dr. sed., $1,808 (de- 
luxe, $1,903); sed. cpe., $1,758 (deluxe, 
$1,853). (Hydra-Matic optional on al) 
models at $158.50.) 


RENAULT—4-dr. 
ered in New York.) 

SINGER—roadster, $2,250. 
New York.) 

STANDARD VANGUARD — 4-dr. sed., 
$1,850. (Delivered in New York.) 

STUDEBAKER — Champion Deluxe 
4-dr. sed., $1,597.25; 2-dr. sed., $1,565.50 
club cpe., $1,591. 75; bus, cpe., $1,497 
Champion Regal Deluxe—4-dr. sed., $1,676 
2-dr. sed., $1,644.50; club cpe., $1,670.75 
conv., $1,981.25; bus. cpe., $1,576. Com- 
mander Deluxe—4-dr. sed., $1,902.50; 2-dr 


sed., $1,035. Deliv 


(Delivered in 


sed., $1,871; club cpe., $1,897.25. Com 
mander Regal Deluxe — 4-dr. sed., $2 
023.75; 2-dr. sed., $1,992; club cpe., $2 
018.25; conv., $2,328.50. Land Cruiser. 
4-dr. sed., $2,186.75. 


SUNBEAM-TALBOT—4-ar. sed., $2,495 
conv., $2,745. (Delivered in New York. ) 
TRIUMPH—4-ar. sed., $2,495; conv., §$2,- 
745. (Delivered in New York.) 
WILLYS-OVERLAND—Four — Jeepster 
$1,603.01; stat. wag., $1,709.06; stat. wag 
(four-wheel-drive), $2,008.27. oo 
ster, $1,630.85; stat. wag., $1,914.32. 
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(Post family incomes average 35% higher than the national figure.) (More than 70% of all Post families own their own homes.) 


in a good car-are better educated than the average-have influence 





(8 out of 10 Post families own one or more cars.) (In 64.5% of all Post households, at least one person has attendad college.) 


in the community...then they're perfect prospects for you, Mr. Dealer! 


You know that the value of your fran- 
chise increases in proportion to the 
number of sales you make to prospects 
like these. The factory knows that the 
best way to reach them is through the 


Post, for Post advertising directs 





able-to-buy families to your showroom. 


(Nearly half of the heads of Post families are in the professions, or 
are proprietors, managers or in other highly infivential positions.) 


You clinch the sale. 





reaches the people who mean business 
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11 Million Units Now in Use, Says AMA... 


Farm Vehicles Break Record 


DETROIT. — The nation’s 5,800,-; 
000 farms now have over 11,000,000 
motor vehicles and tractors, 4,000,- 
000 more than before the war, ac-| 
cording to the January Automobile | 
Facts, published by the Automobile 
Manufacturers Assn. 


Farmers have thus accounted 
for 40 percent of the great gains 
in U. S. truck ownership since 
1941, it is said. 

Today there are about 2,500,000, 
trucks on farms, or 1,300,000 more | 
than before the war, the article | 
reports. Ownership of passenger 
cars on farms has jumped to 5,500,- 
000 from 4,300,000 in 1941, and there 
are now 3,400,000 tractors, com- 
pared with 1,700,000 in 1941. 

It is said that these record in- 
creases have helped farmers raise 
their production by one-third since 
1941. This was done with no in- 
creased acreage, and with a steady 
drift of workers away from farm 
jobs, says the publication. 

The article reports that this great 





wealth of farm motor vehicles gen- 
erates about 750,000,000 horsepower, 
or 10 times as much mechanical 
power as is used in all of American 
industry. 

Motor vehicles transport 89 
percent of all farm products to 
initial markets, the article says 


Tooling Orders Expected 


To Keep Bausch Busy 


SPRINGFIELD, Mass. Orders 
from manufacturers retooling for 
new models will keep Bausch Ma- 
chine Tool Co. busy during the first 
six months of 1950, George D. Has- 
kell, president, said last week. 


In an annual 
holders, Haskell noted that regula- 


tions for operation of the Marshall | 


plan “make the sale of machine 
tools in Europe extremely difficult.” 
He said efforts to modify such 


regulations had so far been unpro-| 


ductive. 


report to stock-| 


in reporting a Department of 

Agriculture survey. 
| There is also a marked trend | 
|toward ownership of larger farm 
trucks, it is said. Where only 3 
percent in 1944 had capacities of | 
over 1% tons, today 8 percent — 
of the larger sizes. 

It was noted that with new agri- | 
cultural progress in the _ south, 
states below the Mason-Dixon line 
now have a higher percentage of 
new trucks on farms than any 
other region—which indicates that | 
truck ownership among southern | 
|farmers is increasing faster than | 
the national average, Automobile | 
| Facts states. 

Since the South is still well be- 
low the national average on farm | 
truck ownership, it is said that | 
industry officials expect still fur- | 
ther expansion of truck use in | 
that area. 

The article also reported how a/| 
North Carolina peach grower bene- | 














CALLED IDEAL FOR SMALL DEAL—This is 
d'Alene, Ida. It is said to have made a hit 
equipment, easy access and fast service. 


fits from expanded truck use to| 
distribute his product. 

The peaches were _ formerly | 
trucked to the railroad where they | 
had to wait a day until the train | 
pulled out. A carload destined for 
Philadelphia reached the produce} 
terminal several days later, and 
was then shifted to another truck 
and hauled to the city wholesale | 
market. It was then sold to the| 
retailer. 

Thus, about six days after the) 
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|}ion of Secretary 


the building of Kramer Pontiac Co., Coeur 
with local motorists. Accent is on modern 


picking, the peaches were dis- 
played. 

“Today, however, a wholesaler’s 
refrigerated truck is loaded in 
North Carolina the morning the 
peaches are picked, says the arti- 
cle. “By noon the truck is en- 
route, and by three the next 
morning it’s at the wholesaler’s 
market. At 5 a.m. the peaches are 
sold to grocers who have them in 
their stores less than 24 hours 
after they left the trees. 

“The total cost of distribution is 
far less than before—and the bene- 
fits of the lower cost are shared by 
the customer, grower, wholesaler 

and retailer.” 





Heed Interests 
Of Consumer, 


Sawyer Advises 
ATLANTIC CITY.—At every 


| council table around which nego- 


tiations between labor and manage- 
ment are con- 


ducted, the con- 
sumer is the un- 
seen, though 


deeply interested, 
party, yet no one 
pleads on his be- 
half, in the opin- 


of Commerce 
Charles Sawyer. 

In an address 
at the annual 
convention of the 
National Canners 
asserted: 

“Enlightened management and 
enlightened labor, however, should 
know what his (the consumer’s) in- 
terests are and that, in the long 
run, they will both fare better by 
giving him the fullest considera- 
tion.” 

The cabinet officer said that la- 





Charles Sawyer 


Assn., Sawyer 


|bor should be willing to modify its 


demands “if management can dem- 
onstrate to labor that it seriously 
intends to sacrifice some of its 
profits in the interest of the con- 
sumer.” 

In considering whether the con- 
sumer is better or worse off, the 
secretary said, you must consider 
“not how many dollars you get, but 
what can you get for the dollars 
you have.” 

“When we talk about wages, we 
must think in terms of real wages 
—that is, the actual buying power 
of the pay check,” Sawyer said. 


“It is clearly no benefit to the 
working man to get a 50 percent 
increase in wages and be forced 
to pay 50 percent more for every- 
thing he buys or uses. The same 
comment applies to the farmer 
and yet neither the workingman 
nor the farmer is content to see 
prices go up and his income re- 
main static. Needless to say, the 
same reasoning applies to the busi- 
ness man, 

“Each group watching its own 
welfare has felt itself engaged in 
a race to keep up with or pass the 
other fellow. This race, like others 
can’t go on forever—the speed car 
be increased for a time, but ther: 
is bound to be an end—exhaustion 
Or even collapse.” 


Primrose Sole Owner 
Dee Primrose, of Thompson- 


|Primrose Motor Co., Clay Center, 


Kans., local Ford and Mercury 


| dealer, has purchased the interests 


of Solon Thompson of the firm. 
Thompson plans to continue in the 
automotive business elsewhere but 
has not announced his plans. 

Thompson and Primrose came to 
Clay Center from Kansas City last 
May and purchased John Mous 
Motors. 
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yn the Financial Front... 


Kight Auto Stocks 
Gained in January 


pares with a rise of .93 percent in 
the Dow-Jones industrial average. 
The closing quotations Jan, 31 
were: 
Chrysler, 64%; Crosley, 2%, Gen- 
eral Motors, 73%; Hudson, 15%; 


Brief Charges 
Gas Price Plot 


In Milwaukee 


MADISON, Wis.—“Efforts by the 
Retail Gasoline Dealers’ Assn. of 
Milwaukee to keep prices up and 
eliminate price competition caused 
incalculable and irreparable dam- 
age,” Atty. Gen. Thomas E. Fair- 
child has charged. 

He made the statement in a brief 
filed in the supreme court in sup- 


By George Deery 
Associate Editor 
—— the end of December to 
the close of January, Crosley 
showed up with the best gain of 
the listed stocks of the car makers 




































on the New York stock exchange | Kaiser-Frazer, 5%; Nash-Kelvina- port of the circuit court findings 
S0., Coou: ree Curb ae Its — tor, 17%; Packard, 4%; Studebaker, which held the group guilty of 
a stock appreciate “Go percent. 27%; Tucker, 45 cents and Willys- charges brought by the antitrust 

WINS OHIO AWARD FOR SAFETY STUDY—Sgt. W. B U ; ’ 
jane Tucker a = — oe Overland, 5%. highway patrol has been named recipient of a Yio Aut ometive, er ef ite Obie state division of Fairchild’s office. 

re dis SO. oan en Aute Stuck cafvorchty, tele, leticte ts Grenston, WH. Walt R Homer, emseniive sewrelary ofthe Gite | Of uaaler el ne aannciation 

be oh a bi ™ ae in nae 0 uto Stocks Automobile Dealers Assn., representing the Automotive Safety Foundation » prenented Sgt. of unlawful combination and con- 
esalles’s which a bid price is the only one Feb.6 Jan. 30 | Umpleby his fellowship award. The presentation was made in the office of Ohio highway | Piracy intended to restrain and 
ded ta pa oo a po a chemo Reser ets 6534 64% Goder © ‘ aan seen Want eC Saval ieee ranking highway officers in atten- Shag competition by raising and 
ing the of Geeumiee 0 6 cane & shame | Geaeebs idiiacs (Gee | eek es Ra iamtots —| ae kien was seartea Seth Ie 
oo in Ng mag SS a Hudson coors MK 15% Non-Paying Customer or wae the care (an Inter- | 1948, 

ar’ n uary. e k ona Mi , 

> i This was a gain of 800 percent. Nash-Kelvinator .. 175% 174% Costs Dealer $1,486 9883 and motor "wane “288 Valin tir Foams Ge lane te some 
lesaler’s : ak PRESQUE ISLE, Me.—A local : . e Charles L. Aarons 
hon Ste ae ae ee ana redeiede we eeeees = Ps, truck dealer faces a $1,486 loss be- | 92°28 ae making a down-pay-|on June 8, 1949. The supreme court 
hem in os nt, followed by 12.5 percent for| Tucker ............ 40 59 | cause a purchaser skipped out on ment in September, 1948. Neither | was scheduled to lear oral argu- 
| hours od a ale Seesoeea sense him. has been seen by the garage owner, | ments Feb. 10. 

Packard and eight percent for| Willys-Overland .. 5% 5% N. L. P P 

Hudson, Nash was up 2.17 percent; Average for — — The customer, a man who claimed |*“. * *omeroy, since, Fomeroy, ees 
ution is Willys-Overland, 2.36 percent and| 10 Stocks ......2222 21.66 |to be Frank B. Ireland of Presque|Who also handles Willys, is at 46] .2stration figures tell the eine oe ous 
he oe yal General Motors, 1.92 percent. Isle and Waltham, Mass., disap-|Academy St., Presque Isle. and sales every week. ee 
nared by : “« «© — eee —_—___—_—. ~ —_______. Mepnsibdeasahinatiioh 
holesaler f ( F THE two losers, Chrysler suf- 

/ fered the sharpest tumble with POE hs snes My, 

a drop of 4.28 percent. Studebaker TTT 

had a fractional decline of .91 per- Oa ALLA 
$ cent. 

At the end of the month, the 

average for the 10 auto stocks 

had risen 1.02 percent. This com- 
PS 
every Nash Net Profit oan een . 
+h nego- o * eaanaaAAAAAALAAAAAsiisan saa, ——————_—F 
manage- Dips in Quarter 





To $4.2 Million 


Nash-Kelvinator Corp. last week 
reported net earnings of $4,215,849 
after taxes, equal to 97 cents a 
share, for the three months ended 
Dec. 31, the first quarter of Nash- 
Kelvinator’s 1950 fiscal year. 

Net earnings for the like period 
a year ago were $5,859,289, or $1.35 
a share. | 






















AVIATION CORPORATION 


s Sawyer Because of the steel strike, out- 
put of automobiles and electrical 
Sawyer appliances during the quarter fell 
mt and about one-third below expectations, 
» should President George W. Mason said. 
er’s) in- As a result, sales for the period 
the lon were $75,409,633, against $84,278,034 
ahhes o for the comparable 1948 period. 
ao The strike closed Nash Motors 
for three weeks during the quarter. 
teat ta- Production will be stepped up still 
odify its further to meet current strong con- 
aaa , meg sumer demand as sufficient steel 
sont ously becomes available, Mason said. 
> of its 
the con- Timken Reports —- : 
the con- Fe BO, 
‘te | Profit Drop 
consider Timken-Detroit Axle Co. reports 
= net profit for the three months 
P dollars ended Dec. 31, after provision for . 
depreciation, income taxes, etc., but Production 
ages, we »> subject to year-end inventory and 
al wages audit adjustments, of $613,775, 
7 equivalent to 28 cents per share. 
° Sales for the same period amounted 
t to the to $14,797,499. 
| ye se The net profit for the six months i 
e ended Dec. 31, after provision for 
yr every- depreciation, income taxes, etc., but * aH s , 
he same subject to year-end inventory and Built by the F or emost Specialists in - 
farmer- audit adjustments, amounted to : Headaches dis: i 
, ; . - , *8 disappear all along the line whe 
kingman $1,251,088, equivalent to 58 cents Mobile Radio : Pr oe 7 ee yom valy 
t to see per share, Sales for this same six on Bendix Radio for one of the most important acces- 
some re- months’ period amounted to $30,- ie . . 
say, the 476,663. This compares with earn- sories on your car. Purchasing gets a product as 
the busi- j i ° . i ‘ = 3 
e ao Bere oe ee es | Backed hy the Broadest Experience in specified for quality and price . . . production gets what 
its own $1.45 per share and sales of $47,- | . they want when they want it dealers are freed of 
gaged in 297,908, the Automotive Industr 7 y ie ; a 
pass the y servicing problems . . . and customers get console tone 
e o ers, ’ . . - nr € . . . 
peed can GM Boosts Dividend * and reception. The reasons? Bendix builds radios for 
mut ther To $1.50 Per Share 1; 5 as aie hi eae ati . 
<ee a o $1. ee | Proved by Millions of Hours of fields where reliability must be unquestionable. Bendix 
clared a dividend of $1.50 per | . makes top quality radios for the home. And Bendix has 
share on the common stock. | Trouble-free Operation > 7 7 : 
i While the corporation did not | more experience in meeting the requirements of auto- 
designate the payment as “regu- | sle ‘ , . ‘ : ° 
jompson- on re — 2 ee | > mobile manufacturing than any other radio manu- 
enter, the stock would be on a $6 an- | facturer. It all adds up to a radio source that’s w 
Mercury ee a eee Produced by the Fastest and ee ee 4 fhe hey at’s worth 
ment is the largest since 1929. | ° ° ° investigating. rite for full information. 
he firm. ¢ Last year GM paid $8 a share. Most Efficient Methods in Radio 
ue in the Disbursement is payable March 
here but 10 to stockholders of record 
lans. Feb. 10. Three payments of $1.25 
famet | gap fh tang tnloe a BENDIX RADIO DIVISION of 
City last | = $4.25 constituted the $8 total in 
n Mous’ | 4949, BALTIMORE 4, MARYLAND 





Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 
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° || How Makers Fare... VV age Posters 
alias-riouston urnp e€ OR eer oe . MEWA Offers Copies 
Five Texans Plan to Build Superhighway New-Truck Registrations — 11 Months Of Posters on Law 
At Cost of Nearly $100 Million isis Sousa “hats Sone “Yate” Site || xquipment. Wholesalers ‘Assn, ta 
/ : quipmen olesalers n., to 
AUSTIN, Tex. — Five visionary | where the count was taken, could || FoRp |||... |. .., 20:887 211303 14128 Iselse 20.48 219368 seat || 4Ssist its members with compli- 
Texans last week received a char-| occur during 1949 and 1950. sonen tesscsccecssssesss 9,599 10,549 8,692 108,051 12.24 106,012 10.99 |} ance with the federal regulat.on 
Ler tae Poperiaieay. between | yustied for comment, State High- |] targne\TiowAl °c c° Gime Pits bet Stbee ts ‘ates ‘2:15 || requiring posting of notices une 
, Ee IDE ER ........... 4,044 4,389 4,358 651,044 5.78 46,370 4.81 ‘ai ndar ct, } 
Dallas and Houston on the model the project the “first of this kind || WULLYS ......00......... 1,956 2,003 5,046 30,703 3.48 «= 71,616 7.42 A t ‘é eas aa f = 
of the highly successful Pennsyl-|pye ever heard of by a private|| WHITE .................. 585 788 981 = 7,523.85 10,939 1.13 |) SEN” 10. SES COGS GE the 
ia Turnpike. ‘ SEM D Se sercscsccccsesces §=©6(GRD 707 546 6,147.70 9,205  .95 ||notice in poster form that mects 
— P corporation on such a large scale.|| piaMonD T ||... |... 359-397 707 4,803 54 10,083 1.04 To ctatut : t 
The charter was granted by the|It will be interesting to watch. Mak s0e e+e: seen ee 381 354 580 3,732 “42 10,153 1.08 t ots a aa oe Ss. ‘ 
secretary of state to Texas Turn- “It’s certainly a novel thing—|] aurocaR 120 124 254 1493 "17 2560 "87 e notice is imprin on eavy | 
pike Co. which was incorporated | intriguing. We've had short toll|]| BROCKWAY ... 151 169 270 1.450 .16 2.781 29 || Cardboard so as to be durable. Ex- | 
by W. L. Pickens, V. D. Bostick | roads and bridges, but nothing like || FEDERAL ..... 89 68 8=62230—C«1,095 13 3,911 = «4: || tra copies are available at 10 cents | 
and Ross K. Prescott, all of Dallas; | this, ee, ". as. aS soo 2302 = || each—in quantities of 20 or more | 
H. H. Coffield of Rockdale and R. “The Pennsylvania Turnpike was |] FWD ......... cece cece eee 25 11 61 311 Ss 08 788 «= .08 || five cents each. 
ee hae aie built as a toll highway, but it is MISOELLANEOUS |....... a3 288333 3,200 ‘3e(3,008 ‘3 Automobile wholesalers desiring 
Cost of the project is estimated (a branch of the Pennsylvania state - ——— ——— ——.. —_-_ ____. ____ || copies of this notice can order 
at between $86,000,000 and $100,- | government. The same thing is true | TOTAL ....... - 79,699 86,398 75,024 883,181 100% 964,892 100% || them by form No. 1018, direct from 
000,000, and its length at between of the New Jersey turnpike pro- —Automotive News Compilations from R. L. Polk & Co. Data || the association headquarters, 309 
212 and 220 miles. Information on | gram now under way,” Greer said. | W. Jackson Blvd., Chicago 6, III. 
the charter indicated the com- Pickens, oilman and spokesman | a Ci f 30 t i Check or stamps should accompany 
pany will build an all-weather | for the incorporators, said no plans Quebec Motorists = age a oa ar * the order. 
concrete road with four 12-foot | for financing the project have been . Si 5  pamaniee Ban PECVENGS SE PSsveee | se att 
lanes, the south and north-bound | worked out as yet but pointed out | , | 9 
traffic to be separated by a 5-to- (that the Pennsylvania Turnpike Face Increased With regard to commercial ve- Wyman’s Renovated 
| hicles, the announcement said that Renovations have been completed 


10-foot parkway. 

The proposed general route would 
be through Dallas, Ellis, Navarro, 
Freestone, Leon, Madison, Grimes, 
Walker, 
counties. The highway would cut 
up to 50 percent off the driving 
time between the two cities. 

Operation would be patterned on 
that of the Pennsylvania Turnpike 
on which motorists pay one-cent- 


Montgomery and Harris | 


had been largely financed by public 
bond sales. 


He cited the following advan-| 


tages for the Texas pike: 

1. Safety and speed. No head-on 
collisions; no crossings on the 
grade level anywhere; road fenced 
all the way; no pedestrians or cat- 
tle allowed. 

2. Easy access, through inter- 
exchange roads, to connect the 
pike with cities along the route, 





Insurance Costs 


MONTREAL. — Liability insur- 
ance will cost Quebec province 
motorists more this year, according 
to new rates announced by the 


|Canadian Underwriters Assn. and| 


|the Independent Automobile and 
Casualty Insurance Conference. 


The new rates include a 10 per-| 


io higher impost for public lia- 


|for those operating in Montreal 
|and Quebec City, third party prem- 
|}iums and rates for fire and theft 
| will be down 10, percent from last 
| year, but collision rates will be up 
| 20 percent. 

For the rest of the province, third 
| party, theft and fire rates remain 


| 


rise by 25 percent. 





unchanged, while the collision rates | 





|at Wyman’s Garage (Chevrolet), 


Alton, N. H. Major changes at the 


firm, owned by Carl Wyman, in- 


clude removal of the office and 
accessories department to the rear 
of the building; enlargement of 


showroom, and the addition of a 


reception room. 






per-mile tolls and trucks are . . bility and property damage, a 15 
charged on a graduated scale, down — intermediate travel sim- percent increase for collision insur- ° ° e 
from a top of $15 for maximum Oe added the Texas pike also|2M¢e in Montreal and Quebec City Driver Training ales 
ey od 
weight loads of 68,000 pounds, would have the additional virtue of and a 20 percent jump for collision In Mass Backed Tire pe 
° j 


On such a scale it would cost 
a motorist about $2.15 to travel 
between Dallas and Houston on the 
Texas pike. Statistics on the traf- 
fic potential show that in 1948 
1,600,000 cars, trucks and motor 
vehicles passed a point 15 miles 
north of Houston on U.S. Highway 
75, while on the Dallas end 1,450,000 
vehicles were counted the same 
year. 

Furthermore, at that time the 
Texas highway department esti- 
mated that increases of from 10 
to 38 percent, depending on 











no flood hazard as the route lies 
principally between the Trinity and 
Brazos rivers. 

The charter granted the corpora- 
tion is for 50 years with capital 
stock fixed at $1,000—1,000 shares 
of $1 par value each. 

The five incorporators have been 
named as the board of directors for 
the first year. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





insurance in the rest of the prov- 
ince. 

A bright spot in the announce- 
ment was that car owners whose 


policies are renewable during Feb-| 


ruary will be able to get protection 
at present rates. However, new ap- 
plicants during February will have 
to pay the increased rates, and all 
business after that will be similarly 
treated, 

To partly offset these increases, it 
was announced, there will be a de- 
crease of 20 percent in fire and 
theft rates in Montreal and Quebec 
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Champion 
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You will double your sales and double your profits because your customer wants SAFETY 


NO MORE 


BLINDSPOTS! Ey yn Controlled view of 
anil REAR RIGHT SIDE 


TRAFFIC!—direct 


By 64 Dealers 


BOSTON.—John J. Cahill, Ford 
| dealer and president of the Massa- 
chusetts State Automobile Dealers 
| Assn., reports that 64 dealers have 
| made new cars available to 71 high 





|driver education program, spon- 
sored by the association in co- 
|operation with Registrar of Motor 
| Vehicles Rudolph F. King. 

Autos are made available at a 
|cost of $1 by dealers in each 
community having a certified in- 
structor. Instructors qualify by 
attending classes at Northeastern 





university or extension courses in 


| Boston. 

Registrar King said that in 1944 
j}only 48 high schools in the state 
|offered classroom instruction in 
|driver education. Now, 236 high 
schools have classroom instruction, 
land 69 offer driver training in- 
| struction, he added. 

Certificates have been issued to 
120 teachers who have completed 
courses and are now carrying on 
| driver instruction in high schools. 
| Massachusetts won the meritori- 
|ous award offered by the Assn. of 
Casualty and Surety Companies in 
1948; and in 1949, the state won 
the superior award. 


Transport Honor 
Defense Group to Give 


Annual Award 


WASHINGTON. —A national 
transportation award to be pre- 
sented annually for the year’s most 
outstanding contribution to defense 
transportation has been established 


|schools under the 1950 high school | 


| 
| 





by the National Defense Transpor- | 








LICENSE PLATE. 


FASTENERS 





from the driver’s seat, and 


tation Assn., it is announced in the | 
December issue of the association’s | 
| Journal. 
The award, according to the mag- | 
}azine, was established by the board | 
|of directors of the association “to| 
|encourage programs of transporta- | 
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the research agencies of the depart- 


| ment of defense.” | 
| Any individual, firm, society, as-| 
| sociation or similar organization, is | 
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eligible for the award. Nominations 


PLATED TO PREVENT RUST 


L a can be made by any individual or 
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IN 3 STYLES Ne. 120— Cavalier 412” // \ J Ne. 135— forwarded through one of the local acke to Box- 
Charger 5 (offset head) / Leader 4” | chapters of the association. Money-Back Guarantee 
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Chrysler Honors Decker 

Ernest R. Decker, service man- 
ager for Matt Howell 
(Dodge-Plymouth), St. Augustine, 
Fla., has been honored by Chrysler 
Corp. for successful completion of 
a course in factory-approved meth- 
ods of servicing cars and trucks. 
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There’s a president, here. 


There’s an inventor, a painter, an actor, an admiral and a poet.* Oh, 
yes...and a fellow whose face you can’t see. 


Except for the latter, every one of these people has had such a pro- 
found effect upon the history of the country that his bust is in the Hall 
of Fame. 


But though you study them for hours, you may recognize only the 
chap whose face is hidden. 


Yet Maggie’s famous husband, Jiggs, achieved fame in the comics! 


Is there any more graphic way of demonstrating the tremendous edi- 
torial impact of PUCK, the only national comic weekly? Doesn’t it show 
how PUCK’s all-star cast of characters has woven itself into America’s 
life... Jiggs, who “sold” corned beef and cabbage; Popeye, who made 
spinach a top favorite; Dagwood, who helped the U.S. Atomic Energy 
Commission explain nuclear energy? 


Do you wonder that such hard-headed firms as Colgate-Palmolive-Peet, 
the Ford Motor Company, General Foods Corporation, and many others 
spend millions of advertising dollars in PUCK, The Comic Weekly? 


Educators speak of comics as “a social force” that constantly helps 
shape our manners, morals, and thinking. But shrewd business men speak 
of the comics as a tremendous “sales force’! 


PUCK, The Comic Weekly, distributed with 15 great Sunday news- 





Anybody here you know? 2 5 .. 


papers from coast to coast, (with its two advertising affiliates) reaches 
more than 18,000,000 adults (and their youngsters) in 7400 communities 
where 83% of all retail sales are made. 


Year after year readership reports show PUCK delivering 3 to 5 times 
more thorough readers of advertising per dollar than top weekly maga- 
zines. If you want to know why advertising in PUCK is so effective in sell- 
ing goods, ask us about “Getting More Out of the Dollar!” 


*The busts (left to right, top to bottom) of President John Adams, Inventor Robert Fulton, 
Painter Gilbert Stuart, Actor Edwin Booth, Admiral David Glasgow Farragut, Poet Edgar 
Allan Poe, are all in the New York University Hall of Fame, now celebrating its Fiftieth 


Anniversary. 









“What fools these Mortals be!” 
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THE COMIC WEEKLY 


The Only NATIONAL Comic Weekly 


63 Vesey St., N. Y., Hearst Bldg., Chicago, 406 Hearst Bldg., San Francisco 
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How it will affect the Automotive Industry 





Enjoying the most prosperous years in its 


history, the automotive industry in 1948 


rolled up a $9.5 billion sales record for i: 


automobiles, parts, maintenance and special 


accessories. And figures so far available 


indicate that expenditures during 1949 were 2 


at an even higher rate. 


But with more than 33 million cars already 


on the road, what are the prospects for the =z 


automotive industry during the decade which 


lies ahead? 


Actually, as for most American businesses, 
1950-1960 should prove to be a Decade of 
Opportunity, for the outlook is very bright 


indeed. 4. 


Conservative estimates indicate a 
potential growth for the automotive industry 
of more than 22% in the next 10 years. This 
means that by 1960 Americans should be 


spending $11.6 billion a year for—and on— 5. 


their automobiles. 


Here are some of the reasons the next 


decade should hold so large an opportunity: 


By 1960 there will be over 3% million more 
families—-10 million more people—in this 
country than there are today. 

Average family income by 1960 should be up 
to $4029 a year from a present average 

of $3646. 

Studies have shown that automobile owner— 
ship increases steadily with income, and 
so do expenditures for operation and main— 
tenance. Thus, the automotive business 

may get an even greater share of rising 
family income. 

New highway construction and improvement 
of existing roads will mean more people 
doing more driving, and a higher re— 
placement rate for cars, and for their 


parts and accessories. 


Shorter work hours, more liberal 


vacations, and the expected increase in 





hea 
in 


cc 


For 
debt 
and 
T 
acti 


publ 





up 


n— 





vacation travel should also result in 


increased use of the family car. That, 
too, should mean more dollars for the 


automotive industry. 


6. Population trends from central-—city to 
suburban living should continue. And more 
people living in the suburbs, where a car 
is a necessity rather than a luxury, will 
bring increased demand for automobiles 


and equipment. 


There are other reasons, too, but they all 
point in the same direction—by 1960 there 
should be a healthy $2.1 billion a year 


increase for the automotive industry. 


Who will reap the big rewards in this 
Decade of Opportunity? As always, it will be 
those who see the opportunity most clearly, 


and set their plans to take advantage of it. 


Such plans will include the things that 
have always been important in the automotive 
industry: Providing for advances in safety, 


comfort and convenience; developing improved 


For most of the facts and figures of the future of America’s economy quoted in this message LIFE is in- 
debted to the study made by the Twentieth Century Fund and published under the title ‘America’s Needs 


and Resources. 


The Twentieth Century Fund is maintained by the philanthropies of the late Edward A. Filene. Its 
activities consist solely of scientific and objective research into economic problems, and in non-partisan 


public education. 


designs and styles; offering a product that 
people want at a price they can afford; and 
perhaps most important of all, showing and 
telling the American people what you have 


to sell. 


This means advertising, and for the auto— 
motive business in "a nation on wheels" 
it means advertising that reaches great 
numbers of people. 


* * * 


Of all the magazines you can use to show 
and tell people about your products, LIFE 
is by far the biggest. 


LIFE is read by 12.2 million more people 
than read the next biggest weekly, by 14.9 
million more than read the third biggest. It 
reaches 1 out of every 3 families in the 
country——more families in any one week than 


any of the 10 biggest radio shows. 


And the intense family interest in LIFE's 
editorial pages carries over to LIFE's 
advertising pages. This, coupled with the 
exceptional quality of LIFE's color printing, 
means there is no better showroom in the 
nation for the cars automotive manufacturers 


Recognizing these facts, passenger car 
makers invested nearly one million more 
dollars—for-selling in LIFE during 1949 than 


in 1948; an increase of 36%. 


So, as you get down to the selling phase 
of your plans to participate in the greatest 
Decade of Opportunity for business that 
this nation has ever seen, consider the 
advantages of telling the story of your 
products in the youngest big magazine, the 
most vital big magazine, the biggest big 


magazine in America, LIFE. 





retire area eee ee 


PPLE SE LE: 





AUTOMOTIVE NEWS. FEBRUARY 13, 


he says, of the red men who used 
to roam over these grounds a | 
century ago. The “teepee” also is 
a natural, Thompson adds, for his 
company’s initials—T. P. | 

The wigwam will serve as a sales | 
closing room for his used-car sales- 
men. 


Merchandising | 


Memos to Dealers 
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Case History 
AMILTON MOTOR PROD- 
UCTS, Hamilton, Ont., pro- 
|moted its service department with 


By Bob Finlay 


















































a ea ake tot FOR a. ote. ee = Co. es. nee, 7 
LBANY GARAGE in Albany,| you’ve got the money. But it is | an institutional type of newspaper | recently .completed this lot, according to Paul D. Vincent, general manager. The firm 
4 ler," t S. Locat S M t 
N. Y., puts special importance the content, not the form, that | aq which stressed its “case history” — than Yeane Dealer,’ and stresses ame Location, Same Managemen 
on its own individual license plate counts on the long pull, | technique in servicing operations. nee —— i i iene en ee 
frames by pointing out eae they| Dealers know so much that is! Read the ad copy: “Case history! the free checkups at the time | dubious distinction of being cus- 
are signals een oe _ en > interesting about the auto business is one of the great improvements in| when each checkup is needed. todian of “Stinky,” a slightly de- 
motorist is in distress on the road./that they could always hold their | automobile service. Automatically| « aol hi : dori scuale 
The firm employed a newspaper | readers’ interest if they worked |it keeps a complete record of the When you drive into this rae! orized skunk. 
ad to point out that: at it. in aod P department you are shown your| Care and feeding of “Stinky” is 
|car’s maintenance—from 1,000 to|car’s Case History, which, in sim- i Senn drt 
smployes of the Al- It’s a job sometimes to evaluate | 60, il : ; deat | a task assigned to that Esso driver 
“Our 258 employes o a2 ~ | 60,000 miles. ple terms, is a complete mainten-|j, North Carolina who has an \ 
ted Garage wena Lap om that |what would be interesting to out-| «This record makes it easy to |ance picture of your car. This| avoidable accident. Worse, the c 
bent ane oF ‘he Alba t e see @ | siders, but it can be done by mixing) prevent service oversights that | takes only a few seconds. With this | griver continues his custody until t 
car Dearing ‘He a — with people outside the business.| cayse breakdowns. And the car | case history service you not only another driver somewhere in the 4 
license frame apparently in trou- | Then all you have to do is remem-| of truck is sure to get all 16 of | climinate many repair jobs and in- state allows himself to get into 
ble or in need of help, we will | ber the questions they ask you. convenient breakdowns, you also|an avoidable mishap s 
stop and render whatever assist- | There is a lot of mechanics in enjoy such benefits as worry-free : f 
— we o- the auto business, but it all boils ‘ driving, better performance at lower I 
“Assure yourself of this protec-| down to people in the end. Comparisons cost, longer car life and last, but | r 
tion today,” the ad continued. “Let + * © . not least, better tradein value. All 
this chrome-plated, die-cast frame Service Four-Door Sedan Prices these at no cost to you!” c 
ao Seo “- — UICK service is assured patrons Advertised-Delivered | is , HITE-WALL TIRE : 
your driving security. rive your | 7 n Chevrolet Fleet | a, j 
Dodge or Plymouth into our service of the Hi-Way Motors Co. in Fora omen a a Sp.. ae |Watch It ——————— . 
entrance and we will install your |Stockton, Calif., even in case they|| Chevrolet Fieetline, Stytetine | Del. 1,539 AN-WALLIS MOTOR CO. ad- t 
license plate and frame at no cost | need it after the garage is closed. ne a ve aaeees ia vertises that because “Man is REALLY CLEANED 
to you. There is no obligation what-|A sign on the door of the service |] piymouth Deluxe ie ae | the only animal that can be skinned I 
soever. We regard it as a privilege |entrance reads: “Notice. For Tow|| Studebaker Champion Deluxe .. twice,” he should choose his new 
to be of service.” Service or Mechanic After 12 p.m., Scat an ot inane seeeeees and used car dealer carefully. HITE ( 
eS Call 9-9059. Service within 15 min- Studebaxer Champion Regal Del ee ¢ SPARK p 
’ . utes. Hi-Way Motors.” Nash States Ss ad ca a <a ° . _ 
paged ture at the bot as Pontine Servana @ Standard = Something Extra ee Ae tee t 
y the signature a e bot-| ,, — encene im 6 Standard .... N WORCESTER, Mass., L. F. - : 
tom of Martin Bury’s news- Eye on the Tie-in Pe be one ow Harris (Chrysler - Plymouth) WITH - °$. 0. - 
style ad column that he has T. THOMPSON, owner of the!] Oldsmobile 76 Standard ......... stresses fairness and reliability in es % 7 
switched deals. He’s now president * Thompson Pontiac dealership aed pees 6 Deluxe new and used car sales with no \ | 
of Wilkie Buick in Philadelphia. |in Cuyahoga Falls, O., is going in|] heave Mestontrowe nt’ oo: high-pressure. Uging a lot of insti- CAR OWNERS! 
Bury’s column, by the way, is|for some Indian atmosphere on his|| Nash Statesman Custom tutional advertising, Harris tells Experts agree 
one of the most interesting and|used-car lot. A wigwam is being|| Studebaker Commander Deluxe. . people about his organization. nothing cleans | 
durable advertising ventures we've | built—1950 style—across the street eS eee ne He points out that high-pres- white-wall tires 
come across. from his new-car salesroom. It will|] Pontiac Chieftain 8 Deluxe sure stuff is unheard of in his like S.O.S. | 
It holds interest because it is | be 18 feet high, covered with alumi-|| Buick Special Jetback .......... place and that he employs 65 ! 
interesting. That’s a point often |num, and will be complete with oe en Sidi ente wedess, Other | 
overlooked. It is a simple matter | Indian trimmings. Buick Special Tourback ....... points he makes include the fact . 
to adopt any advertising form it It will remind his customers, —- a. Jetback Deluxe aes that no used cars are offered for 3 
Buick Special Tourback Deluxe. . sale unless they meet standards t! 
TIMBERLOCK CONVERSION UNIT | 22st ivca's fat || Rhett cesta 
Studebaker Commander Regal D. L. F. Harris is one of the largest F 
Meceusy geenesen es . . auto service concerns in Massa- Pp 
|| Nash Ambassador Super chusetts, and that it does make t} 
FOR PICKUPS awe a difference where the purchaser 
S Hudson Super Six .......... buys his new or used car, ry 
pre pag Ae A strong believer in name adver- P 
or? Studebaker 1 Land Cruiser ....... tising, Harris recently asked ‘in an ir 
t Hudson Super Eight ............ ad: ae 
Bl — — ce eeecececeeccess “What's in a Name?” and went 
DeSoto Carry-All on to describe the Chrysler Royal 
ae ge Custom with the theme, “Chrysler builds 
uic per ESS? . ow coe ce 
great cars, but when you buy your 
a ae Commodore se car at L. F. Harris you get plenty 
Kaiser Vagabond .. ee of something extra.” 
Oldsmobile 98 Town Standard oe + * * 
eae... ROWN CHEVROLET in Roches- 3] 
Madsen Custom Comassteve Eight ter, N. Y., is acquainting resi- R 
- B wae Serene oo cee dents of Rochester with its per- sl 
— a ee sonnel with a series of newspaper st 
Oldsmobile 8 eS cos sos ch0 ads built around the theme: “Who's M 
meoin .. Sapseneseveces Who at Brown Chevrolet.” 
Someta e002" The one-column ads carry a st 
Dodge Coronet 8-Passenger .... photo of the Brown employe who pl 
—_ ee ooo eeeeee ees is being spotlighted, along with per- F 
|| Sulck Roadmaster iso 2 ne sonal background. in 
Chrysler eee ceeaee coer’ ucnainefipdeiteileciiabineeniicaniiuadaniatin | 
|| Chrysler y' = assenger e Ww. 
|| DeSoto Cust 8-Passenger .... A 
The Timberlock Conversion Unit for pick-up trucks is the handiest item on Cadillac Series 61 ce : ee His Own Fault ¥ : 
any farm or ranch. It makes THREE trucks out of ONE— it's easy to put on |] Packard Super Deluxe ‘Right... Unlucky Esso Driver 
. . . Kaiser Virginian ..... coe J j 
—easy to take off. Timberiock Conversion Units cannot be bettered for Chrysler Windsor 8-Passenger 3, Wi Sk k r 
quality and useability. Completely satisfied users everywhere. Makes a Lincoln Cosmopolitan ........... 3, ins Okun of 
grain body with double the capacity of an ordinary pick-up. It also doubles Cadillac Series 62 sea nes oes ¢ RALEIGH, N. C.—(UTPS)—An a 
or triples your stock hauling ability. There just isn't a more useful buy. Soe Series 90 Special... ‘ unidentified truck driver of Esso " 
The Timberlock name assures you of unmatched quality in farm truck Standard Oil Co. here has won the 0 
bodies. Timberlock Conversion Unit helps you sell pick- -up trucks. Cae Replaces - 
@ Tailor made for each model and size WORN FENDER WELT = 


@ Finest hardwood construction throughout 











@ Utili h of ilabl i i 
= aaene oveey Wes of available space (by dropping end gate when converted without Removing Fender 
+ Completely grain tight with easy lift off stock sides for quick conversion * Strong, flexible plastic fin- 
@ No additional expense of installation, fits into stake pockets. ish is all-weather resistant. 
@ Tested and acclaimed as the finest of its kind. * Clips expand and hold 
: 9 piymng tight - serrated edges 
as DODCE «0 eee give a permanent grip. 
CONVERSION UNIT ba: | 4 TIMBERLOCK CORP alot kiln eh) pores VERIBGS THEE § * Zip-Welt takes just min- 
TYPICAL PRICES * NEBRASKA | a win até aT 2 STREETS utes to install . . . shear 
| ‘ ~ the old vont » - and 
_ay OR. es “Welt is in 
All Makes and Models | . ina jiffy. 
Available | Please ship Conversion Units % Zip-Welt conforms to all 
| For the following: automobile contours. 
Factory List F.O.B. plus Tox | * Write toda 
ace : y for FREE Sam- 
76 Chevrolet | Make of pick-up -. and complete infor- 
3 mation. 
Woy ton). . $117.50 | Year Model 
Dodge | ———=— COUPON =-——— 
(% ton). $117.50 | Platform Length Width Pe Marson Cor 7” 
8’ Ford (% ton) $127.50 | 1 understand my dealer discount is: 25% and 5%, cash. | 115 Mill Street, Revere SI, Mass. ‘ 
tl 
ADDRESS INQuiRY TO! ATTRACTS ATTENTION, WITH LIGHTS—One of the most novel advertisements for the 1950] nag ze onde sample ie 
| NAME Dodge is the illuminated truck of John Jones, Inc., Miami, Fla. The truck, also a Dodge, { Ave 
| contains a 4,000-watt gasoline motor generator which produces power for neon lights of | Name. | stor 
four different colors. The letters are made of colored plastic and can be changed daily, if Add illus 
THE TIMBERLOCK | FIRM NAME..... desired. Every night this truck cruises over various sections of Miami and attracts wide- | Fess { con 
ORPORATION | spread attention, especially from the tourists at this height of the season. The advertising City. bile 
Hastings, Nebraska ADDRESS... on the sides has the brilliance of a theater marquee. The idea was developed by A. | | was 
| om MacNorius, of Miami, who spent nearly five years planning and testing the truck before he i Oiiacisennbseeennsiciniiatiiicaiintieeiiacistate Rete, cha 
1 () Please send additional information. was satisfied it would be safe for public use. Four more trucks are under construction. b ameuammampananpaaramiaren eames and 











Court D 


By Leo T. Parker 
Attorney at Law 


eS a higher court was 
4% called on to explain the legal 
meaning of the term “title” of an 
.utomobile and the rights of one 
who has legal title. 

For illustration, in Dee v. Sut- 


Lawsuits Affecting Dealers ... 
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ecisions 


must be recorded in the county 


| where the property is located with- 


in six months after it is brought 


into this state. 
* * = 


Not Recorded in State 


HE automobile was driven from 


| higher court held that Colonial 
could not recover possession of 
the automobile purchased by an 
| innocent purchaser from Moore 
after the automobile had been 
in the state for nearly two years. 

The court said: 

“It is true, in some cases, the 
mortgagee may have difficulty in 
| following the property within the 
| time allowed by law, but it is eas- 
|ier for him to do this, after volun- 
|tarily parting with its possession, 
than for a buyer of personal prop- 
jerty to be required to locate liens 








33 





L-M to Conduct 
Parts Meeting 


DETROIT. — Lincoln - Mercury’s 
second national regional and dis- 
trict parts and accessories man- 
agers’ conference will open today 
(Feb. 13) at the Book-Cadillac 
hotel here. 

“The conference is designed to 
review division policies and proce- 
dures and to discuss the 1950 parts 
and accessories merchandising pro. 


21 Safe Drivers Cited 


By Commercial Carriers 


MEMPHIS.—More than 2,000,000 
miles of safe driving have been 
recognized here with the presenta- 
tion of awards and pins to 21 
drivers for Commercial Carriers, 
Inc., transporters of automobiles, 

Each driver honored by the firm 
had driven about 90,000 miles this 
year. Several of those receiving 
awards were cited for several years’ 
safe driving. A. J. Lynch is local 





o, Utah Ohio into Georgia and kept 

The firm ter, 222 S. W. (2d) 541, the higher | there for nearly ewe penne wiliank jand claims the only record of|gram,” E. A. Erickson, division manager of the company. 

— court held that a title to an auto- | Colonial Finance Co. recording its|Which exists in some unknown|parts and accessories manager, 

Satie mobile is an official certificate mortgage in Georgia. | state.” said. Medow Heads Synagog 
that the person named in it is Colonial offered no explanation ae Lincoln-Mercury sales depart-| Ben Medow, Ben Medow, Inc. 

g Cus- the registered owner of the auto- | of its presence in this state or why Hammond Tucker Ends ment executives, including Joseph | (Dodge-Plymouth), has been in- 

‘ly de- mobile, Also, the certificate is jit did not comply with the state; Dissolution of incorporation has|E. Bayne, general sales manager, |stalled as president of the Sinai 
prima facie evidence of owner- | jaw and record the mortgage. |been granted Hammond Tucker|will conduct round-table discus-|synagog of South Bend for his sec- 

ky” is ship of the automobile. In subsequent litigation, the | Motors, Hammond, La. sions with the group. ond consecutive term. 

driver This court held, also, that one) - — netsh : ee ~ » ssn — 

as an who claims that the title is illegal | 

e, the or defective must prove his con-| 

, until tentions, otherwise the title is valid 

in the and effective. 

t into In this case one Dee alleges that 





she bought an automobile and paid 
for it out of her own funds but| 
had the title put in her brother's | 
name because she did not drive. | 

The higher court held that Dee | 
could not recover possession of the | 
automobile unless she convinced a} 
jury that she paid for the auto- 





mobile and that the brother held 
the title “in trust” for her. 
* + * 


Mortgage Effectiveness 


(GENERALLY speaking, the law | 
JF is well settled that a mortgage 
properly recorded in any state is 
effective in all municipalities, coun- 
ties and states in the U. S. 
However, finance companies | 
and others who take mortgages 
on automobiles, should review | 
the statutes of states, since some 
new state laws require mort- 
gages to be registered in the 
state, irrespective of the fact that 
the mortgage is recorded in the 
state where the automobile was 
originally sold and mortgaged. 
For illustration, in Colonial Fi- 
nance Co. v. Anthony, 54 S. E. (2d) 
326, the testimony showed facts 
that one Moore owned an automo- 
bile and mortgaged it to Colonial 
Finance Co. The mortgage was 
properly recorded in Ohio, where 
the loan was made. 
A law of the state of Georgia) 
provides that when an automobile | 
purchased elsewhere is brought 
into this state, a mortgage thereon 








Dealers Deliver 
To March of Dimes 


With Novel Drive 


MINEOLA, N. Y.—At noon Jan. 
31, Nassau county’s modern Paul 
Revere, Jack Ferkins, reached the 
successful end of his 144-hour non- 
stop, sleepless motor trip to raise 
March of Dimes funds. 

Sponsored by the Nassau County 
Studebaker Dealers Assn., who sup- 
plied the 1950 Studebaker he drove, 
Ferkins’ trip to every community 
in the county covered 1,527.4 miles. 

For the full six days, Ferkins, 
who works at Schenck Transpor- 
tation Co., was handcuffed inside 
the car. 

Money was collected in contain- 
ers on the car, from showrooms 
of the association’s 11 members and 
from chapter headquarters. 

To publicize the trip, a contest 
to guess how many miles Ferkins 
would drive was conducted. Nassau 
merchants supplied prizes. 





lf your mechanics 
cant do this... 


They 


need WRgéawy Mechanic's Lifts 





on 


... The greatest labor-saver 
ever invented 
for repair shops 


Write us for catalog, prices and facts that show why 
Rotary gives you the most for your money 


ROTARY LIFT CO., 1138 KANSAS, MEMPHIS, TENN. 
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STORE USES BUICK DISPLAY—In a depart- 
ure from its usual style windows, Saks Fifth 
Avenue, New York, came up with a traffic- 
stopper when it used a display window to 


illustrate the genesis of the 1950 Buick, in 
conjunction with the General Motors automo- 

| bile show. Using a series of sketches and 
wash drawings provided by Buick, Saks mer- 
chandised the display with traveling cases 
and a Inopard skin lap robe. 


Rotary—The Original Hydraulic Auto Lift 
. .. And Still the Leader 


I} 








Appointment of Col. Olin O. Ellis, 
Baltimore car rental executive, to 
the board of directors of the Avis 
Rent-a-Car System is announced 
by Warren E. Avis, president. 

Ellis, a West Point graduate and 
an Army pilot during World War 
I, is president of the National 
Truck Rental Co., Inc., and oper- 
ates Avis franchises in Baltimore, 
York, Pa.; Wilmington, Del.; An- 
napolis, Md.; Frederick, Md.; Sil- 
ver Springs, Md., and at the Na- 
tional Airport in Washington. 

* 


Continental Separates Export, 


Domestic Distribution 


Separation of its domestic and 
export distributor sales and serv- 
ice groups has been announced 
by Continental Motors. Howard 
T. Conrey has been appointed 
manager of domestic distributor 
sales and service division, while 
A. 8S. Bolthouse continues in the 
corresponding export post. 

Conrey joined the company in 
1946 as a sales representative, 
and has served in various sales 
and service capacities since. Un- 
der the new arrangement, he will 
be in charge of domestic distribu- 
tor sales and service on all Con- 
tinental engines and power units 
except the aircraft and indus- 
trial air-cooled lines. 


Bowron, Wolf Shifted 
In Willard Sales 

Three changes in Willard Storage 
Battery Co.’s California and Dallas 
sales organizations are announced 
in Cleveland by A. Borchik, 
manager of replacement sales. 

W. L. Bowron, formerly sales 
manager in the Dallas district, has 
been appointed California district 
sales manager. He replaces W. L. 
Tyler, a veteran of 27 years with 
Willard, who has been granted an 
indefinite leave of absence because 
of ill health. 

Succeeding Bowron as Dallas dis- 
trict sales manager is N. G. Wolf, 
formerly manager of Willard’s Dal- 
las plant. During his 35 years with 
Willard, Wolf has served as sales 
engineer, service supervisor, branch 
manager and district sales man- 
ager. 

* * * 


Aluminum Asegn. Elects 


Reynolds President 

R. S. Reynolds jr., of Reynolds 
Metals Co., Richmond, Va., has 
been elected president of the Alum- 
inum Assn. for 1950. 

The following were elected vice- 
presidents: E. G. Grundstrom, Ad- 
vance Aluminum Castings Corp., 
Chicago; M. E. Rosenthal, United 
Smelting and Aluminum Co., Inc., 
New Haven, Conn., and George N. 
Wright, John Harsh Bronze and 
Foundry Co. Cleveland. A. V. 
Davis, Aluminum Co. of America, 
New York, was reelected chairman 
of the board, and Donald M. White 
was reappointed secretary-treas- 
urer. 

Three directors-at-large were 
elected to serve for three-year 
terms: A. P. Cochran, Cochran Foil 
Co., Inc., Louisville; D. A. Rhoades, 
Kaiser Aluminum & Chemical 
Corp., Oakland, Calif. and R. J. 
Roshirt, Bohn Aluminum & Brass 
Corp., Detroit. 

+ * 7 


Power Elected Chairman 


Of Lyon Products Board 


At the regular meeting of the 
board of directors of Lyon Metal 
Products, Inc., Earl D. Power was 
elected chairman of the board to 
succeed B. L. Waters, and H. B. 

m was elected president to 
replace Power. 

In his new capacity as chairman 
of the board, Power will continue 
to be the active chief executive 
officer of the company and chair- 
man of the executive committee. 
He will also exercise direct func- 
tional control over several phases 
of compai.y operation. 

In his new position as the presi- 
dent, Spackman will be vice-chair- 
man of the executive committee. 
He will directly supervise the sales, 
production, development and engi- 
neering divisions of the company 
and be responsible for the proper 
coordination of the functions and 
operations of all departments. 

With these changes in top man- 
agement, the company also an- 


Auto Personnel 
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nounced the promotion of J. M. 
Olesen to general sales manager. 
+ + * 


Gamble Named President 


Bertin C. Gamble, board chair- 
man of Gamble-Skogmo, Inc., Min- 
neapolis, was elected president of 
the company at a recent directors 
meeting. He assumes the office 
made vacant by the recent death 
of Philip W. Skogmo, co-founder. 
As chairman and president, Gam- 
ble will head all merchandising and 


operational activities, 
* > * 


Gumout Joins MEMA 


Motor and Equipment Manufac- 
turers Assn. has accepted to mem- 
bership the Gumout division of 
Pennsylvania Refining Co. Head- 
quarters for the Gumout division 
are located at 2686 Lisbon Rd., 
Cleveland 4, O. The refiner’s gen- 
eral offices are in Butler, Pa., and 
refinery is operated at Karns City, 
Pa. Atlantic division of company 
is in Edgewater, N. J. 

Joining the MEMA is another 
step in the expanded sales program 


for Gumout. The product is used 

to clean carburetors without tak- 

ing them apart or off the engine. 
> * o 


Grey-Rock Names Sumner 

James A. Wheatley jr., sales 
manager, Grey-Rock division of 
Raybestos-Manhattan, Inc., Man- 
heim, Pa., has announced the ap- 
pointment of Merle R. Sumner of 
Tulsa, Okla., as district represen- 
tative. Sumner will cover the ter- 
ritory consisting of Oklahoma, Ar- 
kansas and the Texas Panhandle. 

7 * . 


Newbold Named Comptroller 


For Nash in Canada 


J. S. Newbold has been ap- 
pointed comptroller for Nash 
Motors of Canada, Ltd., it is an- 
nounced by J. J. Timpy, comp- 
troller of Nash-Kelvinator Corp. 

Newbold, a graduate of the 
University of Manitoba, formerly 
was comptroller for the Winnipeg 
zone office of Nash Motors. His 
headquarters will be at the Nash 
Toronto plant. 

* 


* . 


Beiser Given Safety Post 

R. E. Beiser, general manager of 
the National Automobile Trans- 
porters Assn., has been appointed 





L-M'S EASTERN SERVICE MEN MEET—Service managers and service representatives from 
Lincoin-Mercury's eastern region are shown during a two-day conference in New York 
E. D. Longenecker, national service manager (standing, at right), presided at the sessions 


Others in the group are James D. Platt, New 
eastern regional sales manager, and O. C. 


to serve on the executive board of 
the Michigan Inter-Industry High- 
way Safety Committee, according 
to Jack Rose (DeSoto), committee 
chairman. 

* * 


Martino Named Director 


Of Allegheny Ludlum 
Joseph A. Martino, president of 


York district sales manager; Joseph G. Lewis, 
Sanders, division credit analyst. 


National Lead Co., has been elect- 
ed to the board of directors of 
Allegheny Ludlum Steel Corp. 

The two companies recently an- 
nounced formation of Titanium 
Metals Corp. of America, a jointly 
owned company, for the develop- 
ment, sale and distribution of ti- 
tanium metal, its alloys and allied 
products. 





BRAND NEW! 





THE CARBURETOR WITH 











Imagine that, 9,000,000 prospects. They are yours with 
this new Rochester Products carburetor. It fits every 
Chevrolet car or truck built in the last 17 years, and more 
than nine million of these cars and trucks are on the road 
today. That’s a ready-made market for fair. 


And you have a sure-fire selling point when you point out 
that this carburetor is original equipment on the 1950 
Chevrolet ...is similar in principle to the Rochester carbu- 


retor used on the Oldsmobile 88 and 98 for 1949 and 1950. 


\ 





Look at the outstanding features that led Chevrolet and 
Oldsmobile to adopt the Rochester carburetor. 


This market is waiting for you. Call your United Motors 
distributor today. Ask him about the power-packed mer- 
chandising program—signs, banners, decals, mats, etc.— 


to help you sell the carburetor with 9,000,000 prospects. 


(gett ROCHESTER CARBURETORS—A UNITED MOTORS LINE 


Avallable everywhere through 


UNITED MOTORS DISTRIBUTORS 
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«.C. Dealers Pick 


(‘ommittee on 


Labor Contracts 


KANSAS CITY.—The Motor Car 
Dealers Assn. of Greater Kansas 
City has named a committee to ne- 
gotiate contractual details for its 
members with the International 
Assn. of Machinists, local 778, and 


AFL Teamsters, Local 41, accord-| ? 


ing to Herbert Kincaid, association 
president. 

Chairman of the committee, 
which will handle negotiations with 
only the aforementioned locals, is 
N. S. O'Neill. Committee members 
are: Larry Oppenheimer, Robert 
Armacost, John Cunningham, Ray 
Faddis, Don Fitzgerald, Roland 
Record, George Lawler, Jack 
Beebe, Ralph Perry, William Sulli- 
van and George Walsh. 

Meanwhile, three elections at lo- 
eal dealers to select bargaining 
representation resulted in Braun- 
Williams Motors picking the IAM, 
Davis Motors going CIO, and Hall- 
Ware Motors picking a non-union 
shop. 

Dealers were also awaiting the 
outcome of a hearing in which 
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Truck-Car Tiein Scored 


Factory Coercion on Commercial-Unit Shipments 
Draws Fire of Paducah Area Dealers 





HARPER GARAGE AIDS EDUCATION—Keys to a 1949 Ford sedan are turned over to 


officials of Salem classical and high school, Salem, Mass., by William A. Rowe, 
left), president of Harper Garage Co. (Ford). Chester R. Arnold, principal o 
receives the keys to the car, which will be used in driver education. 


Harry Brown Motors seeks an in- 
junction to restrain the IAM from 
picketing its dealership. 

Brown is one of four dealerships 
whose workers vetoed union repre- 
sentation and subsequently was 
picketed. 


Gvodrich Hose Catalog 


Catalog sections on sand-blast 
hose and industrial-vacuum hose 
have oeen published by B. F. 
Goodrich Co., Akron. 


second from 
the school, 


Bettersworth Expands 

Vernon Bettersworth, president 
of Bowling Green (Ky.) Lincoln- 
Mercury, Inc., announces the pur- 
chase of the Lincoln-Mercury deal- 
ership at Clarksville, Tenn. 

Bettersworth will be the presi- 
dent of the new concern. Roy Hol- 
land and J. W. Willard are the 
other stockholders. 

Charles Hampton is manager and 
Frank Smith is sales manager of 
the Clarksville company. 





By L. H, Houck 
Staff Correspondent 

PADUCAH, Ky.—WNearly every 
dealer with a truck franchise in 
northwestern Kentucky and south- 
eastern Illinois has the same ques- 
tion to ask: “What’s happened to 
trucks?” 

Avery H. Green, president of 
Avery H. Green Motor Co. (Pack- 
|ard-Diamond T), said new DT’s 
| Were moving well with use of per- 
sonal contact selling methods but 
that used trucks were not selling 
at all. 

He said truck buyers were not 
plentiful but that those who are 
in the market are open to con- 
viction as to a truck’s merits, 
price, operating costs and trade- 
in value, plus a definite trend to 
buy a truck to fit a specific job. 

South of Paducah, a Ford dealer 
said he found himself overstocked 

with Ford trucks due to the sys- 
tem of requiring the purchase of 








@ NO FUEL LOSS ON ANY INCLINE 

© SMOOTH ACCELERATION WHILE TURNING 
© EASY STARTING IN HOT WEATHER 

© CONTINUOUS FUEL FLOW 


© POWER MIXTURE 


© ACCELERATION HOT OR COLD 
© 40% FEWER PARTS TO SERVICE 
© ALL METERING PARTS IN COVER 


© PERMANENT IDLE 


© NO WEAR AT JET ORIFICE 


READILY AVAILABLE 


TUBE 


ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS, ROCHESTER, NEW YORK 


a certain number of trucks with 
the allotment of cars. 

He reported his trucks selling 
slowly and his truck market fairly 
saturated while his cars moved out 
rapidly. 

His problem, he said, was how 
to avoid tieing up his capital in a 
slow-moving truck merchandise 
and to get enough cars to make a 
profit in a small dealership. 

One ray of light he said he saw 
was the intention of the factory to 
help dealers merchandise trucks 
and the newspaper and magazine 
advertising campaign under way on 
Ford trucks. 

Several Dodge dealers in other 
Kentucky towns had almost the 
same complaint made by the 
Ford dealer. 

Independent truck dealers, who 
had no auto deals, made complaints 
about Ford, Studebaker and Dodge. 

International, White, Federal and 
some other dealers blamed the 
truck doldrums in this area on 
Dodge, Ford and Studebaker, claim- 
ing that they had flooded the mar- 
ket by requiring their dealers to 
take trucks in relation to their 

|new-car deliveries, and that 80 per- 
cent of these truck shipments were 
still to be sold, 

Some dealers took a more op- 
timistic view of the truck situa- 
tion, pointing out that this season 
of the year was always slow due 
to shortage of money caused from 
paying taxes and that this area 
had been beset with ice and floods. 


U.S. Is Warned 
To Reform Tax, 
Labor Policies 


WASHINGTON. — Moderate 
changes must be made in national 
policy or the U. S. will face eco- 
nomic instability and general stag- 
nation at a time when maximum- 
strength is most essential, Murray 
Shields, vice-president, Bank of 
Manhattan, New York, told a na- 
tional transportation conference 
here last week. 

The two-day conference, spon- 
sored by the U. S. Chamber of 
Commerce, opened with 125 rail, 
motor, air and water carrier exec- 
utives, and transportation users 
and investors attending by invita- 
tion. 

“There isn’t anything the matter 
with this nation’s economy,” Shields 
said, “that a moderate reduction in 
government expenditures and taxes, 
a modification of our labor laws 
|}and government policy toward bus- 
|iness, and a moderate change in 
|our fiscal and _ reserve policies 
| won't correct.” 

Leading a discussion on govern- 
ment transportation administration, 
John H. Frederick, professor of 
transportation, University of Mary- 
j}land, and consultant, Transporta- 
tion Assn. of America, said its 
sphere and extent rests on Con- 
|gressional determination of the 
| type of national transportation pol- 
j}icy required to meet public de- 
mand and kind of administrative 
organization needed to effectuate 
| that policy, 
| “To aid in this decision,” he said, 
“a careful evaluation must be made 
of present governmental transpor- 
tation policy and responsibilities of 
existing regulatory agencies. 

“Of equal importance is a de- 
termination as to how best to give 
impartial treatment to all types of 
transport and assure shippers and 
travelers of economical and effi- 
cient transport.” 





Insurance Racket 


Jails Three Men 


SACRAMENTO, Calif. — Three 
men, allegedly involved in a stolen 
car scheme to swindle insurance 
companies, were reported under 
arrest by police here. 

According to authorities, the men 
bribed car owners “as much as 
$500” to let them steal their cars. 
The owners were required to agree 
not to report the theft until the 
cars could be disposed of. Later 
the insurance company was to pay 
off on the losses, according to the 
scheme, 











Higha way ‘Construction 
Sets New Record 


it, the report implied a slap at di- 
version of highway funds. 

“In 1948 the American public 
spent something like $30 billion 
to operate cars, trucks and buses. 
-. + Of the $30 billion cost, $2.1 
billion or about 7 percent went 
to the states as road-user taxes. 

“While the figure seems large, it 
is small in comparison with the 
amount expended in total for high- 
way transportation. Larger expen- 
ditures for highways would pro- 
duce still greater savings in the 
costs of motor-vehicle operation, 
and it would be sound economy to 
make them.” 


1,030 Managers 
Of Truck Fleets 
Complete Classes 


The American Trucking Assns. 
has announced that more than 1,000 
truck fleet supervisors successfully 
completed special training courses 
at colleges and universities through- 
out the country during 1949 under 
the sponsorship of the national ad- 
visory committee for motor vehicle 
fleet supervisor training courses. 

G. D. Sontheimer, director of the 
ATA’s safety department, reported 
1,930 supervisors were trained in 
1949, an increase of 33 percent over 
the 773 trained in 1948, 

The total trained since the pro- 
gram was inaugurated in 1939, he 
said, now exceeds 4,000. The num- 
ber of drivers under their super- 
vision, he added, now totals 950,497. 

Sontheimer said the totals for 
1949 do not include courses con- 





By Tom Hewitt 
Staff Writer 

— federal-aid highway pro- 

gram picked up during the fis- 
cal year ended June 30, with dollar 
value of projects completed on pri- 
mary and secondary roads break- 
ing all records. 

In the 106-page annual report 
just issued by the Bureau of Pub- 
lic Roads, it is 
revealed that con- 
tracts for road 
construction un- 
der state super- 
vision approxi- 
mated $1,100,000,- 
000, a slight in- 
crease from the 





% = 
Coste 
previous mark, set in the 1948 fiscal 


year. 
During the year, improvements 


on 21,031 miles of roads were 
completed at a cost of $762,913,- 
434, with federal contributions 
amounting to $401,968,109, the re- 
port states. 

Projects completed were 6,485 
miles of rural primary highways 
and 1,126 bridges at $362,730,674; 
approximately 13,600 miles of sec- 
ondary roads and 1,613 bridges 
costing $244,973,999; 497 miles of 
highways and 199 bridges in urban 
areas costing $139,243,727, and 444 
miles of miscellaneous building, in- 
cluding road work in federal areas, 
at $15,965,034. 


* * * 

as of improving highways is 

increasing but not at a clip that 

gives promise of removing traffic 

dangers and difficulties within a 

reasonable period of years, BPR 
believes. 

Then, while not directly saying 








The Lyaway Catalogue Cabinet 


No more lost catalogues or parts lists! 
No more fruitless searching for information while the customers wait 
and sales slip by! 
Check these points and see how the Lyons Lyaway would speed up| 
YOUR catalogue reference and do a needed job in YOUR place of 
business— 
1. All your catalogues in one place for fastest possible 
reference. 
2. Life time construction — sturdily built 
aluminum. 
3. Additional counter space when not in use. 
4. Mechanically simple and easily operated. All book 
holders move on a single steel rod on a bronze 
bushing. 


of heavy 


If you use catalogues, directories, reference books, the Lyons Lyaway | 


Counter Catalogue can save you time and speed your counter service. 


Counter insert size is $67.50 
Larger size $87.50 


LYONS-MEE, INCORPORATED 


225 NORTH HIGH STREET UNION CITY, INDIANA 





|Clinton hotels, starting March 28. 


| agencies. 


|complete until March 15. 
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ducted at Missouri university, 
North Carolina State college, Texas 
A. & M. college and the Center for 
Safety Education of New York uni- 
versity. 

He said the number of commer- 
cial vehicle drivers under the su- 
pervision of men trained at these 
courses would increase the total 
well above the one million mark. 

* * * 


1 of 3 Motorists 
Fails to Dim Lights 
In Night Driving 


One of every three motorists 
driving on highways after dark 
forgets or refuses to dim lights for 
approaching cars, a Chicago Motor 
club survey discloses. 

Charles M. Hayes, club president, 
declared that “these inconsiderate 
practices are particularly perilous 
at this time of the year due to 
longer hours of darkness and un- 
usually adverse weather condi- 
tions.” 

Hayes pointed out also that head- 
light glare can cause temporary 
blindness lasting seven seconds, 
during which an automobile mov- 
ing 40 miles an hour will travel 
420 feet without its driver seeing 
traffic signals, other cars or pedes- 
trians in its path. 

Headlight glare was character- 
ized by Hayes as the “number one 
enemy of the millions of motorists 
who drive at ight. f 


Accident Clinic 
Opens March 28 


A major conference for the pur- 
pose of reducing accidents of all 
kinds throughout the nation will 
be held in New York during the 
last four days of March. 

Harold K. Kramer, president of 
the Greater New York Safety coun- 
cil, has said that 200 safety experts 
from many parts of the country 
would address the 50 sessions of 
New York’s 20th annual safety 
convention and exposition to be 
held at the Statler and Governor 


The convention, which draws an 
annual attendance of 10,000 to 12,- 
000 persons, is sponsored by the 
council with the assistance of 60 
national and local 


Tex. Auto Deaths 
Fall 6 Pct. in ’49 


A 6 percent drop in Texas traffic 
fatalities was registered in 1949 
with total deaths of 1,928, the de- 
partment of public safety has re- 
ported. Deaths in 1948 were 2,059 
persons. 

The department said its report 
was only a preliminary one and 
that final tabulations would not be 


* * * 
Expansion Strips 

A survey of 1,848 traffic accidents 
|in Durham, N. C., revealed that 764 
|of the vehicles involved were not 
| moving or were ae under 10 
|miles per hour. . . . Missouri’s high- 
| way department is now using high- 
|way striping machines capable of 
| painting center lanes at the rate of 
| 100 miles a day. The units can be 
|used on many small trucks to do 
| work formerly done by one large 
| unit. Hamilton, Ont., has been | 
| advised by an alderman to provide 
|three-story ramp garages in the 
| downtown area before traffic con- 
| gestion drives business to the city’s 
| outskirts. 

Since Milwaukee installed 500 
parking meters in its downtown | 
area, there has been a “remark- 
able” turnover in parking and 
merchants in the area are en- | 
thusiastic. . - Detroit’s Mayor | 
Albert E. Cobo and the common 
| council have officially endorsed 

“man-to-man” and “dad-to- | 
| daughter” driving agreements. | 
Station WW4J-TV is presenting 





\% ae programs to boost the | 
dges. 
Te show evils of jaywalking, 


Providence, R. L, has awarded $110 
plus prizes to the person who iden-| 
tified the “Mystery Jaywalker” who 
zig-zagged his way through down- 
|town streets for 22 days. ... North) 
Carolina has issued a pamphlet of 
safe-driving rules which may be 
|read to basketball game audiences 
| between halves. . . . The text gives 
|comparisons between driving laws 
| and the game’s rules. .. . Oklahoma 





Safety First 





TOM RAY GIVES STUDENT CAR—A dual-control driver-training Pontiac Chieftain sedan 


has been delivered to Glendale (Calif.) high school by Tom Ray Pontiac Co., 
Shown at the presentation ceremonies are, left to right, Monte Ray, son of Tom Ray; 
Rolfe, faculty driving instructor; Tom Ray, head of the dealership, and Ada M. 
school principal. 


Glendale 
Bert 
Sallstrom 





WOODWORTH DONATES CAR—This Oldsmobile firm in Paxton, Ill., 
Oldsmobile to the local high school for driver training. Left to right, ‘at the presentotion, 
are W. C. Otterman, Chicago Motor Club; J. |. Woodworth, firm owner, and Charles Lienert, 
principal of Paxton high school and driving instructor. 


highway traffic continued its post- 


war rise during 1949 with a 3.04 


percent increase over 1948. A total 
of 19,788,014 vehicles were tabulated 
in the year. 

+ 


Colo. Edict Near 
On Toll Road 


Colorado's 
heard final 


supreme court has| 
oral arguments on 


cooperating | Whether a $5,000,000 toll road be- 
tween Denver and Boulder 
legally be constructed, and a de-| 
cision is expected soon. 


The proposed toll highway pro- 


ject has been delayed nearly a year | 
through a suit brought by the| 
Golden chamber of commerce and | 
a group of Longmont citizens chal- 
lenging 


constitutionality of toll 
road legislation enacted by the 


1949 Colorado legislature. 
* * * 


Colorado May Use ’51 Tabs 


On ’50 License Plates 
Ww. F. Perkins, director of the 


can | 


has loaned a new 


Colorado revenue department, has 
said that his office is considering 
reverting to a wartime practice of 
using tabs for 1951 with the 1950 
|automobile license plates. 

A change to the tabs for 1951 
| would save the state approximately 
| $70,000, Perkins said, and this 
|amount could be used to build 
better roads. 


Croon Auay ‘the Last Mile 

A Maine funeral home recently 
ran an ad telling motorists what 
hymns they should sing at various 
speeds. 

“At 45 miles per hour sing ‘It Is 
Good for Us Lord To Be Here.’ 

“At 55 sing ‘Heaven Is My Home.’ 

“At 65 sing ‘Nearer My God to 
Thee.’ 

“At 75 sing ‘When the Roll Is 
Called Up Yonder I'll be There.’ 

“At 85 sing ‘When I’ve Gone the 
Last Mile of the Way.’ 

“At 95 sing ‘Lord I’m Coming 
Home.’” 





De Luxe NAME PLATES 


for 


Sparkling, 


9/7 motive manufacturers’ 


LDP a Zo PAL 


METAL ARTS CO. Inc 


Dealers 


polished, heavy chrome plate to auto 


specifications. 


FLD OIIAY 


MACO de luxe name 
plates are made to 
order in any form, de- 
sign or shape you 
want. Colors may be 
inserted at any point. 
Write today for folder 
and estimates. 


MF, 


8, Rochester, 


Dept. 
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is Under Their Skin, Williams Declares .. . 


‘Good Salesmen Are Obsessed’ 


SPRINGFIELD, Mass.—A _ suc- 
essful salesman is obsessed with 
the idea of selling. 

That was the theme stressed in 
« talk before the Springfield Sales 
Managers Club by 
Walker A. Wil- 
liams, Ford divi- 


sion sales man- 
ager. 

“Any salesman 
who isn’t thor- 


oughly convinced 
in his own mind 
that he has a real 
job to do and that 
he’s the best man 
to do it will sim- 
ply be going 
through the motions of selling,” 
Williams declared. 

He warned that the postwar 
tyros in selling are inadequately 
prepared for a tough competitive- 
type market because their gen- 
eration had never “sold” or “been 
sold” until recently. 

“You can get a sales force into 
shape to sell, you can train men 
thoroughly in all the techniques 
and you can figure out newer and 
better ways to tap your market,” 
Williams said, “but you can't 
achieve maximum results unless 
every man in the organization, 
from the sales manager on down, 
is sales-minded.” 

The Ford executive pointed to 
the contrast between selling tech- 





W. A. Williams 


Accountants Ask 
Drastic Overhaul 
Of Tax Structure 


NEW YORK.—The present U. S. 
tax system is “riddled with incon- 
sistencies” and should be drastic- 
ally overhauled on the basis of a 
long-range policy, according to an 
editorial in the February Journal 
of Accountancy. 

The magazine is an official pub- 
lication of the American Institute 
of Accountants, national profes- 
sional society of certified public 
accountants. 

The editorial recalls that the in- 
stitute has long recommended the 
creation of a nonpartisan commis- 
sion, composed of Congressmen, 
Treasury department officials, law- 
yers, accountants and economists, 
to draft a new revenue law. 

A bill to create such a_ board, 
introduced by former Rep. Frank 





Carlson, failed to receive consid- 
eration by a preoccupied wartime 
Congress. The commission would 
have prepared recommendations to 
simplify the present tax system, 
establish a long-range consistent 
policy, and integrate the federal 
law with those of state and local 
governments. 

Pointing out that state and fed- 
eral tax programs may impose 
double burdens on some citizens 
and companies, the editorial 
charges that under present condi- 
tions there is “no plan, no pattern, 
no guide to the future tax conse- 
quences of current decisions.” 

Because of this uncertainty about | 
the future, it adds, taxpayers are| 
unable to calculate the tax risks 
involved in investments and busi- | 
ness transactions. 


Maryland Truckers Elect 


Dignan New President 


BALTIMORE.—(UTPS)—Joseph 
M. Dignan jr. has been elected 
president of the Maryland Motor 
Truck Assn. 

John F. Rowley jr. and Harold 
D. Neighbors were chosen first and 
second vice-presidents, respective- 
ly, Norman Rovine, treasurer, and 
Wilmer J. Woodall, secretary. 











Georgia Outlet Moves 


Dodge County Motor Co. in East- 
man, Ga., owned by Vernon Wil- 
liams, has moved into a _ building 
recently vacated by Jones Chevrolet | 
Co., which has moved into its new 
building. 

The Dodge company recently se- 
cured the Buick dealership released | 
by E. L. Jones and is installing | 
parts and service departments and 
new showrooms in the former 
Chevrolet building. 


niques today and yesterday with 
the observation that salesmen to- 
day are too easily scared off when 
a customer’s initial attitude is 
“No, I won't buy.” 

“When the prospect says “No,” 
the salesman is more than likely 
to cover himself with excuses and 
mentally say “I can’t sell him,” 
Williams noted. 

“In my opinion, the most im- 
portant task of the sales manager 
today is to sell his sales organ- 
ization on salesmanship. His big 
job is to develop or redevelop in 
each man a sales mentality, a 
state of mind in which the big 
question is not ‘Can I sell?’ but 
‘How much can I sell?” 

Becoming more indispensable to 
a successful selling effort, Williams 
said, is market research and 
analysis. 

“I think the days are gone when 
all the salesman needed was a good 
‘shot in the arm’ at the sales meet- 
ing before going out to cover his 
territory,” he explained. 





scientific, analytical approach to 


sales and count on whipping up| 


the salesman’s enthusiasm after he 
knows all the facts and possibilities 
available.” 

A capable salesman not only 
knows what can be done, Wil- 
liams said, but believes he can 
do it. 

“Unless he has the kind of self- 
confidence and mental stamina to 
start selling after the customer says 
‘No,’ to take rebuffs in his stride 
as part of the day’s work and lose 
a big order one day only to bounce 
back and get a bigger one the next 
day, he won't be the kind of sales- 
man you and I want,” he added. 

“The salesman who believes in 
himself has poise, optimism and en- 
thusiasm for his work. He gets a 
genuine kick out of competition. 
He loves the game he is playing 
and, more than anything else, he 
wants to win. 

“If the salesmen of America be- 
lieve in their own minds that it 


“Today most organizations use a|can be done, it will be done.” 


In stop-and-go traffic driving, Long clutches give 
smooth, positive, effortless performance. At high- 
way speeds, the semi-centrifugal construction 
means increased torque capacity —less slippage, 
less wear. They have equipped millions of cars, 
trucks, buses and tractors since 1922. 
























COST $65,000 TO BUILD—Moss-covered live oak trees frame the attractive new quarters 


of Dean Motors (Studebaker), Tallahassee, 


Fla. Th 


@ showroom is of pressed brick and 


glass construction, while the service department in the rear is of cement block. 


Bankston Buys L-M Deal 

The Lincoln-Mercury dealership 
for the San Angelo (Tex.) area has 
been purchased by W. L. Bankston, 
owner of Bankston Motor Co. The 
franchise had been held by the 
recently deactivated Perry Maxwell 
Motor Co. 

Bankston said the new Lincoln- 


Chiteh ob and Jeadlidlor 


EFFICIENT 
@ VOLUME 


Mercury outlet will be located at 
113 E. Concho Ave. in a portion of 
the building now occupied by An- 
gelo Truck & Tractor Co. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


ENGINEERING 
PRODUCTION 
TIME-TESTED PERFORMANCE 





LONG MANUFACTURING DIVISION 


BORG-WARNER CORPORATION 


Detroit 12 and Windsor, Ontario 


courses . 


Long radiators have been used throughout the auto- 
motive world since 1903. Fin-and-tube design and 
construction provide clean, unobstructed water 
- » maximum heat exchange. In heavy- 
duty commercial engines or high-speed passenger 
cars, this means engines that run cool. 


RUC SOE RO Se Me a8 








_AUTOMOTIVE NEWS, FEBRUARY 13, 1950 


Dealer Doings 


Frank Crosby Motor Co. (De-|for Bunch about the same time in 
Soto-Plymouth), Ardmore, Okla., | 1939. They became eligible for their 
has opened at 719 W. Main St.|free cars last summer and Vande- 
Frank Crosby sr. is manager, Jack | loo took delivery on a 1949 Dodge 
Crosby, sales manager, and Frank | Coronet, with all the extras. Volk 
Crosby jr., manager of parts. | preferred to wait for the 1950 model 

* + * 


| of the Dodge Coronet. 
K-F Signs Sobkowiak a Se ses 
John Sobkowiak is a new Kais- | St. Louis Chevrolet Dealers 
er-Frazer dealer in a Elect Rasmussen Chief 
City, Ind. He will operate as the The Chevrolet Dealers’ Assn. of 
Triangle Motor Sales at 506 Chi- | Greater St. Louis has elected the 
cago Ave. Otis Stafford will act | rojjowing officers for 1950: Presi- | 
as salesman | for the firm. dent, W. J. Rasmussen; vice-presi- 


dent, Jack Kennedy; secretary, 
Rewarded 


and is divided between the 25 majo 
businesses that are the first recipi 

ents of the $200,000,000 revenue de | 
rived from travel in Virginia. 





Coppin Rents Cars 


Rates Offered on Monthly, 


Week or Day Basis 


Dan Coppin, Inc. (Mercury-Lin 
coln), Jefferson City, Mo., has an 
nounced the opening of an aut: 
rental service. ! 

Rates are $5.50 per day, plus si» 
cents per mile; $25 weekly, mini 
mum 200 miles, plus six cents per 
mile; $90 per month, plus six cents 
per mile over 100 miles. 

Insurance, oil and first tank of 


gas included. 
* * * 


Los Angeles Buick Dealers 










DEALER 
De Paolo's new Nash dealership in Glendale, Calif., 
son, Tommy, Mrs. De Paolo and De Paolo. 


DE PAOLO'S FAMILY AT OPENING—Shown at the recent cpening of Peter 
left to right, daughter, Nancy, his 


|F. C. Meyer; treasurer, Hugh Rob- 


arte. Sepeettes See eS ane with his present Dodge parts stock,|of the new equipment. This in- 


| 
ee oa Sener i“ ee ee brings his total stock valuation to/| cludes installation of a spray booth Elect Hall President 
Employes New Cars oe “.* more than $1,000,000. Fisher also|and quick drying room. 
Phil Hall, manager of Howard 





Jess Bunch, owner of Bunch Mo- 
tor Co. (Dodge), Atchison, Kans., 
recently presented two of his 10- 
year employes with two new auto- 
mobiles. 

First of the employes to qualify 
under the Bunch plan were Harold 
Vandeloo, shop foreman, and Har- 
old Volk, new-car service manager. 


Vandeloo and Volk went to work 








Fisher Buys Tarola Parts; 


Holds $1 Million Worth 


Purchase of the Chrysler-Plym- 
outh parts stock of Tarola Motor 
Car Co., Portland, Ore., now the 
Ralph Hoyt Co., is announced by 
Joe Fisher, local Dodge-Plymouth 
dealer. 

Fisher said the purchase, along 





purchased all the body rebuilding a 


machinery and equipment of G. G. 
Gerber Auto Rebuilding, Inc. 
Much of this heavy machinery 


will be stored for installation soon 


in Fisher’s new truck service build- 
ing, now under construction. Fisher 


has enlarged the repair and paint 
departments in his passenger-car 
shop to make room _for the rest 


Va. Council Names Poole 
R. K. Poole, of Wytheville, Va., 


owner of Poole Auto Sales, 


has 


been elected to the directorate of 
the Virginia travel council. He will 
represent southwest Virginia and 
the insurance industry. 


The council board numbers 50 





Automobile Co., Hollywood, was 
elected president of the Metro- 
politan Buick Dealers Assn. of 
Los Angeles area at the associa- 
tion’s recent annual meeting. 

Other officers elected for the 
ensuing year are Ray Stansbury 
of Stansbury Buick, Burbank, 
vice-president; Joe Browning of 
Joe Browning Buick Co., Alham- 
bra, secretary-treasurer; Frank 
Gleason of Westwood Motors, 
West Los Angeles, and Walter 
Gibson of Paulsen-Gibson, Glen- 
dale, directors. 

+ + as 


California Openings 
Formal openings of newly com- 
pleted sales and service buildings 
were held recently by Paul Viles 
and Weber Buick Co., northern 
California Buick dealers at Grass 
Valley and Ukiah, respectively. 





dt ati, i | i le 


Renney Motors (Buick), Stock- | 
ton, Calif., also held an open house 7 
to celebrate the completion of a = 
$100,000 remodeling and moderniza- . 
tion job of their building and 
facilities. . 
* * * 
Hudson Opens New Outlet ; 
Appointment of E. E. Price as a 
president and general manager of 
the new distribution center, Hud- j 
son Price Motors, Miami, is an- 
nounced by C. H. Calhoun, divi- f 7 
sional sales manager for Hudson. 
Calhoun said the Biscayne Blvd. 
headquarters will distribute Hud- 
son products in south Florida. Un- 
der Price’s direction will be Hudson : 
dealers in Palm Beach, Martin, | 
Broward, Monroe and Dade coun- | 
ties, 
- 7 * | 
Kennedy Names Two 
William Kennedy, president of | 
South Land Motors, Inc. (Chrys- ' 
ler- Plymouth), has announced f 
the appointment of Hubert Greer 
as executive vice-president and 
general manager and Millard 
French as secretary-treasurer. tl 
| * * * oO 
| Rountree Gets Franchise tk 
|For Waco Olds-Cadillac 
Gordon Rountree Motors has 
| been appointed Oldsmobile-Cadil- 
lac dealer for Waco, Tex., taking \ “ 
| over the franchises held for the ' sk 
| past decade by A. & H. Olds- B. 
| Cadillac. OF 
| Rountree opened his business in he 
| Waco in 1947 as a Lincoln-Mer- e 
| cury dealer. There has been no 
| announcement yet concerning a 
new L-M dealer. 
YG Frank E. MacCurdy and Cam W 
Ses y Ewing remain as sales manager ca 
t flat and used-car manager, according va 
Ss to Rountree. $5 
it Ss V ta | * * . D: 
it j Sandusky Dealers Pick Al 
stant BE fc : Oo o | Hunter as President 
Uildin P king ICatio yany pp At a recent meeting of the San- 
i > “Itsbur, h ts Sburgh P On, the - ] ime |dusky (O.) Automobile Dealers ‘ 
g 19 Pa. late’ Glas lp of | Assn. the following were named as di: 
S Com. officers for the ensuing year: Har- sO 
old T. Hunter, president; Charles fir 
Cooper, vice-president; Frank A. re 
Link, secretary-treasurer, and Mi 
to |George Thompson and John Gak- ley 
7, | ing, directors. 
| * * * 
a C, SY LASS BY PITTSBURGH | Montgomery Dealers Elect e 
| Rowell President bh 
CUFPLATE SAFETY PLATE GLASS » DUOLITE SAFETY WINDOW GLASS | At the annual meeting of the Ca 
|Montgomery County Automobile i Ww 
|Dealers Assn. held in Dayton, O., 
the following were elected for the 
PAINTS ” GLASS , CHEMICALS " BRUSHES ° PLASTICS ensuing year: Henry M. Rowell, ' 
president; T. D. Peffley, vice-presi- 
Nan an dent; A. D. Shellabarger, treasurer. tol 
S'77¢8 0 8 6M Tn ee es Giass COM Members of the board of trustees = 





(Continued on Page 39, Col, 1) 
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majo ‘ and — automobiles. Authorized 
recipi capi stock is $200,000, with $400 
ue de | D e a | e r D oO ! n g S stock subscribed by Lubz Naylor, 
2. Anna Naylor and Robert Dickey. 
* + > 
ars ee ee wer Four Fords Are Stolen 
| elected are Herb Raney, Roy Smith, | vehicles of all descriptions. Wood-| From 'o Gar 
hi ; Ed Moorman, William Green and|row H. Taylor is president. FE Jones age 
me © oe eee Oe ‘28 when busgiqes Sorel tals way 
Lin Oe eee Reeder on Bank Board into a warehouse leased to Fred 
ae an 2,000 Attend Showing Se & Rate, pete 6 
‘ 3 Reeder Chevrolet Co., Knoxville,| cently. 
| aute Approximately 2,000 persons at- | Tenn, has been elected to the board One of them was recovered 
tended Manate Motors’ special | of q .| after it had hurdled a curb and 
a itis of directors of the Bank of Knox 
S sh showing of the 1950 Dodge and | yvijjc. another was found in an alley. 
ip tor — automobiles in Braden- 2. - The others have not been located. 
n, Fla. * * * 
cents The auto show, which featured Crockett’s Handles K-F Sumners Sells to Hughes 
free gifts, including a down-pay- | Crockett’s Garage announces it 
nk of ment on a 1950 Plymouth, was | is the new dealer in Mexico, Mo.,|_ Tom Sumners, Ford dealer at 
termed a “success in every re- for Kaiser-Frazer, the dealershi San Marcos, Tex., has sold his bus- 
spect by W. H. Rossman, owner | having been relinquished by Rich- | iness to Jack D. Hughes, of Hous- 
rs and general manager. ard’s Hardware Co. ton. The new owner assumed 
| * * * 2 te charge of the dealership Jan. 2. 
AIR-MINDED DEALER—This attractive window display with its ai 
ward Steiner Heads Parts Club Holmes-Tuttle Adds 4 a estiiotted by Stewart Motors “(Studebaker), Phoanis, “aris A980 Studebaker ot oi 
| * moun’ on a turntable feature i ’ i rt A loadi 
ai | ae oe “sce ae ain tan aanee = 2 bene Silver Plaque SS Se luggage, menneqelas ond: other press “tdded “turther authentic Souches ‘e 
“ : . ” , . scene. 
. a | is the new president of the Port-|its sales staff. 25 Years of Auto Service — 
. land parts and service ma a. ae... 
ocia- — a as ion Peak Nayl on Celebrated by Horgan a silver plaque by his employes on Russ Motor to Dissolve 
- . Chevrolet Co., is vice-president, and ol a Ralph T. Horgan, president of | the occasion of his 25th year in the/ 4: p Russ Motor Co., Inc., Mon- 
b - Claude Mooney, of A. B. Smith|_ Naylor-Dickey Motors, Inc.,|Ralph Horgan, Inc., and treasurer | automobile industry. The presenta- he re - 
oury Chevrolet Co., is secretary-treas-| Dunn, N. C., has received a charter|of the New York district Ford|tion was made at a testimonial roe, La., has filed notice of disso- 
oat urer. from the secretary of state to buy/Dealers Assn., was presented with! dinner to Horgan. lution. 
* * * 
ham- 
rank Willys Deal Chartered 
tors, 4 Wyoming Willys Co., Pineville, 
alter ' W. Va., has received a charter 
ilen- from the secretary of state’s office. 
The concern is capitalized at $25,- 
000 by Theodore, Macie and Robert 
Bailey, all of Pineville. 
* * > 
com- 
dings After 4 Terms 
thern Yates to Resign Post 
Grass With COP NATURAL RUBBER GROWERS SET UP BUREAU TO EXPAND U. S. MARKET 
a od William Yates, Litchfield Ill.) 
house dealer, will retire in April from the . 3 
—. - Sangamon county Republican Every leading American statesman and econo- To Promote New Uses 
rniza- | at ca at ee Se eae mist — including in recent weeks President Tru- The British Rubber Development Board, repre- 
— ness,” he says. man, Secretary of State Acheson, and “Marshall senting these rubber growers of Southeast Asia, 
ad tt tn oc a Plan” Administrator Hoffman — have been urging has established the Natural Rubber Bureau in 
tlet the longest consecutive tenure of overseas countries to sell more goods to the U.S. | Washington, D. C. to promote new uses for nat- 
a 4 ae ay ee, They point out that Mar- ural rubber in the U. S. A. 
~ ; Weil and Scott Transfers | shall Aid cannot go on Natural rubber alone 
divi. | To Dodge in Baltimore forever, that the present earned nearly as many dol- 
dson. Weil and Scott Brothers, Inc., | un-balance of trade between lars for the sterling area last 
a 1111 a St., quncaneee m | the U. S. and other countries year as did all of Britain’s 
. Un- Seiviesese Ser eine ent Hive | leads to economic chaos, and manufactured goods. 
on _ cars -— a | trucks. that it is undesirable to And this was in spite of 
coun- | te ee ee | achieve a balance of trade by | Indion| Ocean the fact that natural rubber 
| the summer of 1936. cutting down on U. S. ex- —— was selling to American rub- 
| oun tae Peedi Rp a. | ports. — ber manufacturers this past 
t of president and service manager, year at less than pre-war 
a | = A. C. Sharp jr. as sales man- Only One Answer prices — while every other 
reer : 2 So they all come to the major agricultural product 
ne Manther to Scott same conclusion — that the REAL RUBBER FACTS in the world was selling at 
Dan J. Scott has purchased Man- : . : a 
r. | ther Motors (Dodge-Plymouth), only answer is for the U. S. to Notural rubber is the No. 1 Natural rubber is the key two or three times pre-war 
Owatonna, Minn., and has changed | IMPORT MORE GOODS! deliercemer for seting fo the prowporty of Sevth costs. 
the Sem mame to Semtt Meters. And — they ALL AGREE a 400,000 independent rub And the natural rubber 
7 Hanson, Thompson Buy that the real answer is for tn 106, fp Wasted ae producers are going about 
vdil- Marion Hanson and A. R. Thomp- | industries in other countries tons of natural rubber from eee expanding their market in 
Southeas! +10. . 
cing \ son have purchased a Ford dealer- to do a better SELLING ee In addition to being the the American way — by mar- 
the ' ship at Henning, Minn., from Mrs. ; : chief ingredient for tires, Pee 
Si B. M. Thompson. The concern now | JOB in the U. S. — to study Natural rubber is now sell- natural rubber has @ grow: ket research, by advertising, 
. my iow re-wor prices. ' r m - =z 
ee ES | U. S. markets, to advertise, Its production ond price are cushioning and @ great po- by promoting their product. 
s in : handling Ford tractors as well as | : ° unrestricted and vunsubsi- tential market in rubber - 5 
a cars. to merchandise their dized. roads. They are trying to sell 
no A ? I 2 products. more in the U. S., to earn 
es mery Incorporated And it is for just such pur- more dollars to close the gap, 
Amery Motor Co., Inc., Amery, | a : : 
Yam Wis., has been incorporated with | poses that the leading dollar-earner of all the to make Marshall Aid less needed, to make it 
a capital stock of 500 shares, no par industries in the sterling area— the rubber pro- _ possible for other countries to buy more U. S. 
ng value, with a minimum capital of ‘ eg ; 
$500. Principals are ©. H. Clay, ducer — has set up the Natural Rubber Bureau goods, and to achieve a stability and prosperity 
— Davidson and Herbert M. in the U. S. among free nations. 
° | 
* . * } 
ee Ace Motors Insolvent Natural Rubber Bureau 
alers Ace Motors Corp. (Hudson), In- 1631 K St., N. W., Washington 6, D. C. 
d as dianapolis, has been declared in- | 
Har- solvent, and Hubert Fowler, the 
arles firm’s accountant, has been named 
: A. receiver. The firm was owned by 
and Malcolm Griffith and Russell Trol- | 
Gak- ley. 
. 7 > | 
Deskins Incorporated 
: Deskins Motor Sales, Inc., Mart- 
ins Ferry, O., has been incorporated | 
with $9,000 capital. Principals are This booklet, “Stretching Highway 
the Carl W. Deskins, E. R. King and | Full page advertisements will Dollars With Rubber Roads,” is 
obile } Wayne D. King. appear in leading national con- being offered in current consumer 
2 .-s @ sumer magazines to promote such advertising. Write for —. ie 
e Willi " new uses for natural rubber as copy today to Dept. Cl, NATURAL 
well, : illiston Motor Co a, rubber roads, latex foam cush- RUBBER BUREAU, 163 1 K St., N.W., 
resi- Williston Motor Co., Inc., Willis- | Seinen atin (i Washington 6, D. C 
aver. ton, S. C., has been organized with | —s _ 
tees capital stock of $30,000 to deal in 
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WHAT MOTOR CAR COMPANY has scored the greatest 
gains in sales since the war? 


The comparison above tells the amazing facts about Nash—progress 
not equalled by any other passenger car manufacturer. 


In the four postwar years just ended, Nash sales have approxi- 
mately doubled those of the same period prewar—95.7% greater, to 
be exact. This, at a time when the industry as a whole has scored 
only a 21.3% increase, in postwar over prewar. 


Yes, the facts show Nash is forging ahead more than four times 
as fast as the industry. | 


And, significantly, during 1949, with the buyer’s market coming into 
full swing, Nash Airflyte sales accelerated at an even faster pace! 


Acclaimed as the world’s most modern car, the Nash Airflyte has 
captured the heart of America. The combination of this enthusi- 
astic public reception and the constantly increasing rate of produc- 





tion place Nash dealers in the enviable position of receiving more 
cars with potentially greater sales and profits per dealer. 


This great postwar record is a tribute to the forward-thinking 
policy of Nash engineering, that has dared to introduce the most 





significant developments in a generation . . . Airflyte Construction 
and Airflyte design. The Ambassador . The Statesman 


Division of Nash-Kelvinator Corporation, Detroit 32, Michigan 


\Nash is forging ahead because Nash is Jooking ahead. And the 
oming years will bring even greater proof—‘‘7here’s Much of 
omorrow in All Nash does Today!’’ 


NERE’S MUCH OF TOMORROW IN ALL NASH DOES TODAY 
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Flat-Rate Guide 
On Shop Tools 


Protects Dealers 


Equipment Makers 
Seeking to Correct 
Service Faults 


_ sagan er wes pressure is be- 
ing applied on manufacturers 
of shop equipment to provide the 
dealer-buyer with better and quick- 
er service and repair on the units 
he depends upon for much of his 
service station profit, as well as 
for field training and instruction 
in the use and maintenance of the 
equipment. 

At least three exhibitors in the 
NADA Equipment Exposition this 
year have made _ considerable 
strides in this direction, and many 
other makers are working toward 
the providing of adequate service 
and training programs as fast as 
they can. 

An outstanding job in the type 
of service and training provided 
buyers of equipment is done by 
Sun Electric Co., which has up- 
wards of 300 men in the field. 
Not only are Sun products sold 
by these men to the franchised 
dealers but they are on the 
ground to train the dealer’s me- 
chanics in the proper use of the 
equipment and to keep it in con- 

sistent top working order. No 
dealer is over a few hours away 
from a man who can come in and 
repair or replace any faulty 
tester. 

This means much to the dealer 
who must depend upon his equip- 
ment being in good working 
order every working hour of the 
day, to the end that his service 
shop operation show a profit and 
be able to carry all or the major 
share of his fixed burden. 

~ * * 


AMaN Electric and Equipment 
Co., which sells through job- 
bers, has found 
have combination maintenance men 
and instructors in the field to sup- 
plement the efforts of many of their 
jobbers along these highly essential 
lines. This firm hopes to have a 
force of at least 100 men in the 
field by the end of the year. 

Another firm that has taken long 
strides in this direction is the Ale- 
mite Division, Stewart Warner 
Corp. This firm sells through dis- 
tributors, who in turn merchan- 
dise the equipment through job- 
bers. 

Not only does Alemite have a 
training program for jobbers’ 
service men, put out repair man- 
uals and parts lists on _ their 
equipment but also provides job- 


NADA Service Symposium: 





it necessary to]: 


bers with loaner pumps in a ‘.~ 
shipping case for use by 
dealer-customer while his =i ; 

being repaired. 

Since overcharging for service is 
practiced by some jobbers from 
time to time, Alemite has also 
produced a flat rate labor guide 
for the jobber to use in charging 
for repairs on Alemite equipment 
—and as a control check by the 
dealer who must pay the bill. This 
flat rate labor guide gives, in hours 
or parts of hours, the time neces- 
sary to make any repair or over- 
haul on the working parts of the 
equipment. 

+ * * 


HE studies are based on time it 

should take any trained man to 
make a designated repair. Using 
this flat-rate guide, together with 
the prevailing labor rate for serv- 
ice men in any area, the jobber 
has a basis for a legitimate charge 
for the service rendered and the 
customer has a guide to check the 
cost. 

The universal use of this guide 
should definitely eliminate the ill- 
will built up for any equipment 
manufacturers products when the 
customer is overcharged for any 
repair work done—or when the 
customer feels that he is being 
overcharged. With a published flat- 
rate guide, the customer knows 
that he is not being charged by 
any “hit-and-miss” method or “hav- 
ing the gouge shoved in and 
turned” by any jobber. 

If the jobber is one that has 
no scruples about grossly over- 
charging the customer for main- 
tenance work done—and even 
Alemite admits that it runs into 
cases once in a great while—the 

(Continued on Page 47, Col. 1) 
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Approved Type A List Doubled . 


‘Drive’ Fluid Rivalry 


NEW and broadened list of oil 

companies that have been 
given the right to merchandise 
Hydra-Matic or automatic trans- 
mission fluid, Type A, has just been 
released by General Motors Re- 
search. 

This greater number of sources, 
nearly double that of any previ- 
ous list, from which automatic 
transmission fluid can be obtained 
means that dealers will have to 
fight the corner filling stations 
for the refill business that form- 
erly came automatically to the 
dealers selling the cars in which 
automatic transmissions were 
used. 

Dealers in the cars that have 
recently adopted automatic trans- 
missions, like Chevrolet, Nash, 
Studebaker, Lincoln and Kaiser- 
Frazer, will be doubly handicapped 
unless they start promoting the 
check and refill business the minute 
they start delivering cars equipped 
with these units. 

* « * 

AR dealers have been consist- 

ently getting more lubrication 
jobs, particularly since 1947, and 
the fluid service fits in nicely with 
that of the lubrication department. 
Automatic transmissions are 
checked and filled through the re- 
movable plate in the floor of the 
driver’s compartment, or like the 
1950 Buick and Chevrolet, through 


Gi) 





FLAT RATES LABOR CHARGES—To prevent overcharging by jobbers for repair and 


rebuilding of dealer's shop equipment, the Alemite division, 


Stewart Warner Corp., Chi- 


cago, uses this flat-rate labor guide for all important repair and rebuilding operations on 


lubricating equipment. 


Incorporated in the firm's jobber contract and available to all 


customers, this guide assures the customer that he is not being overcharged on any main- 


tenance work. 


Accents Need for Higher Profits 


[us service department today is 
the franchised dealer’s “business- 
life - saving - department,” declared 
John V. Booth (Chevrolet), Mc- 
Keesport, Pa. in keynoting this 
year’s service clinic at the NADA 
convention. 

Booth pointed out that in to- 
day’s highly competitive market, 
the successful dealer uses his 
service department not only to 
realize profit from the sale of 
parts, labor and accessories, but 
to offset much or all of his con- 
siderably increased fixed expense. 
“For this service clinic” Booth 
continued,” we might adopt the in- 
creasingly popular word “security” 
and call it the Dealer Security 
Clinic—for nothing will more surely 
safeguard and secure an automobile 
dealer’s business than a successful 
service department.” 

Booth enumerated six points as 





proof of his statement. They were: 
7 - * 
] Service is an absolute necessity 
to the continuous operation of 
motor vehicles—through mainten- 
ance and repair. An owner can 
postpone—indefinitely—the replace- 
ment of his car—but he cannot in- 
definitely postpone needed service 
and keep his private transportation 
rolling. 

2. Because it is a necessity—serv- 
ice is less subject to adverse eco- 
nomic conditions, weather, seasons, 
etc., than other departments. 

8. It returns a higher mark-up 
on cost than any other depart- 

ment, 

4. It sells more parts and acces- 
sories—at a higher rate of profit 
than any other source. 

e * * 

It is the best contact with own- 

ers for the promotion of new 





and used-car sales, It can be fur- 
ther said—in this connection—the 
owner who is a satisfied and regu- 
lar patron of your service depart- 
ment is the least troublesome when 
it comes to a profitable car deal. 

6. It is as vitally important to 
a 50-car dealer as it is to a 500 
or 1,000-car dealer. 

“The dealer who has a successful 
service department is the dealer 
with high gross profit from service 
and parts in relation to his fixed 
expenses,” said Booth. “He requires 
the fewest car sales to crack the 
expense nut each month and reach 
a net profit position. Competitively 
he is in the driver’s seat—and my 
dealer friends tell me we are poised 
on the brink of a competitive era— 
the like of which we never did see.” 

Two of the four papers given at 
the clinic follow. The other two will 

(Continued on Page 48, Col, 1) 





the filler pipe in the engine com- 
partment. 

It will be easy for the dealer 
to sell the owner of the car 
equipped with an automatic 
transmission on the need for 
great care and more than a 
casual understanding of the au- 
tomatic transmission by the me- 
chanics who service them. 

It is easy for such owners to 
understand that the least bit of dirt 
or foreign matter getting into such 
a highly precise piece of machinery 
can do great harm and be the 
cause of very expensive service 
costs. 

Dealers, however, will have to 
continually keep pointing out these 
facts inasmuch as the owners will 
see stocks of fluid in practically 
every gasoline filling station he 
visits. 

+. * * 

UTOMATIC transmission fluid 

Type A will not be specified for 
the Studebaker automatic trans3- 
mission. It is understood at the 
present time that 11 quarts of 
premium grade 10 W motor oil will 
be used. 

The Nash automatic transmission 
is the Hydra-Matic with check and 
refill instructions the same as those 
for all other cars using this make— 
Cadillac, Oldsmobile, Pontiac and 
Lincoln. The same will apply to 
Kaiser-Frazer. 

Hydra-Matic transmission fluid 
is specified and it takes approxi- 
mately 10% quarts to refill after 
drain. 

The Buick Dynaflow and the 
Chevrolet Powerglide—automatic 
transmissions of similar design— 
both call for automatic trans- 


Backshop 


mission fluid. Series 40 and 50 

Buick Dynafiow transmissions re- 
quire 8% quarts for a refill while 
the series 70 requires 10 quarts. 
The Chevrolet Powerglide takes 
9 quarts. 

Another point of lubrication that 
should not be overlooked on the 
Dynaflow-equipped models is the 
detent, which will be found at the 
base of the steering column and is 
provided to lock the selector lever 
in the required position. A thin 
coat of chassis lubricant should be 
applied to the notches of the detent 
every 1,000 miles. 

+ + * 

Ou requirements of the Chevro- 

let Powerglide call for an in- 
spection every 1,000 miles and 
refill every 15,000 miles. With the 
dip stick for the transmission lo- 
cated in the engine compartment 
on the right side, just opposite the 
starter, it is easy for the mechanic 
to make this check. 

In order to check the oil level 
accurately, however, the engine 
should be idled with the parking 
brake set, transmission warm and 
the control lever in the “D” range. 

Oil in the Powerglide, like in all 

automatic transmissions, should 
not be above the high mark on 
the dip stick and no oil should be 
added until the level lowers to 
the “Add one quart” mark on the 
stick. 

If the transmission is found con- 
sistently low on oil, a thorough in- 
spection should be made to find 
and correct all leaks. If no external 
leaks are apparent, check rear axle 
lubricant level. If the rear axle is 
overfilled, the propeller shaft spline 

(Continued on Page 62, Col. 1) 


--- by Jack Weed 


yrs possible for a volume dealer 
—one who “wheels ’em and deals 
‘em”—to attain over 100 percent 
absorption in his service depart- 
ment. 

I feel quite certain about that 
remark, for I had one of the top 
dealers of the south give me his 
“gross fixed” for last year and 
his gross profit from parts, labor 
and accessories—and it really set 
me back in my chair to learn 
what an operator can do in this 
department when he makes an 
effort to do it. 


I know of only two reasons for 
this dealer doing the job right now 
—he has an exclusive franchise in 
his town, is open 24 hours every 
one of the six working days, and 
keeps a skeleton crew on the job 
Sunday to take care of emergency 
cases. But I’m going to know more 
about this operation before the year 
is out, and I don’t want to spoil 
a good story by shooting out only 
a few facts gained in a short talk 
with the “boss” of the outfit. 


* * * 


The Wildcatters 


Wane soaking up some sun— 
and more “trivially” from cas- 
ual conversations with sundry mak- 
ers of truck-trailers and truck 
equipment—I did take time from 
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fishing and those other activities 
attendant to a convention to call 
on a few dealers up and down the 
Gulf coast. 

If anyone tries to tell you that 
the dealers in the southland aren't 
trading cars, listen with your 
tongue away up in your cheek. 
They are trading with a vengeance 
—and cussing the “wildcatters” 
who come north and buy new cars 
at a few dollars over dealer cost, 
drag them back south at a very 
moderate cost and use the differen- 
tial between what it costs them and 
the factory freight price, as a trad- 
ing leverage. 

In some spots in the south, 
this advantage in cost of getting 
cars to the dealers’ sales lots 
represents the gross profit on 
many a deal—especially by the 
volume boys who “lay ’em on the 
street for the low dollar.” 

They figure the deal this way: 
A bootlegger can send a crew 
north in a car and drive three new 
cars back for about $25 per car. 
This, added to the $25 per car 
premium they have to pay for the 
new cars, puts the bootlegger’s 
cars on southern sales lots for 
approximately $50 per car, as 
against the over $110 that even the 
dealers in the lightest cars have 
to pay in freight. 

* * 


Cut Freight? 


ASSUMING that the bootlegger 
can do business on a lower 
(See BACKSHOP, Page 63, Col. 1) 
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ERVICE SECTION 





By Bernie Thomas 
Associate Editor 

DETROIT. — As an example of 
how one dealership here tries to 
keep up its service volume, you 
may be interested in a recent visit 
by this writer and a friend (let’s 
ill him Joe) to Grates Motor Sales 

(Pontiac), 7077 Gratiot Ave. 


Joe had in mind a $4.50 motor 
tuneup on his car. But when he 
left Grates, he paid a service and 
parts bill totaling $20.31, itemized 
as follows: 
Motor tuneup, $4.50; windshield 

washers, $6.25; installation, $4.50; 
lubrication, $1; oil change, $1.85; 
pint of solvent, 65 cents; set of 
points, $1.20; gasket, six cents, and 
sales tax, 30 cents. 

Now don’t jump to any fast con- 
clusions. Joe was not the least bit 
mad. He said he felt that Grates 
and himself parted company ex- 
actly even. That is, Grates had 
$20.31 of his money, but he had 
been furnished $20.31 in service and 
parts. 

In addition, Joe said, he got 
something extra in the way of 
good advice on proper car main- 
tenance. 

It happened like this: 

First thing Grates’ service man-| 
ager did was to write a formal | 
order for the motor tuneup. It 
was suggested that a brake adjust- | 
ment might also be a good idea. 

However, Joe doubted the need | 
right then for the latter work and | 
the subject was not pressed. The 
service manager said he would im- 
mediately assign a mechanic for 
the motor tuneup, and did. | 

A mechanic named “Bill” drew | 
the task. 

Now it happens that Joe is a | 
fellow who likes to watch the | 
mechanic work on his car. He is 
a silent kibitzer of the type that 
has tried the nerves of many a | 
repairman. 

In fact, it has been said that} 

some dealerships provide lavish | 
waiting rooms, not so much for 
the comfort of customers, but more 
to protect the sanity of service 
personnel. 

But a little kibitzing didn’t seem 
to bother Bill. In fact, it seemed 
to represent a golden opportunity 
for him. 

Joe’s and Bill’s heads were prac- 
tically under the hood together as 
Bill remarked: “You know, it’s 
foolish for a man to ever take his 
ear to an alley garage. See that 
machine over there?” 

You couldn’t help seeing it. 
The machine had wires, appar- 
ently attached to various gauges, 
coming out from all over. 

Bill continued taking this and 
that apart. 

“That machine,” he _ confided, 
“cost us nearly $800. When your 
car checks out on that machine, 
you can be sure it is fixed right. 
That machine don’t guess. No sir, 
no guessing at all. 

Bill ventured that the average 
alley garage probably could ill af- 
ford such an expensive investment 
to make sure that a customer got 
the proper work done on his car. 

“Why,” he said, “we’ve got an- 
other machine over there that 
cost about $300. All that machine 
does is check points, but it checks 
’em right. Show it to you in a 
minute.” 

Joe remarked: “They've sure got 
the equipment here, haven’t they?” 

Meanwhile, Bill was going on and 
on. He explained that the factory | 
often finds minor things wrong} 
with a current model after it has| 
been in production for awhile. 

“We get bulletins every time on| 
something like that,” he said. “Most 
of the time it is some little thing 
that the factory has found out that 
will make the car run better.” 

Bill pointed out that the fac- | 
tory does not send such bulletins 
to alley garages. 
“But,” he emphasized, “when you | 











Crabtree Ups Two 

Cc. F. Crabtree, president-treas- 
urer of Crabtree Motors, Inc. (Stu- 
debaker), 2010 E. Main St., Co-} 
lumbus, O., has appointed Howard 
L. Butz as used-car manager and| 
Robert F. Seitz as office manager. 
The concern is erecting a new serv- 
ice Cepartment and shop. 


Suggestions Pay Off 


Grates’ Customer Cheerfully Pays $20.31 Bill; 
Originally Wanted Only $4.50 Tuneup 
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come here, we’ve got them. In such 
cases, any parts or service that are 
needed don’t cost you a cent.” 


Joe appeared to like Bill. With- 
out hesitation, he agreed with a 
diagnosis made on one of those 
“expensive” machines that new 
points and a carburetor gasket 
were needed. 


Bill explained in detail why the 
points were making haphazard con- 
tact. Like a mind reader, he 
seemed to know Joe’s car had stall- 
ing trouble. 

The motor tuneup was about 
complete when Bill noted that 
bad weather had been making 
the streets very sloppy of late. 

“Windshield washers,” he _ said, 
“are a great thing in this weather. 
They ought to be standard equip- 
ment the same as brakes. Lately 
every car is throwing mud up at 
the one behind. It is dangerous 


driving with a dirty windshield, | 
“It takes only about 20 minutes | 
to install them.” 


Joe was convinced. He ordered | $15.81 more than he originally 





In your organization you probably have a man that fits that statement. His name may 


not be Joe, but 





_ GM _ PARTS MANAGERS CONVENE—Managers of General Motors parts division warehouses have 
in Detroit under the direction of J. P. Hopkins, head of the Chevrolet warehousing department. The warehouses serve Chevrolet, Olds- 


just finished a two-day conference 


mobile and Pontiac dealers all over the U. S. Members are shown above at a banquet. 





tended. All the items were needed, 

but the need had to be pointed out. 
Joe felt that Bill was a right guy 

in going out of his way to do it. 
However, according to Norman 


windshield washers and even chas- 
tised himself for driving so long 
without them. 

Subsequently, a lubrication job 
and an oil change was ordered, 


Hazen, asks them all to be sug- 
gestive, but never high-pressure,” 
Pankner said later. 


In Joe’s case, timely suggestion 
resulted in Anthony and Ernie 


too. Pankner, manager of Grates Motor/ Grates, father and son owners of 
So that is how Joe ended up|Sales, Bill is typical of all the| the firm, getting an additional 
paying a $20.31 service bill, or| firm’s employes. $15.81 worth of service and parts 


“Our service manager, Ray | volume. 








he’s alert, dependable, careful, uses his experience nicely blended with 


imagination and cooperates like a young politician at his first caucus. Those qualities 
make him a valuable man. 


Require those qualities in your suppliers, too. THE STANDARD PRODUCTS COMPANY 
has developed them during nearly two decades as dependable suppliers to the man- 
ufacturers of the nation’s finest motor cars and trucks. 


You always get 


STANDARD’S outstanding engineering cooperation and reliable service 


when you specify any PRODUCT BY STANDARD — Door locks, checks and remote con- 
trols . . . rubber parts and sections . . . thermo-plastics accessories and fittings . . . and 
famous STEECHAN glass-run window channel and weatherstrip. 


EXECUTIVE 


hie leaden Ftedtadtl le 


SALES OFFICES —316 FISHER BLDG., 
Plants Located in Port Clinton, Ohio; Cleveland; Ohio; St. Clair, Mich.; Gaylord, Mich.; Long Beach, Calif.; Windsor, Ontario 





THE MARK OF A SUPERIOR PRODUCT 


PY 


OFFICES —2130 W. 110th ST. CLEVELAND 2, 


DETROIT 2, 


OHIO 
MICH. — 














SERVICE AREA CONTAINS 4,200 SQUARE 


at 232 Dewe 
Sales (Studebaker) at 429 S. 
by 60 feet. 


Ave., Cambridge, O., 


Norquist Opens New Home 


L. O. Norquist, International Har- 
vester truck and farm implement 
dealer, Clay Center, Kans., held for- 
mal opening Jan. 26 in his recently 
completed modern quarters at 514- 
518 Grant. 

Norquist started in business un- 
der the present name, L. O. Nor- | 
quist, Jan. 1, 1936, at 517 Grant, 
across the street from his new 
business site, the same location 





Desig 


on rep 





ersea. 


has replaced the former headquarters of Taylors Auto 
lith St. The showroom, with asphalt tile flooring, is 30 feet 


Prevent “Bleeding” with 
Du Pont Bleederseal 


ned to hold down bleed- 
ing pigments in ol 


Bleederseal c 1 
and under both pyroxylin and 
alkyd resin finishes. 
doubt, apply it to prevent bl 
l saves you time, money, 
doing the job over again! 
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FEET—This new 60 foot by 100 foot building 


where his father, O. Norquist, had 
been in business for over 50 years. 
The new building is of the latest 
design, one story, with brick walls 
faced over concrete blocks, fire- 
proof throughout. 


Fretwell Gets C of C Post 

E. L. Fretwell, of Fretwell Motor 
Co., has been named vice-chairman 
of the Oklahoma City chamber of 
commerce’s distinguished visitors 
committee for the ensuing year. 
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In Operating a 


CHICAGO. — “Ten Important 
Facts for Management Control” is 





the subject of a booklet released to | 


its members by Motor and Equip- 
ment Wholesalers Assn. 

The booklet is a detailed study 
of a typical business establishment, 
with complete five-year month-by- 
month and annual comparisons of 
(1) net profit, (2) sales volume, (3) 


gross profit, (4) gross profit in per- | 


cent of sales, (5) total expense, (6) 
total expense in percent of sales, 
(7) accounts receivable by age, (8) 
inventory—and how many days’ 
supply it represents, (9) working 
capital—and its ratio to current lia- 
bilities and (10) net worth—and its 
relationship to total debt. 

The 10 factors are completely 
explained as to what they repre- 
sent and what they mean to 
management. Ruled forms are 
provided in the booklet on which 
each member may record his fig- 


ures for the past six years, as 









New improved Du Pont Pyra-Prep 
seals up scratches . . . gives better adhesion and 
uniformity of top-coat gloss! 


This new improved primer-sealer prevents striking- 
in of the top coat, seals up sandpaper scratches, 
produces better adhesion . . . assures uniform 
gloss. It can be used over synthetic or lacquer 
finishes with consistently good results! Ask your 
Du Pont jobber for Pyra-Prep today. E. I. du Pont 
de Nemours & Co. (Inc.), Refinish 


Sales, Wilmington 






For Management Control 
MEWA Issues Booklet Covering 10 Points 


Typical Business 


| well as for the ensuing years 
1950 to 1953. 


Figures are arranged in such a 
manner that management is en- 
| abled at a glance to compare cur- 
|rent conditions with those of the 
|past, to determine trends and to 
|make plans for future operations. 
The 10 schedules are easily filled 
|out and kept by bookkeepers and 
| auditors, MEWA said. 


With the booklet, MEWA re- 
leased a transcript of an address 
by Dr. Willard J. Graham on the 
management control. 

Dr. Graham, director of the exe- 
cutive program and professor of 
accounting at the University of 
Chicago, complimented the associa- 
tion in providing a means for ana- 
lyzing past experience as a guide 
for future operations, and stressed 
the importance of comparing one’s 
own analyses with those of others 
in the same business. 

He stressed factors in addition 
to the 10 covered by the booklet. 








98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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ject of inventory in periods of 
rising and falling prices, during 
which businesses usually over- 
state their profits or losses. He 
advanced his own “equivalent re- 
placement” theory, under which 
selling prices are set by the cur- 
rent replacement cost and not b) 
a past purchase price. 

For example, a past purchase 
price of $7 is no basis for setting 
the sales price today, for a $19 
selling price would entail a loss of 
$1 rather than a profit of $3 if th 
current purchase price is $11. 


Profit should be figured on re 
placement cost; to make profit 
that item brought at $7 in the past 
must be sold at $15.60 to produc: 
the same gross profit on the selling 
price, he said. Similarly, a purchas: 
price of $11 is of no consequencs 
in a period of declining prices; if 
today’s purchase price is $7, then 
the item should be sold at $10 if a 
30 percent margin is desired, as 
the profit should be figured on the 
replacement cost of $7 rather than 
on the past purchase price of $11, 
the professor said. 

A higher inventory and equip- 
ment value in dollars prompts 
businesses to declare extra divi- 
dends when in fact no unusual 
profit is involved. 


“Right now,” stated Dr. Graham 
“there is $60 billion that will 
eventually be reported as profit by 
corporations that isn’t profit at all. 
The quantity of physical assets is 
the same, but at higher prices (in 
more and smaller dollars), and in 
my book that is not profit.” 


In 1946, 1947 and 1948, Dr. Gra- 
ham pointed out, all corporations 
overstated their profit by $13 billion 
—on which they paid taxes and 
declared dividends. Correct ac- 
counting procedure would prevent 
such overstatements. 


Not only is each company’s 
welfare affected by improper 
accounting, but “the way we re- 
port profit has an effect on the 
| business cycle,” according to Dr. 
Graham. “During a period of in- 
creasing prices we _ overstate 
| profit and get too optimistic. 
| Then when things turn down, we 

reflect as losses these same 
amounts that we reflected as 

profit when prices went up. 

“Pessimism grows and grows and 
grows, and the valley becomes 
much deeper than it need be. If 
profits were reported on the basis 
of current cost, the boom period of 
the cycle would not go so high, and 
the bust period would not go so 
low.” 








Electric Group 
Lists Directors 


On 1950 Roster 


DETROIT.—Election of the fol- 
lowing directors for 1950 was an- 
nounced here last week by the Au- 
tomotive Electric Assn.: 

Manufacturers division: L. W. 
Martin, sales manager, United Mo- 
tors Service division, Detroit, and 
W. B. Van Vleet, service manager, 
Briggs & Stratton Corp., Mil- 
waukee. 

Central distributors division: J. 
A. Stephens, Auto Electric Service 
Co., Ltd., Toronto, and E. A. Wil- 
dermuth, E. A. Wildermuth, Inc., 
Brooklyn. 

Service distributors division: 
James W. Kennedy, West Side Ig- 
nition Service, Inc., Chicago, and 
V. E. Westerlund, Carlson & Simp- 
son, San Diego. 

Besides the foregoing, the asso- 
ciation’s 1950 board now comprises: 

Cc. L. Allen, Wico Electric Co., 
West Springfield, Mass.; Jack Cran- 
dall, Jack Crandall, Inc., Colorado 
Springs, Colo.; H. Desenberg, Beard 
& Stone Electric Co., Houston; H. 


E. Kipp, Hopkins & Kipp Auto 
Electric, Akron; T. A. Kreuser, 
Bendix Products division, South 


Bend; J. L. McDonough, Carter 
Carburetor Corp., St. Louis. 

C. M. Montz, Wisconsin Magneto 
Co., Milwaukee; J, W. Potter, King- 
Seeley Corp., Ann Arbor, Mich., and 
George Rotegard, Tracey & Co., 
Portland, Ore. 


Williams Retires 

The retirement of R. Russell Wil- 
liams, head of Williams Motor Co. 
(Chrysler - Plymouth), Rochester, 
Minn., meant the closing of the 
only Chrysler outlet there. Wil- 
liams has moved to southern Cali- 
fornia. 
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during larket Conditions Fast Approaching Normalcy .. . um | faci and “black-market” 
a. From the sales department view- 
> . point, salesmen will this year be 
me Vontreal Dealers Sompatied Yoyo out and tntere 
ie cur- customers as more and more of 
not by a! = e these potential buyers want to talk 
3 } Show QO tim ism matters over about the purchase 
of a car. Further, as it is explained 
ee ‘ P these pro d cu ; 
settin: plimemted by being sought by 
a $10 By Roy Carmichael a on ae eae Fag a salesman 
loss of Staff Correspondent ew weeks’ notice, an ose Prices of all used h 
— MONTREAL.—Auto dealers here,| firms now holding their floor ex- | dropped considerably. The greater 
1. oking farther into 1950, are opti-| hibits there seem to be plenty of | SHOWROOM COVERS 1,000 SQUARE FEET—This modern sales and service building| percentage of tradeins is for the 
on ré ail models to choose from. This situ- | ovsing Dodson Motor Sales (Studebaker), Del Rio, Tex., was constructed from an army| 1946 models and up, and the budget 
fit mistic. a warehouse moved to its present site from Laughlin field. ‘It is built of steel and concrete P, 8 
_— There is a relatively small per-| ation should continue unless | and contains 11,000 square feet of floor area. The salesroom, with 1,000 square feet, is plan of purchase of new cars is 
he pasi ntage who do not eye the ap-| there is some curtailment of de- | glass-enclosed on three sides. J. L. Dodson jr. is the owner. expected to materially increase in 
geet oronening competitive times with| liveries, due to strikes. 7 ; i ae i ae 
Bee st any great favor, and there are| Good used cars are also available | percent. Moreover, this trend is|and when the situation changes in The second exhibit of British 
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37 ther All admit, however, that it is | Teadily agreed that to consummate | New-car prices are likely to | Values than U.S. and Canadian fom. “seid. = “> oon Pn 
on 8? on , sales, dealers must take in used makes. en so on e anadian 
$10 if 2 a buyers’ market, and that the ae remain firm, but potential cus- market. 
red, as “budget” plan will not only be | ©@rs to sell new ones. | tomers can obtain better prices Current terms on British used} Spring business in auto lines is 
on the the practice for this year, but At present, about 80 percent of on tradeins than they might get |C®™S @re 40 percent down, balance expected to be good and the trade 
er than that further inducements will |new cars sold are on the budget in 18 months, or about equal to 
: from outside sources, it is said. ? seems to be adjusting itself to 
of $11, perhaps be current. plan. In 1945 and 1946 it was esti- : present financing plans. changed conditions of market! 

It is the opinion of many that|Mmated that approximately 80 per-| An improvement is noted in truck In a survey of the present | Some of the smaller ont lenst 
equip- the days of “boom” and inflationary cent of new and used cars sold| sales, especially for the half-ton,| motor market in this territory, | stable dealers will probably discon. 
rompts trends are over and that trade is| were for cash. |two and three-ton vehicles, that which is apparent is that |tinue under present business con- 
a divi- approaching normal. In the past six months the used- In the opinion of Montreal’s| tradeins have about reached the | ditions, it is said, but the greater 
inusual Th average Canadian new-car|car market picture has materially | British-car dealers, very few of the| point where prices are based on | number of established firms look 

purchaser is expected to continue | changed and there is estimated to/overseas imports are yet on the| actual depreciation rather than forward to active demand in the 
yraham in his choice of the American = be a drop in demand of about 25' used-car market. It is said that if| “what the traffic will bear” in in- | spring and summer of 1950, 
at will signs. While dealers do not dis-)|—-—— ee — ———_ sacha cltigeliiclilicesibitactaldibcaand ated sheila incalideineces Ee 
rofit by ‘ count the fact that British makes 
t at all. ’ are making some headway with the 
ssets is public, the volume of sales in this 
ices (in direction is only about 5 percent 
and in of the total makes sold in this 
market. cd 
yr. Gra- Undoubtedly there is a certain 
orations type of buyer who is partial to the 
3 billion British car, the performance of » . 
ces and which is admitted to be good, but | 
ct ac- the greater all-around usefulness | 
prevent of American and ase types | 
still reflects itself in a wide margin 
\pany’s over the English imports. oS 
proper Nearly all makes of new cars 
we re- 
on the eee 
to Dr. New Division 
| of in- 
eratate Formed to Push | 
mistic. 
. . j 
“we Whiz Carsmetics | Porto-Power 
ted as 4 CAMDEN, N. J.—Formation of a 
up. separate division of R. M. Hollings- serves the full range of 
ows and head Corp. to concentrate solely 
becomes on used-car reconditioning products G 
1 be. If and particularly the Whiz Carsmet- | REBUILDIN AND 
he basis ics program has been announced by 
eriod of Stewart Hollingshead, president. RECON DITIONING 
igh, and Heading the Specialties division | 
t go so as director of sales is Robert R.| 
Howard, who joined Hollingshead a | 
year ago after dissolving his own 
| firm, Reconditioning Products, Inc., 
of Cleveland. 
The sales division will function 
as a separate entity and will not be | Porto Power 
; associated with the company’s 
Whiz Automotive division in any rs 
the fol- way. licks these and other tough 
was an- First activity of the Specialties 
the Au- division, according to Howard will re) 
be a heavy sales and promotional | REPAIR J BS 
L. W. push on the Whiz Carsmetics pro- | i 
ted Mo- gram for appearance recondition- | 
oit, and ing of used cars and trucks. Cars- | 
nanager, metics includes both an entirely) 
»,  Mil- ‘ new line of reconditioning products 
and a planned procedure for their | 
sion: J. use involving 21 steps for renova- | 
Service tion of old vehicles. 07 
A. Wil- A special sales push will also be) Pull passenger car and Remove and insert Ford Pull ‘wheel hubs without Spread springs — one of 
th, Inc. put behind Met-L-it and Met-L-it| truck spindle pins with a shackle studs. No hammer- harmful knocking or dam- ; ‘ic 
: ; 8 many Porto-Power services 
sities: ae : ae —_ | portable Porto-Power press. ing, bending or clipping. age to threads, bearings. in repair work, 
° roducts which were introduced in 
Side Ig- 1949. | 
oe An initial sales force of 30 men- 
P has been established for the Whiz | 
=e Specialties division, Howard said, | 
ae nd th have been assigned Pao Pow 
- eo | ‘. definite territories eovating| rta- er GIVES YOU ALL THIS WATCH FOR 
ric Co., : 
ck Cran- gio Merce A o es How-| It’s extremely important that you make “Porto-Power” your choice. Blackhawk alone ALNOONCEMENT 
eeeere ard a ataaan out that Whis Special- | gives you the range and features to answer every vital need for hydraulic service equip- “ae = 
oS . ties division men will work through ment. Because only “Porto-Power” serves your entire shop . . . it adds up that it is un- decclenitaie 
yp Auto and with jobbers in keeping with | matched by any other hydraulic equipment. Let your Blackhawk Jobber show you why 
Kreuser, the “Get It From Your Jobber” “Porto-Power” is your best bet. Blackhawk Mfg. C lw ’ is 
South theme of the automotive parts and | y = fg. Co., Dept. P4020 Milwaukee 1, Wis. 
Carter accessories manufacturers’ new| “Porto-Power" is the Exclusive (Trade Name Registered) Product of 
: program. 
Magneto ite a 
or, King- r 
ich.. o> Conrad Heads New Group 
& Co., Of Clark County Dealers 
Newest local association in 
Ohio is the Clark County Auto- THE “PORTO-POWER” LINE IS ALL THIS AND MORE 
; mobile Dealers Assn., which was 
sell Wil- organized recently with Eldon ee 
‘otor Co. Conrad of Conrad Motors, Spring- ies =F 
ochester, field, as president; George Blaga 
of the of Kelley Motors, Springfield, IX SY pe laleettoes 
e. Wil- vice-president; Kenneth Baker of - nets ine Sebi ot “ on geval tame ot 
rn Cali- Ellis-McClure, Springfield, secre- “ton capacities time-saving ye wg rome to be served Be er oie 
tary, and Ed F. Higgins of Portable Stands attachments Same by one pump neidiag bed tection 
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Springfield Nash, treasurer. 





ATA Seeks Self-Insurance 


Trucking Group to Push Plan to Provide 
Savings for Carriers 


WASHINGTON. — Substantial 
cargo-insurance savings for motor 
carriers, through self-insurance of 
reasonable deductible amounts, will 
be a major objective of the Ameri- 
can Trucking Assns., Inc., in the 
months just ahead, according to W. 
A. Bresnahan, director of ATA’s 
department of research and secre- 
tary of the trucking industry insur- 
ance advisory committee of ATA. 

The move is in line with action 
by the association’s executive com- 
mittee, which voted at its recent 
meeting in Boston to instruct 
ATA’s legal staff to bring about 
proceedings before the Interstate 
Commerce Commission with a view 
to obtaining relaxation of ICC rules 
governing self-insurance of cargo. 


“As things stand now the ICC, 
as a matter of policy, requires 
that motor carriers wishing to 
self-insure must qualify to com- 
pletely self-insure,” Bresnahan 
said. “They have refused, for 
example, to consider applications 
for the right to self-insure on 
cargo only. 

“As a result, only about a dozen 
truck lines have qualified with the 
ICC as self-insurers, and most of 
them are owned by railroads. Over 
the years, about 500 motor-carrier 
applications for partial self-insur- 
ance have been turned down auto- 
matically. 


“ICC’s refusal to authorize partial 
self-insurance is based primarily 
upon its belief that it does not have 
adequate funds or staff to protect 
the public interest if it granted 
self-insurance authority to the large 
number of carriers which could 
show sufficient net worth.” 


Bresnahan said that leaders in 
both the motor carrier and insur- 
ance fields are of the opinion that 
substantial savings would result 
from relaxation of the ICC policy 
with respect to qualified carriers, 
and that the commission should 
give the matter full consideration. 

“Many motor carriers long 
since have discovered that it is 
economical to pay smaller claims 
themselves since, generally speak- 

ing, they can handle them for 
less than its costs in premium to 


New Flying Car 
Attracts Interest 
In New England 


HARTFORD, Conn.—Another car 
that flies in the air—or maybe it’s 
a plane that operates on the ground 
—is attracting public attention. 
Robert E. Fulton jr., Danbury in- 
ventor, flew the vehicle to Hart- 
ford the other day. It looked like 
any other conventional private two- 
seater airplane as it landed at 
Brainard field. 


The big difference was that once 
the pilot, Frazer Dougherty, land- 
ed the Airphibian, he drove the 
cab away from the tail and wings 
and went off in a convertible coupe. 

The flying automobile was _ in- 
vented and developed in Danbury, 
where production is now under way 
of models for sale to the public by 
spring. The trip to Hartford, 
Dougherty explained, was to let 
the state department of aeronau- 
tics have a look at the machine. 

Chief Inspector Carl F,. Ander- 
son went aloft in the Airphibian 
and then rode around the airport | 
in the converted car. Dougherty 
said that Civil Aeronautics Au- 
thority approval is expected to be| 
granted shortly. | 

To convert the car into a plane 
the driver backs it into the fuse- 
lage, secures several bolts, at- 
taches the propeller, and takes off 
into the air. The operation takes 
from three to five minutes. 


Coppock—Fort Wayne 

Earl Coppock, Inc. (Packard), 
1617 S. Calhoun St., Fort Wayne, 
Ind., has opened an inside used-car 
display room with 3,000 square feet 
of space adjacent to its new-car 
salesroom. The firm is retaining a 
used-car lot at 1712 8. Calhoun 8t., 
where prewar cars will be dis- 
layed. 


have them handled by an insur- 
ance company,” he said. 

“Deductible policies are already 
used widely with respect to cargo 
insurance, but the cost of such 
policies is not as low as it might 
be because the insurance company, 
under current ICC requirements, 
has potential responsibility for all 
losses including those falling within 
the deductible, in event the motor 
carrier fails to pay. 

“There have been a few instances 
where motor carriers operating 
under deductible cargo policies | 
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| they must fix premiums high 
enough, even on deductible policies 
to protect themselves. 

At the same time, the insur- 
ance people point out that if the 
ICC would permit carriers to 
self-insure and be fully respon- 
sible for losses falling within the 
deductibles, then the insurance 
companies could safely give lower 
rates for such policies. 


“It is the concensus that ther 

° are many qualified motor carriers 

JUST OPENED—This is the new building of Mesaba Motors, Inc., Hibbing (Minn.) Pontiac | Which safely could be granted such 
dealership. Extensive use of glass and a metal marquee which extends over the sidewalk | authority without jeopardizing th: 
are special features. : |public interest, particularly if th: 


have allowed small claims to pile|insurance companies were left rn were contingent upon 
up until they ran into thousands | ‘holding the bag.’ As long as it is | Periodical _reports and checks to 
of dollars. possible for such instances to/| guard against undue accumulation 


“When these concerns failed, the| occur, insurance companies feel | of small claims.” 
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‘9 Protect Dealers... 
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Guide for Shop Tool Service 


(Continued from Page 42) 
manufacturer has a positive 
means of showing the customer 
that it was not in accord with 
the manufacturer’s policy that 
such a charge was made and 
that the customer has a just 
claim against the jobber who 
made the charge. 

To keep this program in force 
and to keep jobbers on their toes 
in giving and maintaining this 
service to their customers, Alemite 
carries on a series of schools for 
jobbers’ service men in which they 
are taught in a three-day session 


all of the latest methods and pro- 
cedures of determining the cause 
of trouble and repairing all Ale- 
mite products. This year’s school 
program started in Hartford, Conn., 
on Feb. 6 and the program will 
continue until the end of the sum- 
mer or until every distributor has 
had a school for the jobbers’ serv- 
ice men in his area and many of 
the larger jobbers have been 
schooled in their own place of 
business, 
* * * 

fap shop equipment manufactur- 

ers belonging to the Equipment 


FRAM GIVES YOU 
WESTERN UNION 


OPERATOR 25 
DIRECTORY SERVICE 


Be a Fram Dealer and have your name listed with 
Western Union Operator 25. The most powerful ads 
in Fram history will urge motorists to call Western 
Union by number and ask for Operator 25 for the 
name and address of their nearest Fram Dealer. In 
20,000 communities across the nation consumers will 
call their local Western Union office for information 
on where to buy. Calls in your area are referred to you 
when you’re a Fram Dealer. 


GIANT BILLBOARDS... on arterial highways in every 
state across the nation. These big, colorful, hand- 
painted bulletins remind motorists to call Operator 25 
for your name. They give powerful display to Com- 
plete Engine Protection. Do the same yourself .. . 
Display Fram in your own windows for that extra 
punch that tells buyers, ““You’re Here! This is your 
nearest Fram Dealer!” 


That's only the beginning... 


but it will give you the idea on how Fram’s 


greatest campaign . . 


the “SEE YOUR 


DEALER” campaign, focuses on you ... how 
it sells hard in many markets, in many ways 
with scientific advertising that is unmatched 
in the field . . . how it rounds up prospects in 
every corner of your area and then tells them 
where to buy . . . from you. Cash in now and 
ride the profit highway with Fram. See your 
jobber and get started with this 1950 campaign 
that puts you out front! 


and Tool Institute have been en- 
deavoring to sell jobbers generally 
on putting on specialists who will 
give this training and service on 
shop equipment that the dealer 
needs so badly. However, this pro- 
gram is one of education and will 
take time. 

Some progress has been made, 
however, and at their last meeting 
it was announced that some 347 
jobbers had employed specialists 
and had entered into the program 
promoted to them in the associa- 
tion booklet, “Manual of Special- 


| 


GREEN MOTOR IN CORINTH, MISS.—The up-to-date used-car lot at right is a feature 


of this dealership. 


ized Selling of Automotive Equip- 
ment and Tools.” 

While this is a very worthy 
step in the right direction, it is 
a far cry from the providing of 


BATTERY OF POWERFUL MAGAZINE ADS... Big Spreads 
and Full Pages month after month in Saturday 
Evening Post, Collier’s, Popular Science sell hard on 
the story of Complete Engine Protection. They 
pound the local angle . . . your angle . . . tell motorists 
to call Operator 25 for your name when you're a 
Fram Dealer. Post and Collier’s sell the mass market 


with simple, 
impact. 


understandable words and colorful 
Popular Science nails the mechanical- 


minded prospect with technical facts. All these 


buyers are turned over to you! 


SALES-MAKING MERCHANDISING CAMPAIGN...In 1950, 
Fram gives you a new, better-than-ever merchan- 


dising campaign to help you sell . 


. . posters, banners, 


displays, merchandisers, booklets, uniforms and more. 
Get the whole story from your jobber. Fram backs you 
up with a sales training program for you and your men 
... a full-length sound color movie that gives you the 
inside story of Complete Engine Protection and the 


sure road to sales success, 


FRAM CORPORATION, PROVIDENCE 16, R. I. 
IN CANADA: J.C. ADAMS CO., LTD., TORONTO, ONTARIO 


efficient service by the thousands 
of jobbers and distributors who 
sell these products to the car 
and truck dealers. 


With the need for this type of 
service getting more essential every 
week and month, it is hoped by 
many in the industry that individ- 
ual manufacturers will supplement 
this endeavor by immediately get- 
ting out repair manuals and parts 
lists on their shop equipment that 
will at least aid the car and truck 
dealer in helping himself in case 
any piece of his equipment breaks 
down or becomes inoperative for 
any reason. 

+ . * 

| head A FAIRLY extensive survey of 

the shop equipment made last 
year, it was found that but a com- 
paratively few published manuals 
were detailed and complete enough 
to enable a dealer's own me- 
chanic to properly repair much 
of the equipment that is now in 
the field. It was also found that 
but a comparatively few of the 
makers put out parts books that 
listed and illustrated all of the 
parts that went into the construc- 
tion of this equipment, so that the 
dealer could be sure of ordering 
the proper part for the machine he 
had that was out of service. 

Progress is also being made by 
at least one of the special tool dis- 
tributors who distribute the special 
service tools that are needed by 
the car and truck dealers. Kent 
Moore not only has some 42 service 
men in the field now, but plans to 
increase this force to at least 70 
men as fast as they can find and 
train the proper men for the jobs. 

They are also trying having 

the men who work out of the 
new Kansas City branch travel 
in panel trucks so that they can 
carry a small stock of replace- 
ment units along with them to 
aid in giving faster service. 

Allen Electric is also experiment- 
ing with a dealer shop equipment 
maintenance contract, where for a 
certain sum their men will check 
all of the dealers electrical testing 
equipment a number of times each 
year and keep that equipment in 
perfect running shape. If this pro- 
gram is acceptable to the dealers 
and meets with approval, they plan 
to put it in effect on a national 
basis. 


Aro Equipment 
Creates Sales 
Advisory Board 


BRYAN, O.—A new sales advis- 
ory board has been set up by Aro 
Equipment Corp. to insure its field 
sales force of having a voice in the 
formation of future sales policies 
on lubrication equipment. 

The purpose of the board is to 
assist and guide the company in 
the matter of sales policies, changes 
in present products and the devel- 
opment of new equipment, 

The board consists of five divi- 
sion managers from the field sales 
force and members of the factory 
executive personnel. Meetings will 
be held quarterly to discuss new 
| products, equipment changes, dis- 
|tribution and field promotional 
work, 

Those attending the first meeting 
here were Division Managers R. E. 
McConnell, Philadelphia; M._ T. 
Obee, Detroit; F. W. Busch, Buf- 
falo; G. W. Gille, Indianapolis, and 
J. McEwen Cherry, Nashville, and 
Factory Executives J. C. Markey, 
president; R. W. Morrison, vice- 
president; L. L. Hawk, treasurer; 
E. W. Iman, sales manager; M. J. 
Anderson, assistant general sales 
manager, and J. R. Markey, secre- 
tary of advisory board. 

This meeting stressed quality in 
manufacturing and new methods of 
distribution to attain greater vol- 
ume, 
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be reproduced in future issues of | | bring more business and keep the 
AUTOMOTIVE News, | business you already have. 
o. 8 | Start developing friendly rela- 
George Kloetzer | tions with the delivery of each new 
(Packard) South Orange, N. J. |ear. Have it ready at the time 
. promised. Have it so carefully pre- 
. eee a a to make 8| nared that the owner will not have 
usiness” is an old saying, but/to come in again before the 1,000- 
that doesn’t go quite far enough. | mile inspection. . 
Let’s say instead, It takes friendly 


The owner who has to come in 
customers to make business good. | several times in the first few weeks 
Friendly relations with cus- 


for little annoying things loses con- 
tomers can be developed and the | fidence in your service department. 
first step is to make sure every- | Y°U haven't started him off right. 
one in your organization is 


‘ You know what I mean —the 

oor handle that came off—the di- 

friendly toward all customers on | rection signal that worked one way 
every contact. This may be in instead of both—the windshield 
person or by telephone. wiper that flopped around or the 
If every contact is made with the 

desire to build friendship, it will 


headlights that were turned down 
help to make good customer rela- 


at the inspection station. 
The service manager should meet 
tions. Friendly customer relations 


the new owner at the time of de- 
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A Weaver Transmission Attachment on a Weaver 
Lo-Hi-Draulic Jack is the new efficient way to 
remove and replace transmissions. It's the speed- 
iest, safest method when working right off garage 
floor. The attachment's special saddle has adjust- 
able rails and pins, and chain to hold trans- 
mission securely at all times. Hand wheel 
adjustments permit table to be tilted or moved 
in any direction. High lift of Lo-Hi-Draulic Jacks 
raises transmission high enough to make unload- 
ing to bench a simple operation. 


Control levers for raising and lowering jack are 
conveniently located on side of jack frame. Reg- 
ular jack handle on Lo-Hi-Draulic Jacks may be 
removed when using jack for transmission service. 
Attachments for either WA-72 or WA-73 Lo-Hi- 
Draulic Jacks. Available as complete unit at- 
tached to jack or as a separate unit to equip 


WEAVER 


o LN 
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CHEVROLET DEALERS FETE SERVICE WORKERS—Representing companies in southeast 
Missouri and southern Illinois, these service department employes of Chevrolet dealers were 
guests of the dealers at a banquet in St. Louis. Group included mechanics, body repair 
men and radio technicians. 





livery. He should present andjreturn for his first 1,000 mile 


explain the owners service policy | inspection. 
and also explain any operating | 

controls with which the owner may | | (THESE things done in a friendly 

not be familiar. manner start relations with the 

|owner on a basis of understanding 

He, the salesman or the dealer | which each future contact can 


* * 4 


spection coupon book or contract is 
an effective means of definitely 
tying a customer to your servic« 
station at regular intervals. Variou: 
forms of books and agreement: 
have been used successfully. In 
some instances a simple book oi! 
four or six lube jobs is given fre« 
with the delivery of a new car. 

In others a complete 10,000 mile 
lubrication, oil change and inspec- 
tion service is sold. It is customary 
to collect for this complete servic« 
in advance and as an incentive to 
do this a special discounted pric« 
is given. In such instances regular 
visits to the service department are 
guaranteed. 

The customer is surely coming 
back to get what he already paid 
for. Regardless of the plan used 
you do get the contacts and the 
opportunities to inspect the car for 
needed service, parts, accessories 
and paint work. 

Word-of-mouth advertising 
from satisfied customers is a 
most potent force. Use it to your 
advantage. Every service depart- 
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FOR WEAVER LO-HI-DRAULIC JACKS 


Speeds up transmission work.,,, 





should acquaint him with the serv-|develop further. Every service 


ice facilities, show him how com- contact can build friendly customer | 


plete the equipment is, the parts | relations. 
stock available, and invite him tot 











it more profitable, 





standard Lo-Hi-Draulic already in service for 
transmission work. Regular Jack Saddle also 
furnished when Jack and Transmission Attach- 
ment are ordered. 

See your Weaver jobber or write for Bulletin 
AN-636 containing full details. 


Medel WA-77 


Transmission 


Model WA-76 


Transmission 


Model WA-72-TA Model WA-73-TA 


Weaver 2-Ton Weaver 4-Ton 


Jack with Jack with Attachment Attachment 
Transmission Transmission only for Weav- only for Weav- 
Attachment Attachment er WA-72 Jacks er WA-73 Jacks 


Weaver Manufacturing Co., Springfield, Ill., U.S.A. 


For transmission service with 
WEAVER TWIN POST LIFTS... 


WEAVER model EC-130 
Hydraulic UNIT LIFT 


ee 
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_ Some form of lubrication and i in- 


ment large or small has some 
owners who openly express their 
appreciation of a job well done. 
| As subtly as possible try to put 
| them to work for you. Try to get 
| them to tell others beside your- 
| self—their neighbors, friends and 
| business acquaintances. 

If you hear of a _ complaint, 
either directly or indirectly, don’t 
look at it as another headache, but 
as the best opportunity you could 
ever have to make a booster out of 
|} a knocker. 

If a customer has a complaint, 99 
times out of a hundred, he is sin- 
‘cere in what he says. He may not 

always be right, but at least he be- 

|lieves he is. It’s a good idea to let 
|him talk himself out, because in 
the process you will be able to 
pretty well judge if his complaint 
is justified, and what action you 
should take. 

It is most important while doing 
this, however, that you lend a sym- 
pathetic ear. All the good will to be 
gained by a satisfactory adjustment 

|of the complaint, can be lost be- 
forehand by any show of irritation 
'or skepticism on your part. 

If the customer is entitled to an 
|adjustment, don’t split hairs and 
make the adjustment gracefully. If 
|there is some question of doubt, 
|don’t win the argument and lose 
| the customer. 





* * * 


ANOTHER thing that makes a 
tremendous impression on an 
owner is to have his complaint 
handled by top management. This 
}not only reflects the importance 
|attached by the house to customer 
| goodwill, but provides an excellent 
opportunity for top management to 
| find out what goes on in the service 
| department. Sometimes the cause of 
|the complaint lies there, and not 
in the car. 

You cannot possibly get better 
| word of mouth advertising than 
from a customer whose complaint 
has been sympathetically re- 
| ceived, courteously handled and 
| satisfactorily adjusted. It’s cheap, 
| effective advertising that pays 
| off, 
| Of course, none of the foregoing 
|applies to the known chiseller. You 
|should all know how to effectively 
| handle him. 

A follow-up system consistently 
|used can do much to keep owners 
|coming in regularly and to stimu- 
| late new business. Direct mail, tele- 
| phone, personal calls and radio are 
|all methods that have been used 
| successfully, depending on certain 
| conditions. 





* * * 


A RADIO program for example, to 
+5 be feasible, would require 4 
large, conveniently located service 
| station, with an almost unlimited 
| potential to draw on. Volume and 
plenty of it would be a must to 
jabsorb the expense involved. The 
javerage small dealer could not 
|afford a program of this kind for 
|service alone. It might be worked 
as a group activity or in conjunc- 
tion with a car advertising pro- 
gram. 

Direct mail on the other hand is 
probably the one form of follow-up 
advertising used more than any 
other. It can be fitted into any 





organization large or small. 
It can be comprehensively set up 
(Continued on Page 58, Col, 1) 
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‘CTION SURVICE SECTION 
oe Despite 18 States Already Acting for Vets... 
r service 
nt | B Loom Hot U. S. I 
oe | onuses Loom Cr OD. ISSUC 
‘ully. In 
book of | WASHINGTON.—Eighteen states | $500,000,000 for its 1,195,000 veter-| those who died out of service or 
ven free | have already authorized bonus pay-|ans, Next was New York, with| re-enlisted. 
car. | ments amounting to $2,595,200,000 | $400,000,000 for 1,685,00. Illinois, Vermont, it was said, has already 
a |for World War II vets, but a fed-| paying $385,000,000 to 977,000, ran| Paid its bonus out of surplus and 
| inapec. ‘eral bonus for all veterans is ex- | third. ate 9 eee alae _ its 
ectea to be hot i in thi alae grant with general fund and sur- 
istomary ae - cuits issue in * Other bonus paying states noted | plus outlays, plus bond issuance. 
» service oa oe in the federation’s survey were: Indiana vets aren't likely to get 
ntive to a i gg — ae Veterans! Ohio, $300,000,000 for 798,000 vet-|their bonus until 1953. Indiana 
ed price { ization re suudiabiven oren nt their erans; Michigan, $270,000,000 for| won't pay until it gets the money 
“regular | views on tip Sinution _ 638,000; Massachusetts, $180,000,000 | through general taxation. 
or . for 547,000; Indiana, $105,000,000 for Py ee aes 
SPRING SAG THROWS ALIGNMENT OUT—The front end of a car should be treated on. Ee, ae ae oe 367,000; Towa, $85,000,000 for 286,000; | Bale Chevrolet Delivers 
coming ; as a parallelogram articulated from pivot points of the upper and lower control arms. have already euthortocd pn s ate Minnesota, $84,000,000 for 292,000; | Little Rock Police Cars 
\dy paid } As spring sag can throw either or both knuckle supports out of the perpendicular, realign-| ¢. mo 9 .. | Washington, $80,000,000 for 213,000; : 
i : . ; ge re than half of the nation’s , LITTLE ROCK, Ark. — Little 
un used ' ment is necessary to prevent premature tire wear and hard steering, which in some cases 16,000,000 veterans Louisiana, $60,000,000 for 253,000; Rock has bought 10 new cars f 
and the is translated as "tramp" or "'pull'’’ to one side or the other. Using shims or compensators . ™ - Connecticut, $51,000,000 for 239,000; Bale Chevrolet Co. for th oie 
. car for to put these springs back to their original length will usually correct the out of alignment Fifteen of the states are paying | South Dakota, $30,000,000 for 53,000; olice department. Bal xt ‘the 
eessories in most cars, according to Leo Castiglia, originator of the Kwik-Ezee wheel aligning tool. such bonuses through bond issues.| North Dakota, $27,000,000 for 52,- P ‘ee i d vo “ao $< 
P . In many cases, it was pointed out,|000; Rhode Island, $20,000,000 for Se Cee On SB eS 86 Pee 
6 * - the next generation will still be | 102,000; Delaware, $8,500,000 for 34,- 702.20, less an allowance of $6,000 
tising a £ Z sue ° ot oO ts . atte paying interest on the bonds. 000; New Hampshire, $6,000,000 for 7 re een ‘ : 
oO . 3 West Virginia was said to be the |55,000, and Vermont, $3,700,000 for| panei truck to we auaé om: Se 
only state where a referendum is ,000. 
a. Chief Alig nment S na fi u now pending on whether and how The number of veterans noted ap. tadlee-om nea 
ae ; the state should pay a veterans’! by the federation in each state, {contract to furnish a Plymouth 
1 done. DETROIT.—The gradual fatigue|sult in a serious accident due to bonus, it was explained, was based on |coupe to the fire department. An 
to put of metals, or as it is commonly them breaking at a later date, he Pennsylvania topped the list of | an estimate of those who became jorder for two garbage trucks was 
to get known to the trade, the “set” of| claims, bonus states, having earmarked! vets after September, 1940, less | deferred. 
. your- metal in springs and other sup- ee 
ds and porting members, is the primary 
| cause of most need for wheel 
lai aligning. This, more than the usual 
a nt, reasons of hitting chuckholes or 
a co bumping curbs, is the idea of Leo 
cane, Castiglia, originator of the Kwik 
oP pe Ezee wheel aligner. 
According to Castiglia, the ac- 
tual reasons why the corrections 
aint, 99 are made are somewhat of a 
_is sin- mystery to most mechanics. They 
hay not know that wheels are out of 
| he be- alignment, caster or camber, but 
a to let have but a vague idea of what 
nuse 5n causes these conditions—or why 
able to certain things are done to cor- 
mplaint rect them. 
— oe Using valve springs as an ex- 
7 ample, Castiglia calls attention to 
e doing the many thousands of times these 
a sym- springs are compressed and de- 
ll to be compressed in the normal opera- 
oe tion of an engine. 
“itati ae ‘ And, as every mechanic knows, 
f periodic adjustments have to be 
made to correct the “set” that each 
1 to an spring takes. As no two springs 
rs and take exactly the same “set,” even 
= when operating under the same WATER PUMPS 
oubt, pressures and with the same num- 
id lose ber of compressions and decom- 
pressions, Castiglia likens the need 
for adjusting the springs in the 
akes a front of the car or truck to that NEW WATER PUMP REBUILDING KITS 
of adjusting the valves which eve ° ‘ . 
to ae : line with. ieee Save time and labor disassembling and 
oe The front end of an automobile reassembling water pumps. Will not damage 
yrtance i is all geometry. Steering and wheel : : 
stomer aliguatent conhiaaianin abe all laid | pulley, rotor, shaft, ad housing. Fixture may 
ont out on angles, he points out. Wheel be clamped in vise or bolted to bench. 
nent to aligning, thus, is the adjustment : . 
service made e e car to obtain endian Thoroughly tested. Kits available 
me of tion of load and balance, and as for all Ford & Lincoln-Mercury pumps. 
nd not the front end load is carried on : : 
points instead of flat surfaces, the Write for prices. 
better importance of the angles and load | 
than is accentuated. 
plaint In design of the front end, the 
/  «Fe- principle points are the pivoting 
heap, are supplied and radius specified. | 
pays In coil-spring equipped cars, to | ; 
' the parallelogram of the indepen- | (Tight spline fit between 
egoing dent wheel suspension, the two com i 
r. You pivot shafts represent the I beam | oni cn. gs Pe 
ctively axle of the older cars. Wedges) Sonam Ge rere on 
were used in these cars to tilt the | Fords makes these tools 
stently axle for caster correction and are} essential.) 
wners still used on trucks for the ome | 
timu- purpose. i 
: ~ ag Ee ae — we ee. © ALL HYDRA-MATIC TRANSMISSIONS 
io are following good practice to use| Scamuit ie fenes bagel 
| used shims or compensators in cars to ae ; 
Bo a ee eee eet pinion gear shoft. DOLLY For safe handling, removal, and replacement 
Where normal seasoning has af-| No. 4851-A of Hydra-matic transmissions in any make of car. 
fected angles, shims or compensa- | o. ++++ $12.50 Sturdy...low priced...convenient. 
ple, to tors, do not change the angles, but | No. 7000-D.......++ ere $14.50 
ion 2 do make corrections for the stresses | REPLACER Assures rapid 
maxtos ta aiiaeet aaa” coon ae and correct replacement of | JUST OFF THE PRESS New Manzel ‘Tool Guide” lists all 
oe other parts of the chassis have | p universal joint flange and tools needed in servicing any Ford, or Lincoln-Mercury built 
a absorbed, he suggests. | full bottoming of shims, vehicle. For each tool every possible application is given...a 
_ The Cars with abnormally high cas- cups, and roller assem- unique, complete, and valuable reference. Write for free copies 
a a ter 7 cmpereniase will aa blies without damage. coogive one te Gach mechenie. 
id for correc ndicate badly sagge 
orked rear springs, Castiglia says. To No. 4858-E..... $5.50 
ijunc- verify this, he suggests throwing 
pro- the headlight switch on with the | 
i car on a level floor, to note how | 
ind is far up the headlight beam is. | 
w-up a then, instructs Castiglia, do | 
any not adjust the headlights but re- _ HOLDER Extra-! lacomall 
place or re-arch the rear springs. ete ong aoe 
) any Solan. iddics ae commumaeuen , a holds companion flange DIVISION OF FRONTIER INDUSTRIES INC. 
— ae correction of out-of-aligned firmly against high torque 315 BABCOCK STREET, BUFFALO 10, N. Y. 
ar tala ainane eta ones required in assembling. Factory authorized manufacturer and supplier of 
knuckle supports that might re- No. 4858-F.... .$4.95 approved tools and equipment for servicing all Ford, 
Lincoln, and Mercury Vehicles. 











FOR CONVENIENT LOCATION—A service 
merchandiser, featuring sectional unit con- 
struction for flexibility of arrangement plus 
a low vertical dimension to permit instalia- 
tion at window openings without blocking 
light, is announced by Kent-Moore Organ- 
ization, Inc., General Motors Bidg., Detroit 
Standard units of the new merchandiser con- 
sist of a four-foot work bench, center tool 
panel, two end storage cabinets, and deco- 
tative trim wings. Completely assembled, it 
stands 53% inches high by 97% inches long 
by 32 inches deep at the bench. 





DIAL BORE GAUGE—Rimat Machine Tool 
Co., 1117 Air Way, Glendale, Calif., is now 
producing this device which measures diam- 
eters of internal grooves for "'O" rings, snap 
tings, oi! rings and others. The unit measures 
both deep and shallow holes, reports the firm. 





TESTS ENGINES—A King system engine 
tester, incorporating a built-in spark-plug 
tester, is announced by Electric Heat Control 
Co., 9123 Inman Ave., Cleveland. Designed 
for use on 6, 12 and 24-volt ignition systems 
of automobiles, buses, trucks, boats, aircraft 
and stationary power plants, the Model MT- 


830 tester has provisions for overall ignition 


testing while the engine is running. 











FOR 
rests, produced by Morton Specialities Co., 


CHRYSLER-LINE CARS—Perfect arm 


Norwalk, O., are made of molded sponge 
rubber installed on a plywood frame. This is 
covered with vinyl plastic in maroon, tan, 
blue and green. The unit will fit the threaded 
holes on 1941-50 DeSotos, Dodges and Plym- 
ouths, and on 1946-50 Chrysiers, says the firm. 


| 
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IDENTIFIES BRAKE SHOES—Wagner Elec- 
tric Corp., 6400 Plymouth Ave., St. Louis, 
announces distribution of an easy-to-use brake 
shoe identification chart, available to brake 
service jobbers, dealers and repair shops. 
This chart provides quick identification of 
brake shoes for all passenger cars and Ford 
and Chevrolet trucks. All the mechanic has 
to do is match the shoe silhouette with the 
chart silhouette, then hold shoe table against 
proper arc on chart comparing size of arc 
and position of rivet holes to determine 
proper lining set. 


RUSTPROOF PLUG — Here's 
sparkplug for marine as well as automobile 
and other automotive engines. It differs from 


@ new type 


the conventional type of plug and offers, 
among other features, a baffled firing cham- 
ber with five outlets, which provides a jet- 


firing action, the maker states. Made of 
Monel, with a D nickel adjustable center 
electrode and a ‘'shatterproof'' ceramic in- 


sulator, it is a product of Thomas Autemotive 
Products Mfg. Co., 216 7th St., Rockford, Ill. 
Thousands of the plugs have been in service 
12 months, especially in the Midwest. Most 
of those used to date have been in motor 
trucks where experience indicates a saving as 
high as 10 percent in gasoline consumption. 
It has also been used in passenger cars and 
in both outboard and inboard engines, the 
company adds 


FOR IGNITION WORK—K-D Mfg. Co., Lan- 
caster, Pa., has added two pocket-size igni- 
tion kits to the line of K-D tools. The kits 
contain a complete set of tools to do all 
types of ignition servicing on Auto-Lite, Delco 
and Ford distributors and voltage regula- 
tors, reports the firm. 














FOR SCHOOL BUSES—K-D Lamp Co., Cin- 
cinnati, announces a bus light with new-type 
bracket mounting. The lamp has four bolts 
on two-inch centers with detachable straight 
bracket, together with an L-shaped bracket 
to eliminate vibration. The unit can be had 
with red or amber lenses. 


iP laa 
4 BODY REPAIR SECTIONS 





FRAME CONTACT HOIST—An auto hoist 
with a new method of raising cars has been 


announced by Globe Hoist Co., Philadel- 
phia. The F-27 Frame-Kontact hoist lifts an 
auto by its frame, rather than by the axles, 
and thus provides clear, unobstructed acces- 
sibility throughout the length of the ve- 
hicle's under side. This Globe hoist consists 
of two parallel frame contact supports, each 
of which is attached to a self-synchronized 
hydraulic power cylinder. These cylinders are 
placed 42 inches ——_ at each side of 
the car and not front-and-back as in con- 
ventional two-post lifts. There is no bolster 
or cross member and as a result a clear, 
unobstructed aisle runs lengthwise beneath 
the vehicle. Thus, all underside parts are 
fully accessible to the mechanic, including 
axles, rear end, automatic transmissions and 
parts which cannot be reached readily with 
conventional single or two-post lifts, the com- 
pany states. The floor is clear underneath 
the car for maximum movement of equip- 
ment. Another feature of the new hoist is 
easy spotting. No spotting equipment or 
mechanisms are required. 





> * * 


BRIGGS WALL CHART—Briggs Mfg. Co. 
has ready for distribution to the body repair | 
trade an attractive, three-color self-mailing 
piece that opens up into an eye-appealing 
body repair section and door repair panel 
chart. The body repair section chart opens up 
to approximately 22'/, inches by 33 inches, 
and is made to hang on the wall for quick, 
easy reference. The chart shows many illustra- 
tions of Briggs body repair sections, as well 
as useful information such as part numbers, 
car models, year and other facts to make 
replacement easier. Is available from Briggs 
distributors or Briggs Mfg. Co., Refinishing 
Materials division, Detroit II. 





SS 





SHOW LEVEL OF BATTERY WATER—Sav-a- 
Battery filler-caps are designed to show at 
a glance when a battery needs water, ac- 
cording to Sav-a-Battery, Inc., Box 
2518, Jacksonville, Fla. At the same time, it 
warns if the battery is using too much water 
as a result of the voltage regulator being 
set too high, the company adds. The caps 
will not freeze in use, it states, unless the 
entire battery is frozen, because a few min- 
utes after they are installed, the acid in the 
cells mixes with the water in the caps. 


FOR '50 MODELS—Vis-O-Shade Corp., 2430 


S. Michigan Ave., Chicago, has introduced 
the custom ‘50’ deluxe visor for new-car 
models. This device, says the firm, is custom- 
built for all 1950 cars and features a patent- 
ed adapter for one-piece windshields. 







DRESSES-UP FORDS—Chrome fender stream- 
ers for 1949-50 Fords, have been announced 
by Denton Hassell Mfg. & Distributing Co., 
195 W. Nine Mile Rd., Ferndale, Mich. These 
streamers cover the Ford's projecting fin 
od forward of the taillight. Pressed from 
eavy gauge steel, the streamers are triple- 
chrome plated and polished to a high luster, 
the firm states. 








QUILTED PLASTIC—Schoelikopf Co., Dal- 
las, is now producing ready-made seat cov- 
ers of Sealtuft, the stitchless quilted plastic 
made by Jason Corp., Hoboken, N. J. The 
material is said to be scuff, grease, alcohol 
and stain proof. 





SERVICE SECTION 








NOVELTY HORN—Do-Ray Lamp Co., 1458 
S. Michigan Ave., Chicago, has patented and 
is now marketing the Koo-Koo Horn for use 
on automobiles. It is manually operated, re 
quiring only one connection leading to the 
dash control. No other mechanical or elec- 
trical operational connection is necessary, it 
is said. 





MAKES TESTING EASIER—A new "'before- 
| charge" battery tester which makes regular 
| battery testing quick, convenient and profit- 
able for service stations and a service sought 
after by the customer was announced last 
week by Willard Storage Battery Co., Cleve- 
land. The Willard Checkmaster, is portable 
and compact, weighing only a pound and a 
half. It can be taken to the car for a fast, 
accurate battery check, the company states 
Since the Checkmaster may be hung on the 
car, the customer can follow the battery test 
step by step and see for himself the condi- 
tion of his battery. The meter is as easy to 
read as a watch. 
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TIME SAVER—A slide hammer attachment 
for pulling the pinion shaft oil seals on 
Chrysler Corp. autos has been designed and 
built by the Owatonna Tool Co., Owatonna 
Minn. The attachment fits over the pinion 
shaft and threads into the seal. Since the 
pull then is against the buttress threads of 
the tool, the oil seal is easily pulled, the 
company states. It can be used on all mode’ 
of Chrysler, Dodge, DeSoto and Plymouth 
cars. 





RECONDITIONS DASH—A kit which e! 


lows a painter to spray graining ink throu t 
a cloth screen to produce a factory-like ‘1 
ish on dashboards is being marketed > 
George W. Snibbe Sales Co., 926 S. Flo»e 
St., Los Angeles. The unit consists of fie 
medium and wide graining screens, and »'* 
pints of ink concentrate—mahogany, d° 
walnut, walnut, maple, oak and gray. 


(Continued on Page 51, Col. 1) 
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CLOTHES RACK—The Hartal spring-on auto 
clothes rack will carry up to 30 garments, on 


hangers or in garment bags. Ic a product of 
Specialized Products Co., 
Wis. 

* + * 


{ssociated Producers Claim 
Improved Body Solder 


Port Washington, 


| 


An autobody solder, called Super | 


Solder, for which many advantages | 


are claimed, has been placed on the 
market by Associated Producers, | 
Inc., Detroit 20. 

Differing from other solders in 
the character of its ingredients, it 


does not separate or skin over in| 


the can, retaining its original plia- 
bility practically indefinitely, 
cording to the company. 

* * * 


Timing Chain Bulletin 


Chain Belt Co., 
St., Milwaukee 4, has_ published | 
bulletin No. 49-5 describing the | 


construction and use of Duckworth | 


automotive timing chains. 


* * * 
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BRAKE LINING SET—National Brake Block | 


Corp., 79 Madison Ave., New York, has just 
placed on the market its new, pre-cemented 
line of National Bond-Tite brake lining sets 
for easy, efficient and economic bonding 
application on passenger cars and light 
trucks. The lining is factory-coated for con- 
venience. 
* * * 


Sales Motivators Offered 
By Belnap & Thompson 


Results of a survey made with 
1,400 sales managers in a wide 
variety of businesses led to the 
recent development, by Belnap & 
Thompson, Chicago, of a new 
series of six “Sales Motivator” 
broadsides, sample sets of which 
are being offered free to sales 
executives. 

“Motivators” are self-contained 
incentive programs in broadside 
form. They feature a wide and 
varied selection of nationally ad- 
vertised merchandise prizes in 
specific retail price ranges from 
$5 to $70. A sample set of the 
complete series will be sent upon 
request to Gordon Nereim, Bel- 


nap & Thompson, 1516 S. Wa- 
bash, Chicago. | 
o * > 





EASY BULB REPLACEMENT — Magic-Lite, 
produced by Standard Portable Cord division, 


Park Industries, Inc., Jamestown, 
is opened quickly by a hook. The 
guard is cadmium plated. 

. . . 


Lincoln 
Ni 


Universal Lubricating Offers 
Self-Tapping Drain Plugs 

A complete line of self-tapping, 
oversized drain plugs is offered to 


the automotive trade by Universal 
Lubricating Systems, Inc., Alle- 





gheny Ave., Oakmont, Pa. They are 
made in six standard sizes, which 
fit all standard makes of passenger 
cars and trucks. 

Universal self-tapping drain plugs 


AUTOMOTIVE NEWS, FEBRUARY 


| General Electric Offers 
Reflector Spot Lamp 


General Electric, Nela Park, 
|Cleveland 12, has announced the 
|development of a 300-watt R-40 
(face five inches in diameter) re- 
flector spot lamp. It has a heat- 
resistant glass bulb and mogul 
screw base, and is a companion 
to a previously announced flood 
lamp of the same wattage and 


are sold in any desired number of | size, the company said. 


|the various standard sizes, or they 
|may be purchased in two types of 
| boxed assortments. 
|ments are packaged in a fibre box 
| which is divided into compartments 


The _ assort- 


to hold each plug size. 


PREVENTS CURB SCRAPES —Curb Signal 
| Co. 6611 Euclid Ave., Cleveland, announces 
@ non-electrical curb warning device to be 
sold under the trade name of Auto Guide. 
It is constructed of — wire plated in 
zinc, and is installed in five minutes, 
the ‘firm. 








G-E engineers said the spot dis- 
tribution of light had been made 
possible for the first time in a hard- 
glass reflector lamp by the develop- 
ment of a practical method for 


|lightly frosting the inside of the 
|face of a bulb. Heavy frosting re- 


sults in a flood pattern, and no 
frosting at all causes striations to 
appear in the beam, it was said. 


* * * 


Flash-O-Graph Offered 


For Plant Safety Work 


Safety messages which gain 
and hold attention by a com- 
bination of light and motion are 
made possible by the new M.S. A. 
Flash-O-Graph, according to the 
manufacturer, Mine Safety Ap- 





says | 


HARD TO 


pliances Co., Pittsburgh 8. 
_ Messages on a Flash- -O-Graph 





a eee 


are spelled out in ‘bright dots of 
light which move along continu- 
ously like electric news bulletins. 
The Flash-O-Graph is a power- 
ful aid to safety in plants and 
offices, is economical, dependable 
and easy to maintain, says the 
manufacturer. 





STEERING WHEEL PULLER—A time-saving 
universal steering wheel puller by Owatonna 
Tool Co., Owatonna, Minn., is designed to 
pull all steering wheels tapped for cap 
screws, The steering wheel puller fits Chev- 
rolet, Oldsmobile, Pontiac, Buick, Nash, 
Ford, Hudson and other makes of cars and 
trucks. It is designed for pulling wheels with 


either two or three cap screws. 


THe, MALTON BERLE 


oy nosaet syuveste® 


A Complete Noveletts 


ASK FOR... AND INSIST ON 


100% 


at VAY | 


MOTOR OIL 


WORLD’S MOST FAMOUS OIL... 


Backed by 27 years of continuous advertising 


Here’s a sales combination that’s hard to beat—the finest oil you can 
sell backed by hard-hitting advertising in leading national and farm 
magazines. This advertising tells the story of Pennsylvania motor oil 


to millions of people; but what’s more important, it tells this story 
month after month to the people who are most important to you! 


Hundreds of car and truck owners who read these advertisements are 
people who live and buy in your own community. 


YOU CAN SELL THEM IF YOU TELL THEM 
Sell them by letting them know you handle 100% pure Pennsylvania oil. 


Sell them by telling them Pennsylvania Motor Oil is preferred by auto- 
motive engineers (for use in their own cars) 2% to 1 over any other 


motor oil. 


Tell them by displaying Pennsylvania oil. 


Sell them the sure, safe motor protection they’ll get when they buy 


100% pure Pennsylvania motor oil. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Oil City, Pennsylvania 
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‘Time t to > Chaiiaa? Display 


Aims at Filter Refill Sales 


A picture of a pained looking 
diapered baby atop a “Time to 
Change” sign is the customer at- 
tracter in Champion Laboratories’ 
display designed to promote filter 
refill sales, 

The display rack, for counter, 
hanger or wall, houses an assort- 
ment of 20 popular-sized refills. 
Accompanying each rack is a cross 
reference wall chart of specifica- 
tions for filters and refills and 
booklets listing popular sports 
champions and records. 

The display may be obtained 
from Becker & Lush, Inc., 101 
Whitney Ave., New Haven, Conn. 


* * * 


Polystyrene Guide 


A guide which summarizes 
recommended techniques for ma- 
chining and working with polysty- 
rene has been published by Plax 
Corp. div., Hartford-Empire Co., 

O. Box 1019, Hartford, Conn. 


* * * 


Sheet Packing Catalog 


A catalog of various types of 
sheet packing which it manufac- 
tures for handling liquids, gases 
and abrasives has been issued by 

(Continued on Page 52, Col, 1) 
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B. F. Goodrich Co., Akron, and 
is available upon request. The pub- 
lication lists specifications and out- 
lines uses of the different kinds of 
packing and describes materials 
used in their construction. 

+ ok + 





SMOOTHER RIDE—A device which is said 
to provide the same results as new springs 
plus shocks is being produced by Pickwick 


Co., 21 N.E. Third St., Cedar Rapids, la. 
Recommended by the firm for 1935-48 Fords 
and Mercurys, the unit is installed in a few 
minutes, says the company. 


> * . 
Sun Electric Offers 


Catalog Covering Line 

A new 16-page catalog by Sun 
Electric Corp. contains illustrations 
and descriptions of several new 


Put new PUNC 
with a JACK 


Sun testers, as well as the com- 


plete line of automotive test equip- 
ment which they manufacture. 

Among the units described are 
the truck motor tester generator 
and regulator tester, alternator 
tester and a portable tachometer. 

The catalog may be obtained 
from Sun Electric Corp., 6323 Avon- 
dale Ave., Chicago 31, II. 


* * * 


Transmission Belting 


A four-page catalog section on its 
rubber transmission belting has 


been issued by B. F. Goodrich Co., 
Akron, and is available upon 
request. 

+ * * 


Magnetic Fastening Droplight 
Produced by Magnetix 


A new refinement in drop- 
lights for automotive service sta- 
tions has been announced by 
Magnetix, Inc., 101 S. Van Brunt 
St., Englewood, N. J. 

The droplight fastens itself mag- 


| 





H in you 
aah 


Yew HEIN-WERNER 


netically by contact to any iron 
or steel surface and its light can 
be directed at any point where 
needed. 





SINGLE UNIT WASHER—A combination of 


| pistol grip-trigger valve water nozzie and 


self-cleaning sponge rubber wash pad has 


| been developed by Molded Specialties, Inc. 


1333 €. 170th St., Cleveland. A threaded 
bushing in the sponge rubber wash pad 
makes connection to the water nozzle easy 
and positive, the company states. The unit is 
said to be ideal for use in and around serv- 
ice and fleet shops, and service stations where 
car and truck washing must be done fast 
and thoroughly. 
* * * 


Champion Glove Formed 
Louis 


{nounced formation of the Cham- 


pion Glove Corp., with factory and 
executive offices located at 850 Met- 
ropolitan Ave., Brooklyn, N. Y. The 


K. Braunston has an-| 


| dent, will manufacture 
| coated industrial work gloves. 


| * * * 

| New Stock Assortment Kit 

| Offered by Stromberg 

A new addition to the line of 
Stromberg stock assortments of 
Bendix Products, South Bend, for 
service distributors and dealers 
is a compact package of repair 
kits, gasket sets, parts and car- 
buretors designed for use in su- 
per service stations and small 
carburetor repair shops. 





Products Co., 122! S. Hope St., Los Angeles. 


The package includes two harmonized horns, ; 
The unit mounts | 


| two air tanks and fittings. 
| between the radiator and grille. 
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4 ton G.A.C. double-acting push or pull 


HYDRAULIC UTILITY UNIT 


for body and fender jobs...saves time...saves mechanics 


When the lid of the sturdy steel chest 
is opened the Utility Unit and attach- 
ments pop up into sight—ready for 
use. It’s the handiest tool on the market 
for fender and body repairing of pas- 
senger cars, trucks and buses. 

You'll like this combination. It consists 
of a No.H-800 Remote Control Hydraulic 
Utility Unit, and No. 7-a Assembly 


LA 
RE 


CORPORATION 





Parts —all for only $108.00 (Western 
price $113.40). The chest is $19.75 
extra(Western price $20.75). This mod- 
erate investment “puts you in business.” 

Model H-800 “Junior” Utility Unit has 
a PUSH of 4-tons, and a DIRECT PULL 
of 2-tons. It operates in ALL positions. 
Positively will not become air bound. 

For heavy-duty work Hein-Werner 


HEIN-WERNER also manufactures 
Bumper-Lift Hydraulic Jacks for 
passenger cars, Under-Axle Jacks 
for trucks and buses. . 
Jacks for shop use. 

jobber or write us for details. 


capacity, and 
surpassed for 
Fender Straig 


Action Adijus 


. Service 
Ask your 


P. USH De 


IBLE AC 


© WAUKE 


G.A.C. Utility Units of 10 or 20 tons 


a wide variety of attach- 


ments, are immediately available. Un- 


repair jobs such as Body 


Alignment, Frame Work, Box Channel, 


htening, Rear Axle Hous- 


ing Jobs, Bumper Straightening, Knee 


tments, and Front Axle 


Straightening. 
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| firm, of which Braunston is presi- | 
plastic 


| BUICK AIR HORNS—Kits for air horns to 
| fit 1942-49 Buicks are in production at Grover | 


COMPUTES INCOME TAX — The Figure- 
Mated payroll tax index, produced by 
Rapid Office Devices, Inc., 55 E. Washington 
St., Chicago, computes in one operation the 
withholding tax and the new I'/, percent 
| social security levy, according to the firm. 

* * * 


Chemical Coatings Folder 


A four-page folder on chemical 
resistant coatings is available from 
Wilbur & Williams Co., 43 Leon St., 
Boston 15. It contains information 
on applications for maximum 
chemical, moisture and rust re- 
sistance in varied industries for all 
| metal, concrete and wood. 

+ . + 








FULL-GLOW FENDER GUIDE—Casco Prod- 
| ucts Corp., Bridgeport, Conn., has announced 
| @ lumite-design on fender guide, whose whole 
length glows. The streamlined chrome-plated 
base of the guide houses a bulb, the light 
| from which travels up the translucent lucite 
rod to the tip. The rod itself glows faintly 
all the way to the tip which is treated to 
ogee and transmit a soft, glareless 
| light. 





| Dust Collecter Designed 
For Masonite Sheet Work 


A unit designed to remove dust 
caused by production milling of 
masonite sheets has been designed 
by the Aget-Detroit Co. Main at 
| Washington, Ann Arbor, Mich. 

It is a self-contained unit de- 
| signed for quick installation with- 
}out extensive use of piping. 





STEADIES GAS FLOW—Airtex Automotive 
division of Chefford Master Mfg. Co., Inc., 
Fairfield, Ill., is marketing a self-cleaning 
fuel filter with pulsation damper. The damper 
operates by means of a spring-supported 
Airtex diaphragm assembly which serves as 
a shock absorber in the fuel line. It reduces 
the pulsating flow of gasoline from the fuel 
}pump to a smooth, steady stream at the 
| carburetor, the firm states. 


> . 7 


| Goodrich Offers Farmers 


"90 Edition of Almanac 
A 68-page farmer’s handbook and 
j}almanac has been published by B. 
|F, Goodrich Co. in a 1950 “edition 
and is available upon request to 
the firm’s headquarters in Akron. 
Besides almanacs for each month 
(Continued on Page 53, Col, 1) 
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(Continued from Page 52) 


ind calendars for 1950 and 1951, 
he volume covers such subjects as 
.ecident prevention, belting care, 
brooding, chemicals on the farm, 
Christmas tree farming, cloud read- 
ing, eclipses for 1950 and many} 
others. 


* a. | 






CUsTtowrs 


Ht box 


tampering, the company says. 
The registering unit is inter- 
changeable and can be removed 
from one vehicle and installed in 
another without disassembly, it 
is added. 


* * * 


Blaisdell Mfg. Offers 


Cylinder Head Studs 

A new type of cylinder head 
studs has been brought on the 
market by Blaisdell Mfg. Co., Long 
Beach, Calif. The feature of these} 
new studs is said to be that they 
eliminate the necessity of having | 
to drill the head and use an over-| 
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CHANGEABLE BILLBOARD—An all-plastic, 
weatherproof composing board which allows 
the specials to be changed easily, has been 
produced by Dojama Eastern Corp., Gor- 
donsville, Va. Letters fit into a channel which 
automatically anchors the characters in place. 
The device is offered with various type styles 
in different colors. 








ERIE COMPLETES '50 LINE—Erie Mfg. Co. 
Inc., Chicago, announces that its line of 
Erie Kargard Supreme grille guards for all 
50 cars is now complete. They are available 
for both front and rear. Shown are new 
models for Fords and Studebakers. 


. * 7 
Concrete Floor Hardener 


Offered by Stonhard 


Stonhard Stontop, a product to} 
make concrete floors “harder, more | 
dense, and resistant to abrasive 
wear, syrups, acids and water,” is 
being offered by Stonhard Co. 

For complete information write 
to the company at 500 Stonhard 
Bldg., Dept. AN, 1306 Spring Gar- 
den St., Philadelphia 23. 





* > * 





CORRECTS ALIGNMENT—A _ knee-action 
corrector which makes possible easy correc- 
tion of caster or camber by reversing the 
forces that have caused mis-alignment has | 
been introduced to the trade by Arn-Wood 
Co., 610 W. Colfax, Denver. This corrector 
increases, decreases or holds camber and 
increases or decreases caster. The corrector 
rolls the entire knee assembly forward or 
backward to its proper position by placing 
leverage over the entire knee, says the firm. 

7 * * 


Milemaster Said to Convert 


Revolutions into Miles 


Barbour Stockwell Co., Cam- 
bridge 39, Mass., is manufactur- 
ing a new instrument, the Re- 
liance Milemaster, which converts 
tire revolutions into miles and 
is guaranteed to keep an ac- 
curate record of road mileage, 
according to the company. 

Milemasters are easily installed 
on the front axle of trucks, buses, 
tractors, taxicabs and passenger 
cars or on the rear axle of 
trailers, and are sealed against 


sary to enlarge the threaded hole in| 
the block. 

The new Blaisdell stud 
threaded on both ends. The lower 
end has a %-inch standard thread 
and immediately above the thread 
the stud reduces in size to 7/16- 
inch and continue to the upper end 
with that diameter. 


AUTOMOTIVE NEWS, FEBRUARY 13, 1950 
| 


On Remote Control Lighting 

Steber Mfg. Company, has is- 

sued a prospectus entitled “The 

Safety, Convenience and Econ- 
Ya 





NEW CHEVROLET CARBURETOR—The | 
size nut where it becomes neces- | Rochester carburetor, manufactured by Roch- | 
ester Products division of General 
a 
except cab-over-engine models. 
is | It is designed to fit all Chevrolets from 1932 
through 1950. Foremost of its features is the 


Rochester, 
Chevrolets, 


concentric float 


shifts of the fuel level, due to road incline 
or sudden stoppage, the new-type bow! keeps 
fuel level always below the nozzle spill point, 
eliminating fuel loss thus minimizing the pos- 
sibility of stalling, the company states. 
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pies 


Steber Offers Prospectus 


omy of Remote Controlled Light- 
ing.” It explains the simplicity of 
a low voltage, double contact q 
switch system which offers safety \ 
and convenience through the lo- 
cation of any number of switches 
at strategic points about farm, 
estate, or home. Copy may be had 
by writing to the company at 
Broadview, Ill. | 


Riverview Found 
River, 
which the shank 
the file secures 
wanted, another 
removal and rep 


+ + * 
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is being used on all 1950 | 
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FOR HAND SANDING—A flexible rubber 
sanding and polishing pad, the Sandanser, | 
is being produced by Roline, Inc., 1128 E—.| Current whe 
134th St.. Cleveland. The abrasive paper is 
held in place by spring clamps. The unit is | 
thin enough to permit ‘feel of the work," 
| according to the firm. 


bowl. Regardiess of any 
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For Car and Truck Repairs 


iMet-L-it 


and Met-L-it Fiber Mean 


GUARANTEED 
PERMANENT 
ADHESION! 


*SAVES LABOR COSTS 
*SAVES MATERIAL COSRs 
°W0 SPECAL TOOLS 


Here’s the roughest, toughest ‘‘cold metal’’ com- 
bination you’ve ever seen! Met-L-it and Met-L-it 
Fiber make metal repairs that stay in place through 
the hardest wear you can give them. Met-L-it 
means GUARANTEED PERMANENT ADHESION! 

Met-L-it is highly workable, dries fast, can be 
sanded and feather-edged smooth; takes paint or 
lacquer without blistering. It’s waterproof, rust- 
proof and withstands heat. Met-L-it is especially 
useful for hard-to-get-at repairs or in places where 
flame cannot be used. 

Ask your jobber about Met-L-it today. 








Met-L-it products are 
available separately or 
in handy kits. 
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FILE HANDLE—Handee-Guide, produced by 


ry Co., 1148 Devol St., Fall 
a tapering groove into 
of the file slips. A tap on 
it. When a different file is 
tap and the file is loose for 
lacing. 


* * . 


Portable DC Power Supply 
Offered by Mallory 


portable DC power 


|supply has been announced by P. 


& Co., Inc., 3029 E. 
St., Indianapolis 6. 
it, Mallory 6RS10, has 


been designed as a source of DC 


rever 110-115 volt AC 


current is available. 


was designed for use 
don Page 54, Col, 1) 
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(Continued from Page 53) 


in the testing and demonstrating 
of automobile radios and electrical 
equipment. DC voltage is continu- 
ously variable from zero to eight 
volts, the company said, adding 
that the unit may be safely oper- 
ated continuously at 10 amperes 
and intermittently at 20 amperes. 
Catalog 6RS10, available from the 
company, contains detailed infor- 
mation. 
+ * + 


Chek-Chart Readies 


Lubrication Guide 

The new 1950 Chek-Chart auto- 
motive lubrication guide (Chek- 
Chart Corp., 31 E. Congress St., 
Chicago 5, Ill.) will be ready for 
delivery about the first of March. 
This guide will consist of 112 
pages, covering passenger cars from 
1941 through and including all 1950 
models. Each chart has been ap- 
proved by the manufacturer. 

In addition to the individual dia- 


gram lubrication charts, there is 
an enlarged general instruction 


—=—> 





MOTOR OIL 


Quaker State Motor Oil 


section, including step-by-step pro- 
cedure on the servicing of auto- 
matic transmissions and fluid 
couplings, plus a body lubrication 
chart and composite automotive 
chassis chart. 





PROTECTS BUICK BUMPER LIGHTS—Save- 
a-Lite Grille, produced by Automaco, Inc., 
Birmingham, Mich., protects the front and 
rear bumper lights of the new Buicks. Four 
to a set, the steel protectors are easily in- 
stalled in 10 minutes, says the firm. 


3 out of 
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United Rubber Announces 


New Truck Camelback 


| 

| United Rubber Corp., 823 Trac- 
tion Ave. Los Angeles 13, an-| 
nounces a new camelback (retread- 
ing material) which is claimed to| 
wear from 30 to 50 percent longer | 
than the original tread on any | 


standard, top-quality truck tire. | 

The new product, which is called 
Excello, is a compound of crude 
and cold rubber. The amalgamation 
is claimed by the company to result 
in a tire with the cool running, | 
high tensile strength of crude rub- 
ber, and the toughness and abra- | 
sion resistance of cold rubber. 

+ o + 


| 
| 


New-Type Brake Energizer 


Offered for Chevrolets 


Introduction of an easily in- 
stalled new-type self-energizing 
brake energizer for Chevrolet 
passenger cars and trucks is an- 
nounced by South Gate Brake 
Specialties Co., South Gate, Calif. 

Energizers fit all Chevrolet 
passenger cars, 1936 through 1950, | 
and all %-ton trucks, Literature | 
and prices may be had by writ- 
ing South Gate Brake Specialties 
Co., 9809 Long Beach Bivd., South 
Gate, Calif. 





5 users 
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Quaker State Superfine Lubricants 


it makes and keeps friends. 


Quaker State Motor Oil is refined from 100% pure Pennsylvania 
grade crude oil by the most modern refining methods in the industry. 
It makes cars run better, last longer. User loyalty is building profit- 
able repeat business for more than 100,000 dealers throughout the 
civilized world. Are you getting your share of this business? 


LUBRICATOR DEVELOPMENT — Automotive | 


& Marine Products Corp., 87 Harvard Ave., 
Boston, has developed another addition to 
its line of Ampco lubricators and injection 
devices. This heavy-duty, dual-flow unit is 
said to improve engine operations by ex- 
tending ring, valve and cylinder-wall life. It 
also reduces carbon formation and engine 
deposits, the firm reports. 


” * * 


Maine Announces Remover 


For Bonded Brake Linings 


Production of Hartman bonded 
brake lining removers has been 
begun, according to the manufac- 





ORE motorists use Quaker State than any other Pennsylvania 
motor oil. Yes, and three out of every five Quaker State 
users have been buying it for five years or more—which shows how 


Quaker State Oil Refining Corporation, Oil City, Pa. 
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turers, Maine Machine Works, 123( 
E. 109th St., Los Angeles 2. 

The company said the remover 
|can be used in any standard brake 
|drum lathe, and that a Mandre! 
can be furnished so that the fix- 


’|ture can be used in any 12-inch or 


larger machine lathe. 
a * * 


Suspension Catalog 


+ | Offered by Tuthill 


A catalog for front end wheel 
suspension parts for all popular 
cars and trucks is now available 
from Tuthill Spring Co., Chicago. 

The 16-page catalog contains 
clearly marked illustrations and 
listings are carefully nomencla- 
tured for easy identification. 

Write to Tuthill Spring Co., 
760 W. Polk St., Chicago, IIL, for 
catalogs and price schedules. 





* * * 





SAND BLASTER—A new-type portable sand 
“blasting machine, the Blast-Cleaner has re- 
cently been put on the market by Gordon 
Mfg. Co. of Burbank, Calif. This sand blaster 
is used in automotive shops for removing 
paint trom bodies, rust and corrosion from 
cylinder heads and other parts. It weighs only 
42 pounds and is easily wheeled right to the 
job. The machine is simply connected to an 
air line and operated at a pressure of 80 
pounds or more. A fine grade dry plaster 
sand is used; machine will hold 95 pounds 
which will blast continuously for one hour. 
The pressure of the sand on the painted auto 
body is so great that the old paint and 
corrosion is literally washed away, the com- 
pany adds. 

* * * 


Plastic Sponge 

| A plastic sponge, which report- 
|edly is not affected by mild acids, 
alkalies, washing compounds or 
soaps, is offered by the Barco 
Chemical Co. Additional informa- 
tion may be obtained from the 
company, 174 Fifth Ave. New 
| York 10. 
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FOR COUNTER DISPLAY—Dealers in auto 
accessories have a new sales tool—this color- 
| ful counter sales carton prepared by Howard 
| Zink Corp., Fremont, O., to display Sure-Fit 
door arm rest covers. The orange carton 
| carries the sales message printed in red and 
| black. Each carton holds 12 assorted pairs 
of covers, sealed in cellophane envelopes. 

* * 


| Bearing Distributors 


Offer Free Booklet 

The Anti-Friction Bearing Dis- 
tributors Assn. has published a 20- 
page booklet titled “Installation, 
Maintenance, Removal of Anti- 
| Friction Bearings.” 

Copies may be obtained free of 
charge by writing the Anti-Fric- 
|tion Bearing Distributors Assn., 
1900 Euclid Blidg., Cleveland 15, O. 


* * * 


2 Auto Aerial Models 


Added to Skyhawk Line 


| Two models of auto aerials, de- 
| signed so that installation on any 
| contour at any angle is a matter 
| of only five minutes, are bowing 
| (Continued on Page 55, Col. 1) 
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New Products 


(Continued from Page 54) 


in as the third type in Cornell- 
Dubilier’s new Skyhawk line of 
intennas. 

Complete details can be ob- 
tained by writing to Cornell- 
Dubilier Electric Corp., South 
Plainfield, N. J. 





CARBURETOR VELOCITY STACK — The 
Krome-Dome is made by Boettger Tool & 
Die Co., Los Angeles 31. Designed for all 
V8 Fords and Chevrolets. 


* * * 


Edison Battery Catalog 


A 24-page catalog in full color, 
just released by Thomas A. Edison, 
Inc., Automotive division, West Or- 
ange, N. J., features the complete | 
line of Edison batteries. 





DISPLAYS BULBS—A flashlight-bulb mer- 
chandiser, the F-8-C, containing 100 bulbs of 
eight selected rypes, designed and _ intro- 
duced by General Electric, is “going over 
big" with dealer, according to the G.E. 
lamp department, Cleveland. The bulbs, 
mounted in 10 rows on an inner tray, may 
be displayed openly by partially pulling out | 
the tray and standing the merchandiser up 
by means of its easel. 


* * * 


On Heated Rubber 


A bulletin on embedded wire re- 
sister type of electrically heated 
rubber has been published by B. 
F. Goodrich Co., Akron. 








| 








FOR SUB-ZERO 
Rebat 2H cold starting battery is offered by 
Reading Batteries, Inc., of Reading, Pa., to 


STARTING—The 2!-plate 


supplement its regular line of automotive 
batteries for use wherever extremely low tem- 
peratures are encountered. Developd origin- 
ally to met specifications set down by Army 
Ordnance experts, the Rebat 2H battery has 
been proven capable of starting heavy motor- 
ized equipment at temperatures of minus 
forty degrees, the company states. 
* * «= 


Colorglo Offers Display 


For Its Car Waxes 

Colorglo Products, Inc., Whittier, 
Calif., is offering a self-merchan- 
dising display free of charge to all 
dealers with their order of a min- 





imum Colorglo car-wax assortment. 

The display is constructed of 
heavy steel, and is 13 inches wide, 
14 inches high (including the pints 
of Colorglo traffic film remover 
and Liquidwax), and 9% inches 
deep. 


* * * 


Wagner Electric Issues 


Brake Parts Catalog 


The Automotive division of Wag- 
ner Electric Corp., 6400 Plymouth 
Ave., St. Louis 14, announces the 
distribution of the 1950 issue of 
the Wagner Lockheed brake parts, 
fluid and CoMaX brake lining cata- 
hg AU-500. 

The catalog contains reference to 
fast-moving brake parts and lin- 
ing, covering popular models of 
passenger cars and trucks. It lists 
a complete coverage of shoe ex- 
change sets, as well as CoMaX 
bonded lining segments available 
to those interested in bonding lin- 
ing in their own shops. 





Geo. M. Weitz of Snap-on Tools, 
J. D. Johnson, Service Manager, and 
Frank Woods of Frank Woods, Inc., 
Charlotte, N. C. inspect a new Snap- 
on Roll-Cab and set of Snap-on tools. 






because of finer quality work since 


equipment up-to-date with Snap-ons”’, 
says J. D. Johnson, Service Manager 


‘ 





| AIDS CRANKCASE REPAIRS—A tool that 


aids a mechanic trying to drive crankcase 
bolts and, at the same time, hold the gasket 
and pan in position, is now being marketed 
by Zephyr Mfg. Co., 20! Hindry Ave., Ingle- 
wood, Calif. Called a Crankcase guide stud, 
and best used in pairs, these studs are 
screwed into boltholes in opposite sides of 
the block. They serve as guides, the gasket 
and pan being slipped over the studs and 
retained in place by the ‘“‘umbrella-type" 
spring. The bolts are then inserted. 


* * * 


Solder Pre-Form Bulletin 

“How to Speed Up Soldered As- 
semblies with Solder Pre-Forms” is 
the title of the new four-page bul- 
letin recently made available by 


“‘More Satisfied Customers 





our mechanics brought their 







of Frank Woods, Inc., Charlotte. 





J. D. Johnson, President of the Service Managers Associa- 
tion, knows that good tools as well as good equipment 
are important in selling an increased volume of service. 
An expert mechanic himself, he knows that a complete 
kit of Snap-on tools contributes to speed, good workman- 
ship, and bigger pay envelopes. 


***Snap-on"’ is the trademark of the Snap-on Tools Corp. 


ACL OS ANAL leas 











Soldering Specialties of Summit, 
N. J. 


* * * 


Airco Offers Catalog 


A new arc welding machine cata- 
log has been announced by Air 
Reduction Sales Co. 

The 36-page, illustrated catalog, 
the fourth of a projected series of 
10, is divided in two parts, the first 
dealing with AC arc welders, the 


second with DC machines. For a 
free copy, write Air Reduction 
Sales Co. 60 E. 42nd St., New 


SOEM 30, i ee 





FOR OLDS, BUICKS—A line of heavy-duty 
and extra-heavy coil springs for the rear of 
both cars has been announced by William & 


Harvey Rowland, Inc., Philadelphia. The 
heavy-duty springs can handle a 200-pound 
overload, and the extra-heavy will accommo- 
date 500 pounds, the firm reports. 


Es 





FOR ENGINE TUNE-UP—A kit, which fea- 
tures a special short shank compression 
tester, a redesigned vacuum gauge and a 
timing light with a neon element, has been 
introduced by National Machine & Tool Co., 

4 N. Mechanic St., Jackson, Mich. 

* * * 


Washable Top Fabric 
Introduced by Cordo 


A new top recovering fabric for 
convertibles permits washing, in- 
side and out, in the same manner 
as washing the rest of the car, 
according to its manufacturer, 
Cordo Chemical Corp., 34 Smith St., 
Norwalk, Conn. 

Made of vinylite resins fused to 

(Continued on Page 56, Col. 1) 






“With my new Roll-away 
cabinet and new Snap-on tool set, 


1 can do a job 40% faster,” 
says mechanic Charles Stewart of 
Frank Woods, Inc., Charlotte, N.C. 





Charles Stewart is an expert mechanic. He says this, “As 
long as I stay in the mechanical end of the automobile 
business, I will never be without my Snap-on tool set.” 
For many years better mechanics like Charlie have dis- 
covered that Snap-on gives them safe, speedy wrenches 
and tools .. . the right one for every job. 


Look for the Snap-on man. He calls at your 
shop with the tools you need. 


SNAP-ON TOOLS CORPORATION 


8082-B 28th Avenue, Kenosha, Wisconsin 


for 30 years, Snap-on's nation-wide 
Tool Service has proved to be 


“The Time-Saving Way to buy Time-Sauing Joots{” 








New Products 


(Continued from Page 55) 


woven fiberglas yarns the material | 
is said to resist elements that} 
cause deterioration of ordinary top| 
fabrics. It is now available through | 
distributors in various parts of the | 


| 
country. | 
+ + * | 


Rapistan Bulletin 


The entire line of Rapistan ma- 
terial handling equipment is pre- 
sented in a_ two-color bulletin 
(Form GS-49) that may be obtained 
from the Rapids-Standard Co., Inc., 
342 Rapistan Bldg., Grand Rapids 
2, Mich.. Included are short descrip- 
tions of gravity wheel and roller 
conveyor, floor and hand trucks 
and Rapistan industrial casters. 


o- 


Corp., 


stitchless, quilted plastic. 


eae 4 
New Trico Motors 





PLASTIC SEAT COVERS—Customcraft Cover 
103 Park Ave., New York, has intro- 
duced a line of plastic seat covers made o 
Saran and Sealtuft. The latter material is a 





Ramsey Offers Catalog 


On Piston Applications 

A 177-page Ramco piston ring 
catalog (No. 94), said to be de- 
|signed for quick, easy, “single-ref- 
lerence” use, has been issued by 
Ramsey Corp., St. Louis. It con- 


|tains 165 pages of specifications | 
|and is said to give 19 percent more | 


|ecomplete coverage than previous 
listings. 


A total of 8,337 piston ring ap-| 


plications are listed for automotive 


engines, motorcycles, motor bikes, | 


scooters, stationary engines, out- 
| board motors and air compressors. 


+ * * 


Micrometers Described 


A new bulletin issued by L. S. 
Starrett Co., Athol, Mass., illus- 
trates and describes the complete 
line of Starrett micrometers. 
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‘EDUCATED NUT'—Bear Mfg. Co., Rock 
Island, Ill., is now distributor for the Edu- 
| cated Nut, manufactured by Advance Service 
| Co. This fastener assures precision adjustment 
| of front-wheel bearings on passenger cars, 
| thus keeping bearing wear, unsafe wheel 
wobble and attendant tire wear to a mini- 
mum, it is said. Consisting of two parts, the 
cap slips over the nut and is lin up with 
the cotter-pin holes. 





.-- they fit millions of cars 
dating back to 1932 


To enable dealers everywhere to service the tens of millions of | 








Trico-equipped cars now approaching “old age,” Trico has developed these two 
new Universal-Interchangeable Windshield Wiper Motors. 
With them...plus a kit of assorted shafts and drive levers...you can match over 
500 Motor models dating back to 1932, all originally built by Trico. 
Trico Wholesalers carry complete stocks of replacement Linkages, Blades and Arms 


and will also continue to supply replacement Motors in original equipment styles. 
Ask your Wholesaler to show you the Universal-Interchangeable initial stock assortment. 
TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. 


WINDSHIELD WIPERS 


Copyright 1949, Trico Products Corporation, Buffalo, N. Y. 





| 
| 





SERVICE SECTION 
| Hydrogen Electrodes 


A new line of low hydrogen ele 
trodes is offered by Harnjschfeg 
Corp., 4400 W. National Ave., Mi.- 
waukee, manufacturer of P&H a 
welders and electrodes. There aie 





14 different types in the series, the 
company says. 





AIR-POWERED SANDER — A portabie 
model, equally adaptable to medium-duty 
sanding or light-duty cup wheel grinding, has 
been announced by Buckeye Tools Corp., 2! 
W. Apple St., Dayton. The design of this 
newest addition to the Buckeye Stream-Power 
line of portable air tools has been stream- 
lined to reduce tool weight and size, improve 
tool balance and increase working efficiency 
Although smaller and 10 percent lighter than 
previous models of equal capacity, the new 
unit has 25 percent more power, as proved in 
numerous field tests, the company states. 





POWDER LUBRICANT — Grafize, produced 
by Reardon Products, 2109 S. Adams St., 
Peoria, lil., works like graphite but elimin- 
ates any dirty, black smear, says the firm. The 
powder can be blow “‘dry"’ into any moving 
parts by the bulb applicator, or can be 
added to oils and grease for further pro- 
tection, it is said. 


. * * 


Quebec Driving Rules 
The Quebec government has pub- 
lished a 50-page book on driving 
laws to be distributed to all auto- 
mobile drivers in the province. It 
is being printed in French and 
English. 





DISPLAYS SWITCHES—'"'The Ideal line at 
a glance’ is the theme of a one-piece, all- 
plastic counter display presented by Ideal 
Clamp Mfg. Co., Inc., 435 Liberty Ave., 
Brooklyn, N. Y., as a merchandiser of the 
firm's switches. This unit presents 12 switches 
and horn buttons. 


* * * 


Motor Cleaner 
Extensive field tests are said to 
have proved the success of a new 
formula developed by Du Pont Co., 
Wilmington, Del., for a cold liquid 
(Continued on Page 57, Col, 1) 
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chine and automotive maintenance. 
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Bakelite Brochure 


A brochure on the use of vinyl 
butyral resins titled “Vinylite” is 
offered by Bakelite Corp., a unit 
of Union Carbide & Carbon Corp., 
300 Madison Ave., New York 17. 





« 


SIGN FOR DEALERS—The Curv-O-Syn an- 
nounced by Ernco Products Co., Ann Arbor, 
Mich. incorporates a 15 or 20-watt fluorescent 
bulb with bright panel colors to give a 
brilliant sign. Frame is stamped from 20- 
gauge steel and comes in brown wrinkle 
finish or hammered silver. Message face is 


| of curved, non-breakable plastic and panels 





BRAKE FLUID DISPENSER—A simple device 


to make filling master brake cylinders a 
quick and easy operation has been introduced 
by R. M. Hollingshead Corp., Camden 2, 
N. J. The Whiz Auto-Flo brake fluid dis- 
penser fits any standard size gallon can. A 
small bulb permits sufficient air pressure to 
be built up in the can to deliver fluid 
through a long hose which can be handied 
easily in filling hard-to-reach cylinders, the 
company states. To operate the dispenser, a 
metal siphon tube attached to a threaded 
cap is inserted into the opening in a stand- 
ard size gallon can and screwed tight. Also 
attached to the screw cap is a small rubber 
bulb which is then squeezed several times to 
build up air pressure in the can. The air 
pressure then causes brake fluid to flow 
through an eight-foot-long rubber hose with 
which it is easy to reach even the most in- 
accessible master cylinder. A shut-off clamp 
on the end of the hose can be flipped on 
or off to control the flow of fluid. 


* * * 


oS 








FOR DASH-NUT USE—Snap-on Tools Corp., 
Kenosha, Wis., has added two special dash- 
nut sockets to its present line. These sockets, 
the S-9469 and S-9468, are designed for use 
in temoving and replacing the retaining nuts 
that hold various switches and controls on 
the instrument panel. Though made especially 
for Chrysler-line cars, they will work equally 
well on other cars and trucks using these 


decorative types of retaining nuts, it is said. 
* * * 


Lock Nut Folder 


Palnut Co., 61 Cordier St., Irving- 
ton 11, Ill., has released a new four- 
page folder on lock nuts. 








EDISON CHARGER—A trickle charger, the | 
Edison EC-6, has been announced by Thomas 


A. Edison, Inc. Automotive division, West 
Orange, N. J. With an average charging 
rate of 1/10 ampere, the unit will keep! 


from one to six batteries fully charged and | 
ready to go, the firm reports. Indicator | 
lights at the top show batteries are receiv- | 
ing charge. | 


_ | are available in all colors. An unusually even 
_| light over entire message panel is obtained 


by having the panel mounted close to the 
bulb. Installation of message panel is quick, 
easy, and addifional panels with various mes- 
sages can be ordered. 


> * * 


Lubricating Bulletin 


“Universal” precision lubricating | 


equipment is illustrated and de- 





PLASTIC-COVER DISPLAY—A self-dispens- 
ing display of Sealtuft slip seats has been 
issued by Jason Corp., Hoboken, N. J. The 
display holds a dozen of the quilted plastic 
covers in seven colors. The displays are 20 
inches wide, 19! inches deep and 23 inches 
high, of collapsible construction. 


* * * 
Screwdriver Saving 






MONTREAL.—A delegation from 
the St. Simeo section of Quebec’s 
Charloix county, where reportedly 
rich uranium deposits have been 
discovered, want the province to 
provide the district with adequate 
roads. 

St. Simeo representatives are said 
to have asked that their city be 
linked up with the Quebec-Chicou- 
timi Talbot highway. This would 
mean 100 miles of construction. In 
addition, improvement of the Que- 
bec-Murray Bay-St. Simeon high- 
way, another 100-mile_ strip, is 
sought. 


Tenn. Gas Revenue 
NASHVILLE.—Gasoline tax col- 
lections in Tennessee for January 


totaled $3,439,327, an increase of 
nearly 10 percent over $3,136,700 


Zephyr Mfg. Co., 201 Hindry Ave.,|collected in January, 1949, it was 
Inglewood, Calif., has announced a| announced by the state department 
scribed in a new 20-page catalog| method of renewing Phillips screw- | of finance and taxation. 
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a el 


Wolf’s Head motor oil and lubes have always had 
that extra something that makes for success. The 
Wolf’s Head signs mark the dealers who sell the “‘fin- 
est of the fine” motor oil and lubes—the dealers who 
have proven that Wolf’s Head makes more satisfied 
customers—and satisfied customers are essential to 


continued business success. Wolf’s Head Oil Refining 


Co., Inc., Oil City, Pa., New York 10, N. Y. 





nary program of the American So- 
ciety of Tool Engineers’ convention 
to be held coincidental with the 
Industrial Cost-Cutting Exposition 
in Philadelphia, Apr. 10-14, the word 
“automation” appears no less than 
five times. 

The word has been coined to 
describe the process of converting 
to automatic operation something 
previously done by hand, with the 
twin objectives of reducing cost 
and reducing the amount of physi- 
cal labor required from the worker. 

The extent to which the practice 
is taking hold in the industry right 
now is indicated by the scope of 
the ASTE papers, covering as they 
do “automation” in such diverse 
production processes as_ turning, 
grinding, forging, stamping and as- 
sembling things. 

The word isn’t in the dictionary, 
but at this rate it will be soon, 
ASTE officials forecast. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. 


Why not you? 





Wolf’s Head motor oil is refined three steps 


further than ordinary oils 


5 EXPERTLY CONTROLLED DEWAXING — Keeps 
Wolf’s Head free-flowing. 


DOUBLE DISTILLING— Makes Wolf’s Head 
richer, tougher, more heat-resistant. 


TRIPLE FILTERING — Removes all free car- 
bon and other troublesome impurities, 





100% Pure Pennsylvania Ce P.G.C.O.A. Permit No. 6 





. 
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Need to Up Profits 
Accented at Clinic 


(Continued from Page 48) 


to function on a scheduled detail 
plan with trained personnel to 
handle it, or in a small shop it can 
be simply handled as a part time 
activity by the bookkeeper, parts- 
man or service manager. 

In the first instance, systems 
are available whereby owners or 
prospective customers are fol- 
lowed up at stated intervals, 
governed by a control board, card 
index or work folder plan, These 
usually provide for progressive 
mailings at regular intervals and 
a telephone and personal contact, 
if there has been no response to 
mail or no return visit for serv- 
ice. The success or failure of 
this type of system depends en- 
tirely on adequate personnel to 
operate it and keep it up to date 
at all times. 

In the small service station with 
limited help, the owner file is 


Again a i ee 


lends new 


usually divided into two groups, 
active and inactive and batches of 
appropriate direct mail go out to 
each from time to time. 
* * +. 

IRECT mail doesn’t have to be 

elaborately and _ expensively 
gotten up. As a matter of fact one 
of the best good will builders I 
know of is a 1 cent return post 
card on which the customer checks 
off yes or no answers to four simple 
questions pertaining to his last 
service visit. You know definitely 
from the answers if he is satisfied 
and he knows you are interested in 
him as a customer, 

There is an unlimited supply of 
direct mail available in the form of 
post cards, folders and _ letters, 
singly or in sets, plain or illus- 
trated, long or short, written, typed 
or printed, serious or humorous and 
you can even buy gadgets of one 


kind or another to make up your 
own. 

The tremendous variety and vol- 
ume of this material that is avail- 
able, is proof in itself of its wide- 
spread use and effectiveness: If 
you don’t use any other form of 
sales promotion for service, by all 
means don’t pass up direct mail. 

Incidentally, I might add that 
you can get some good ideas and 
help from the displays of direct 

mail and service advertising 
which you will find displayed 
around the meeting hall and in 
the lobby. If you haven’t seen 
them already it will pay you to 
look around after the clinic. 

Salesmen, in their solicitation of 
new and used-car business, have 
many opportunities to plug the 
service department. Before the war 
it was not unusual to have an in- 
centive plan whereby a salesman 
received some remuneration if his 
efforts were instrumental in bring- 
ing in a new service customer, or, 
having one who strayed away re- 
turn to the fold. 

Now that we are again looking 
to the service department to ab- 
sorb as much of the nut as possible, 
it might be something to think 


about. 
* * * 


ANY car dealer service stations 
repaired all makes of cars dur- 


THE SATURDAY 


ST 





PIONEER IN TACOMA, WASH.—Sanford Nash, 


Inc., 722 Broadway, in its three-story 


building, is one of the early Nash dealers in this section. 





ing and after the war and many 
car Owners were well pleased with 
the service they got. You may get 
some of your miscellaneous car 
buyers as service customers if you 
solicit their patronage. 

Write them a letter telling them 
that you appreciate having them 
as a car customer, and would like 
to consider them as a service cus- 
tomer also. Invite them in. The 
result would be worth-while. 

Now—having spent half of my 
time talking about getting service 


N-A-P-A advertising 


strength to the saying— 





our MMH Jobber 
aa Good Mar te Kecow! 


appearance and meaning of the NAPA Seal 


Again in 1950, NAPA is placing the full 
power of national advertising in The Saturday 
Evening Post squarely behind your business, 
your service and the NAPA-distributed parts 


you sell. 


Again and again, NAPA advertisements in 
The Post will reach your customers, urging 
them to see you for the dependable, thorough- 
going service you can give with parts that bear 
the NAPA Seal. 

Again and again, these same advertisements 
will impress on your customers’ minds the 
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...the unmistakable earmark of quality in 
parts for cars and trucks of a// makes and ages. 


Throughout 1950, this continuing NAPA pro- 
gram is all the more reason for concentrating 
your business with your NAPA Jobber. As al- 
ways, with NAPA Warehouse Service to back 
him up, the NAPA Jobber is your best source 
for complete service on branded parts of 
assured quality. And through these parts, you 
can bring the power of NAPA advertising to 
bear on your customers —in your shop. 
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customers, let’s spend the other 
half talking about keeping them. 

The average customer, when he 
comes into the service depart- 
ment, wants two things along 
with what he is buying: cour- 
tesy, intelligent handling. 

In the way of courtesy he wants 
a genuinely friendly greeting from 
whoever meets him first, and most 
certainly from the service manager, 
service salesman, inspector, or who- 
ever the man is who actually waits 
on him. He wants attention and 
listening to be sincere, patient and 
appreciative. 

Courtesy must be shown by your 
general attitude and by your ex- 
pression. In other words, it must 
be more than skin deep. Above all, 
when he first comes in, don’t let 
him stand around unnoticed. 

+ * ” 
| THE way of intelligent hand- 
ling, he wants you to know your 
job. You must know from what he 
tells you, and from your inspection, 
exactly what he needs. Don’t be 
backward asking questions if you 
aren’t sure you know what he is 
talking about. Too many times the 
service man assumes that he 
knows, or he feels he would appear 
ignorant by asking questions, and 
the result is he is thinking about 
and trying to correct one condition 
while the customer is_ thinking 

about something else. 

He wants you to use selling 
points that help him decide what 
to buy and to satisfy him in this 
respect, you must have on hand 
what he wants to buy. 

The next step in intelligent hand- 
ling is to have the repair order 
written as completely as possible 
and the owner’s approval secured. 
Approval of supplementary orders 
for additional work should also be 
secured, if possible before this 
work is undertaken. If there is a 
thorough understanding as to just 
what is to be done and how much 
it will cost, future argument and 
dissatisfaction are eliminated. 

Extreme care should be exercised 
when handling a customer’s car. It 
is one of his prized possessions. He 
may abuse it himself, but he 
doesn’t want anyone else to. 

Don’t race the motor, jockey the 
car or slam on the brakes, particu- 
larly in his presence. Keep it clean 
—use fender and seat covers. Be 
sure no grease or dirt is left on the 
steering wheel, door handles, floor 
mat or cushions. At least clean the 
windshield and rear window. Any 
gas station will do that much for 
just a dollar’s worth of gas. 

o > * 
HAYE the car ready on time. 
More times than one the fam- 
ily and business plans are built 
| around the car, and if it isn’t ready 
/on time, a lot of things beside the 
|owner’s equilibrium are upset. 

If something comes up that 
makes it impossible to keep a prom- 
ise, phone the owner ahead of time. 
| Usually other satisfactory arrange- 
|ments can be made and you do 
not then have a dissatisfied owner. 

Always have the bill ready when 
|the car is ready. Operating on a 
|cash basis is highly desirable but 
}not always possible, because, in 
some areas charge accounts are the 

| prevailing custom. 
In any event, your chances of 
|getting cash when the car is de- 
| livered to or picked up by the 
;}owner, are infinitely better if the 
bill is ready right then and there. 
And equally important, if there is 
any question about the bill it can 
be discussed and ironed out right 
away with no chance for a com- 
plaint later on. 

And, last but not least, there is 
a couple of words everyone likes to 
hear—a _ pleasant and _eé sincere, 
“thank you.” Service customers are 
no exception and we should make 

(Continued on Page 59, Col. 1) 
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»ADA Service Symposium... 
iVeed to Up Profits 
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(Continued from Page 58) 


sure 
he 
visit. They really have a “thank 
you” coming. 

After all, we invite them in, and, 

when they do come in, they usually 
leave some money, so let’s not for- 
get the important little “thank 
ou. 
: In this resume I have given on 
how to get and keep service cus- 
tomers, there isn’t much that is 
new—but just what is there in 
this business of ours that is really 
new and different? 

We must do more of the things 
that have been productive in the 
past. We must reinstate some of 
the things we let fall by the way- 
side when the going was easy and 
the customer not quite so hard to 
get. We just must work harder at 
this job of getting and keeping our 
service customers. 

+ +. * 

W. A. Brandenburg 
(Chevrolet) Mansfield, O. 
_ yee eg dealers have just 
“4% finished the four most profit- 
able years in the history of the 
industry, and while the business 
still offers excellent opportunity 
for profit; to take full advantage 
of the profit opportunities in the 
business, it will be necessary for 
many dealers to change their point 
of view. 

Making money, during these past 
few years, has been a matter of 
distributing the cars received from 
the factories to the people who 
were begging for them. The year 
1950 will present an entirely differ- 
ent picture. Instead of bona fide 
customers knocking at the dealer’s 
door, the dealer will be knocking 
on the doors of the prospective 
customers. 

It will not be an easy matter 
for the average automobile deal- 
er to deliver all of the cars the 
factory will be in a position to 
ship in the year 1950. 

It is a known fact that as the 
supply of cars in dealers’ hands 
increases, prospects offer less for 
the new car. The used-car gross, 
to which dealers have become so 
accustomed, is gone. 

. + * 


= time is approaching when a 
sizable portion of the new-car 
gross will be gone and, as compe- 
tition increases, additional sales- 
men will be required to sell the 
new cars you receive, which will 
increase the cost of: 
Demonstration expenses, com- 


Ce 









pealers 


every one of our customers 
r these two words after each 





Pany car expense, delivery ex- 
pense and policy adjustments, as 
well as many other expenses, 

All of these things, naturally, re- 
duce the gross on the sale of new 
cars. The honeymoon is over, and 
while you may be surprised, don’t 
be shocked to find that the amount 
of gross profit, after used-car loss 
and sales expense, is just about 
the same per $1,000 of new-car sales 
as in the year 1941. 


True, most dealers made a sub- 
stantial profit in 1941, but it was 
a far cry from the lush postwar 
years, Sure, in 1941, dollar volume 
was only 60 percent of anticipated 
volume in 1950, but fixed expense 
in the average dealership in 1941 
was about one-half of the present- 
day fixed expense. 


The dealer who had $5,000 fixed 
expense per month in 1941 probably 
has over $10,000 per month fixed 
expense today, which makes the 
situation much more serious, Fixed 
expenses are those expenses that 
dealers have, whether they sell new 
cars or not, such as owner’s sal- 
ary, supervisory salaries, clerical 
salaries and other salaries and 
wages. 





* . * 


— the semi-fixed group, such 

as warehousing, used-car main- 
tenance, demonstration expense, 
company car expense, stationery 
and office supplies. 


Other supplies, local advertising, 
travel and entertainment, legal and 
auditing expense, freight, express 
and cartage, telephone and tele- 
graph, postage and other miscel- 
laneous. 

Many of the above mentioned 
expenses are flexible and can be 
adjusted, to some extent, with 
changing business conditions. 

However, dealers have one group 
of expenses which are definitely 
fixed, and, most of these items will 
continue to increase. 


* * * 
{_—— expenses are rent, lease- 
hold and improvement, heat, 


light, power and water, insurance, 
other than building. (Included in 
this item is the hospitalization and 
group insurance which, in many 
cases, is paid fer by the dealers 
today.) It also includes insurance 
on machinery and shop equipment, 
furniture and fixtures, signs and 
inventories. 


Taxes, other than building, such 
as the old age benefit and social 
security which the federal govern- 
ment requires you to pay for your 
employes. Social security was in- 
creased Jan. 1, and it probably will 
continue to increase. ‘ 

Depreciation. This is an item 
which costs the automobile dealer 
real money these days, and one 
about which he can do little. 

+ * + 


[pene the past few years, most 

automobile dealers have pur- 
chased new machinery and shop 
equipment, and in many instances, 
furniture and fixtures, and new 
signs, and even though they found 
it necessary to buy this new equip- 
ment at a price much higher than 
the prewar price, the internal rev- 
enue department insists that these 
things be depreciated on the same 
basis as prewar. 

In other words, they have not 
been able to depreciate them dur- 
ing the high profit years, so this 
expense will continue, even during 
the low profit years. 

For years the automobile deal- 
er has been building a tremen- 
dous business for the independent 
garage man, because, the fran- 
chised dealer has felt that the 
profit from the sale of parts and 
service was not worth the effort 
required to secure the business. 

All dealers learned during the 
war years that the parts and serv- 
ice business was highly profitable. 
As a matter of fact, if it had not 
been for the parts and service busi- 
ness, most dealers would not have 
survived. If you attended the 
NADA convention in Chicago in 
January, 1942, you will remember 





that mcst dealers were of the opin- 
ion that the end of a great busi- 





TWELVE MINNESOTA FORD DEALERS RECEIVE FOUR-LETTER PLAQUE—Russel P. Wood, 


Twin City district manager, presented it. 
Motor Sales, Inc., Faribault; John Danielson, 
& Gilfillan Motor Co., 
apolis; E. C. Colosky, Dahiberg Bros., Inc. 
Minneapolis; 


Motor Co., Waconia; Bob Egan, 
right): Ray Dahil, Lakeview Motors, Buffalo; 
Minneapolis; Bill Sinnot, H. J. Minar Co., 


Minneapolis; Frank Carney, Hull-Dobbs 


First row (left to right): A. Saxon, 

Minneapolis; John Woodhead, The Woodhead Co., 

George Buck, a Motor Car Co., 
jo 


Inc., 


Faribault 
Lakeview Motors, Buffalo; E. W. Boyer, Boyer 
Inc., Minne- 
Hopkins; A. C. Ellingson, H. J. Minar Co., 
St. Paul; Owen Anderson, Waconia 


b Knowles Ford Co., Minneapolis. Second row (left to 


Bill Woodhead, The Woodhead Co., Inc., 
Minneapolis; Art Goebel, The Minar Co., 
Minneapolis; Jake Plowman, Waconia Motor 


Co., Waconia. Third row (left to right): Ward Dahiberg and Earl Dahiberg, Dahiberg 


Bros., Inc., Hopkins; R. P. 
Motor Car Co., St. 
Hayden, Hayden Motor Sales, Inc., St. Paul; 
Minneapolis. 


ness had been reached, and that 
most of them would go broke. 
* * * 


HCwaves the majority of deal- 
ers decided they would stick it 
out and instead of going broke, 
they had some of the most profit- 
able years (before income taxes) 
in the history of the business, from 
the sale of parts and service alone. 
I am sure that most dealers prom- 
ised themselves that they would 
never let the highly profitable parts 
and service business return to the 
independent garage. 


In spite of the high resolves, 
however, we find today that the 
average automobile dealer is cov- 
ering only 65 percent of his fixed 
expense from fixed income, that 
is, “with gross profit from the 


Wood, Twin City district sales manager; Walt Newman, Young 
Paul; R. L. McNurlen, Twin City district business manager; D. H. 
A. R. Jacobsen, Boyer & Gilfillan Motor Co., 





sale of merchandise from the 
parts and service departments.” 


An executive of General Motors 
Corp. recently stated that when the 
average dealer reached the point 
where less than 60 percent of his 
fixed expense was covered by fixed 
income (gross profit from the sale 
of parts, service and accessories), 
he was in a dangerous position. 


This situation has developed, be- 
cause dealers have been so busy 
making money from the sale of new 
and used cars and accessories that 
they have not taken the time to 
watch what was happening to the 
income from the parts and service 
departments. It is not too late to 
correct this situation, but a year 
from now may be much too late. 
The gross profit on the sale of 


59 


parts and customer labor is higher 
than on anything else the dealer 
sells. 
* * * 

by dpc factory tells you the price 

you may ask your customer for 
the new car, so you start with a 
maximum gross profit of 25 per- 
cent, but after used-car loss during 
the year 1950, you will have a gross 
profit of between 12 and 14 percent. 
Although during the last few years 
most manufacturers have reduced 
the gross profit on the parts you 
sell, you still have a gross profit 
of approximately 40 percent on the 
parts and an average gross profit 
on labor of 50 percent. 


Of course, this may be lower in 
metropolitan areas, but higher in 
most rural areas. Why not concen- 
trate on the parts and service end 
of the business where a profit can 
be made in both good times and 
bad times? 

As you know, when economic 
conditions are at a low ebb, peo- 
ple do not buy new cars in vol- 
ume, but they do keep the old 
car running. 

I would like to present for your 
consideration the figures of a deal- 
er who did approximately $1,000,000 
in total sales volume in 1949 and 
a projection on the same volume 
in 1950 (see table on page 60). 

+ + 


It IS interesting to note that even 
though the parts and _ service 
sales represented only 16.4 percent 
of the total sales in 1949, it pro- 
duced 25.9 percent of the total 
gross profit; while it represents 
only 15.7 percent of projected sales, 
it will produce 32.2 percent of the 
total gross profit in 1950. 

To further illustrate the im- 
portance of the parts and service 
departments for the year 1950: 
To make $1,000 in gross profit on 

(Continued on Page 60, Col, 1) 
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NADA Service §$ sium... ments, plus finance company re- 1949 1950 
serves. Many dealers could find Per Per 
themselves in that position by the Neneee $1,000 
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(Continued trom Page 50) ness this year. This is a serious 32,000 53. Variable Expense 52,000 87 
situation and can be corrected only — — ; 
the sale of new and used cars | be necessary to do only $2,200 in | through increased sales from your 142,000 237 Vociaoie Nar past 77,000 128 | 
and accessories with new cars, it sales volume. service and parts departments, or! 82,000 39.000 - Service Sales 82,000 39,000 : I 
will be necessary to do $7,000 in | To put it another way, in 1950,/% reduction in fixed expense. pon a ee er — 2m : 
sales volume; while to make $1,- |$7,000 in car sales will produce|, Numerous surveys show that on | "142 09 61,000 Total Parts & Service 162,000 61,000 4 
000 in parts and service, it will a in gross profit; while $7,000 —, osegg te Ra on = _ 91,000 Fixed Expense 91,000 = 
n customer’s labor and parts sales > e . ; 
will produce $3,150 sete profit. selling dealer for service over a a peoreton Profit ee | “ 
Service Hints || Some dealers’ may feel this pro-|Petiod of years. These are your|swrao siizaoo before fox" sto.0m__ 7.0m | oth 
jection for 1950 is pessimistic, It an seas pe ge Bigg A tern . 
d ; siness ‘ 
Following are some of the most |'8 ™Y opinion that in many cases : is the only one in the community | pay substantial dividends to the 
important “Mbrtontion aaa serv- }it is entirely too optimistic. I think ee te 6 = the inde really equipped to perform the | dealers who put it to work. . 
you will be shocked to find out y go to the inde- | kind of service that the customer e 
icing changes in new cars as re- pendent garage or gasoline sta- . —_—_—_—_—__—— | Wwe 
ported by Chek-Chart how many new cars you had to sell i ; desires, and in addition, that the Ford 44 
: to break even in the past month,| tion for the service which only | dealer is the only one who has a ord Honors Bauer t 
Provisions have been made in the| and you probably retained most of| YOu are really equipped to ren- | sincere interest in the future Dan Bauer, president of Lou 3 
new Hudson Pacemaker for the|the gross profit on the new cars| der? The automobile dealer | operation of the customer’s car. | Bauer, Inc. (Ford), Cincinnati, | 
lubrication of the upper control|you sold in January, but as the| should do a real selling job at Automobile dealers have invested| has received a plaque from Ford 





months go by, your new-car gross| the time he delivers the new car | large sums of money to equip their| Motor Co. for superior rating in 
will go down, and the breakeven! to the customer, and then con- |shops with the latest and most| facilities, management, competi- 
point will increase, tinue to sell the customer, not | modern tools and machinery avail-| tive spirit and finances, (D 


arm and drag link from under the 
car. On previous Hudson models 
these points were reached from 









under the hood. The crankcase ale ee ne only the idea that it is important | able, as well as a great deal of Earl H. Mueller is business thi 
drain interval recommended by the PFREWAR, the total net profit in| that his car be serviced properly, | money in the training and equip-| manager and Herman Richter is bil 
manufacturer is every 2,000 miles. many dealerships was the profit| but that the automobile dealer, | ping of the best personnel in the| general sales manager of the or- co: 
The battery for the Pacemaker is from the parts and service depart-| from whom he purchased the car, | community. This investment will! ganization. sol 












17-plate, 100 ampere hour, group 2L, 
Cooling capacity is 19 quarts. Fuel 
tank holds 20 gallons. Tire pres- 
sures recommended are 26 pounds, 
front, and 24 pounds, rear, for the 
7.10 by 15, and 24 pounds, both front 
and rear, for the 7.60 by 15. 


Major change in the new Mercurv 
from previous models is in the 
crankcase drain interval recom- 
mendation. Manufacturer previous- 
ly specified: “Every 2,500 miles or 
at least four times per vear.” 
Recommendation for 1959 is: 
“Every 2,000 miles or at least four 
times per year.” Another chanze is 
in the servicing of the oil bath 
cleaner, Mercury now recommends 
the use of SAE 50 motor oil in sum- 
mer and SAE 20 in winter. Previous 
recommendation was for crankcase 
grade. The servicing interval has 
also been changed from a refill at 
3,500 miles to a check every 1.000 
miles with the provision that if 
the reservoir is found more than 
half full of dirt it should be cleaned 
and changed. 
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DETROIT, AUGUST 1: 


R. Stanley Dollar, Jr. drives 
his Mobiloil-protected “Skip- 
A-Long”’ at a record-breaking 
pace of 94.285 mph to win 
the Harmsworth Trophy. 































The rear spring bolts and shac'r- 
les on 1950 Pontiacs are now rub- 
ber bushed and require no 
lubrication. New tire -vressure 
recommendations are: 7.60 by 15. 22 
pounds front. 20 pounds, rear. Pon- 
tiac has retained its recommenda- 
tion for 2.000 mile chassis lubrica- 
tion, but includes in its 1950 owner's 
manual the following exceptions: 
Driving over rough and dustv 
roads, more frequent lubrication is 
required; driving in slush, water or 
muddy roads, more frequent lubri- 
cation is required; low mileage 
drivers should have their cars lub- 
ricated every 1,000 miles: and high 
mileage drivers (over 500 miles per 
week), lubricate once per month. 
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Winners of Land, Sea 
and Air Speed Classics 






























Like Mercury, Ford has also 
changed its crankcase drain inter- 
val recommendation. It now is: 
“Four times a year or every 2.000 
miles.” Sealed tvpe bearings in the 
water pumps of the V-8 models 
make periodic lubrication unneces- 
sary. Hand brakes require special 
lubrication attention. Petrolatum 
should be sparingly applied to the 
hand brake shaft under the instru- 
ment panel and graphite grease 
should be applied to the hand brake 
cables. The lubrication interval is 
every 10,000 miles. The generator 
bearing should be lubricated with 
SAE 20 motor oil every 10.000 in- 
stead of every 1,000 miles. To con- 
form with the new crankcase drain 
interval the replacement of the oi! 
filter is now recommended for everv | 
4,000 instead of 5,000 miles. 
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@ Mobiloil scored high in 
1949 — helped keep engines 
roaring full-throated through 
grueling miles as U. S. A.’s 
top racing drivers chalked up 
new speed records. 
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Offer motorists this same 
winning protection! It’s a 
sure way to build greater 
customer confidence in you! 













va SOCONY-VACUUM OIL COMPANY, INC, 
L A La and Affiliates: MAGNOLIA PETROLEUM CO. 


GENERAL PETROLEUM CORPORATION 
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Basic recommendations for motor 
oil and gear lubricants in the new 
“L”’ line of International Harvester 
trucks are: Crankcase—Over 90 
degrees, SAE 30: 32 degrees, SAE 
30; 10 degrees, SAE 20W. and 10 
degrees below, SAE 10W. Transmis- 
sion and differential—Above 32 de- 
grees, SAE 140 MP; below 32 de- 
grees, SAE 90 MP. MP indicates a 
multi-purpose gear lubricant suit- 


More than Ever= 
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lubricant of SCL (sulphur-chlorine- 
lead) type. 
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Oldsmobile, 542; Packard, 68; 











Per Plymouth, 1,169; Pontiac, 799; 
fi, Auto Market Reports Studebaker, $85, and Willys, 7 
Sales New-truck sales were: Chevrolet, 
240. 331; Divco, 11; Dodge, 109; Federal, 
ous e (Continued from Page 16) 4; Ford, 277; GMC, 27; Interna- 
pipe Bio ish tional, 21; Mack, 4; Reo, 1; Stude- 
sales recorded establishing a 13- | also exceeded the December (1949) | baker, 18: White, 3; Willys, 2, and 
215 week high. New and used-truck | total of 11,071. miscellaneous, 1.—(Bob Gordon.) 
87 sales, however, declined to 96 and New-truck sales during the * * « 
— 81, respectively. month numbered 809 units, Miami 
: In recent weeks, new-car sales in| against 676 in the comparable ; : 
128 , With Miami's tourist season now 
| the Greater Cleveland area have) 1949 month, and 1,223 in Decem- | jn full swing, the used-car market 
averaged over 1,400 units. This un-| ber of last year. is showing marked improvement, 
usually high volume has been at-| ajthough used-car sales were up| especially encouraging to dealers 
tributed directly to the stimulation appreciably in January over the|4fter the first two weeks in Janu- 
oe ee a oo on inta| Corresponding 1949 month, they|@ry when business was fiat. 
: ise ania a emand 1M‘! were below the levels attained in| The manager of one used-car lot 
aida ; ‘ & : December. January used-car trans-|operated in conjunction with a| TRUCKS BOUGHT BY AFRICAN MISSIONARIES—Ray Bowman, White-Green Chevrolet 
: During January, new-car saleS| actions totaled 8,086, against 4,191|new-car firm said, “We had nearly | C°-, Springfield, O., is shown delivering two suburban carryalls to Rev. R. P. Ditmer of 
to the ; totaled 5,418, almost 2,000 above the in January. 1949, and 9,849 in De-|a dozen customers the other night = ao ns te ice — has purchased these units for shipment to Africa 
. , ’ ’ wi 
i i a =. the ibe Se a cember, 1949. oa ‘ and 9 p.m., and some of Sopkeesatslinaspasinieclpcaceneeaisabeninaceendaneee 
. ; ,.| Used-truck sales described a|them made deals.” 
} 440 against 446. However, used-|.; . ..|for a 1947 club coupe of another| Deputy County Clerk Arnold E. 
r truck sales were up—202 as against similar pattern with 432 sold in _ Veterans who have received their Big Three make, adding, “That’s|Tyler on the basis of new licenses 
f Lou 159.—(Sanford Markey.) January of this year, compared|insurance checks are looking the $150 more than our list on it.”—| issued last year 
can . Ah gy —_ 323 = January, 1949, and 583| used-car lots over. Their interest (George S. Connell.) The average eent ot eth aw 
1 Ford ; in December, 1949. is principally in cars selling from 2 , : 
ing in Detroit New-car sales by makes in | $500 to $800. The market still is . See , ian ae presage . 
mpeti- New-car sales in Wayne county| January were: Buick, 756; Cadil- |S0mewhat slow for cars priced at Binghamton, N. Y. aie Fagg ng oS a eee 
(Detroit) got off to a good start| lac, 55; Chevrolet, 2,979; Chrysler, | $1,000 or more. At least 6,000 new cars with a ee a 
isiness this year with 11,946 new automo-| 392; Crosley, 9; DeSoto, 279; Evidence of competition in the|total sales value of approximately|, Tyler said the county last year 
ater is biles sold in January. This was| Dodge, 526; Ford, 3,085; Frazer, |new-car field was shown when a| $12,000,000 were sold in Broome issued 44,418 passenger car li- 
he or- considerably higher than the 8,097} 2; Hudson, 197; Kaiser, 16; Lin- | salesman for one of the Big Three| county (Binghamton) last year. censes. 
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sold in the same month of 1949, and 


CLEVELAND, SEPT. 3rd 


coln, 50; Mercury, 644; Nash, 136; 


lines offered a $1,000 tradein price 


This was estimated by special| That total was 2,213 more pas- 





senger pilates than were issued in 
1949. The total in 1948 was 42,200. 

In addition to the overall in- 
crease of 2,213 plates, Tyler ex- 
plained, the office issued 14,603 
“registrations” last year to motor- 
ists who traded cars during the 
year and placed their old license 








Joe DeBona captures the coveted 
Bendix Trophy with new record 
average of 470.136 mph over 
2010-mile transcontinental course. 
Another win with Mobiloil! 






























INDIANAPOLIS, MAY 30th 


Bill Holland smashes track record 
with whirlwind 121.327 mph av- 
erage in 500-mile Memorial Day 
race. Mobiloil protected engine’s 
full-power performance! 
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|}censed drivers.— 





plates on cars newly acquired. 


The year before the office had 
issued 11,580 registrations. 


“On the basis of the overall in- 
crease of 2,213 passenger plates and 
the most of 3,023 in the re-regis- 
trations, we’re safe in estimating 
that at least 6,000 new cars—prob- 
ably more than that—were sold in 
the county in 1949,” Tyler said. 


He added that “the fact new cars 
were more readily available during 
1949, to the prospective buyer, also 
played an important part in the 
sales picture.”—(George E. Toles). 

* 


+ - 
Paducah, Ky. 

Used cars priced under $500 are 
best sellers in this area, according 
to Avery H. Green, president of 
Green Motor Co. (Packard - Dia- 
mond T), who attributes it to the 
fact that ‘49, '48 and '47 models 
are priced too near new-car prices. 


“If a customer finds out he is 
expected to pay $1,495 for a late 
model used car he will usually add 
the difference and buy a new one,” 
Green said. 


“If he doesn’t do that, he will 
buy the best cheap used car he can 
find to use until he can get the 
new one.” 

Green said he had reduced his 
offers on used car tradeins as much 
as $200 in the last 30 days and 
predicted that dealer attendance at 
auctions was becoming a thing of 
the past, due to the fact that the 
dealer can now trade for all the 
used cars he wants.—(L. H. Houck.) 

7 * * 


British Columbia 


New-car sales took a drop in 
British Columbia during December, 
according to figures just released 
by the provincial motor license 
bureau. 

During the month, 1,437 new 
registrations were effected by the 
office. This was in contrast to the 
year’s high set during the fall when 
registrations exceeded 2,100 in one 
month. The December, 1949, figure 
is, however, higher than that for 
December, 1948. 

During the first 10 months of the 
license year, which will end in 
February, 19,138 new registrations 
were effected, compared with 11,548 
during the same period of 1948. 

At the year’s end there were 


| 221,223 licensed motor vehicles in 


British Columbia, and 297,854 li- 
(F. H, Fullerton.) 


* 





Springfield, Mass. 

Auto dealers in Springfield, Mass., 
report that sales are holding at a 
high level. This is borne out by 
figures from the registry of motor 
vehicles, which show registrations 
at an alltime high. 

Prices on used cars have held 
firm, although some of the older 
models have been marked down as 
an inducement to shift them into 
the hands of the driving public.— 
(Eugene Zack). 








* 
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Competition in ‘Drive’ Fluid 


(Continued from Page 42) 


seal at the universal joint should 
be inspected and replaced if neces- 
sary. 

Only two single adjustments are 
deemed necessary on the new Chev- 
rolet automatic transmission. A 
simple and positive linkage adjust- 
ment and a neutral safety switch 
adjustment. 

7 a 
XTREME care should be exer- 
cised in not only refilling the 
Hydra-Matic transmissions but in 
the checking to determine existing 
oil level. 

For instance, in the Cadillac in- 
structions on these procedures, the 
need for great care to prevent any 
lint, dirt or other foreign matter 
getting into the transmission is em- 
phasized and re-emphasized. 

The opening paragraph says: 
“Clean the oil level dipstick cap 
air cleaner in solvent when refilling 
transmission.” Two _ instructions 
later appear: “Remove any sand, 
dirt or lint from the floor and 
around the floor opening, also clean 


SWAP 


VE Ud eee 


around dip stick, so that no foreign 
matter will fall into the transmis- 
sion when dip stick is removed.” 

Another instruction point that 

is emphasized is to check the 

transmission with the engine run- 

ning and selector lever in the “N” 
or neutral position and hand 

brake applied. 

This instruction is given so that 
the mechanic will be sure that the 
fluid coupling housing in which the 
torus members operate will be full 
of fluid and this an accurate read- 
ing can be obtained. If these mem- 
bers are not filled, the dip stick 
reading may show that the trans- 
mission has more oil in it than it 
actually has, due to the “drain 
back” if the control valve is not 
in perfect operating condition. The 
fluid level in the housing is above 
the top level of the transmission 
proper. 

+. + * 
OWEVER, it is well to under- 
stand that a slight leak back 
when the car stands without the 
engine running does not interfere 


FOR 


with the efficient operation of the 
transmission as this chamber is 
immediately filled with fluid the 


minute the engine is started. 


The cause for caution is that if 
this member is not full of fluid 
and the reading on the dip stick 
reads low, too much fluid may be 
added to the transmission and this 
cause foaming under opera- 


will 
tion and be the cause of trouble. 


Thus it is only good business— 
both for the protection of auto- 
matic transmission equipped cars 
as well as an incentive to bring 
the owner back to the dealer’s 
shop—for the dealer to promote 
the need of having thoroughly 
trained and efficient mechanics 
make both the refills and the 
1,000 mile checks on these trans- 
missions, 


The dealer only has to glance 
down the following list of oil com- 
panies now qualified to sell auto- 
matic transmission fluid, type “A” 
(issued Jan. 31, 1950), to understand 
the extent of the competition he 
will face for this business and this 
need to bring the car back to the 


dealer, 
+ * * 
PPOLAOWING are the companies 
now authorized to merchandise 
automatic transmission fluid with 
the name of the marketer first, the 













AQ- ATF -130; Fleet-Wing Corp., 
“Fleet-Wing,” AQ-ATF-120; Free- 
dom-Valvoline Oil Co., “Valvoline,” 
AQATF-123; “Galena,” AQ-ATF- 
133; General Petroleum Corp., “Mo- 
bilfluid 200,” AQ-ATF-101; Gulf Oil 
Corp., “Gulf,” AQ-ATF-136; Har- 
rison Oil Co., “Harrison,” AQ-ATF- 
169; Hickock Oil Corp. “Hi- 
Speed,” AQ-ATF-148; E. F. Hough- 


SERVICE SECTION 


line,” AQ-ATF-135; Shell Oil Co., 
Inc., “Shell Donax T-6,” AQ-ATF- 
103; Signal Oil Co., “RPM Torque 
Fluid No. 1,” AQ-ATF-124; Sinclair 
Ref. Co., “Sinclair,” AQ-ATF-115; 
Skelly Oil Co., “Skelmatic,” AQ- 


| ATF-141; Socony-Vacuum Oil Co., 


“Mobilfluid 200,” AQ-ATF-101; L. . 
Sonneborn Sons, Inc., “Amalie,” 


AQ-ATF-146; Southwest Grease & 





PARC TRY 


... With the 
SERVIS-DISPATCHER 


PRODUCTION CONTROL 
SOE I) 


Whether you write a few hundred or thousands of 
repair orders a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 


YOUR Gitte ORGANIZATION WILL BENEFIT 


DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
dled by full utilization of existing 
facilities . .. and efficient handling 
means more satisfied customers. 


SERVICE MANAGER .. . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 


SHOP FOREMAN .. . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 











SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 
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brand name next and the qualifica- 
tion number last under each quali- 
fier: 

American Oil Co., “AMOCO,” AQ- 
ATF-155; Arkansas Fuel Oil Co., 
“Cities Service,” AQ-ATF-145; At- 


ATF-107; Banner Oil Co., “Banner- 


Co., “Univerzol,” 
Battenfeld Grease & Oil Corp. 
(Kansas City), “Bats,” AQ-ATF- 
116; Battenfeld Grease & Oil Corp. 
of N. Y., “Bats,” AQ-ATF-149; C. 
F. Battenfeld Oil Co. (Detroit), 
“Quality Seal,” AQ-ATF-140; Cali- 
fornia Texas Oil Co., Ltd., “Caltex 
Texamatic,” AQ-ATF-121; Canfield 
Oil Co., “Canfield,” AQ-ATF-119; 
Cities Service Oil Co., “Cities Serv- 


AQ - ATF - 113; 


ice,” AQ-ATF-139; Commerce Oil 
Corp., “Com-A-Trans,” AQ-ATF- 
152. 

Continental Oil Co., “Conoco,” 


AQ-ATF-112; Deep Rock Oil Corp., 
“Deep Rock,” AQ-ATF-167; Eagle 
Oil & Supply Co., Inc., “Eagleine,” 
AQ-ATF-171; Famous Lubricants, 
Inc., “Gear- Life,” AQ-ATF-134; 
Fiske Brothers Ref. Co., “Fiske’s,” 





Gouging Charged 
Under Virginia’s 
‘-nspection Law 


RICHMOND, Va.—Richmond leg- 
islators, reporting an increasing 
number of complaints from motor- 
ists that they are being made to 


Virginia general assembly may be 


bile inspection law. 
The state assigns service stations 


at a cost of 50 cents each time. 

“The motorists don’t mind this,” 
say the legislators, “but they object 
to exorbitant fees charged by some 
garages which find mechanical dif- 
ficulties with their cars.” 

Thirty garages lost inspection 
privilege last year for violating 
| regulations. Several hundred more 
| were investigated. 

Opponents of the present system 
believe the state should set up and 
| operate its own inspection stations. 


Ridgeway Elected to Head 


Minneapolis Booster Group 

| MINNEAPOLIS. — Homer E. 
Ridgeway has been elected presi- 
dent by the Northwest Automotive 
Booster Club (No. 8) here. Other 
officers elected by the group are as 
| follows: 

Francis C. McDonald, first vice- 
president; Fred C. White, second 
vice-president, and William S. 
Cowan, treasurer. Directors are 
Russ L. Boalin, J. W. Williams, 
A, F. Snyder, Fred J. Marsh, Stan- 
ley W. Tull and A. Fieldler. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No, 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 





lantic Refining Co., “Atlantic,” AQ-|_ 
lube,” AQ-ATF-157; W. H. Barber || 


pay for needless repairs, say the|' 


asked to revise the state’s automo- || 


to check automobiles twice a year |! 








ton & Co., “Houghton’s,” AQ-ATF-| Oil Co., “No. 9700,” AQ-ATF-168 ba 

162; Hyvis Oils, “Hyvis,’”” AQ-ATF- | “Southwest,” AQ-ATF-159; Sov- P 

127; Chas. F. Kellom Co. Inc.,/ereign Oil Co, “Sovereign Dyna- | 4) 
“Invader,” AQ-ATF-163. matic,” AQ-ATF-126. : 

Kendall Refining Co., “Kendall,” Standard Oil Co. of B. C., Ltd. | to 

AQ-ATF-104; Lake Shore Oil Co.,|“RPM Torque Fluid No. 1,” AQ- of 

“Crystal,” AQ-ATF-166; Magie|ATF-124; Standard Oil Co., Calif., fr 

Brothers, Inc., “Magie,” AQ-ATF-|“RPM Torque Fluid No. 1,” AQ- co 

128; Magnolia Petroleum, “Mobil-| ATF-124; Standard Oil Co. (Ind.) de 

fluid 200,” AQ-ATF-101; Marquette, | “Standard,” AQ-ATF-106; Standard th 

Pet. Prod., Inc., “Marquette,” AQ-|Oil Co. (Ohio), “Sohio,” AQ-ATF- st! 

ATF-117; McColl-Frontenac Oil Co.,| 118; Standard Oil Co. of Texas, 

Ltd., “Texamatic,” AQ-ATF-109;|“RPM Torque Fluid No. 1,” AQ- P 

Nourse Oil Co., “Noursite,” AQ-| ATF-124; Sta-Vis Oil Co., “Sta-Vis,” st 

ATF-170; The Ohio Oil Co., “Mara-| AQ - ATF - 150; Stewart-Warner b 

thon,” AQ-ATF-161; Oil-Kraft, Inc.,| Corp., “Alemite,” AQ-ATF-132, AQ- tl 

“Kraft,” AQ-ATF-164; Pan-Am| ATF-137, AQ-ATF-154; Sun Oil Co. di 

Southern Corp., “Pan-Am Perma-| “Sunoco,” AQ-ATF-125; The Texas ¥ 

matic,” AQ-ATF-165; Paragon Oil|Co., “Texamatic,” AQ- ATF - 102; 01 

Co., “Paramatic,” AQ - ATF - 147; | Tide Water Assoc. Oil Co. (E. Div.), th 

Penn. Ref. Co, “Penn Drake,” | “Veedol,” AQ-ATF-153; Tide Water be 

AQ-ATF-158; The Pennzoil Co.,| Assoc. Oil Co. (Assoc. Div.), “Vee- w 

“Pennzoil’s Hydra-Flo,” AQ-ATF-| dol,” AQ-ATF-142; Tiona Pet. Co., be 

111; The Plowman Co., “Invader,” | “Trans-Flo,” AQ-ATF-110. ty 

AQ-ATF-122. Union Oil Co. of Calif., “Union,” ve 

Prairie States Oil & Grease Co.,| AQ-ATF-151; U. S. Oil Co., “U. S.,” I 

“Lubrimatic,” AQ-ATF-131; The| AQ-ATF-114; C. C. Wakefield & eve 

Pure Oil Co., “Purelube,” AQ-ATF-|Co., Ltd., “Castrol TQ,” AQ-ATF- ing 

105; Quaker State Oil Ref. Corp.,| 156; Warren Ref. and Chemical Co., me 

“Quadromatic,” AQ-ATF-108; Rich- | “Warco,” AQ-ATF-160; Wolf’s Head ins! 

field Oil Corp., “Richfield,” AQ-|Oil Ref. Co., Inc., “Wolf's Head,” Gai 

ATF-129; Richfield Oil Corp. of | AQ-ATF-144; Wynne Oil Co., “Ron- Bui 

N. Y., “Richfield,” AQ-ATF-138;|son,” AQ-ATF-143; O. F. Zurn he 

Wm. C. Robinson & Son Co., “Auto-!Co., “Zurnoil,” AQ-ATF-172. the 
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GOLIATH THREE-WHEELER—Three-wheel jobs are no novelty in Europe. Europeans like mal 

their easy parking and maneuverability. Goliath is another rgward Industries product. that 

The firm produces quite a number of trucks, some offering Diesel power units. they 





THE VOLKSWAGEN STATION JOB—A _ wind-tested vehicle, this unit reportedly wil! 
carry its weight in load. Also known as the ‘‘tourist wagon,"’ it seats eight people, stil! 
leaving room for an ample amount of luggage. 





unitized chassis 
body design are said to have been utilized in this [o% One very large opening on 


VOLKSWAGEN'S LOAD COMPARTMENT—Both an airplane-type 


eeeu 


side permits easy accessibility. That seat in the back is for passengers over and above 
three there is room for in the front. A loading shelf is offered in the space over 


rear-engine covering. 
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Backshop . 








By Jack Weed 


(Continued from Page 42) 


overhead margin—and starts out,of one of his “phobias.” It seems 


with a price advantage of $60 or 
more—the southern boys claim that 
the bootlegger can make good 
profits at prices that will put the 
franchised dealer in the hands of 
the sheriff. 

Factories hold the only weapon 
to stop this practice, claim many 
of the dealers—that is, cut the 
freight to that of actual transport 
cost from the actual assembly and 
delivery point, plus a spanking to 
the dealer who peddles his new 
stuff at the low overage, 

NADA might also walk into the 
picture by getting tax regulations 
strengthened, so that there would 
be a surefire reaction on not only 
the dealer who sells new cars 
destined for out-of-state resale 
without paying the state tax, but 
on the bootlegger for not paying 
the tax on the car that was 
bought out-of-state. In other 
words, make it obligatory for the 
bootlegger to charge—or pay— 
two state sales taxes on such 
vehicles, 

I kinda got an impression, how- 
ever, that the bootleggers are hurt- 
ing the volume boys more than the 
medium or smaller dealers. For 
instance, in talking with Vernon 
Gaiennie, bossman of Colonial 
Buick, in New Orleans about it, 
he was inclined to feel that, while 
the bootleggers’ activities were 
hurting them some now, they 
wouldn’t be a problem for many 
more months. He didn’t say why, 


though. 
* o * 


Wants More Cars 


OT another little surprise along 

automobile row—Canal St., in 
New Orleans—and I kinda hate to 
pusn this one out since I feel 
certain the complaint will be cor- 
recved in short order. But Frank 
Linn of New Orleans Motor Car 
Co., Inc. (Ford), said he wasn’t 
getting cars enough to take care 
of sales and was quite short of 
ears when I called on him. 

We don’t hear any complaints of 
that nature around Detroit any- 
more. 

I didn’t hear any of the dealers 
I met from Mobile to New Or- 
leans complaining about too 
many cars, though. They all said 
that sales were down a little, but 
they didn’t seem to be worried 
about what was coming up this 
spring too much—except for 
those bootleggers. 

Had a little talk with John Bat- 
tle, the Chevrolet dealer in New 
Orleans, and got a little inside into 
how he peddles as many buggies 
as he does. Also got a giggle out 


| WHITE-WALL TIRES 


REALLY CLEANED 
SPARKLING WHITE 
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CAR OWNERS! 
Experts agree 
nothing cleans 
white-wall tires 
like S.0.5S. 














































he won’t drive a new car—always 
uses a used one—just so that he 
can say that he is so short of new 
cars that even he can’t get one 
to drive. And so long as he doesn’t 
have one on the floor at his down- 
town store—and only one used car 
on a tremendous used-car lot on 
Canal St.—I suppose he is getting 
by with this one. 
os 


One Way 
os about complaints—Leo 

Castiglia, who makes the un- 

conditionally guaranteed Kwik 
Ezee wheel aligner, was in to see 
me and told about how he cured 
a “kicker” who really tore him 
apart. 

It seems that a garage man got 
hold of one of Leo’s compensators 
that was a little rough and it gave 
him some trouble trying to insert 
it in a job he was working on— 
so without trying to find out if it 
would be replaced or not, sent it 
back with a three-page letter that 
was written to tear the maker's 
heart out. 

Despite the great inclination to 
write back a “scorcher,” Leo took 
another tact. He sent a couple 
of compensators out to be highly 
polished and chrome plated. They 
came back works of art—real 
jewels in appearance. These he 
sent to the garage man, apologiz- 
ing for having gotten a part that 
had gone through inspection and 
wanted to know if the pair he 
was sending under separate cover 
would make up for the error. 

He didn’t even get a reply from 
the buyer—but on a later trip to 
that city he called on this man— 
and found the two chromed job- 
bies, framed, and hanging on the 
office wall, back of the letter writ- 
er’s head. A new way to pour oil 
on troubled waters. 

+ * 7 
Free Service 


HILE at the Bear “open house” 

party in honor of the opening 
of their grand new school facilities, 
I got to “popping off” about how 
the equipment and tool makers (in 
my estimation) bring most of the 
gripes and demands for free serv- 
ice from franchised dealers down 
on their own heads, because neither 
they nor their jobber outlets have 
any standardized service policy and 
make it tough for the dealer to 
get his shop machines repaired 
when they need it. 

Vic Day of Bear overheard me, 
although he didn’t happen to be in 
the group I was arguing with at 
the time. Well, just the other day 
I got a letter from Vic in which 
he said he hadn’t been too busy to 
overhear my charges and followed 
this up with the following para- 
graph—which tickles me no end to 
be able to reprint. ‘ 

“You'll be interested in our ex- 
perience of yesterday, in view of 
the griping about free and end- 
less service that has been heard 
among equipment manufacturers. 
Well, yesterday was the day we 
changed from a no-tuition (ex- 
cept for $12.50 nominal registra- 
tion charge) school to a definite 
tuition rate. We collected our 
$58 tuition charge from every 
new student with nary a grum- 
ble, even from one or two who 
will be entitled to a refund 
as they came from dealers who 
bought within the last six months 
and are entitled to one student 
at the minimum fee of $14.50. 

“So maybe those boogey-men we 
gripe about the loudest don’t come 
so big after all, except in our own 
worrisome minds? And maybe we 
manufacturers earn some of our 
troubles by not having a policy, 
soundly conceived in a competitive 
market, lived up to on our part, 
and patiently but firmly enforced | 
as to our customers?” 

* * * 
Ambitious Boys 


yas amply confirms an experi- 
ence that Sun Electric has had 
in Detroit in relation to obtaining 


* x 





Dreiling in New Home 


Ben Dreiling, Inc., Ellis, Kans., 
held its grand opening and showing 


of 1950 Buick and Pontiac cars, in 


a new showroom. The program 


featured a 30-minute radio broad- 
cast. 





_DEALER HALE SELLS 10 AT ONCE—These Ford two-doors were sold to the Oklahoma 
highway patrol by Sam Hale (Ford), Ardmore, Okla. Hale has been a Ford dealer since 1917. 





students for their own school. Sun 
used newspaper advertising and 
direct matter to mechanics offering 
night school on automotive testing 
for those mechanics who wished to 
improve their advancement oppor- 
tunities. They got over 1,000 an- 
swers to this appeal and turned 
some 250 of these into students 
for their classes—and in most cases 
the students paid the tuition out of 
their own pockets. 


Despite all that dealers and 
service managers tell us, these 
two instances prove that there 
still are a lot of mechanics who 
want to get ahead and know 
more about the jobs they are on. 
And all the industry has got to 


do is to find some way of bring- 
ing these ambitious boys out from 
under the cars they are work- 
ing on. 

I am going on record—in print 
this time—that I also believe that 
a good service policy on shop equip- 
ment that is coupled with a fair 
warranty on the product for a 
definite number of months—plus a 
predetermined schedule of repair 
costs, based on the same “package” 
deal that the automotive dealer 
offers to the car owner, will not 
only get the shop equipment mak- 
ers off the hook with the dealers 
on this free service and replace- 
ment deal, but will add immensely 
to the goodwill the makers can 


obtain from the dealer-users of 
their products. 


Maybe I have gained a convert 
in Vic Day—I hope I have, for it 
will take one or two top-line mak- 
ers like Bear to start the ball roll- 
ing—and eventually the dealer’s 
worries about service on his equip- 
ment will be solved. 

+ a + 


Penny-Grabbing 

HARLIE BAUER, of Boosters 

International, brings out a point 
that I’d like to push out at this 
time—that is, the business where 
a firm that sells through commis- 
sioned salesmen often switches to 
their own salaried men when the 
commission man has built up the 
business to the point where he is 
making possibly a little over what 
could be termed a fair return on 
the sales effort expended, 


Most every time this “penny- 
grabbing” change is affected, it 
costs the firm more money to 
hold the sales advantage gained 
than the saving in direct com- 
missions to the man who built 
the business for them. 

If sales managers—and even gen- 
eral managers—would once get it 
through their heads that the man 
who earns more selling their prod- 
ucts on a commission than they 
earn in salary, is an asset to their 
business they should make every 
endeavor to keep, hold and cherish, 
many firms would continue to grow 
and prosper, if their original com- 
mission rate was sound, rather than 
stumble and fall by the wayside, 
as so many do. 












You can give your customers amazing new Pep, 
Faster Pick-up, 
Miles per Gallon, by installing Keller Precision-built 
Carburetor Repair Parts. Thousands now in use —users 


Improved Performance, 


report marvelous results. 
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iilustrated is a complete Ford V-8 set. List Price $3.10 
Ford 6-cylinder set. List Price $5.00 


Mercury, Lincoln and large trucks set. List Price $5.25 


Most common causes of poor performance and low gas 


mileage in regular carburetors are: (1) 
fuel past shutoff seat. (2) Acceleration Pump Discharge 
Check leaks fuel past seat because it sticks open. (3) 
Acceleration Pump Piston Leather becomes worn from 
misalignment, hardened from corrosion, permitting fuel 
to escape past leather. (4) Acceleration Inlet Supply 
Hole Check sticks closed or open and does not allow 
proper amount of fuel for acceleration discharge. 


You can correct these common causes of inefficiency 
with Keller Precision-built Carburetor Repair Parts. 
Hundreds of Ford, Lincoln, Mercury dealers from coast 
to coast have found this out to their profit and to their 


customers’ benefit. 


Start giving your customers smoother, peppier, more 
performance—build your 
customer goodwill. Send coupon for complete informa- 
tion or for a call by our representative. 


KELLER RESEARCH CORP. 


DETROIT 23, MICHIGAN 


economical 


12727 STOUT ST. 


Economizer leaks 


12727 Stout St., 


profits and 


KELLER RESEARCH CORP., 


Detroit 23, Michigan 


I want to know more about Keller Precision-built Carbu- 
retor Repair Parts. Send literature and price-discount 
information [[]. Have your sales representative call CO. 


eee eee eee eee eee ee eee eee eee 


Keller Carburetor Parts do not change the mixture 
from what F.M.Co. knows to be best—they only stop 
the leaks, increase the efficiency. They correct the 
common causes of inefficiency by replacing production 
parts with specially engineered, precision-built parts 
made of materials that will not corrode and are not 
subject to change due to acids in the fuel. Keller parts 
give you a Master Carburetor—the kind a carburetor 
engineer would build for himself. 
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NEW YORK. — Despite expected 


Transit Riders Up 46% 


Urban Systems Carried 19 Billion Passengers 
Last Year, Association Reports 
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duced in 1949 by approximately 1.5 


| 
44,000 new vehicles to replace al- 


most half the total vehicles in the 
industry. Streetcars and subway 
cars purchased in that period to- 
taled 3,100; electric trolley coaches, 
3,500, and buses 37,000. 

There are now estimated to be 
16,100 surface electric railway 


SERVICE 


SECTION 





postwar readjustments, the urban| percent, to a figure of $1,324,000,000.| ©@Frs in use, a decrease of about ; 

transit industry after five years is| «Net revenue in 1949, according Sante: Seen’ i paneas I 

still carrying 46 percent more pas-/to these preliminary estimates, was dine ‘and 59,000 b pew 

sengers than the average of the| approximately $166,000,000, or 14.52 ree ge a8 peveent aaen ' f 

years 1936-40, with an estimated percent higher than in 1948,” he pe that a 

total of 19 billion for 1949, accord-| stated, = aie ' sie i 
e to passenger vehicles v 


ing to Guy C. Hecker, executive 
manager of the American Transit 
Assn, This figure is 11 percent 
lower than 1948. 

The total of 19 billion passen- 
gers represents a weekday aver- 


In the six years from 1944, de- 
spite poor net earnings, transit 
companies have purchased nearly 


Ford Service HQ 





owned by the industry is estimated 
at slightly more than 91,000, ap- 
proximately the same as in 1948. 
However, the vehicles purchased in 
recent years generally are of 


io gO 





greater seating capacity and actu- 


f about 000,000 riders on 
a 3 ~ ally have added to the number of 


the nation’s streetcars, trolley 


| INTERNATIONAL OFFICIALS PLAN CHICAGO EXHIBIT—Pianning the International truck 
exhibit for the 42nd annual Chicago Automobile Show, Feb. 18-26 at International amphi- 


<a aE 
SSC ee 


Now in New Plant 








coaches, buses and subway sys- seats for the riders. theatre, International Harvester motor jem Givieton officials snptey —_—e, trecks to la 

ms—equal — id determ the arrangement o' @ show vehicles. Le °o rig . Peckels, 
te q to the combined anahenes an a —— ae Vehicle miles operated in 1949 a “of ceaaiane relations department; W. K. Perkins, sales manager, and M. F L 
partment of the general sales | totaled 3,220,500,000, representing @| McCarty, Chicago district manager, consider features of the exhibit. in 


population of Great Britain and 
Canada. 


Analyzing the industry’s financial 


office, Ford division, is now located 
at offices in the Ford Mound Rd. 


29 percent increase over the aver- 
age of the years 1936-1940. Miles of 





payroll in 1949 was lower than 














$815,000,000, therefore, is an increase 





icture, Hecker pointed out that|Plant, according to I. L. Pierce,| route served in 1949 totaled 112,700,| : _ lof 131 wee tha r t 
despite the 11 pereent loss of riders, | anager of the department. an increase of 20 percent for the| im 1948 because of fewer wen qurted. ae Te ee ee d 
fare increases kept the industry’s| The move was made so that all| same base period. ogg a po ir Saup teen A208 cceseeningsesiehdenimansons v 
operating revenues at $1,490,000,000 | sections of the department can be The 254,000 workers in the | 108. ustry rose fro » c 
—a fraction of 1 percent above|located in one building and to pro-| transit industry received total to $3, ‘Canada Imports u 
those of 1948. vide greater coordination and closer| wages in 1949 of $815,000,000. In : The average annual payroll dur- | 7 

Operating expense, including de-|direction of all service functions,| 1948, 261,000 employes were paid |ing the base years 1936-1940 was 10 137 Vehi el es st: 
preciation but not taxes, was re-| Pierce said. $829,000,000, Although the total | $352,000,000. The 1949 payroll of . dit 

. 9 sa 
From U.S. in os 
OTTAWA.—Factory shipments of fa 
|motor vehicles imported from the 
|U. S. during 1949 totaled 7,304 pas- an 
|senger cars and 2,833 commercial = 
vehicles. on 
These figures are broken down as as 
follows: yes 
Passenger cars: coupes, roadsters, pa 
68; touring sedans, 111; permanent 
closed cars, coupes, 69; two-door Me 
sedans, 2,189; four-door sedans, 4,- 
545; other closed, 322. = 
Commercial vehicles: 5,000 and cre 
less pounds, 1,604; 5,001-10,000 lati 
pounds, 775; 10,001-14,000 pounds, to | 
38; 14,001-16,000 pounds, 52; 16,001- cee 
19,500 pounds, 100; 19,501-26,000 Po! 
pounds, 140; over 26,000 pounds, 106. A 
anual mir 
e for 
| Smoke Signals «! 
Navajo Freight Adopts the 
‘Indian’ Ad Theme a 
LOS ANGELES.—Navajo Freight bil 
Lines, 3901 Medford St., has blos- Ho 
somed out with a new and unusual T 
advertising campaign, designed to Hou 
carry-out an “Indian” theme. to r 
At first, customers were startled of ¢ 
when the switchboard operator soor 
GHT oh YOUR HANDS answered the phone with: “How! St 
Navajo Freight Lines,” but now up 
many of these same callers reply: wit 
At every oil check, use the eye-opening WIX Dirtector to show your “Ugh! Pickup,” the firm reports. over 
. , tion: 
il. This is only one part of Navajo’s 
customer not alone the level but the condition of his motor oi new theme, Kach salesman wears & also 
Let him see the dirt and danger that makes him need and want ae ae. sliver rage _— 
: ’ : oO e “Blue-Eye n,” in his ; 
WIX Filter Service and clean oil! Thousands of Dealers all over lapel when calling on prospects. Coa 
: : of Engineered When making calls the salesman E 
America have turned to WIX for the sensational tools g always leaves & package of cigar- R 
Selling. The WIX Cabinet Merchandiser puts everything else you ettes, which are wrapped in a locat 
special four-color design featuring from 
need to complete the sale—right at your elbow. Navajo’s trademark. The message nied 
plays on the Indian method of man 
> communication: Th 
z ARE YOUR wwe SALES TOOLS “Smoke signals ... the wise on 
HER shipper signals to the ‘Blue-Eyed of C 
Indian’ and gets the finest freight sre 
WIX DIRTECTOR—The eye-opening, car-side oil analyzer. service on the highway.” men 
WIX CABINET MERCHANDISER --Your handsome, silent salesman! It ‘ coulc 
war. 
holds a stock of famous, nationally advertised WIX Refills for 90% Ark. Allows Lien Holder a 
of the cars you service, and a dozen cans of oil. Right to Vehicle Title Curl 
a LITTLE ROCK, Ark.—New ve- 
hicle title certificates now being A ‘ 
HART—HIllustrates all leading car and required in Arkansas under Act ve 


WwIx 


FILTER 
truck Filters just as you see them on the vehicle. 


IDENTIFICATION 


Identifies make and 


model of Filter and tells you instantly the proper refill for it. 


CATALOGS 
you need 


to open and 


© PRICE SHEETS © ADVERTISING 


close the sale—all 


package right at the car-side. 


WIX: ACCESSORIES CORP’'N 





* GASTONIA « 


FOLDERS —Everything 
in one attention-getting 


pete he 


CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 11 Wabash Ave., Toronto 3, Ont. 


142 of 1949 will be retained by the 
holder of the first lien or other 
obligation against the licensed ve- 
hicle, under an opinion by Attor- 
ney-General Ike Murray. 


If no lien or encumbrance against 
the car or truck exists, the owner 
receives the title certificate. The 
opinion was given at the request 
of the Arkansas revenue depart- 
ment to clarify application of the 
new law, which the attorney gen- 
eral’s office described as “some- 
what confusing in certain sections.” 


Penney Returns 

George P. Kuykendall, president 
of Kuykendall Chevrolet Co., Lub- 
bock, Tex., has announced the re- 
turn to the firm of Ralph Penney 
as general sales manager. Penney 
left the firm in 1942 to enter the 
Navy. He has been district man- 
ager for a seven-state area for 
Berry Motor Co. (Packard), during 
the past two years. 
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Automotive Washington 





(Continued from Page 12) 


y sited the Ford plant at Dearborn. 
Tey asked the guide there, “Who|and Donnell of Missouri has been 
named to conduct hearings on the | 


owns this plant?” 
Ford owns this plant.” 


[hen they noticed the cars out| prosecution of a labor union for 
mt overflowing the parking lot, 
.d they asked, “Who owns those | affecting the nation generally. Thus, 
“The|does the drive for legislation to 


fr 
a 
cars?” and the guide said, 
workers own those cars.” 

* 


Off-Street Parking 


ha LEVIN, a top Bureau of 
was a 

speaker at the recent TH roadway of Connecticut Ave. | 

meeting here of the Institute of | 
Traffic Engineers. Occupied in the/of Standards is in regular use as| 


Public Roads official, 
principal 


jland-studies section of the BPR, 
Levin dwelt on how off-street park- 
ing facilities could be created 
through local zoning ordinances. 
He said that 185 cities and 
towns in 29 states now have or- 
dinances which require the pro- 
vision of parking facilities in 
connection with various property 
uses. 
“New or 
structures” come under the juris- 
diction of such ordinances, Levin 
said, and owners are required to 
provide adequate off-street parking 
facilities required in their use. 
City authorities become more 
anxious to legislate off-street park- 
ing facilities, he declared, with sta- 
tistics proving that central business 
district valuations have decreased 
throughout the country in recent 
years primarily because of poor 
parking facilities. 
* * 


* 


Monopoly Moves 


a House Judiciary committee | 


is considering measures to in- 
crease fines for antitrust law vio- 
lation, to require periodic reports 
to Congress of consent decree pro- 
ceedings and to revise the Webb- 
Pomerene expert law. 

All of which indicates the ad- 
ministration is broadening its drive 
for antitrust legislation, 

There also is pending before a 
Senate judiciary subcommittee 
the Celler bill, which gives the 
Federal Trade Commission wide 
powers to prevent mergers, This 
bill has been passed by the 
House. 

The Celler subcommittee of the 
House Judiciary committee plans 
to resume its general investigation 
of operation of the antitrust laws 
soon. 

Steel corporations, momentarily 
up for air after a tough session 
with the joint economic committee 

over steel prices, are to be ques- 
tioned further. The Celler group 
also plans to investigate many 


other industries. 
* * * 


Coast Plants Okay 


,RRPORTS that the Department 
of Defense is advocating re- 
location of vital industries inland 
from coastal states have been de- 
nied by Hubert Howard, new chair- 
man of the Munitions Board, 

The denial was made following 
charges and inquiries by members 
of Congress, union labor leaders, 
industrialists and state and local 
government Officials that military 
men have decided coastal areas 
could not be defended in an atomic 


war. 
* * * 


Curb on Big Unions 
SENATE subcommittee com- 
** posed of Senators Eastland of 


WANTED TO TRADE 


NEW —1950 
RYAN NAVION AIRPLANE 


(The World's Finest Personal Plane) 


WITH 


All metal, low wing construction, 155 
m.p.h. cruising speed, retractable tricycle 
landing gear and all of the luxurious 
comfort, roominess and safety of the most 


expensive automobile. 
FOR 

We will make an exceptionally good deal 
to dealers handling, FORD, CHEVROLET, 
PONTIAC, MERCURY, BUICK, OLDSMO- 
BILE or CADILLAC and take one of the 
above listed cars in trade. 

CAROLINA AERONAUTICS, INC. 

Distributors for the Ryan Navion 
Box 1021 Phone 1961W 

Hendersonville, N. C. 


He said, “Mr. 


substantially altered | 


Mississippi, O’Conor of Maryland 


Robertson bill, which would permit 


an unreasonable restraint of trade 


curb the arbitrary power of big 
labor uniong move another step 


forward. 
* * * 


Road Paint Tests 


in front of the National Bureau | 


a testing laboratory for paints 
used to mark white traffic lines | 
on the nation’s streets and high- | 
ways. 

The bureau checks the staying | 
qualities of various kinds. The 
wheels of Washington automobiles | 
provide the abrasive, free of 
charge, under practical conditions | 
of everyday usage. | 


Much of the improvement in| 
| these paints in recent years is due | 





to experiments at the bureau here. | 


* * * | 


Capitol Notes 


TH! President’s emphatic denial | 
of dissatisfaction with Defense | 
Secretary Louis Johnson was rec- 
ognition of persistent capital ru- 
mors of the latter’s impending res- 
ignation, under pressure. | 

The fact is that many of these 
reports have been emanating, sig- 
nificantly, from quarters which 
would like nothing better than 
to see Johnson bow out. 

This is an old Washington game | 
and one of the town’s less attrac- 
tive characteristics. It’s also being 
said that the President is leery of 
his defense secretary's alleged 
White House ambitions, another 
yarn which has gained consider- 
able currency without any basis in 
hard fact. 

Creekmore Fath, able Texas at- 
torney who admits with a grin 
that he has a name few people ever 
forget, is being mentioned as a 
possible appointee to the Federal 
Trade commission. 

Former Sen. Joe Ball of Minne- 
sota, who went from a newspaper 
city room to Capitol Hill, is back 
at his typewriter. He’s starting a 
“labor letter” for business execu- 
tives and others. Organized labor, 
by the way, was instrumental in 
Ball’s defeat. 


* * * 


| ‘Relatively’ Old 


(CONGRESSIONAL nepotism is in 
4the news but actually there's | 
nothing at all new about it, Since 
|time immemorial a certain per- | 
centage of members of Congress 
have been putting relatives on their 
office payrolls. | 
The practice, however question- | 
able, is perfectly legal Also, it is| 
not to be confused with the “kick- | 
back” racket as operated by for- 
mer Rep. J. Parnell Thomas, now | 
serving a jail term. 
In fairness, it should be said 
that in some cases wives who 
are carried on the payroll as sec- | 
retaries do a really important | 
office chore and spend a full day | 
at the desk. 
That certainly was true of Mrs. | 
John Nance Garner, for example. | 
| However, for the most part Con- 
gressional nepotism creates a great 
deal of resentment which in many 
instances is thoroughly justified. 
But veteran Washington observ- 
ers do not expect to see an early 
end to it, even though many mem- | 
bers of Congress feel strongly that | 
the practice is contrary to sound | 
public policy. 


| 1949 Car Radio Sales 
Hit Record in Canada | 

MONTREAL. — Canadian motor- | 
ists bought more car radios during | 
1949 than in any previous year, 
according to the Radio manufac- 
turers Assn. of Canada. Sales for 
the year totaled 131,758 units, com- 
pared with a previous high of 
75,895 in 1947. 

The association estimated that 
770,700 radios of all types were built 
in Canada last year. This was about 
30 percent more than in 1948, but 
slightly off the 808,000 volume of 
1947. The association noted that 12 
firms were now producing tele- 
vision sets in the dominion. 
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Market Trend 
The overall average price of used cars improved last week, rising 
$7 to $945. All but 1950 and 1949 models shared in the increase. The 
largest drop was the $29 dip in the price of 50 models to an aver- 
age of $1,792. The price of ’49s dropped $7 to $1,407. 


All other models increased in 


price Over the preceding week’s 


figures. Gains included: '48s, up $30 to $1,075; ’47s, up $12 to $879; 
46s, up $4 to $743; '42s, up $23 to $354, and ’41s, up $11 to $363. 


ST. JOSEPH, MO. 


St. Joseph Auto Auction Co. Sale every 
Tuesday. Prices are for sale of Jan, 31.) 


(Market active, with prices slightly 
higher. Sold 28 out of 45 offerings.) 
CHEVROLET — '49 4-dr., $1,435, $1,415, 
$1,205. °48 4-dr., $1,175, $977, $1,150, 

$1,112. °47 4-dr., $830. 
OHRYSLER—’'41 4-dr., $352. 
DeSOTO—'46 club coupe, $767. 
DODGE—’48 4-dr., $870. 
FORD—'46 club coupe, $732. 
$260. 
HUDSON—’48 club coupe, $1,205. 
MERCURY—’40 club coupe, $332. 
PONTIAC—'46 4-dr., $702. 
STUDEBAKER—’47 4-dr., $902. 


ALBANY 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
Jan. 30.) 


(Slight upturn in prices on all kinds. 
Sold 66 out of 87 offerings.) 
BUICK—’'50 Super 2-dr., $2,250, $2,235; 
Super 4-dr., $2,340; RM sedanette, $2,- 
410; Special 2-dr., $1,570. °49 Super 


"40 4-dr., 


4-dr., $1,760. ‘46 Super 2-dr., $950; 
Special 4-dr., $870. ‘'41 Special 2-dr., 
$320. 
CADILLAC—'49 (61) 4-dr., $2,570, ‘48 
(6) 4-dr., $2,250. ‘41 (61) 4-dr., $350. 
’38 (60) 4-dr., $240. 


CHEVROLET — ‘50 Deluxe 4-dr., $1,600; 
Deluxe 2-dr., $1,620; Special 4-dr., $1,- 
580. ‘49 FL 4-dr., $1,350; FL Deluxe 
4-dr., $1,310. ‘48 FM conv., $1,100; FM 
station wagon, $1,070. ‘47 Deluxe 4-dr., 
$800; FL 4-dr., $885; sedan delivery, 
$630. °'39 MD 4-dr., $220. 

CHRYSLER—’'49 New Yorker conv., $2,000. 

DeSOTO—’47 Custom club coupe, $930. °46 
Custom conv., $1,030; Deluxe 4-dr., $895. 

DODGE—’47 Deluxe 4-dr., $910. 

FORD—’'49 (8) Custom 4-dr., $1,235; Cus- 
tom 2-dr., $1,100. °41 (8) Special busi- 
ness coupe, $195. 

HUDSON—’48 Commodore 4-dr., $1,250. 

KAISER—’48 4-dr., $690. 

LINCOLN—’49 Cosmopolitan 2-dr., $1,885. 

NASH—'46 Deluxe 4-dr., $670; (600) 4-dr., 
$610. ‘41 Ambassador 4-dr., $140. 

OLDSMOBILE—’50 (88) club coupe, $2,- 
260. '49 (76) 2-dr., $1,650; (98) 4-dr., 
$1,870; (76) 4-dr., $1,760. °41 (98) sta- 
tion wagon, $210. 





LIBERTY GETS RESULTS WITH LOT—The used-truck lot installed recently 6y Liberty Motors 
eevee Birmingham, Ala., has proven an exceptional value in moving used trucks, 


the firm reports. 


used-truck inventory until they had an inventory of 4 


Before this lot was built, Libe had experienced a steady increase in 


units with over $30,000 invested in them. 


Within 45 days after the lot's opening, inventory had decreased to 16 units with approxi- 


mately $6,000 invested. 





PLYMOUTH—’'50 SD 4-dr., $1,650; SD 
conv., $1,990; Deluxe 2-dr., $1,550. °49 
Deluxe club coupe, $1,360. °48 SD 4-dr., 
$1,160. '47 SD 4-dr., $915. ‘46 SD 2-dr., 


$660; Deluxe 4-dr., $600. 

PONTIAC—’48 Streamliner (8) sedanette, 
$1,350. °47 Torpedo (6) club coupe, §1,- 
000; Streamliner (8) club coupe, $1,050; 
Torpedo (8) 4-dr., $950. °46 Streamliner 
(6) 4-dr., $930. 

STUDEBAKER—’50 Champion 2-dr., §$1,- 
600; Champion club coupe, $1,650. ‘'48 
Commander 4-dr., $1,210, ‘41 Commander 
4-dr., $250. 


WILLYS—'49 Jeep, $760. 


KANSAS CITY 


(Kansas City Automobile Auction Co. 


Sale every Wednesday. Prices are for sale 


of Feb. 1.) 


(Market steady. Demand exceeds sup- 


ply. Sold 124 out of 154 offerings.) 
BUICK—’49 Super 2-dr., $1,717. '48 RM 
2-dr., $1,427; Super sedanette, $1,317. 
‘47 Super 4-dr., $932, $927. ‘46 Super 
2-dr., $942, $937. 
CHEVROLET — ‘50 Deluxe 4-dr., $1,697. 


‘49 FL 2-dr., $1,467, $1,407, $1,385. °48 
FL 2-dr., $1,180, $1,140. °'47 FL 2-dr., 
$1,062, $1,037, $905; FM 2-dr., $990. 


DeSOTO—’49 Custom club coupe, $1,685. 
’47 Custom 4-dr., $1,052. 

DODGE—’'49 club coupe, $1,500. ‘47 4-dr., 
$700. °46 4-dr., $685. 

FORD—'49 (8) 2-dr., $1,195, $1,040; (6) 
4-dr., $1,082. ‘47 (8) 2-dr., $785. '46 
(8) conv., $747; (8) 2-dr., $677, $605; 
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MILTON BERLE, 
“Mr. Television” himself 


SID STONE and his familiar Texaco back- 
drop have won for Texaco the highest 
sponsor identification ever recorded by 
any show—radio or television, 





NO. 1 TV 


on Amevicas 


SHOW! 


Now in its second season . . . bigger and better 
than ever . . . none other than the Texaco Star 
Theater on television . . . No. 1 in popularity! 


Milton Berle, now known as “Mr. Television,” is 
master of ceremonies, and what a man! He clowns 
his way through a sparkling weekly parade of famous 


guest stars. 


This great show is now televised over 35 stations 
from coast to coast. Right now —an audience of more 
than 7 million anxiously awaits Tuesday nights. And 
the Texaco audience grows in leaps and bounds as 
the installation of new sets goes on at a rate of more 


than 150,000 each month. 


The Texas Company backs its Texaco Dealers with 


No wonder TEXACO DEALERS 
are such busy Aeaers 


Sk Y Chief ana FIRE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS §MARFAK CHASSIS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 


top promotion . . . television . . . Metro- 
politan Opera broadcasts . . . magazine 
and outdoor advertising . . . window dis- 
plays ... direct mail . . . and other nu- 
merous dealer helps. 


THE TEXAS COMPANY 








SERVICE SECTION 


(8) 4-dr., $572. 
FRAZER—’48 4-dr., $790. 
HUDSON—'49 4-dr., $1,300. 
KAISER—'48 4-dr., $605. 
LINCOLN—’'46 4-dr., $747. 


MERCURY—’50 2-dr., $2,100. ‘49 2-dr 
$1,370; 4-dr., $1,417, $1,362. ‘46 4-dr 
$717. 

NASH—’50 coupe, $1,340. 

OLDSMOBILE—'48 (78) 2-dr., $1,122. 

PLYMOUTH—’50 4-dr., $1,755. ‘48 4-dr 
$867. ‘46 club coupe, $867. 

PONTIAC—'49 (8) 2-dr., $1,727. ‘47 2-dr 
$1,017. °'46 2-dr., $1,005. 

STUDEBAKER—’50 Champion 2-dr., $1 


575. °48 Champion 2-dr., 
Commander 4-dr., $950. 


DETROIT 


(Aptco Auto Auction. Sale every Wednes 
day. Prices are for sale of Feb. 1.) 
(Demand on increase. Sold 39 out of 
57 offerings.) 
BUICK—’48 2-dr., $1,300. °47 conv., $950 
"46 2-dr., $860. '41 2-dr., $235. 
CHEVROLET — ’49 4-dr., $1,315, $1,260 
"46 4-dr., $800, $685. °47 2-dr., $765. 


$1,097 47 


CHRYSLER—’46 New Yorker 4-dr., $920 

DODGE—’46 4-dr., $760. 

FORD—’50 2-dr., $1,660. °49 2-dr., $1,295 
$1,200; club coupe, $1,210; (6) 4-dr. 
$1,105. °'48 (6) 4-dr., $760. ‘46 4-dr. 
$785. ‘41 2-dr., $315. 

HUDSON—'46 4-dr., $550. °42 4-dr., $200 

MERCURY—’'49 4-dr., $1,400. 

NASH—'47 4-dr., $760. 

oe 4-dr., $950. '46 2-dr 

60. 
PACKARD—'48 4-dr., $1,215. 
PLYMOUTH—’46 4-dr., $685. ‘41 2-dr 


$315, $165. 
PONTIAC—’'49 4-dr., $990. °46 club coupe, 
$770. 
STUDEBAKER—’50 Champion Regal 2-dr 
$1,650. 


CONCORD, MASS. 


(Concord Auto Auction. Sale every Mon 
day and Friday. Prices are for sales of 
Jan. 27 and 30.) 

(Sold 133 out of 213 offerings.) 


BUICK—'Special 4-dr., $1.835: Special se 


danette, $2,050. ‘49 RM 4-dr., $1.675 
*46 Super conv., $1,600, $1,630. ‘41 Spe 
cial 4-dr., $575. 

CADILLAC—’46 (62) 4-dr., $1,550. ‘38 
4-dr., $350. 

CHEVROLET—’49 FL Special 4-dr., $1,- 
315; SL Special 4-dr., $1,360. ‘48 FM 


club coupe, $1,100; FL aerosedan, $1,130 
’47 FM club couve, $985; FM conv. 
$880; SM 4-dr., $925; SM sedan delivery 
$560; FL aerosedan, $1,060. ‘46 half-ton 


pickup, $465. °'39 4-dr., $250, $190. ‘38 
4-dr., $300, $345, $220. 

CROSLEY—'47 4-dr., $120. 

DODGE—'48 half-ton pickup, $850. ‘47 
Deluxe 4-dr., $590. '46 Deluxe club 
coupe, $765; Custom club coupe, $835 
"41 4-dr., $355. 

FORD—'47 station wagon, $800. ‘46 SD 


4-dr., $640, $740; SD club coupe, $675; 
Deluxe 4-dr., $565. ‘41 half-ton rack, 
$125; 4-dr., $325,’ $240. °40 conv., $470 
FRAZER—'47 4-dr., $710. 
LINCOLN—’47 4-dr., $825. 


MERCURY—’'49 4-dr., $1,350; conv., $1,- 
575. °48 club coupe, $1,200. ‘°47 club 
coupe, $850, $785. 

NASH—'49 (600) 4-dr., $1,300, $1,210. ‘48 
(600) 4-dr., $840. 

OLDSMOBILE—’'41 (76) 4-dr., $415. 

PACKARD—’48 4-dr., $1,075. °42 conv 
$700. 

PLYMOUTH—'49 Deluxe 4-dr., $1,300. ‘48 
Deluxe 4-dr., $650. °41 4-dr., $450, $325 


’40 4-dr., $355. '39 business coupe, $255. 
PONTIAC—'47 Streamliner (6) sedanette 
$1,125. °'46 Torpedo (6) sedanette, $940, 
$900. ‘42 (8) sedanette, $500. ‘41 (6) 
club coupe, $385; sedanette, $495; 4-dr.. 
$330. 
STUDEBAKER—'40 4-dr., $165. 
WILLYS—’'48 Jeepster, $875. 


PHILADELPHIA 


(Gilbert-Robinson Auction, Sale every 
Tuesday and Thursday. Prices for sales 
of Jan. 26 and 31.) 


(Prices higher, with strong demand 
for postwar cars. Sold 107 out of 
197 offerings.) 


BUICK—’50 Super 2-dr., $2,450. '49 Super 
2-dr., $1,785 '48 RM 4-dr., $1,310. ‘47 
RM 4-dr., $1,160; RM conv., $1,150; 
Super 4-dr., $1,084. °41 Special 4-dr., 
$560. '39 Special 4-dr., $535. 


CADILLAC—’42 (63) 4-dr., $750. 
pass. 4-dr., $575. 

CHEVROLET—'50 FL Special 2-dr., $1,650 
"49 SL conv., $1.655; SL Special 2-dr. 





‘40 7- 


$1,360, $1,345, $1,340, $1,310, $1,300. ‘48 
FL aerosedan, $1,250; SM 4-dr., 


(Continued on Page 67, Col, 1) 


$905, 
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CADILLAC—’'49 (62) 4-dr., $2,750; 2-dr., 
U d e e Tins gi see "a —_e a he (62) 6 
-dr., ° . "40 (62) 4-dr., . 
-Ca A t Oo | e CHEVROLET—'50 SL Deluxe 4-dr., $1,- A | d-C p 
se r uc ! n ric s 590; SL Deluxe 2-dr., $1,610; FL Special ver e€ Sse ar rices 
19 2-dr 4-dr., $1,545; SL Special 4-dr., $1,550. Y 
‘6 4-dr '49 FL Deluxe 4-dr., $1,420; Deiuxe club (Compiled by Automotive News/ 
(Continued from Page 66) coupe, $1,400. °48 FL aerosedan, $955. ’ Feb. 1950 Jan. 
122. $:00, '47 FM conv., $930; SM 2-dr,,|DeSOTO—'46 Deluxe club coupe, $1,010; | negoTO al deae $345, (to date) 1950 
48 4-dr $°30, $925, $910. '46 FL aerosedan, $875; Custom 4-dr., $1,010. DODGE—'48 Deluxe 2-dr., $1,040. °46 $1,792 $1,827 
SM 4-dr., $700. '41 SD 4-dr., $625, $600. | DODGE — ‘47 Custom 4-dr., $1,015. '46| Custom club coupe, $850. 1,407 1,451 
47 2-dr $550, $525, $475. "40 SD 4-dr., $505,/ Custom 2-dr., $800. '41 Custom 2-dr., | FORD—'50 Custom 2-dr., $1,775; Deluxe 1,075 1,100 
$175, $425, $395, $330, $325. '39 2-dr.,] $310, 2-dr., $1,505. '49 Custom 2-dr., $1,180; f " 
dr., $1 $260, $215, $200. FORD—'49 Custom 2-dr., $1,180; Custom| Custom 2-dr., $1,245. '46 SD conv., $835; 879 908 
97 47 | OHRYSLER—’47 Windsor 4-dr., $1,280. 2-dr., $1,130; Custom club coupe, §$1,- SD 4-dr., $625; 1-ton panel, $560. 765 
'46 NY 7-pass. 4-dr., $975. '42 Windsor 070. '47 Custom 4-dr., $720. HUDSON—'46 Commodore 2-dr., $590. 377 
4-dr., $240. 41 Windsor 4-dr., $450, $435. | HUDSON—’49 (6) 4-dr., $1,300. ‘48 (6) | KAISER—'49 4-dr., $1,035. '48 4-dr., $820. 
'39 Saratoga 4-dr., $260. business coupe, $1,025. MERCURY—’49 4-dr., $1,425, $1,445. , 
: , 3 ’ NASH—’48 (600) club coupe, $935. ‘46 | OLDSMOBILE—’49 (98) 4-dr., $1,780. ’4 
Wednes 5 ES coupe, Gaebr cae Ghee tar tan | <0) &-@e,, S16. (76) 2-dr., $980, '42 4-dr., $205. 
1.) $205 F . - , ** | OLDSMOBILE ., $1,600. '47 | PACKARD—’47 Clipper 4-dr., $425. Feb. Fen, tie Gone) Jan. 
out of DODGE se Cente inte $1,230. °41 (8) club coupe, $1,075; (78) 4-dr., $905. | PLYMOUTH—’50 Deluxe coupe, $1,330. '46 
Pe -Gs.., eau, ~ 6 SD 4-dr., $760. 
v., 9980 $425. '40 4-dr., $135. PACKARD 49 4-dr,, $1,320, PONTIAO.‘50 Chieftain 4-ar., $2,240, 41|| (The above figures are averages of used-car auction prices, all 
FORD—’50 Custom (8) 4-dr., $1,600, '49 | PLYMOUTH—’49 SD coupe, $1,390. '47 SD| 2-dr., $455. makes and models, carried regularly in Automotive News.) 
, $1,260 Deluxe 4-dr., $1,100. "46 SD 2-dr., $770, club coupe, $980; SD 4-dr., $950. STUDEBAKER—’50 Champion 4-dr., $1,- 
$765. $660. '42 2-dr., $380. '36 2-dr., $185. PONTIAC—’48 (6) club coupe, $1,210; (8) 625, $1,660; Commander 4-dr., $1,910. 
ir., $920 a 4-dr., $1,125. '47 (6) 4-dr., $1,180; (8) *48 Commander 4-dr., $1,105. '47 Cham- $1,365. °48 FM 2-dr., $1,070, $1,055. ; STUDEBAKER—’'50 Champion 4-dr., $1,- 
LINCOLN—'48 4-dr., $1,000 ’ , 
MERCURY—'47 club coupe, $980; 4-dr 4-dr., $1,015. pion 4-dr., $940. '46 FM 2-dr., $530. 825. ‘49 Champion 4-dr., $1,305. 
., $1,295 $835. *' | STUDEBAKER—’50 Champion 4-dr., $1,- ee yey (6) — wagon, $1,080; DeSOTO—’46 Custom 4-dr., $680 
-dr. : , ; 4) station wagon ,115. - 4 —_—OOoOoOoOO 
te ate ements eee cg: Tus. ee as FORD—'50 CD (8) 4-dr., $1,625, '49 Cus- 
46 sar. OLDSMOBILE—'47 (78) 4-dr., $1,030. '40 
(66) 4-dr., $460, $300. DYER, IND MASON CITY, IA tom (8) 4-dr., $1,080; 2-dr., $1,135, Heath—Charlotte 
r., $200 PLYMOUTH—’49 SD 4-dr., $1,380, $1,360 ’ - 9 , HUDSON—’46 Commodore (8) 4-dr., $575. 
$1,355, $1,340, $1,330. '47 SD 4-dr.. $760; | (Dyer Auto Auction. Sale every Monday. | (Lapiner’s Used Car Auction. Sale every | MERCURY—'50 4-dr., $2,000. $1,945, $2,- Ben Heath III has joined Heath 
SD business coupe, $700. "46 SD 4-dr. | Prices are for sale of Jan. 27.) Wednesday. Prices are for sale of Feb. 1.) 120. 49 4-dr., $1,550, $1,415. j Motor Co, (Ford), Charlotte, N. C., 
'46 2-dr $870, $680. 42 SD 4-dr., $385. °39 4-dr.. (Market good on clean cars with plenty (Sold 80 units out of 123 offerings.) OLDSMOBILE—'49 (98) 4-dr., $1,775. ‘47 di I Heath 
re cae hy b *| of willing buyers, Sold 83 out of 133 see aooeet of, Fa. $1,935; CS aw. SOS sr club coupe, $970. oan —d to F. ean eath, presi- 
N . | , offerings.) Super 4-dr., $2,225. ° uper 4-dr.,} HGF.» : ent. e younger Heath comes to 
41 2-dr POnO. $1,300, 47 Btronentines 2a, S1- | BUICK—'50 Special 2-dr., $1,845; Special} $1,085. PACKARD —'49 Super 4-dr., $1,700. | | 0 . & wi eal 
Sd ae, Steamer gor, Sa | SAr~ SSA g9 Surer, SH; | CARAS Cet dis SG, ae | oeae ae, Soe ae tae’ Sah, “ING. where he Wes 8 partner Is 
ub coupe ’ 9 -—~ -dr., : . "46 Super 4-dr., , -dr., $2, -dr., $1, . -dr., . -dr., : ; a 
"40 ‘Torpedo club coupe, $365. ‘39 club! Super 4-dr., $670, $600; Special club | CHEVROLET—'50 SL Deluxe 4-dr.. $1,550, | PONTIAC—'48 Streamliner (8)'4-dr., $1,- ‘i ee "a ea na partner i 
gal 2-dr WILLYS—’46 Jeep, $335. |} coupe, $250. $1,525, $1,665, $1,550. ‘49 SL club coupe, 300. °47 Streamliner 2-dr., $925. n oO e de snip. 
| VALDOSTA, GA. 
: (Tom Hewitt Auto Auction, Sale every 
ery Mon Monday. Prices are for sale of Jan. 27.) 
sales of (Market very active. Sold 142 out of 
224 offerings.) | 
) BUICK—’50 RM Sedanette, $2,350; Super 
pecial se Sedanette, $2,250, $1.825. "49 RM 4-dr., 
, $1,675 $1,775; Super conv., $1,860; Super 4-dr., | 
"41 Spe $1,730. °47 Super 4-dr., $1,080. 
CADILLAC—'49 (61) 4-dr., $2,700. 
550. ‘38 CHEVROLET—’50 FL Deluxe 4-dr., $1,- 
675; SL Deluxe sport coupe, $1,675, $1,- 
a $1,- 640; SL Special 4-dr., $1,615, $1,575. °49 
, 48 FM SL Deluxe 4-dr., $1,370, $1,300; FL De- 
n, $1,130 luxe 4-dr., $1,450. '48 SM 4-dr., $1,080; 
M auny SM business coupe, $900; FL 4-dr., $990; 
deers SM club coupe, $1,010. '47 SM 4-dr., 
» halt~toe $975. °42 sedan delivery, $420. ‘41 SD 
$190 198 4-dr., $462, $450. '37 MD 4-dr., $350. 
— DODGE—’48 Custom 4-dr., $1,200, $1,150. 
"46 Custom 4-dr., $670. "41 Deluxe 4-dr., 
850. °47 saan 00 © 
uxe club _ ustom Deluxe conv., $1,800, 
pe. $835 $1,875; half-ton pickup, $1,230. '49 Cus- 
> tom (8) 4-dr., $1,250, $1,080, $1,110, $1,- 
46 SD 160, $1,185; half-ton (8) pickup, $1,185; 
pe $675 Custom (6) 4-dr., $1,050; Custom (6) 
ton sack. club coupe, $995, $900. ’48 half-ton (8) 
av $470. pickup, $775; SD club coupe, $1,020. °'47 
° Deluxe (8) 4-dr., $790; Deluxe (6) 4-dr., 
$745; SD (8) sedan coupe, §775. ‘46 SD 
mv., $1,- (8) 4-dr., $7390. '42 SD (8) club coupe, 
"47 club $490. '41 SD (8) conv., $625. 
th Commodore 4-dr., $970. | 
, \ MERCURY—’50 4-dr., $1,875; club coupe, r Pp 
210. “48 >) “$1,940, $1,890. "49 d-dr.. $1,365. '46 club | MERRICK er KLEANE 
15 coupe, $760. é 
42. conv OLDSMOBILE—’50 (88) 4-dr., $2,300. '49 
(88) 4-dr., $1,575; (98) 4-dr., $1,800. '48 
300. °48 (98) sedanette, $1,100. ‘47 (98) conv., 
450 ‘$325 $1,175. '46 (66) sedanette, $750. . ¢ 
pe’ $255 PACKARD—’47 Clipper (6) 4-dr., $700. , & —, 
sedanette. PLYMOUTH—'49 SD business coupe, §$1,- . a. 2 
tte, $940 230; Deluxe 4-dr., $1,280. '48 SD 4-dr., . j ' a 
"41 (6) $1,200. ‘47 Deluxe 4-dr., $800. ‘46 SD ¢ ’ o> all J 
ae. bade. 4-dr., $620, $700. i as 5 
F PONTIAC—’50 Deluxe (8) 4-dr., $2,262. ae ee i 
"48 (8) 4-dr., $1,400. '47 (8) 4-dr., $1,- | 3 ae 3 | ‘ 
030. '46 (6) sedanette, $885. | : oo oy 
STUDEBAKER—’50 Champion 4-dr., $1,- } —_— , 
725. '48 Champion club coupe, $1,160. °47 | 
Champion 4-dr., $900. ‘ " 
aa ead WILLYS—’50 %-ton 2WD pickup, $775. '49 , 2 
for sales station sedan, $1,230. '47 Jeep, $380. 
} ‘ 
demand MANHEIM, PA. ; et A D 
out of (Manheim Auto Sales & Auction Inc. ¥ h th | 
Sale every Monday. Prices are for sale | re, '4 en ey re «i ean 
'49 Super of Jan. 27.) | 
1,310, ‘47 (Market good, Sold 79 out of 140 | 
, $1,150; offerings.) 
iat 4-dr., BUICK—'48 RM 2-dr., $1,350, ‘47 Super | 
4-dr., $1,075; Special 4-dr., $960. ‘46 
0. '40 7- Super 4-dr., $920. | 
c CHEVROLET—'50 SL 4-dr., $1,560; SL 
r., $1,650 2-dr., $1,530, '49 SL club coupe, $1,425, | * APPEARANCE RECONDITIONED 
cial 2-dr. '48 FL aerosedan, $1,300, $1,200. '46 
’ FM 4-dr., $905. '41 FL club coupe, $670. | 
‘40 SM 4-dr., $610. 
CHRYSLER—’47 Windsor conv., $1,040; | * ATTRACTIVELY Dl PLAYED 
NY 4-dr., $1,000. > 
TIME SAVER f- * CLEAN, INSIDE AND OUT 
For Sales and Service 
ae Fast, th h, | fA Reconditioni 
ast, TrnOrougn, [OW-COST Appearance Reconditioning 


* 
oo up used car turnover... keep inventories down Star fs wi th the 


Tae BCE ma Cm (a ...with a modern, organized method of used car appear- 
“a “ ance reconditioning. Install a Kerrick Kleaner to give e ERRICK Fe ? € e 
at : eee ae a ; ( 





new. Less than one hour of cleaning with the Kerrick 
Kleaner will save several man-hours of skilled labor. 
With spotless surfaces and grease-free crevices clean and 
dry, all work on the motor, body or frame, and the 


your mechanics, metal workers and painters a chance to 


show you what they can really do to make old cars look 
...and cleaning profits start for you when you mail this coupon 























s ; : ainting operation are completed faster, better and i 
LOCKING WASHER , ae P 8 PS P ° ! CLAYTON MANUFACTURING COMPANY 
, cheaper. Mail the coupon to have this fast, thorough 5 FIM Californi 
legs protrude thru bracket, prevents 2 : « Box 550, OOM, LASOTRS 

loss. Attach to any plate without and low-cost cleaning method demonstrated in your j Have your nearest representative arrange to demonstrate the Kerrick 
|| alteration. Guaranteed to fit all slotted own shop without obligation. i Kleaner to us at the address below, without obligation on our part. 

‘| brackets or bumper. : 

$1.00 per set of four : NAM 
Postpaid on orders of five sets or more. ADDRESS 

C. HOWARD 
, CITY EAE peeinennie 

t 


498 Overlook Dr. Akron 7, Ohio 
JOBBERS WANTED 
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Ford’s New Buffalo Plant 


Will Hire in August 

BUFFALO.—Hiring of production 
workers for Ford’s new $35,000,000 
pressed steel plant in the Lake 
Shore Rd. is scheduled for August 
when actual production in the big 
factory is expected to start. 

This was disclosed by Alton J. 
Hole, recently named manager of 
the plant. 

“Stampings to be turned out here 


devoted solely to the production of 
body stampings.” 


Buy Hostetler Firm 


Emanuel Frye and Clyde Lewis, 
both of Lagrange, Ind., have bought 
Hostetler Motor Sales (Pontiac) 
from Mrs. Perry E. Hostetler, Mr. 
Hostetler was drowned last Octo- 
ber near Sowerby, Canada, and his 
body was never recovered. 


Frye has been a salesman with 
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MILWAUKEE.—A public hearing 
is to be held here Feb. 16 on a 
proposed resolution recently pre- 
sented before the Milwaukee county 
highway committee, which would 
require used-car dealers to pay a 
license fee of $25 annually, with a 
daily report to the county sheriff 


Used-Car Notes 





with almost-worthless Russian ru- 
bles has demanded that the car 
be delivered—as advertised by 
Dealer Eddie Lane. 

Lane’s joking ad in the local 
newspaper said a 1947 Dodge coupe 
was for sale at “1,275 rubles.” It 
meant dollars, not rubles, he said. 


| 


For Safety's Sake 


Driving Awards Issued 
By N. Y. Auto Club 


NEW YORK.—In a new program 
aimed at emphasizing the individ- 
ual driver’s role in cutting down 
the high traffic accident rate, the 
Automobile Club of New York will 
give a special windshield-emblem 
award to members whose driving 
records for the past year qualify 
them as safe and lawful drivers. 


will be shipped to all Ford assem-|the Hostetler firm for several|Showing sales of used and junked Sea eas : 
” ‘ ‘ ars. Junk dealers would be in- : The club is distributing a wind- 
bly plants,” he said. “The new plant} years. Mrs. Hostetler did not sell en eale But Ruth Rayl took the ad in shield sticker bearing a gold back- 


will be the biggest Ford factory 


the building. 













lineage 


What the SAN DIEGO 
UNION and TRIBUNE-SUN 


SAN DIEGO 
AUTOMOTIVE 






does for “Automotive” - it can do for you 


You want all the coverage you can get for your money. 
You don’t want to divide your shots unnecessarily. 
Then take a leaf from the way automotive advertising is 
placed in San Diego. Get concentration of your dollars 
in one powerful, adequate advertising medium..,theSan 
Diego Union and Tribune-Sun. That’s right. In San 
Diego you only have to make one “buy”...and you cov- 


er Southern California’s 
second largest market, 
401,000 in the city, a half 
a million in the City Zone 
--- 650,000 in the County. 


The UNION and TRIBUNE-SUN 
carried 1,486,502 lines of auto- 
motive advertising the first 10 
months of 1949. That's 79.2%... 
a good guide to your spending. 


Ask the West-Holliday Man! : 
of all the buses are converted 33 
All the News with Partiality to None’”’ carry-alls, station wagons and 
— ONE OF THE NATION'S 


UNION and T 


RIBUNE-SUN 











Used cars received daily, whether 
for resale or junking, would have 
to be reported to the sheriff's office 
if the proposed resolution is put 
into effect. It would alse prohibit 
the sale of used cars on Sundays 
and holidays; require an eight-foot 
fence around junk-car lots, and 
would require advertising signs 
around junk yards to be no longer 


than 20 feet and only one to a lot. 
* * + 


Gas Menagerie 
Cleveland Dealer Adds 


Zoo as Gimmick 

CLEVELAND. — Elysium Auto 
Sales has added a zoo to its sales 
program. 

The used-car sales company’s 
menagerie includes a black moun- 
tain bear, a coyote, three red foxes, 
a chicken hawk, a chimpanzee and 
three raccoons. The zoo is an added 
gimmick to help spur sales. 

+ * * 


Dealer Balks When Rubles 


Are Offered as Payment 


EAST LIVERPOOL, O.—A wom- 
an who tried to buy a used car 


Florida Finds 
School Buses 
Need Replacing 


TALLAHASSEE, Fla.—Florida’s 
1,700 school buses last year trav- 
eled 82,090 miles daily, but much 
of the equipment needs replacing, 
according to figures made public 
by the state school department. 

More than 700 of the buses are) 
five years old or older and more 
than 350 are past the 10-year mark. 
Thirteen of the 10-year-old buses 
have home-made bodies. Forty-five 








School bus routes in the state 
also could stand improvement, ac- 
cording to the department, which 
said 44 percent of the mileage is 
over dirt or ungraded roads. 

A total of 120,243 school children 


earnest, produced the souvenir 1,000 
ruble notes and demanded the car. 
At last reports Mrs. Ray] still had 
her rubles and Lane had his car, 
but she said she would consult a 
lawyer to see if the case would 
stand up. 
Rubles are valued at 20 cents 
each. 
* * . 
Barr Bankrupt 
OTTAWA. — Max Barr, used-car 
dealer, carrying on business in 
Montreal as State Motor Sales, has 
been declared bankrupt, according 
to official notice filed here. 
* a + 


Mid-City Motor Sales 


MILWAUKEE.—Mid-City Motor 
Sales, Inc., has been formed here 
to conduct a general used-car and 
parts business. Capital stock, 500 
shares of common at no par value; 
minimum capital, $500. Incorpora- 
tors: Joseph and Jessie Steinberg 
and Patrick T. Sheedy. 








ground and the inscription “Merit 
Driving Award.” 

Club members will be eligible to 
display the award if they and other 
persons regularly driving their cars 
have not had a reportable accident 
involving personal injury or death, 
or property damage in excess of 
$50 for the last 12 months, They 
must also have had no traffic viola- 
tions recorded on their drivers’ 
licenses during the same period. 





Santamaria Builds 


Metropolitan Packard Co., Wor- 
cester, Mass., will erect an $80,000 
building, it is announced by Frank 
Santamaria, president and general 
manager. 

Santamaria said he would move 
Metro Motor Sales Co., of which he 
is also president, to the new loca- 
tion. 

Francis J. Maloney, who was 
manager of the Packard and Pon- 
tiac dealership, announced he would 
take over the Packard space for 
Pontiac use. 
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UTeaMmAal ol a-mat) lal OPES eM PAE CLOME |took advantage of public school st: - 
transportation in the state last 
REPRESENTED NATIONALLY BY WEST-HOLLIDAY ie Inc. year, representing almost a third Spor 
New York Detroit Chicago Denver Seattle Portland San Francisco Los Angeles|Of the state’s entire enrollment, SPS alae ETT Br 
: - . — | State School Superintendent Thom- a 
as D. Bailey said. The number of merc 
students carried was an increase Wl WHELAND 47D = 
of 1% recent over the precedin e 
DO YOU KNOW a 3 90 preceding FOUNDRY DIVISION a 
Increased use of school buses in = ni 
TH is MAN 2? Florida in recent years was attrib- MAIN OFFICE AND MANUFACTURING PLANTS oe 
& uted to consolidation of smaller, Bee 
isolated schools into larger. more CHATTANOOGA 2, TENNESSEE roat 
OCP 9S Sel ae centrally located schools. s Oth 
scissile presic 
Ford 
W.Va. Truckers dising 
Hubb 
Name Manager Co. 2 
n 
CHARLESTON, W. Va.—Emmett “Br 
J. Bush has been named managing see tl 
The “National” Man is not a high , director of the West Virginia Motor its m 
pressure salesman—but a garage y Truck Assn., succeeding Fred M. cordir 
ventilation specialist who is hon- Y j oo jr., who Se to con- 
estly interested in helping you. Y Nhue as association secre ary. Va. 
His technical training and _ prac- 2 Bush had been serving as direc- Bi 
tical experience has solved the gas Uj tor of the state public service u 
fumes problem in hundreds of goa- —akY commission’s motor carrier divi- Assn 
rages in your vicinity. Ask the sion, and prior to that was assist- aoe 
“National” Man to make a survey ant state purchasing director. Gov. AIRWAY e 1 
of your shop or to look over the Patteson issued a statement con- The 
blueprints of your proposed new gratulating Bush on his appoint- ee Petet 
building. You will be surprised how ment and expressed regret at Vicinity Car social 
simple and inexpensive it is to get losing his services. oe K 
rid of poisonous carbon monoxide c= 1 gee a s its! 
exhaust smoke. Get the recommen- Fort Worth Dealer Builds Retail below $686 Test 
dations of this qualified engineer Thomas F. Abbott jr., president i 
— no obligation— send a postal of the Frontier Pention, The. has 45 Miles an hour A cc 
card today. Literature and full in- announced plans for construction . gram 
formation on request. of a new building at 1112 W. Sev- 45 Miles per gal. tor C 
enth St., Fort Worth, Tex., to house annou 
’ ’ ’ mari 1) | » j 

THE NATIONAL SYSTEM . oe aoe, Oo the 158 Inches long et aap ae and plant machines. Fer emg 
ildi n tim inf ti gional manufacturing and , 
OF GARAGE VENTILATION $42,000." ad ~ ee - 775 Pounds mastnting stents, walks 60 . Peoria 
World's Largest Manufacturers of Exclusive Main offices and the new-car de- : : ° ° view, | 
Garage Ventilation Equipment partment of the company will re- Fluid drive T. P. Hall Engineering Corp Spring 
DEPT. 223, 318-330 N. CHURCH STREET main at 401 Commerce St. and the 60! Harbor Insurance Bidg. San Diego, Calif. The 
DECATUR, ILLINOIS parts and service department at + il 





313 Commerce St. 
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Affecting Factories and Dealers. . . 





Auto Advertising 


By George Deery 
Associate Editor 

Packard has begun a five-week 
“blitz” radio spot campaign. Over 
300 Packard dealer cities will be 
covered by the 
$250,000 factory 
campaign on 
about 250 stations, 
and the total ex- 
penditure will 
probably increase 
as the dealers 
themselves sup- 
port the blitz on 
a local basis. 
Hugh W. Hitch- 
cock, Packard di- 
rector of adver- 
tising, explained that two 15-sec- 
ond announcements will be used 
to focus attention on the company’s 
“low price story.” Three other 
transcriptions, in addition, are sup- 
plied to Packard dealers for their 
possible sponsorship on local sta- 
tions. 

Topflight talent is heard on the 
commercials, placed nationally 
through the Detroit office of Young 
& Rubicam, Inc. 
~ 





H. W. Hitchcock 


* * 


Coronation 


Preston Roberts, manager of 
the Detroit office of O’Mara € 
Ormsbee, was crowned “automo- 
tive champ” of 1949 in Detroit 
last week as a result of the Mil- 
waukee Journal’s first-place 
standing in automotive linage 
last year. About 40 advertising 
and auto company executives at- 
tended the luncheon. 

Greeting the guests were Rob- 
erts, Charles Healey, also of the 
Detroit office of O’Mara & Orms- 
bee; Robert K. Drew, advertis- 
ing manager; Art Hall, national 
advertising manager, and Em- 
mett Sweeney, Richard Trow- 
bridge and John Kehl, automo- 


tive staff men, all of the Journal. 
* + + 


Brand Names Day 


George Fotis, former advertis- 
ing and sales promotion manager 
in the commercial automotive field 
in Buffalo, and now director of 
sales promotion for Remington- 
Rand, Inc., has been named to the 
seven-man committee planning 
“Brand Names Day—1950,” it was 
announced last week by Donald B. 
Douglas, vice-president of Quaker 
Oats Co., Chicago, and chairman 
of Brand Names Foundation, Inc. 

Scheduled for Apr. 5, at the 
Waldorf-Astoria, this year’s 
“Brand Names Day” will be the 
fifth all-day conference on brand 
and advertising themes to be 
sponsored by BNF. 

Six other executives in the field 
of advertising, sales promotion and 
merchandising who will serve with 
Fotis are H. James Gediman, com- 
mittee chairman and regional man- 
ager of Hearst Newspapers, Inc.; 
Harry B. Carpenter, vice-president, 
Young & Rubicam, Inc.; Ivor Ken- 
way, vice-president, American 
Broadcasting Co., Inc. 

Others are Albert L. Morse, vice- 
president, Goodall-Sanford, Inc.; H. 
Ford Perine, director of merchan- 
dising, Time, Inc., and John W. 
Hubbell, vice-president, Simmons 
Co. Hubbell is chairman of the 
foundation’s executive committee. 





“Brand Names Day — 1950” will | 
See the foundation attempt one of 
its most ambitious programs, ac- 
cording to Douglas. 

* * 


Va. Dealer Net | 


Virginia Chevrolet Dealers | 
Assn. sponsored a_ half-hour | 
broadcast over 19 stations when | 
the new model made its debut. | 
The show featured Bob Crosby, | 
Peter Donald and vocalists. As- 
sociation’s advertising is placed 
by Ketchum, MacLeod and Grove, 
Pittsburgh. 

* 
Test Successful 


A comprehensive advertising pro- | 
gram initiated by Carter Carbure- 
tor Corp., including radio Spot | 
announcements, newspaper ads, 
billboards and _ point-of-sale ma- | 
terial, was tested late in 1949 in| 
Peoria, Ill.; Ft. Worth and Plain- 
view, Tex.; Okmulgee, Okla.; and 
Springfield, Mo. 

The program ran for one month 
and the participating service 
shops were listed in the coupon 


* 


* of 











of the newspaper ads. This cou- 
pon is mentioned on spot an- 
nouncements and the billboards 
refer to the free coupon in the 
newspaper. 

The tests were made to determine 
the effectiveness of an advertising 
program offering the motorist a 
free carburetor analysis in ex- 
change for a coupon clipped from a 
newspaper ad. 

The results were above the ex- 
pectations of Carter, and especially 
pleasing to the service shops was 
the fact that most of the people 
who brought the coupon in, had 
never had this type of work done 
before, the company states. The 
results in actual Carter products 
sales were high, there were also 
many complete motor overhaul 
jobs, engine tuneups, batteries, etc., 
sold as well, it states. 

* + 
Something New 
Frank Palumbo Motors, Phila- 


* 


delphia Ford-Mercury dealer, is | 
sponsoring what is said to be 
the first all-night girl disc jockey 
show in the country. It’s the 

“Toni Talking” show, heard on 
WPEN from 2 until 7 am. Tues- 
day through Sunday. 

+ * * 
Higher Outlay 

More than $3,000,000, some $500,- 
000 more than last year, will be 
spent during 1950 by Continental 
Oil Co., it was announced at Okla- | 
homa City. The appropriation is| 
the largest in company history, it 
was said. 

Most of the money will go to} 
newspapers, according to E. A. 
Williford, division sales manager, 
but farm magazines, radio, tele-| 
vision, billboards, national maga- 
zines and trade publications will 
also participate. 





* * + 

K-F Airs News 

A Kaiser-Frazer-sponsored 15- 
minute daily news commentary, 
featuring Washington correspon- 
dents Marquis Childs and Joseph 
C. Harsch on alternate broad- 
casts, is now heard regularly in 
five cities over FM stations oper- 


reo 








Gueck, 


“I almost have the boss con-| 
vinced that I need a new truck!” | 





ating under labor-union owner- 
ship. 

The show, recorded in Wash- 
ington, is aired Monday through 
Friday from 7:30 to 7:45 p.m. 





over WDET, Detroit; WCUO, 


Cleveland; WCFM, Washington; 
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WEODR, New York, and from 8 to 
8:15 p.m. over WFMV, Hollywood. 


+ + * 


New Campaign 

Pennsylvania Refining Co., 
Cleveland, announces a@ new 
theme for its national advertis- 
ing to car owners, starting with 
the Saturday Evening Post for 
March 11. 

Under the heading, “Get the 
Gum Out,’ two-color one-half 
page advertisements will stress 
the bad effects of gasoline gum 
accumulations and feature rapid 
“on-the-engine” thorough inter- 
nal carburetor cleaning with 
Gumout and the improved per- 
formance that results immedi- 
ately. 


+ * * 


Names 


W. A. P. John, chairman, Mac- 
Manus, John and Adams, Inc., an- 
nounces the appointment of C. K. 
Patrick as a member of the re- 
cently organized dealer service de- 
partment which acts as advertis- 
ing counsel to Pontiac dealers in 
metropolitan cities. Patrick for- 
merly was associated with the 
Chevrolet dealer service depart- 
ment of Campbell-Ewald Co. 








Perfect Circle 


Save Gas 


e Save Oil 


Increase Power with 





The Most Honored Name in Piston Rings 
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which, it is claimed, is respons 
for the waste of 350,000 gallons 
gasoline and 5,000,000 man hour 
year. 

The toll is looked upon as 1 
sectional tax on motorists wo 
also contribute in New Sout 

1 


ie 
of 
a 


By H. Bowden Fletcher will remain at 30 months. The 
Staff Correspondent downpayment formerly was set at aa. alone 3,000,000 pounds 
eaten an pha a. a a Since the bridge is a national and ‘ 
alla to a that ti 
749 in 1949, an increase of 24,013| Standard Ups Stock Soremeneat snveld seantinhe suf. : 
over 1948, TANDARD Cars, Ltd., has an- ficient annual subsidy to make the J 
Of the amount, British makes nounced that its nominal capital abolition of the toll possible. - 
represented 79.9 percent, compared|will be increased from 300,000 eS 
with 72.7 percent a year ago. pounds to 500,000 pounds. d 
In view of the added cost of This is being done to divide the New Plant it 
U. 8. vehicles, due to devaluation | existing shares, with par value of UFFIELD’S assembly plant is | e: 
= cue tat the — ~ = one pound, into four shares of expected to be in operation by | : 
expec e@ percentage 0 five shillings. STUDEBAKER PORT ca a te * a . Easter, since 200 men have agreed | 
British autos and commercial Auieotion companies have lately | te rural couaneiien, fe Gow appninns Pg oo ay My ot ros ‘provided. ‘ty to work a six-day week in an effort m 
vehicles in 1950 will be even shown a definite tendency to per- me ae preter Sales (Studebaker), Fremont, O., and is mounted on a Studebaker|to have the Morris autos rolling i w 
greater. mit wider distribution of shares |—————— Sea eee - by that time. - 
In 1949, 29,467 new trucks were | among the public by permitting the . F The assembly plant, located at 
titled here, an increase of 4,711 over | small investor to secure the mini. | three pence per ton mile for the | complaints, but since the railways| Victoria Park, will have a 500-foot | ™ 
1948. alla mum parcel of 100 shares. seer gd 7 rt an and the full as — — they are| by 190-foot main building. fi 
.: oe oa e truck is licensed to carry. |n0t in a position to compete with Another manufacturer here, 
50% Downpayment (THE heavy trucking industry is H. ©. Jones, general secretary, —- it was unjust to levy trans-| standard Cars, Ltd., reports that ; 
CAR buyers, dealing through the| 1 full of complaints regarding a| Motor Trades Assn., said that the | °° es — — class tax. | for the last six months of 1949, tl 
Commonwealth Bank of Aus-|special tax which is paid to the| ®#mount paid each year was in the ss 4,529 Standard and Triumph autos f 
tralia, must now increase their|railroads as compensation for| Vicinity of 500,000 pounds. Toll Bridge were sold in New South Wales s 
downpayment to 50 percent, on both | freight losses. He said if the money received QNE of the greatest bugbears to| and Victoria. This is three times | 
new and used vehicles. The levy is imposed on distances|from this tax was spent on road motorists and truckers here is| #8 many as in the corresponding as: 
The instalment period, however, |of more than 50 miles. It is based| maintenance there would be no|the toll on Sydney Harbor bridge, 1948 period. co 
— ae - A total! of 1,419 Ferguson tractors th 
were also delivered in the same /| the 
period, which was double the sales | cel 
for the same period last year. : the 
Net profit for the year was 251,224 [ wh 
pounds, more than twice the com- fev 
pany’s ordinary capital. The divi- pre 
dend paid was 32% percent, but | © 
huge sums were plowed back into “ 
the business. . 
* ” * pre 
7 cor 
Traffic Mishaps the 
OAD casualties between 1943 and dev 
i a a S M 8) 0 if al a N 7 W 1949 were 51 percent greater rep 
than Australia’s active service cas- sist 
f. 3 ualties in the 1939-45 war, accord- for 
i 0 ‘i A 4 U M i, t Ny ing to Federal Minister for Trans- | cial 
port Howard Beale. I 
In the war, 30,309 were killed and | fac’ 
58,088 wounded, making a total of | var 
88,397 casualties, whereas between | °©°5! 
1943 and 1949, 7,484 were killed and | One 
125,960 injured in road accidents, a | i 
total of 133,444 casualties. 4 
Lovely Judy Tyler, ° . ° Ir 
winner of Sterdvti's Vehicle Thefts > give 
Contest. pene 1949, Sydney had its bur; 
worst year for motor vehicle and 
thefts. No less than 1,983 cars and sub- 
trucks and 906 motorcycles were |  lign 
stolen, 7 
Police recovered 1,918 of the cars | cay 
and trucks and 752 of the motor- ize 
cycles. The totals were 350 more dai 
trucks and cars and 200 more cycles’ | wor 
than the previous year. $25. 
ie Several of the gangs responsible use 
4 Pe have been broken up by the police suc 
b t, if I 4 / during the last few weeks. unc 
‘) ast T | i TV} dig fay ae ae i mel 
Rationing May End | a 
HAMMERLOID ENAMEL FINISH AS rationing, which was im- | pin 
LOWER INVENTORY! posed just before the elections | mai 
of Dec. 10, is expected to be lifted 
Count on Casco to spark up your visor sales with a gorgeous FASTER TURNOVER! by the new coteataanant by the end on" 
new baked enamel Pearl Gray Hammerloid Finish that . (WY of February. the 
sells on sight. (Can be re-painted to color-match any car Party Leader R. G. Menzies dem«¢ 
if desired.) No other visor pe so much to offe 7 : ad ONE MODEL said there was no need for gas Mo, | 
: i eee ston LT: tioning. He also said that ne- in 
count on Casco for tops in value right d Aide at = * nd : ge 
F c } a RICE FITS 90% gotiations are proceeding for the impr 
purchase of 60,000,000 gallons of | ply « 
gasoline from France, which is the b 
the annual amount required to |= equip 
make rationing unnecessary. merc 
The new government considers Thi 
gas rationing detrimental to the genat 
expanding economy, and says that by th 
TH 3 it must not be continued. moto; 
E AMOUS . €¢ 4 and | 
Fire Hits Assembly Plant — 
SALES-TESTED A 200,000 pound fire has des- anon 
troyed the assembly plant of impr 
Dominion Motors, ruining 130 new ing 1 
SILVER TONE d vehicles, plus hundreds of tires, whic 
me ; batteries, parts and tools. 1916, 
r Some of the cars had been as- liftin 
sembled and were ready for paint- mud. 
r) - a ing, while others were still in their usua 
p < 2 -VISOR packing cases. ee wists 
Shell Queensland Development The : 
Ltd. has announced that after The 
drilling 20 exploratory holes, it appro: 
has been decided to drill a deep each | 
well 40 miles from Rolleston. 1951 t 
The drilling is expected to go uing t 
down 10,000 to 12,000 feet. for v 
gs eee were | 
Hedberg, Steffen Part | the F 
‘ Partnership between Arthur Hed- ‘* 1944. 
FAIR TRADED berg jr., and William A. Steffen in Und 
Nae ita Hedberg-Steffen Motor Co., Par- as in 
shall, N. D., has been dissolved, ae Pho 
i ization 
FOR NEW AND UNUSUAL ¢ ASCO CASCO PRODUCTS CORPORATION a jo she ee ne jects c 
AUTOMOBILE ACCESSORIES 2 2, BRIDGEPORT 2, CONN. — changed to Hedberg Motor — 
si 
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omni-te T: o Morsels of Good News for Road Users... . 
lions of _ 
a Coal Gas Nearing Reality? 
ce oa s Nearing heality: 
Ss who 
South By William Ullman provement of routes in the federal-| 196,422; Michigan, $14,769,773; 
nds in Washington Correspondent aid secondary system and ae ro caan ei Mississippi, 
’ eo : _|cent for work on federal-aid high- | $7,223,090; Missouri, $12,759,917; 
ynal and a cap gee Ay ways in urban areas having a popu- | Montana, $7,092,619; Nebraska, $7,- 
| r tant to 8 lation of 5,000 or more. The states | 425,866; Nevada, $4,334,187; New 
hat the two sources here, and on two sub- oe 1 federal funds. | H , ‘hi 2.046 238° N. J 
ute suf- ‘ects of concern to everyone who | ®Te required to equal federal funds. | Hamps re, $2,046,238; New ersey, 
ake the es le or buys automobiles Amounts apportioned to _ the | $8,386,890; New Mexico, $5,696,422; 
e. a = cameeadde 7 $450,000,000 ‘to | States, the District of Columbia, |New York, $30,096,167; North Caro- 
ay ae under the federal-aid act | Hawaii and Puerto Rico are as con gy ag I a oa 
: follows: Alabama, $8,788,403; Ari- ,264,617; hio, $17,721,899; la- =e 
for this fiscal year, to be used foF| zona, $5,112,870; Arkansas, $6,704,-|homa, $8,986,934; Oregon, $6,315,193. | pords recently eeauived by’ the Indiena State Police from the’ Indionapelis: Ford dealer, The 
lant is essential improvemen 50 the gree 794; California, $19,856,358; Colo- Pennsylvania, $22,172,594; | fleet is assigned to state-wide patrol. The cars are standard models except for the addition 
‘tion by network of federal-aid Primary, rado, $6,811,410: Connecticut, $4,- Rhode Tetend $2,622,005; "South of heavy-duty generators and two-way radio equipment. x. 
agreed secondary and city routes; and nts | 241,687; Delaware, $1,805,516; Flor-| Geiolina  $8.545911: South Da 
n effort markable new improvements | ii,’ $6,271,201; Georgia, $10,287,632;| C®Frolina, $5,545,911; Sou " | oming, $4,265,947; Hawaii, $1,973,- | ways in national forests. This has 
rolling whereby unlimited quantities = Idaho, $4,388,888: Illinois, $20,438,-| ot#, $5,521,097; Tennessee, $8,- | 754. District of Columbia, $2,642,- |been apportioned to 40 states, 
premium motor as =— ed |®12; Indiana, 10,644,610; Iowa, $9,-| 968,706; Texas, $25,583,720; Utah, | 820, and Puerto Rico, $2,744,365. | Alaska and Puerto Rico. 
ated at ees coe ee 841,917; Kansas, $9,422,140. $4,158,972; Vermont, $1,812,470; Of special interest also are the} Apportionment is made on the 
500-foot by Toking ‘eo Ee development Kentucky, $7,977,481; Louisiana,| Virginia, $7,842,405; Washington, | sums apportioned to the states| basis of area and the value of the 
first, the conclusion of the U. S. $6,694,456; Maine, $3,453,877; Mary-| $6,573,315; West Virginia, $4,787,- |from the $20,000,000 fund author- | land owned by government within 
here, Bureau of Mines that there is no land, $4,272,072; Massachusetts, $9,-| 649; Wisconsin, $10,397,185; Wy- |ized for the improvement of high-|the national forests in each state. 
ts that need for motorists to worry over 
f 1949, the supply of high quality motor 
h autos fuel marks another impressive 
Wales step in science’s forward =r FF 
> times Those “unlimited supplies,” it is 4 y | D A a Ss vA 
onding asserted, could be produced from A UTO Wh A i i C. A l Pf 
coal at a cost that would —o bi 
tractors the current service station price to) ’ laf 
e same the consumer by only three or four yf la Vai WIONn 
he sales cents a gallon. Moreover, through inthe i Oo eves ‘ f cy: Le) ae oe) 
ar. the sale of by-product phenols, for 
3 251,224 which demand may be limited, a 
se com- few initial plants probably could 
he divi- | produce gasoline at even lower 
mt, but cost, according to James Boyd, bu- 
ick into reau director. 
Said to be one of the most com- 
prehensive and significant studies 
completed thus far under the syn- 
thetic liquid fuels research and 
1943 and development program, this new | 
greater report clarifies many of the incon- | 
ice cas- sistencies found in public estimates ci 
accord- for producing such fuels commer- | Re-conditioned 
ns- cially. 2 
_— In recognition of the complex or New Cylinder 
lled and factors responsible for the wide 
total of | variations in estimates, two sets of 
between a - | co peal 
one for a modernized plant incorp- 
a | orating process improvements and Moderately Worn 
. | the other for a conventional plant Cylinder 
| following European practice. LIGHT 
In addition, basic calculations are 
? given for five typical coals; Pitts- ACTION 
had its burgh seam bituminous, Wyoming Badly Worn 
vehicle and Illinois bituminous, Montana Cylind 
ars and | sub-bituminous, and North Dakota | ytinger 
> were ; lignite. | 
, The study indicates that the MODERATE 
the cars | capital investment for a modern- | ACTION 
motor- ized commercial plant with a | 
;0 more daily capacity of 30,000 barrels 
e cycles would range from $243,000,000 to 
$258,000,000, depending on the coal FULL 
ponsible used, Improvements incorporated, 
e police such as the gasification of coal ACTION 
| under pressure, reduce the invest- 
ment and operating costs and 
increase the thermal efliciency 
materially in comparison § to 
yas im- plants built in England and Ger- 
lections | many prior to 1939, 
ye lifted Estimates are based in part upon 
the end the experience gained in building 
the bureau’s new hydrogenation 
fenzies demonstration plant at Louisiana, 
or gas Mo, This experimental plant, serv- 
at ne- ing as a testing ground for process 
for the improvements, will be able to sup- 
lions of 1 ply detailed information regarding 
hich is the behavior of American coals and 
red to equipment well in advance of com- 
ry. | mercial production, * 
onsiders | The versatility of the coal hydro- Unique, Patented Ramco Spiro-Seal 
to the | genation process is well established * 
ys that by the variety of products made— e 
motor and aviation gasoline, Diesel Changes Action Automatically! 
and jet fuels, fuel oil, and even iro- i 
; aie i <6 lenaieelans atte. a - is the No. 1 reason why Ramco So you are always safe when you Re-Power 
n The 1951 fiscal year apportion- -Up Ring Combinations are genuinely All. with 10-Up. No matter what the condition 
dee ment to the states for highway Purpose in application. One look at the of the cylinders, you are sure to do the job 
lant of improvements under the match- Ramco 10-Up Oil Ring with Spiro-Seal will right. Proof is that any Ramco Re-Powerin 
130 new ing terms of the latest road act— tell you that here i i ruly diffe dq & 
7 neue. <i, deeded eaiaaiir tuats bo you ere is a ring truly different. Job can be guaranteed both as to RINGS and 
1086, is gonecally evedited with That difference... that continuous steel Spiral LABor for 10,000 and Up Miles. That’s why 
een as- lifting U. S. highways out of the ring .. . has an action that is unique! It they're known everywhere as 10-Ups!! See 
r paint- mud—were made earlier than delivers FULL ACTION when cylinder walls your Ramsey Jobber and install a set in 
in their usual because a number of states require it... yet is practically ACTION-less your next job. R 
wished to initiate urgently needed when installed neal elie your next job. Ramsey Corporation, St. 
betterments as soon as possible. €d in @ new Of re-bored cylinder. Louis, Missouri. 
»pment The fiscal year begins this July 1. 
x og The present act authorized an ‘ an 
les, appropriation of $450,000,000 for 
a deep ak a the fiscal years 1950 and Year after Year, Better and Better, Yet, UNCH 
on. 1951 to assist the states in contin- DESIGN Since Originated by Ramco Many Ye 
to go uing the postwar highway program 
for which initial appropriations 
were made under authorization of 
art | ol Federal-Aid Highway Act of AS -POWS 97 
ur Hed- ‘* : Ae 
* Under provisions of the 1948 act, 
a as in the immediately preceding ALL-PURPOSE PISTON RINGS 
ssolved, => a ee oe , Unchanged except for the Better through continuous engineering 
“ — jects on primary roads in the fed- perfection of detail. No obsolescence loss or risk of performance 
. Motor eral-aid system (including urban disappointment due to frequent design changes. 
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2 percent for clean deals, or where | man to sell for first party automo- 


tradeins are sold within 30 days 


without loss. 
- * * 


Commission Reserve 


— 10, usually calling for 
a 2 percent premium, provides 
an inducement for selling old used- 
car stock. 

Section 11 provides for setting up 
a reserve on commissions earned, 
so that the dealer is protected on 
weekly drawing accounts and in 
slack periods. Salesmen are usually 
paid 75 percent of their bonuses 
earned each 60 days, and the dealer 
retains 25 percent of all money 
earned above the drawing account 
for a six-month period for his own 
protection, but pays the salesman 
6 percent interest on these retained 
earnings. 

Section 12 is intended to pro- 
vide for an incentive for perman- 
ent employment. The date of the 
payment of this premium is 
usually the middle of December, 
but the quota asserted in this 
blank is usually uniform with all 

salesmen, irrespective of the 
amount of the drawing account. 
This amount is usually set at 
$24,000. Most dealers feel that 
they can reward a salesman such 
@ premium when he brings in 
$24,000 money difference a year 
covering protitable business, 
Section 13 should be inserted in 
the agreement when the demon- 
strator is furnished by the dealer. 
~ + * 


Promptness Reward 


ECTION 14 should be inserted if 

the salesman furnishes the dem- 
onstrator. Salesmen furnishing 
their own demonstrator are usually 
paid an extra 1 percent on the 
money difference, They are usually 
in the higher drawing account 
class. The demonstrator ownership 
has no bearing upon the bonus or 
premiums. 

No gasoline is provided in this 
agreement form, but it is cus- 
tomary for most dealers to give 
each salesman a coupon good for 
two gallons of gasoline as a re- 
ward for promptness in attending 
their regular daily sales meeting. 

Salesmen renumeration is some- 
thing to which every dealer should 
give careful consideration. It is an 
important part of any operation. It 
is a worthy project to discuss in 
local, state and national association 
meetings. 

Automotive News is glad to open 
its columns for research on this 
project. 

* * * 
OLLOWING is the text of the 
salesmen’s agreement: 
1—THIS AGREEMENT made 


RD 655s cesiieseii he Rrescnseas = coed 
between (Dealer’s Name).................... 
i Ain cahetieens (AGEPORB)  2..0...00.000.000.0.... Fat 
party, and (Salesman’s Name).......... 

anaat CIID sin ccudconsts since 


WITNESSETH: 
The First party agrees to employ 
second party as an outside sales- 





biles, both new and used. 

Second party to and 
does accept said employment and 
agrees to devote his entire time 
and give his undivided service 
toward selling automobiles, both 
new and used, for first party. 
2.—First party agrees to pay 6...... 
per week drawing account to be 
deducted from commission earned 
on the following basis: 
B8.—...........% Of the difference 
drawn on new . ee ne 
(name of car). 


4.—$.....0.0....... Minimum on every 
new car sold. 
ee cetctnttcnesness % of the difference 


| drawn on used cars. 


rE cnwisinpanias minimum on all used 
cars. No commission to be paid on 


|used cars sold at wholesale, or as 
| junk, 


7.—Commissions are to be figured 
at the end of each four-week per- 
iod. If the difference drawn for 
this period is under 6................ , the 
idiccadseevsens drawing account shall 
be accepted as payment in full. If 
the difference drawn for any four- 
week period and the preceding 
four-week period is under G.............. i 
the salesman automatically resigns 
unless the commissions earned for 
that eight-week period, together 
with any amount applicable to the 
period out of the equalization fund, 
exceed the drawing account. 

8.—If the difference drawn for 
any four-week period and the pre- 
ceding four-week period exceeds 

Mics oases , a bonus of %% will be 
paid on all difference drawn during 
that eight-week period. 

9—A ......% bonus will be paid 
on the sale price of any new car, 
after first deducting freight, de- 
livery charges and taxes, when 
sold for full list with no trade-in; 
also where all trade-ins on same 
are sold within 30 days from date 
of settlement on new car, at a 
price equal to original allowed 
price on first trade-in, plus all 
repairs, reconditioning and added 
equipment. 

10.—A ..........% bonus will be paid 
on the difference drawn on all used 
cars 60 days or more in stock. 

11.—Second party agrees to leave 
with first party at .......... % interest 
ad % of all commissions earned 
over and above his drawing ac- 
count for each four-week period to 
be used as an equalizing fund from 
which first party may draw the 
amount by which the commissions 
earned fall short of drawing ac- 
counts. This fund shall be balanced 
semi-annually, on March ist and 
September ist, and any money re- 
maining shall be paid in full on 
those dates to the second party. 
Neither debit nor credit items 
against this fund shall be carried 
forward into the next six months’ 
period. 

12.—If OM .........:cssceeeeeeeeee the total 
difference drawn for the year ex- 
CI Wc odtieceascties , an additional bonus 
%% of the entire difference 
drawn will be paid, provided sales- 


SCHMIDLADDP 


Cs 


AN OLDS DEALERSHIP SINCE 1933—The spacious, modern plant of Schmidiapp Motor 
Car Co. (Oldsmobile), 3813 Montgomery Rd., Norwood, O., ; ; 
with a program of entertainment by local TV stars and a special showin 
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" 
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was formally opened Jan. 
of the new 


models. The new building covers an area of 14,000 square feet. A large blacktop customer 
parking area adjoins one side and rear of the building and a separate body shop, 40 


feet by 40 feet, is in the rear. Officers of the firm are: J. G. Schmidiapp, 
Spencer 
manager, 

Wendel, parts manager. The sales staff of Roy Whalen, Troy Murphy and 


E. Wind, 
Stroup, 


vice-president, 


treasurer, B. 
used-car 


manager, James 


resident and 
secretary, Cari Burk, general 
service manager, 
us Strouse now 


Ferguson, 
Mel Toms, 


includes Lola Wiley, one of the few automobile saleswomen in Cincinnati. 





AGNEW MOTORS COMPLETES BUILDING—A modern, 
opened by this Lincoln-Mercury dealership in Albany, Ore. 


man’s employment has been con- 
tinuous. 

Second party agrees to purchase 
a complete salesman’s kit, and a 
set of dealer’s license plates, the 
plates to be in the name of the 
first party. Should second party 
resign, either voluntarily or by re- 
quest, the above material and 
equipment are to be returned to 
first party. First party agrees to 
credit second party for the return 
of the above equipment the pro- 
rata cost of same for the balance 
of the calendar year. 

Second party agrees to forfeit all 
commissions on any orders unde- 
livered at any time he is no longer 
employed by first party. 

13.—First party agrees to fur- 
nish at its discretion either a 
new or used car for transporta- 
tion and demonstration, together 
with upkeep on same, such car 
to be used for company use only. 
Second party will pay for any re- 
pairs incurred by reason of any 
accident to any car or truck in 
his charge or care, except that 
any insurance received on ac- 
count of same by first party will 
first be deducted. 

14.—Second party agrees to fur- 
nish his own demonstrator, either 
new or used. In event new car is 
purchased first party agrees to al- 
low a discount of 15% and it is 
further agreed that not more than 
four demonstrators will be fur- 
nished per year. Second party will 
pay for all upkeep, repairs, main- 
tenance and service on such dem- 
onstrator, but first party will allow 
a discount on service and parts in 
the same amount as is regularly 
allowed the department heads of 
the organization. 

IT IS FURTHER AGREED that 
no commission will be paid on a 
sale to a prospect coming into the 
showroom except when the second 
party is assigned to floor duty, and 
except also on sales to prospects 
regularly listed and filed by second 
party. 

The term “difference drawn” on 
new cars, as used in this agree- 
ment, is understood to mean the 
full local delivered price on new 


Budd to Begin 
Building of New 
Plant in Gary 


GARY, Ind.—Budd Co. will begin 
construction immediately on _ its 
Chase plant here, which is close 
to two of the firm’s leading cus- 
tomers, Studebaker in South Bend 
and Nash in Kenosha, Edward G. 
Budd jr., president, said last week. 

Costing approximately $7,000,000, 
including machinery, the 320,000 
square-foot plant will be of modern 
design and built of brick and fac- 
tory sash with stainless steel trim. 
Its location on the 140-acre site 
affords ample room for future ex- 
pansion if required, Budd stated. 

“The proximity of Carnegie-Illi- 
nois and Inland Steel plants will 
also be advantageous,” said Budd. 
“Considerable savings will be made 
possible in the transportation of 
raw materials and finished prod- 
ucts.” 

The new plant is readily accessi- 
ble to automotive transportation, 
and it is located on the Indiana 
Harbor Belt Line railroad. 

Budd said he expects the new 
facilities to be completed this sum- 
mer, at which time the plant will 
go into immediate operation. As 
production increases, an estimted 





7\|labor force of about 1,000 will be 


recruited entirely from the Gary 
area. 


Manufacturing facilities will in-| 


clude sheet metal stamping presses, 
and welding and assembly lines for 
these stampings. 


well-lighted structure has been 


vehicles, less freight, handling 
| charges, taxes and the amount of 
any used car trade-in allowance. 

The term “difference drawn” on 
used cars, as used in this agree- 
ment, is understood to mean the 
selling price of the used car sold, 
less the trade-in allowance of a 
used car taken in. 

This agreement may be termin- 
ated by either party without notice. 


Signed this ................ day of . 





N. Jersey Low, 
Virginia High 
On Auto Taxes 


CHICAGO.—New Jersey drivers 
pay lower taxes on their automo- 
biles than drivers in any other 
state. Virginians pay the highest 
private automobile taxes. 

This was disclosed in a survey 
made by Griffenhagen & Associates, 
a Chicago management consultant. 
The survey was based on state and 
local taxes applied to medium- 
priced passenger cars, licenses and 
gasoline. 

Southern states in general levy 
higher total taxes on automobiles 
than other states while eastern and 
midwestern states levy the lowest, 
it was found. 

New Jersey's annual tax was put 
at $29.95. Next were Michigan at 
$30.65; Ohio, $35; Delaware, $39.25, 
and Wisconsin, $41, 

At the high end were Virginia, 
$93.62; Kentucky, $93.25; Nebraska, 
$79.38; Kansas, $78.59, and North 
Carolina, $78.50. 





Management Assn. Opens 


Sales Parley March 16 


NEW YORK. — The American 
Management Assn. announced last 
week that its Marketing division 
will sponsor a conference March 
16 and 17 at which marketing, sales 
and merchandising executives of 
businesses all over the country will 
exchange information on current 
problems and experience, 

Among topics for discussion will 
be compensation, organization for 
successful sales training, decentral- 
ized control of the sales force, ap- 
plication of job analysis to sales 
supervision, reinforcing the sales 
presentation at point of sale, effect 
on salesmanship of the growing 
national interest in social security, 
future source of sales personnel 
and methods of developing greater 
dealer and distributor cooperation. 








<8 il 4 


om 
ts 
aE ti ‘ 


\ 


CARRIES ATHLETES—New Mexico Western college of Silver City, N. M., 
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Auto Club Blasts 
Dewey’s Veto 


Of New Roads 


ALBANY.—Gov. Dewey has be: 
charged with consistent failure ¢ 
comply with the state laws requi 
ing that 37% percent of all rever 
ues from the motor fuel tax ani 
75 percent of the money collecte:| 
from motor vehicle registration fec. 
be appropriated for highway cor 
struction, reconstruction and mair 
tenance. 


The criticism came from th: 
Automobile Club of New York and 
grew out of the governor’s mes 
sage to the legislature, in which 
Dewey reported that “there are no 
funds for construction and recon- 
struction of highways and park 
ways in my present budget plan.’ 
Instead, the governor suggested a 
bond issue to provide the money 
for new highway and parkway con- 
struction. 


In the message, Dewey reported 
that receipts from the state motor 
fuel tax of four cents a gallon 
would total $89,500,000 at the end 
of the current fiscal year on March 
31, and that revenues from motor- 
vehicle license fees would total 
$75,500,000. 

“If the governor abided by the 
state law, there would have to be 
an appropriation for highways and 
parkways in his new budget,” said 
John R. Crossley, vice-president of 
the auto club. 

Crossley pointed to Dewey’s 1949 
message to the legislature which 
said: 

“Over 36 percent of our highways 
are old and worn out. Another 5 
percent reaches this critical condi- 
tion each year, They are unable to 
withstand the never-ending pound- 
ing of traffic, the ravages of winter, 
or old age. They are a hazard to 
public and a drag on our economy.” 

Crossley said that the governor 
could not ignore his own statement 
on the poor condition of the state 
highways and called on him to live 
up to his responsibility for improv- 
ing them. 


A Civic First? 
Good Labor Relations 


Ranked Foremost 


TOLEDO. — Jules D. Lippmann, 
president of Textileather Corp., ad- 
dressing the West Toledo Exchange 
Club, placed maintenance of good 
labor relations first on a list of 
civic problems, many of which, he 
said, were common to all cities. 

Lippmann, who is a member of 
Toledo’s nationally-known Labor- 
Management-Citizens Committee, is 
also a trustee of the Committee to 
Save Toledo’s Payrolls. This body 
was organized among citizens in 
many walks of life to resist a de- 
mand put forward by the UAW- 
CIO for a regional pension scheme. 

Solution of such civic problems 
as labor relations, city planning, 
the tax structure, traffic and school 
expansion is the responsibility of 
all citizens, Lippmann emphasized. 

He declared it to be the special 
responsibility of industrial and po- 
litical leaders to provide oppor- 
tunities for the development of 
younger men in posts of civic lead- 
ership. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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converted a 


Chevrolet Styleline car into this 12-passenger bus for athletic and administrative group 
travel. Vehicle will also be used for safety instruction. At the wheel is Dr. H. W. James, 
college president, and behind him are Ed Walkey, representative of Clifton Chevrolet Motor 
Co. in Silver City; E. A. (Hank) Balke, college basketball coach, and Al Johnson, football 


coach. 
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i nternal-Cost Interest Indicated .. . 
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10.000 at NADA Show 


(Continued from Page 1) 


formation home with them and 
make their final buying decisions 
with the aid of their home or- 
ganizations. 


Dealers in the main were mostly 
interested in products that would 
increase their number of customers 
and decrease their internal cost. 

. ° * 


A*® EXAMPLE of buying reaction 
was told by Harry Gould of 
Ernest Holmes Co. Three dealers 
stopped at this booth one after- 
noon and, after going over the 
details of the wrecker on exhibit, 
asked to have the salesmen cover- 
ing their territories stop in as 
they wanted to place an order but 
wanted to work out the details in 
their own dealerships. 


Exhibitors like Alemite, Ruger 
Equipment, Washmobile, Allen, 
Arndt-Palmer, Sun Electric and 
Hollingshead, among others, all 
claimed that they were complete- 
ly satisfied with the attention 
they had received. In fact, many 
said that this show had developed 
more prospects for them than any 
show they had attended in the 
last three or four years. 

Those who showed at San Fran- 
cisco were practically in agreement 
that this year’s show was much 
better than last year’s. 

The action by several equipment 
manufacturers, who cancelled out 
space contracts, brought about the 
following resolution passed by the 
NADA convention: 

* + * 
‘HEREAS, automobile dealers 
are large users of service 
equipment of all kinds, as well as 
tools, supplies and equipment used 
in sales and accounting depart- 
ments; and 

“Whereas, in order to more easily 
and accurately keep up to date in 
all improvements in such equip- 
ment, some of which is bulky and 
expensive and not carried in stock 
so that it can be physically ob- 
served by dealers in their localities 
in order to determine whether or 
not it is suitable for their use; and 

“Whereas, automobile dealers 
have, through the medium of the 
National Automobile Dealers 
Used Car Guide Co., endeavored 
to help themselves to better equip 
their shops with the latest of 
service equipment, in order to 
reduce cost of operation and 
thereby improve the services they 
were able to render the motoring 
public, have organized and oper- 
ated during the last three years 
equipment exhibitions which were 
held in the same city and at the 
same time as the Annual Conven- 
tion of the National Automobile 
Dealers Assn.; and 
“Whereas, certain service equip- | 
ment manufacturers have refrained 
from taking space in such exhibi- 
tions; and 
“Whereas, there seem to be in- 

dications that the advantage of 
participation has not been fully 
appreciated by some equipment 


Chevrolet Sales 
Set Jan. Record | 
Of 136,426 Units 


DETROIT.—Retail sale of 136,426 | 
Chevrolet cars and trucks in Janu- 
ary established an alltime sales 
record for the 
company in that 
month, W. E. Fish, 
general sales 
manager, an- 
nounced here last 
week, 

Fish said that 
last month’s total 
was 38.9 percent 
higher than Chev- 
rolet’s best previ- 
ous January sales 
mark, which was 
estabiished in the first month of 
1941 when 98,156 cars and trucks 
were delivered. 

Of the January, 1950, total of 
136,426 vehicles, 109,439 were pas- 
senger cars and 26,987 were trucks. 

Chevrolet passenger car sales last 
month surpassed the company’s 
combined new-car sales in the pre- 
vious two Januaries (1948 and 
1949), Fish revealed. 











manufacturers, for one reason or 
another, 
“Be it therefore resolved: 


“1. That the National Automobile 
Dealers Assn., in convention assem- 
bled at Atlantic City, N. J., Feb. 8, 
1950, express disappointment and 
concern over the action of certain 
manufacturers of service equipment 
in not participating in the equip- 
ment exhibition; and 

“2, That the service managers 
of the automobile manufacturers 
be informed of the above situa- 
tion and be asked to express their 
opinion to the service equipment 
manufacturers; and 


“3. That a copy of this resolution | the 








CATALINA ON CATALINA—Pontiac chose 


top model named after the isiand to 150 southern California dealers. L. W. 
Chapman, assistant general sales manager in charge of the west, and 


sales manager: E. J 
T. A. White, Pacific regional manager, were 
at a luncheon. 


the joint sponsorship of the Inter- 
|Industry Safety Committee and 
Automotive Safety Council. 


be mailed to all manufacturers of | Dealer designating signs and mark- 
service equipment, to the service|ers were prominently displayed in 
managers of each automobile man-|the show. 


ufacturer, and to the trade press.” 
* * + 


Surprising at this show, which 
was keyed to the manufacturer be- 


Pp teccagn enter nes space in the|ing able to exhibit his wares di- 
show was given to the promo-| rectly to his largest buying retail 
tion of national “Check Your Car” | audience, was the fact that several 


month to be held next May under’ exhibitors had considerable success 
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TO BRING YOU TOP PROFITS 
IN LUBE SERVICE! 


CONVENIENT LOCATION 
OF SERVICE ASSEMBLY 


Flew ECONOMICAL— CONVENIENT 


DRAIN EXTENSION 


Solves the prob- 

lem of crank-case 
drainage on cars having 
hard-to-reach drain 
plugs. Clipped to the 
edge of a drain funnel, 
it allows easy oil drain- 
ing while giving com- 
~ clearance from the 
i 7 





Catalina island, Calif., to introduce its hard- 


Ward, general 


hosts to dealers and Los Angeles auto editors 


in signing up both jobbers for their 
lines and distributors that would 
take their products directly to the 
dealers without going through any 
stocking wholesaler. 
* * 7 

(CCLADAED, but not wholly sub- 

4 stantiated, was that the exhibi- 
tors writing the greatest amount 
of actual business at the show were 
two makers of fancy seat covers. 
Each of these exhibitors showed 
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ARO’s ahead in all 3—design... performance... depend- 
ability—to make your lube department PROFITS soar! 
Aro has the smart clean look-of-tomorrow that attracts 


customers! Aro saves time and la 
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coverings in many imitations of 
wild animal hides—the leopard and 
zebra stylings seeming to find most 
favor. 


Practically every exhibitor of 
show tools and equipment had a 
good crowd of lookers every hour 
that the exhibition was open. 


To assure an even bigger and 
better show in connection with 
NADA’s annual convention in Mi- 
ami next year, an advisory com- 
mittee composed of present exhibi- 
tors and factory service officials is 
in the process of being formed*to 
work with and advise the dealer 


#|show committee on plans and pro- 


motion of the 1951 exhibition. 
+ > 


Cooperative Effort Urged 
To Junk Prewar Cars 


A COOPERATIVE effort by man- 

ufacturers and dealers to get 
prewar cars off the road was urged 
during the NADA convention clinic 
on used cars. 

The problem was brought up 
in a question-and-answer session 
which followed formal addresses by 
four prominent dealers. 

John Mooney, of McKeesport, 
Pa., suggested the “best plan” for 
the “retirement” of prewar cars 
would be their scrapping after 

(See SHOW, Page 74, Col. 3) 
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GM to End Overtime Work .. . 
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Output Up as Coal Peril Grows 


(Continued from Page 1) 

gear. Both GM and Ford were 

boosting output to new peaks 
almost daily. 

Only because those plants kept 
setting a blistering production pace 
have current weekly production 
totals been holding at a compara- 
tively high level. 

With Chrysler, Kaiser-Frazer and 
Willys idle, as they were last week, 
nearly 30 percent of the industry’s 


Plymouth Names 


potential was shut off. Now GM’s 
abandonment of overtime plans 
may add another 5 percent to the 
frozen potential. 
+ + + 

OWEVER, through last week 

U. S. plants so far in 1950 had 
produced an estimated 652,536 cars 
and 132,958 trucks—a total of 785,- 
494 vehicles. 

The comparable 1949 period 
netted 467,042 cars and 160,966 
trucks for a total of 628,008 units. 
Thus, as of last week, combined 
U. S. car and truck output was 
running about 25 percent ahead of 















New Detroit Head 


DETROIT. — Appointment of W. 
C. Cumbers as regional manager 
for Plymouth 
with headquart- 
ers at Detroit was 


last year. 

To achieve that kind of volume, 
GM has had nearly all its plants 
working overtime. All GM outlets, 
except Cadillac, obtained excel- 
lent January production. All, in- 


announced last| cluding Cadillac, had planned to 
week by R. C.| Step up the pace further this 
Somerville, gen-| month. 

eral sales man- Now, however, apparently only 


Ford will be able to carry out over- 


ager of Plymouth. 
time plans, and the coal situation 


Cumbers start- 


ed in the automo-|could soon cause _ repercussions 
bile industry inj|there too, unless it is settled soon. 
* * * 


1934 as an em- 
ploye of Chrysler 
Detroit Co. In 
1940 he resigned to sell automobiles 
at retail. 


UT until then Ford will continue 
to ship more cars to its dealers 
than it ever has in the postwar 
period. As high as shipments are, 
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Automotive advertisers used more space 
in The Milwaukee Journal than in any 
other newspaper in the country in 1949 
—1,544,439 lines, according to Media 
Records (second, Detroit News—third, 
Miami Herald). There’s top buying pow- 
er in Milwaukee—50% above the U. S. 
family average. And top one-paper cov- 
erage reaching 94% of all families at one 
low cost. 
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still crying for more cars. 

New car stocks at Chrysler 
dealers are, of course, very 
sparse, They have received noth- 
ing from their factories for over 
two weeks. 


at least three makes on which 
delivery in Detroit can’t be had 
until April or May. 


~ Show | 


(Continued from Page 73) 

they were accepted by dealers as 
tradeins, with the manufacturer 
sharing the resulting loss. No 
concrete program was outlined, 
but the problem was described 
as one of the most important 
facing the industry. 

Estimating the number of pre- 
war cars still on the road at be- 
tween 16 and 17 million, Mooney 
said that “we would like to get 
those cars off the road, but the 
dealers can’t absorb all the loss.” 

M. E. Feder, of Cleveland, sug- 
gested that the NADA work for 
enactment of state laws requiring 
that title to an automobile be 


destroyed when the car is sold to| 


a junkman. 
* * * 
| agp pipes operation of parts 
and service departments will 
increased importance as 
increases during the 


take on 
competition 





How Illegitimate? 


ATLANTIC CITY. — During 
the question-and-answer period 
following the NADA clinic on 
used cars here last week, M. E. 
Feder of Cleveland handled a 
hot potato in the question: “Do 
you bootleg your competitors’ 
new cars?” 

He delivered the following 
forthright answer: 

“No, but it is the biggest prob- 
lem we have to contend with. 
The factories have a big deci- 
sion to make. Do they or don’t 
they want legitimate dealers. Up 
to now we've been legitimate. 
They would be surprised to see 
how illegitimate we can get. The 
practice must and can be 
stopped for the good of the in- 
dustry.” 


coming year, NADA delegates were 
told at a panel discussion on “Serv- 
ice.” Four industry leaders joined 
in urging that the dealers recog- 
nize the fact that the customer 
demands, and is entitled to, prompt 
and efficient service at a reasonable 
cost. 

W. A. Brandenburg, of Mans- 
field, O., told the dealers that the 
margin of profit on new cars 
will decrease, as selling expenses 
rise with competition, and that 
the profit on used-car operations 
will turn into a deficit within the 
year. 

Thus, he pointed out, the dealers’ 
chief opportunity to maintain over- 
all profit margins is in the service 
department. 





| Obituaries 


| McNaughton Dead at 67 ; 


Retired Cadillac Officer 

DETROIT. — Lynn McNaughton, 
67, retired automotive executive and 
father-in-law of Lincoln-Mercury 
General Manager Benson Ford, 
died Feb. 8 at Henry Ford hospital 
here after a long illness. 


Mr. McNaughton, who retired as 
sales vice-president of Cadillac Mo- 
tor Car Co. in 1930, has been a 
member of that firm 26 years. Dur- 
ing that period, he rose from a 
clerk’s job to a position on the 
board of directors, and was actively 
connected either with the sales or 
servicing of every Cadillac model 
except the two earliest one-cylinder 
models. 

* * . 


Henry M. Clausen 
MILWAUKEE.—Henry M. Clausen, 72, 
vice-president of Clausen Motor Co., died 
Jan, 31 after a heart attack. Mr. Clausen 
collapsed while shoveling snow. His son, 
Harry, president of the dealership, survives 


him. 
* * * 


Benjamin Frankel 
FAIRFIELD, Il. Benjamin Frankel, 
57, president of Chefford Master Mfg. Co., 

Inc., died Jan. 29 in Miami, Fla. 


Car Production Estimates 


SERVICE SECTION 


Ford officials say, Ford dealers are 


Dealers in some other lines say 
stocks are moving well. There are 
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Week Week Jan, 1 dan. 1 
Ended Same Ended Feb., to 
Feb. 11, Week, Feb. 4, 1950 Feb. 12, Feb. 11, 
1950 1949 1950* to Date 1949* 1950 
CHRYSLER 9,258 91,510 95,531 
Chrysler ........... 1,263 13,272 12,698 
DeSoto W717 ae 9,394 9,452 
aM ientvicecisttscvncsietin “wseients 3,006 26,527 27,254 
Plymouth ieietilaas SO fie — 42,317 46,127 
0 =e 29,459 20,592 28,804 47,210 122,013 161,566 
Ford ..... 22,959 16,175 22,514 36,934 96,545 125,727 
Lincoln 576 1,031 595 933 5,593 3,620 
Mercury . 65,924 3,386 5,695 9,343 19,875 32,219 
GENERAL MOTORS 58,364 34,448 55,531 94,102 160,725 314,929 
Buick . 10,024 6,885 9,399 16,861 46,300 55,045 
Cadillac . 1,529 1,610 1,412 2,486 9,734 6,205 
Chevrolet 29,493 15,490 27,727 47,031 56,660 160,608 
Oldsmobile ‘ 8,294 4,877 7,600 12,812 28,803 43,346 
Pontiac ......... wits 9,024 5,581 9,393 14,912 18,728 49,725 
KAISER-FRAZER | S| eee 945 lei deceoila 9,052 3,573 
eae 317 3,573 3 
EE a sciesineveseves 628 ae 5,479 3,570 
CROSLEY ................. 108 281 104 168 1,251 554 
HUDSON piecieavibicites| ae 3,693 2,338 3,767 24,693 15,231 
NASH _ ...... ; 3,663 3,174 3,665 5,837 18,642 20,569 
PACKARD ............. 1,488 2,904 1,475 1,598 14,183 7,626 
STUDEBAKER 5,672 3,534 5,721 9,135 20,510 32,831 
WILLYS?+ 615 90 seeds 4,463 121 
Total Cars, U. S. ........101,291 79,439 97,728 161,817 467,042 652,536 
+Station wagons and Jeepsters. *Revised. : ¥ 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 dan. 1 
Ended Same Ended Feb., to to 
Feb. 11, Week, Feb. 4, 1950 Feb. 12, Feb. 11, 
1950 1949 1950* to Date 1949* 1950 
CHEVROLET 9,129 9,042 9,287 14,300 53,704 50,549 
CROSLEY ..... ae 7 22 il 14 62 49 
DIVCO ...... Sateen 54 105 71 79 415 408 
DODGE .. oct 8,751 24,493 8,794 
FEDERAL ............ 35 DA 35 46 228 166 
FORD ....... vie 7,446 3,961 7,125 ~=11,969 25,575 38,446 
EE Picsinciseieveed 2,060 2,097 1,907 3,302 12,307 11,905 
INTERN ATIONAL . 1,903 3,196 1,927 2,661 19,497 9,236 
MACK . mes wd 253 172 271 406 157 1,569 
El siitiewiacseetntniidestt di 45 146 37 62 556 254 
STUDEBAKER 1,084 1,713 1,093 1,743 9,620 6,217 
WHITE. .............. 210 189 204 251 1,277 1,118 
REE rere saa :708 102 60 9,820 2,796 
MISCELLANEOUS 251 411 251 401 2,655 1,451 
Total Trucks, U. S. .. 22,477 26,567 22,321 35,294 160,966 132,958 
Total Cars, Trucks 
i ORS ae 123,768 106,006 120,049 197,111 628,008 785,494 
Total Cars, Trucks 
ENE ia 6,826 3,708 7,504 11,814 21,257 43,426 
Grand Total, 


Cars and Trucks 
U. S. and Canada ...... 130,594 


109,714 127,553 208,925 649,265 828,920 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


_Batve, Sterling, Nash, Diamond T, etc. 


Buick Marks Up 
Highest January 


Sales in History 


FLINT.—Buick sales last month 
were the greatest for any January 
on record, O. L. Waller, general 
sales manager, 
announced last 
week. 

Retail deliveries 
for the month to- 
taled 34,933, repre- 
senting an in- 
crease of 15 per- 
ecnt over Janu- 
ary, 1949, the pre- 
vious peak, Wal- 
ler said. 

“Much _ signifi- 
cance is attached 
to January’s sales because of in- 
dustrywide interest in how the new 
year would begin,” Waller said. 


“In this connection it is interest- 
ing to note that our sales activity 
increased as the month progressed. 
In the last 10 days of the month 
sales totaled 13,425—the largest 10- 
day period in January in our his- 
tory.” 

Waller pointed out that January 
production, as well as sales, was a 
new 47-year record for the month. 
Continued high volume production 
is scheduled for February and 
March, he said, with output for the 
first quarter of this year slated to 
be the greatest of any three-month 
period. 

“There is every indication that 
January’s record demand will carry 
over into the next two months, and 
then rise even more as the spring 
seasonal demand makes its effect 
felt,” Waller said. 








been proven the quickest, 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 








la. Group Urges Repeal 


Of U. S. Auto Excises 

DES MOINES. — The Iowa 
Highway Users Conference has 
telegraphed Iowa congressmen 
urging them to support a bill 
calling for the repeal of federal 
excise taxes on automotive 
products. 

John H. Gillespie, conference 
chairman, declared that while 
congress is considering repeal of 
other wartime excise taxes, “it 
should also repeal or drastically 
reduce the federal taxes that 
take $105 from the purchaser of 
every $1,500 automobile.” 


Jordan 


(Continued from Page 4) 


been raised to five dollars a day, 
so she is trying to learn to like 
olives and read a book .. .” 

We thought you'd like a few 
words from Jordan, so we quote 
the great word master himself 
from now on: 

“Men, money, machinery, meth- 
ods and market make for lead- 
ership. Of these factors, by far 
the most vital is the first, men. 

“If you will analyze the state 
ments of all of the automobile com 
panies or any other enterprises, 
you will find that the final score 
will reveal the predominance of 
the products of men. 

“You ask for my opinion of the 
automobile industry. You might 
better ask me to tell you the 
story of a few men who have 
three-dimensional minds. . . 
Men like’ Alfred P. Sloan, K. T. 
Keller and a very few others. 

“I could write the whole story by 
repeating one word ...work... 
work . . . to which such men hap- 





| pily devoted their lives. 


AUTOMOTIVE NEWS WANT ADS have | 
least expensive; with guts enough to challenge Go- 


“There may be another David 
liath, but his name won't be Ned 


| Jordan.” 
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In Drive on Bootlegging .. . 
Territorial Security 


Asked by NADA 


(Continued from Page 1) 


and Jay Green of Washington, 
assistant treasurer. 

Haller, NADA’s ~ vice-president 
last year, was president of the 
Washington Automotive Trades 
Assn. in 1933-34 and has served as 
secretary of that group since that 
time. During 1949 he was chair- 
man of NADA’s Industry Relations 
committee. 

Total registrations 
dealers and wives. 

There was considerable agitation 
at the convention against shipping 
of new cars to dealers without 
orders. 


were 8,612 


* * * 


eo BYRD of Virginia was 
the key speaker at the closing 
session of the convention Wednes- 
day. He condemned the “excessive 
spending of the federal govern- 
ment” and called for a “return to 
the free enterprise system.” 

He cited the present heavy taxa- 
tion and expressed the hope that, 
through everyone's cooperation, this 
burden might be lightened. 

The key speaker at the session 
on Tuesday was U. S. Attorney- 
General J. Howard McGrath, who 
is also a Dodge-Plymouth dealer 
in Providence. He declared that 
monopoly is “a tool of totalitari- 
anism” and called for “unre- 
strained opportunity” for small 
business. 

Small business, McGrath asserted, 
“must be permitted to buy where 
they please, to sell where they 
please and to seek the patronage 
of any customer.” 

In this connection, he cited the 
cases involving the major auto 
companies and their finance com- 
pany subsidiaries, and reviewed the 
conviction against General Motors. 

He paid tribute to auto dealers 
for maintaining “effective leadership 
for high business standards and 
integrity,” adding that “only a small 
percentage of the nation’s auto 
dealers” had engaged in accessory 
markups and channeling of new 
cars to used-car lots in order to 
get above-list prices in the postwar 
period of auto scarcity. 

* * * 
W WALTER WILLIAMS, chair- 

*man of the Committee for 

Economic Development, and presi- 
dent of Continental, Inc., of Se- 
attle, Wash., told the dealers that 
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the United States’ economy seems 
at present “to be in a strong posi- 
tion” but he cautioned that “a 
number of somber possibilities” 
face the country in the not-too- 
distant future. 

After noting that “it is easy to 
predict good business for the first 
six months of this year,” Williams 
asked the dealers to consider some 


of the more serious questions 
which face the businessmen in 1950. 
* + + 


no B. MOORE, managing 
director of the Federation of 
Automobile Dealer Assns. of Can- 
ada, urged dealers in the United 
States to work with manufacturers 
in a cooperative effort to iron out 
differences in factory-dealer rela- 
tionships. 

Moore told some 6,500 dealers 
that frank cooperation is the only 
answer to the problem. 

Dealers could profitably do 
some soul-searching before plac- 
ing the blame for all their diffi- 
culties on the manufacturers, he 
declared in a blunt presentation 

of “Both Sides of Factory-Dealer 
Relationships.” At the same time, 
he pointed out, there are numer- 
ous factory practices which cre- 
ate legitimate dissatisfaction 
among dealers, and which should 
be modified or eliminated. 

Moore suggested an increase in 
the number and frequency of deal- 
er-factory conferences, but said 
that the dealers should not depend 

on their associations “to carry the 
ball for them.” 
. . > 
Jy -ead TEMPLE GRAVES of the 

Birmingham Post, Birmingham, 
Ala., declared, “Our danger at home 
isn’t the march of communism, It 
is the creep of socialism. Into the 
education of people like Alger Hiss, 
Elizabeth Bentley and Judy Cop- 
lon. Into our schools and colleges, 
our governments, our literature, 

and, perhaps worst of all, into our 
morals, our spirit for carrying on, 
and the philosophies of our men 
of goodwill. This socialist creep is 
the soft under-belly of America for 
communist attack. 

. * * 
ERE are some excerpts from 
an address made by J. Saxton 
Lloyd, NADA Florida director, who 
spoke on “Rags, Riches and Ruin”: 

“Every dealer should seek out a 
friend selling the same line of au- 
tomobiles in a neighboring com- 
munity with whom he can discuss 
his problems freely. 

“It was during the period of 
“Rags” that many of the evil prac- 
tices that have come to plague the 
automobile retailing industry were 
introduced. The short ‘down pay- 
ment, excessively long terms, and 
used-car overallowances were the 
rule rather than the exception. 
These unsound practices resulted 
from factory pressure on the one 
hand and a desire to eat on the 
other. 

“The ‘Riches’ era, through 
which we have recently passed, 
might be properly defined as the 
Country Club, Deep Sea and Ca- 
nadian Fishing, Yachting, Prize 
Stock Raising, and Gentleman 
Farming era. Well, boys, if you 
want a country dealer’s advice, 
you better give some thought to 
cutting down your Country Club 
memberships from three or four 
to one; be satisfied to start fish- 
ing again in the creek out back 
of your home town; let the pro- 
fessional stock raisers take care 
of that end of agricultural busi- 
ness, and dispose of your farm. 


In other words, let’s go to work!” 
. * * 


Union Success Held Due 


To Dealer Mistakes 


The spread of union organiza- 
tion among dealer employes is due 
largely to mistakes of the dealers 
in the past, an NADA clinic on 
employer-employe relations was 
told. 

Speakers at a panel discussion 
agreed that a policy of enlightened 
interest in the welfare of employes 
would obviate the need for unions. 

“Unions are creatures of our own 
creation,” Harry E. Smoyer, Cleve- 








DEALERS SEE OLDS CHIEF AT NADA SESSION—S. E. Skinner (right), general manager 
of Oldsmobile, greets some of the Oldsmobile dealers attending the National Automobile 


Dealers Assn. convention in Atlantic Ci 


. With Skinner are 
Cadillac and Oldsmobile Co., Philadelphia; John S. Groff, 
Pa., and George J. May, May Motor Sales, Inc. 


left) W. T. Plachter, Plachter 
ohn S. Groff, Inc., Lancaster, 


, Chicago. 





land attorney specializing in labor 
relations, told the 3,500 dealers at- 
tending the session, “They exist 
now where there was a need for 
them, and I am convinced that 
they won't be able to enter an es- 
tablishment where there is no need 
for them.” 

Smoyer urged dealers to “put 
yourself in the employe’s place, 
and you will be a long way along 
the road to solution of your 
problems.” 

R. Earl Burrows, manager of the 
Cleveland Automobile Dealers 
Assn., declared that “whether or 
not you will have a union depends 
on whether or not your employes 
need a union.” 

“You can forestall union or- 
ganization if your employes have 
more faith in you than they have 
in the union,” he said, “There 
isn’t anything the union can do 
for them that you can’t do.” 
But, he warned, “you can’t buy 
your employes’ favor and confi- 


dence—you must earn it.” 
* * * 


Overhaul of Sales Setup 
Declared Vital Now 


A complete overhaul of sales or- 
ganizations is a must for automo- 
bile dealers who wish to survive 
in the coming months of increas- 
ing competition and high-level 
costs, NADA delegates were told 
at a “clinic” on “Retail Sales Man- 
agement.” 

Industry leaders stressed the fact 
that the margin between gross in- 
come and costs is steadily narrow- 
ing. They also pointed out that a 
record number of new cars are ex- 
pected to roll off the production 
lines this year, and that dealers 
will be expected to move them 
promptly. 


Crosley Points 
To Presence of 


$1,000 Auto 


CINCINNATI.—Powel Crosley jr., 
president of Crosley Motors, states: 
“I frequently come across reports 
that other manufacturers are com- 
ing out with a car in the $1,000 
price range. I have been reading 
these reports for several years now, 
and I think it significant that the 
Crosley car is still the only car in 
the $1,000 price range on the road 
today.” 

The announcement can be made 
in one of two ways, he added. “You 
can hire an artist to create draw- 
ings of a new car. This might cost 
around a thousand dollars. But it’s 
good for probably $50,000 in free 
publicity space. And since no com- 
plete engineering drawings are in 
existence, the artist can add as| 
many extras and flourishes as he 
wants, 

“The other way is to buy a small 
European car, take off the body| 
and put on a hand-built body. This 
will probably cost about $10,000. 


|But now you have an automobile 


instead of a drawing, and you are 
all set to call up the newspapers 
and have a premiere. This might 
be good for $500,000 in publicity.” 
Crosley said there is some talk 
that cars in the $1,000 price range 
can be manufactured by using 
European parts. “This kind of 
thinking,” he said, “is based on the 
idea that Europeans are practically 
giving automotive parts away. But 
it has been my experience that 
European parts cost 25 percent to 
35 percent more delivered at the 
American assembly plant.” 


Oldsmobile Sets 


January Record 
In Retail Sales 


LANSING. — Retail sales during 
the past month broke all records 
for January when Oldsmobile deal- 
ers sold 26,153 new cars during 
that period, it was announced here 
by S. E. Skinner, general manager 
of Oldsmobile. 


This marked a 37 percent in- 
crease over retail sales in January, 
1949, when 19,094 new e¢ars were 
sold, and also exceeded the former 
January record of 19,137 new Olds- 
mobiles delivered in the first month 
of 1941, Skinner said. 

During the last 10 days of Jan- 
uary, Oldsmobile dealers delivered 
11,134 new cars, the largest for any 
10-day period since the final 10 
days of May, 1941, when 11,219 new 
cars were retailed, Skinner added. 
The final 10-day sales for January, 
1950, were nearly double those for 
the same period of 1949, when 6,485 
new Oldsmobiles were delivered. 

“These January sales, more than 
ever, confirm our belief that 1950 
will be a record year for Oldsmo- 
bile,” said Skinner. “I am enthus- 
iastic over the outlook and I credit 
Oldsmobile’s Rocket engine and our 
new Futuramic styling for this new 
January peak.” 

Fifty-four percent of January re- 
tail sales were Series 88 models, 
Skinner revealed, while 24 percent 
were Series 98 and 22 percent were 
Series 76 models. 







Fume-Free Air... 


MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 


You'd be surprised at what an improvement 
there is in mechanic efficiency and morale 
when you take the toxic carbon monoxide 
away from the air they breathe. And when 
it comes to eliminating exhaust fumes, you'll 
be equally surprised at how conveniently, how 
efficiently it's done with Kent-Moore’s J 2980 
MONOXIVENT Set. It's designed for use with 
underfloor exhaust eliminating systems .. . 
features a special tailpipe adapter, an asbestos 
packed stainless steel tube, and a virtually 
airtight floor outlet assembly. Smart idea there 
too. You see, the adapter and tubing slip down 
into the underfloor duct for safe keeping when 
not in use. Fully protected, can’t get lost or 
“borrowed”. And it gets rid of unsightly hoses 
hanging from overhead. Important, too, from 
8 cost point-of-view, is the simplified installa- 
tion. Readily installed in an upturned “Y"” 
section of the main underfloor duct. No indi- 







3 2980 
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31 Stock Cars 
Are Set for 


Canyon Run 


LOS ANGELES. Thirty - one 
stock cars of American manufac- 
ture will leave here Wednesday 
(Feb. 15), pushing their way east- 
ward through California and Ne- 
vada to the south rim of the Grand 
Canyon and the finish line of the 
1950 Mobilgas Grand Canyon run. 

Laid over what is probably the 
most grueling course in the world 
—<deserts, Mountains and city 
drivings the canyon run is de- 
signed to show the public what 
1950 cars will do over such a 
course at speeds consistent with 
safety. 

Cars entered in the 751-mile grind 
must finish in less than 18.5 hours. 
In order to do this, an average of 
41 miles per hour has to be main- 
tained to qualify. 

In forcing the contesting cars 
to finish the course in 18.5 hours, 

the General Petroleum Corp. re- 
quires the cars travel at speeds 
consistent with averages made by 
the ordinary tourist on vacation 
and holiday trips. Taking stops into 
consideration, private owners sel- 
dom average greater than 40 miles 
per hour. 

Cars entered in the Mobilgas run 
are not driven by professionals. 
Most of the drivers are representa- 
tives of Los Angeles dealers or 
dealer associations. The men driv- 
ing the cars studied the course 
thoroughly prior to the run. 

Prior to the event, the Amer- 
ican Automobile Assn. selected 
auto technicians for checking 
every engineering detail on the 
cars entered. Carburetors, engine 
clearances, types of extra equip- 
ment and even tire pressures 
were guarded by impounding the 
entries three weeks in advance 
of the run, 

Refueling points on the route are 
setup at Lone Pine, Calif.; Las 
Vegas, Nev., and Williams, Ariz. 
These stops are compulsory to all 
entrants and are operated under 
AAA supervision. This group under 
the direction of A. C. Pillsbury, 
regional director for AAA contest 
board, will supervise the entire 
proceedings. 

Final results of the 1950 Mobilgas 
run will be released by the AAA 
on Feb. 26. 


IMPROVES 
MECHANIC 
EFFICIENCY 





vidual “T's” or branch ducts required. Keeps 
cost to a minimum for any underfloor system. 





So if you're looking for effective means of 
eliminating exhaust fumes at low installation 
cost, write today for complete information on 
the Kent-Moore J 2980 MONOXIVENT. 


KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING © DETROIT 2, MICHIGAN 


Engineers and Manufacturers of Special 
Automotive Service Tools ond Equipment 


Sales and Service Engineering Represent- 
otives in Principal Cities Coast-to-Coasi 
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IDING comfort and safety are 

emphasized in the refined and 
improved 1950 Hudson Super and 
Custom Commodore series, unveiled 
in dealer showrooms last week. 

Effective with the display date, 

price reductions ranging from $88 
to $170.25 were instituted on all 
models in the two series. 

The new Supers and Custom 
Commodores complete Hudson’s 
1950 line, launched last fall with 
announcement of the lower-priced 
Pacemaker six-cylinder series. 

* > . 


UPER-MATIC, Hudson’s new au- 
tomatic transmission, remains 





BIGGER BACKLIGHT—The large rear win- 
dow on Hudson's 1950 Custom Commodore 
and Super Series sedans and broughams has 


an area of 863.4 square inches, increasing 
vision 43.5 percent. It is curved to the body's 
contours. _ " m 
available as optional equipment on 
all 1950 models at an advertised- 
delivered price of $215. 

Retaining the “step-down” fea- 
ture pioneered by Hudson in 1947, 
the Hudson Supers and Custom 
Commodores “yet have full road 
clearance and more headroom than 
in any mass-produced car,” sales 
Vice-President N. K. VanDerzee 
stated. 

Featured are a redesigned grille 
and instrument panel and a 
larger rear window. There are 


Hudson Shows 2 Lines 


Dealers Exhibit Supers and Custom Commodores; 
Horsepower Is Up on Six-Cylinder 


AUTOMOTIVE NEWS, FEBRUARY 13, 1950 


also new hood and front fender 
top ornaments. 

Horsepower of the Super and 
Custom Commodore sixes has been 
raised from 121 to 123, while the 
128-horsepower eight has been im- 
proved for 1950. Wheelbase of both 
series remains at 124 inches. 

+ * * 

RONT and rear fenders have 

been absorbed into the Hudson 
body and are continuous from 
headlights to tail lamps. The fend- 
ers appear to be a single unit with 
the body but actually are separate 
from the body and are easily re- 


moved or installed, according to 
Hudson. 
An embossed panel forms a 


speedline beginning at the front 
wheels and running to the lower 
rear edge of the rear fender. 

Below the top of this panel, 
and adding to the appearance of 
lowness, is a new stainless-steel 
speedline strip which also serves 
as a protective rail and prevents 
scuffing the body panels. The 

front of the strip carries the 
model identification. 

A metallically painted panel 
framed at the top and bottom by 
stainless-steel strips adds a sense 
of length to the baseline from front 
to rear. This panel curves under the 
body and extends from the front 
wheel to a point out of sight under 
the rear bumper. 

Heavy bumpers are faired into 
the body and fenders, leaving no 
protruding open ends. Rear bump- 
ers are bolted directly to the frame 
instead of being mounted on 
brackets. 

Newly designed bumper guards 
are also standard equipment, Four 
built-in jack pads are located on 
the body-and-frame members di- 
rectly inside the bumpers. When 
jacked up for a tire change, the 
car cannot slip off the jack as the 





EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


4 
° | enfshades 





Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weatherand have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 





ane) ¢ he ce. fer exactusive license 
+ 102974 


eat VENTSHADE co. & 


ATLANTA 1,GEORGIA 


BOX 1402 - 
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THESE FEATURES 
MEAN B1G SALES! 


e Open-window ventilation 
when it rains or snows 














© Safety from exhaust fumes 






@ Less fogging of glass 







e Shade from the sun 






© More comfort the year ‘round 







e Added beauty for the car 







@ Quick, easy installation. indi- 
vidual designing for each make 
and model assures accurate fit 






© Made to meet exacting stand- 
erds of car manufacturers. 
Won't rust or rattle 










jack head fits securely into the 
jack pads, it is stated. 

. + * 
NCORPORATED in the massive 
new rear-deck ornament, which 

includes a plastic Hudson name- 
plate, is a new rear-deck handle 
with theftproof lock. 

The license plate mounting is 
located in the center of the rear 
bumper. It is lighted from both 
sides by concealed and protected 
lights in the center bumper guards. 

The new curved windshield 
boasts a projected width of 59 
inches, The curvature of the safety 
glass used in the windshield and 
the angle of mounting are designed 
to eliminate reflections frem both 
front and rear. 

The larger rear window with 
an area of 863.4 square inches is 
said to increase vision 43.5 per- 
cent on sedans and broughams. It 
is curved to the body’s contours 
and is made of strong tempered 
glass. 

Side windows of the car are set 
at a 17-degree angle permitting bet- 





NEW CARBURETOR—Top performance and 
economy are claimed for the Hudson Super 
Six by use of a dual, down-draft carburetor 
—two carburetors in a single housing with a 
single float bowl. Each carburetor feeds three 


= supplying them with a complete 
¢c 


arge. = - ‘ 
ter outward and upward vision. In 
addition, the angle reduces light 
reflections, especially at night, 
states Hudson. 

Longwearing, easily cleaned Ny- 
lon Bedford cord upholstery cloth is 
used on seat cushions and backs on 
Custom Commodore models. The 
material is a new weave and is 
known as a “three-dimensional” 
pattern. Two colors are available— 
tan with brown stripes or blue gray 
with blue stripes. 

The balance of the interior trim, 
with the exception of recessed door 
panels, is of dark brown or blue 
Dura-Fab, a vinyl plastic. It is stain 
proof and cleans with a damp cloth. 


Recessed door panels, which give 
an extra two inches of elbow room 
to all passengers, are trimmed in 
quilted pattern with cloth contrast- 
ing with the Dura-Fab. 


* * * 


YORNERS of Hudson seat cush- 
ions have been rounded for 
easier entrance and exit. 

“Fairing” of the outside of the 
car is said to allow the air to flow 
smoothly and silently around the 
car. In addition, the entire under- 
body, floor and trunk compartment 
are sprayed with an enduring com- 
pound coating claimed to prevent 
panel “drumming” and deaden road 
noises. 

The instrument panel is finished 
in dark walnut tone, as are the 
window garnish moldings. The dark 
walnut tone trim on the face of the 
panel is carried rearward in deep 
valances below the windows. 

The lower edge of the right- 

hand side of the instrument panel 
extra 


curves upward to _ give 
kneeroom for front seat passen- 
| gers, 

Hudson states that the base 


|metal on the face of the instru- 
| ment panel is now finished in a 
|frosted chrome effect. Strips of 
polished chrome are set alongside 
| the speedometer, radio controls and 
clock. 

Steering wheels, which may be 


| had in either red or blue to contrast 
| * 7 * 











LOOKING IN ON THE 


SERVICE SECTION 





INSIDE—Interiors of the 1950 Hudson Custom Commodore and 


Super series are roomier, with both front and rear seats wider than the car is high. Seating 


room measurements are 64 inches in front and rear. 


Seat cushions are up to 12 inches 


wider than those in cars of greater outside dimensions. The cars have 38% inches of head- 


room in the front compartment. 

* * * 
with interior trim, feature a mas- 
sive center medallion of crystal 
plastic in golden three-demensional 
design. 

Featured are Hudson’s Teleflash 
signals, invisible except when they 
automatically flash a warning if the 
generator is not charging or if oil 
pressure drops below the safety 
limit. 


Windshield wipers are _ cable 
driven for silent operation. 
* * * 
HE 123-horsepower Super-Six 


engine is pressure-lubricated and 
the lubrication system uses a float- 
ing-oil intake system, eliminating 
recirculation of sludge. Compres- 
sion ratio is 7.2 to 1 with a high- 
compression aluminum head. 

Both intake and exhaust valves 
are installed at an angle for im- 
proved intake and exhaust flow. 

Top performance and economy is 
claimed for the Super-Six by use 
of a dual, downdraft carburetor— 
two carburetors in a single housing 
with a single float bowl. Each car- 
buretor feeds three cylinders, sup- 
plying them with a complete 
charge. 

The 128-horsepower Super-Eight 
engines also have a compression 
ratio of 7.2 to 1 with high-compres- 
sion aluminum head. 

Both engines use Hudson’s spe- 
cial chrome-alloy cylinder blocks, 
described as the hardest in the 
industry. 

A new cooling system of the 
closed pressure type is introduced 
this year on new Hudsons. Operat- 
ing at a pressure of seven pounds, 
this system is said to prevent over- 
heating in slow-moving traffic. 

* . * 
IRANSMISSIONS have been re- 
designed to permit easier, 

smoother shifting at all speeds. 
Hudson's Fluid Cushion clutch has 
been re-engineered to reduce the 
possibility of grabbing or chatter- 
ing. 

The oil pump gear has been re- 
designed to give longer life through 
surface treatment of the face of the 
pump and camshaft gears. 

In addition, the Hudson ignition 
system has been improved. A neo- 


Froiseth Heads 
Packard Zone 


PORTLAND, Ore. — Packard has 
appointed R. J. Froiseth as Port- 
land zone man- 
ager, replacing 
E. P. J. Rigdon, 
resigned. 

Until last De- 
cember, Froiseth 
was for 12 years 
Packard's Pacific 
Coast. regional 
manager. Since 
then he has been 
Pacific Coast di- 
visional manager 
with headquarters 





R. J. Froiseth 


in Oakland, Calif. 





CENTRALIZED DASHBOARD—The instrument panel of the new 1950 Hudson Custom Com- 
modore series is finished in dark wainut tone as are the window garnish moldings. The trim 
on the face of the panel is carried rearward in deep valances below the windows. The base 
metal on the face of the instrument panel is finished in a frosted chrome effect overlaid 
by strips of polished chrome in which are set the speedometer, radio controls and clock. 








* * * 
prene-covered high tension cable 
used on sparkplug wires is water- 
proof and resistant to deteriora- 
tion caused by heat and oil. 

Sparkplug seals are provided to 
eliminate starting failure due to 
high humidity condensation. The 
ignition system is of the high-volt- 
age type with automatic spark 
advance and_ retard _ providing 
smoother operation. 

Both the Super and the Custom 
Commodore series have an overall 
length of 208 inches and a width of 
77-21/32 inches. 

All body types are offered in 11 
solid colors and four two-tone com- 
binations. 


a a a8 


Desplay your new 


a Beat 
Stay 


GIANT “DECAL” 
TRANSFER 


in 5 gorgeous colors 


for showr m ndo PT) 


Jepartment 


15” wide 
x 16” high 
will transfer 
toeither side 
of glass or 
metal 


ORDER BY MAIL 
5 for $1 POSTAGE 


PREPAID 


Satisfaction Guaranteed 
Write 


SCOTT SALES CO. 


1210 EAST 12th ST. 
KANSAS CITY, MISSOURI 


CMe RCL aa 


USED CARS 





Trade-ins from the 
“SILK-STOCKING”’ 
Northwest Section 


OVER 100 USED CARS 
AND TRUCKS ALWAYS 
ON HAND AT 


WHOLESALE 


‘50 DODGE DEMOS 
AVAILABLE AT ALL TIMES 


ARLINGTON MOTORS, inc. 


13800 W.7 MI. RD. 


PHONE 
UNiversity 1-5700 
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NADA Survey Shows: 


Bootlegging Is Widespread 


(Continued from Page 1) their factories were taking steps 
area?” 5,077 said “yes.” This repre- to curtail bootlegging, Ziesmer said. 


sented a total of 42 percent. 

Only 15.4 percent of the respon- Beh bpewv startling scope of this cha- 

dents to a related question said otic condition points out an 

alarming trend in the pattern of 
automobile distribution,” Ziesmer 
added. “Public protection demands 
that sincere and aggressive action 
must be taken to halt this growing 
blot on the reputation of the entire 
industry.” 

“Closer cooperation between fac- 
tories and dealers and a more posi- 
tive approach are musts in order 
to stamp out, in the public interest, 
this evil, which daily increases in 
its threat to the whole structure 
of automobile retailing.” 

prepared 





HIT HARDER 


at Buffalo’s New Car 
Departing from his 


Buyers . . . Use the 
¥ | text, Ziesmer, a Ford dealer in 


Courier-Express 
Labor 


(Continued from Page 1) 
faint hope that a compromise so- 
lution of the _ pension - problem 
would be forthcoming. 


Chrysler Vice-President Herman 
L. Weckler, in a letter to all cor- 
poration employes, stoutly defend- 
ed the “company-integrity” prin- 
ciple on which the company’s pen- 
sion offer was based. 


Alluding to the union’s demand 
that a specific sum of cents per 
hour be contributed by Chrysler 
into a pension fund, Weckler 
declared: 


“‘Cents per hour’ does not pay 
pensions. Nobody can tell what 
pension costs will be over any given 
period. The real question is will 
the retired employe collect each 
month for life? 

“The strongest assurance of pen- 
sion payments is Chrysler’s guar- 
antee, backed by the full credit 
and resources of the company.” 

* o : 


@ In 1948 the Courier-Express 
carried over half of all national 
automotive linage in Buffalo. 
It has led in this classification 
for six years... proof that it sells 
new cars, tires and accessories. 
You, too, reach Buffalo buying 
power more economically in 
this favorite morning and Sun- 
day newspaper. 

Remember, your dollar in the 
Courier-Express buys greater 
impact on the families with 
more money to spend, 





O THIS, UAW leaders were in- 

sisting that the company’s word 
was not enough, They were calling 
for a jointly-governed retirement 
fund, similar to that provided in 
the Ford pension scheme. 


“For 25 years Chrysler has never 
missed a payroll,” Weckler’s letter 
pointed out. “Its obligation to meet 
pension payments for life would be 
just as binding as that of paying 
current wages.” 

* + * 
O PROGRESS was reported | 
after the first post-strike ses- 
sion on Feb. 4 by E. M. Sconyers, 
federal mediator, and Philip Weiss, 
member of the Michigan state labor 
mediation board. 
Sconyers and Weiss, however, 
said that the company and union 
teams displayed considerable cor- | 
diality toward each other in spite | 
of the bitter advertising campaign 
being waged on the strike issues | 
in the Detroit press. 


Posing another threat to auto- 
motive production was the coal 
strike and its menace to steel oper- 
ations. At week’s end the federal | 
government was speeding up appli- 
cation of the injunction machinery 
92 First Street provided by the Taft-Hartley law 
Comtetdes 41, ten. lle called national emergency | 
*Reg. U.S. Pat. Off. * * * 
A SIDE dispute seemingly indi- 
- cating a new delay in Chrysler 
peace efforts arose last week from 
UAW moves to open all sections of | 
its contract for renegotiation. 
The union’s Chrysler negotiating | 
committee and national Chrysler 
conference drafted a series of con- 
tract demands “to be presented to 
Chrysler Corp. as soon as possible,” 
it was announced by Norman Mat- | 
thews, UAW Chrysler department | 
chief. | 
Matthews said the union was | 
taking advantage of a clause in | 
the Chrysler contract permitting 
the entire agreement to be opened 
in the event of a strike. 
Company spokesmen said Chrys- 
ler was challenging this interpreta- 
tion and would not consider con- 
tract demands until the expiration 
: date of the contract next Aug. 1. 
Vien OAL tk Gosusiet fat Following the initial bargaining 
oo ‘and compare! = conference between Chrysler and 
e the union since the strike got under 
way, Sconyers and Weiss conceded 
that neither side had changed its 
position and that the parties, in 
reality, were “starting from 
| Scratch.” 
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1,000,000 


1950 passenger cars will be 
standard equipped with 


VENTALARM’ 


WHISTLING TANK FILL SIGNAL 


These cars will have the goodwill of 
thousands of station attendants—a 
potent group in influencing the pub- 
lic's choice of automobiles. 


Attendant just fills till 
the whistle stops 


Manufactured by 


SCULLY SIGNAL CO. 


PT i aaah Fh 
PLATES 


VTS 





DEALERS: 


The Modern Advertising Plate 
With Customer Eye Appeal 














DISTRIBUTORS WANTED 


Mankato, Minn., sounded a warn- 

ing on over-production of new 

vehicles, but cautioned against 
carrying the over-production at- 
tack to an extreme, 

“There are those who have sug- 
gested that production of new cars 
and trucks should be limited. You 
can’t preach free enterprise on the 
one hand and talk planned econ- 
omy on the other. 

“I do not mean that I think it is 
economically sound for factories to 
keep turning out new cars and 
trucks regardless of the ability of 
dealers to sell them.” 

* * * 

QUALLY frank, he stated, were 

opinions expressed in answer to 
the question, “Do you think your 
factory should participate financial- 
ly in a model cleanup?” Almost 90 
percent (actually 88.9 percent) of 
dealers replying said “yes.” 

“It is the ultimate intention of 
NADA’s Industry Relations com- 
mittee to make a breakdown of 
replies by makes and by states, 
Ziesmer said. 

“We plan to make the overall 
information tabulated from this 
survey available to all manufac- 
turers,” he added. 

“We will also be glad to make 
available to any factory a specific 
analysis of replies reflecting the 
opinions of dealers of its own 
make, and this can be given even 
by states. 

“We are confident that full con- 
sideration by the factories of dealer 
opinion on these 10 major industry 
relations problems cannot help but 
bring about the development of 
better and more equitable policies 
governing the relationships of fac- 
tories and dealers.” 






SELF LUBRICATING 
HONE 


10. 


Wet tloning Machine 


Hones: Connecting Rods, Pistons, 


EXCLUSIVE CONNECTING 
ROD GUIDE ASSURES 
ACCURATE ALIGNMENT 
BETWEEN BUSHING AND 
BEARING END OF ROD 





Results of NADA Survey 


. Have you been influenced 


No % 
10,237 
7,580 
9,347 
8,195 
6,134 


Total 
11,842 
10,107 
11,531 
11,881 
12,281 


Yes % 
1,605 
2,527 
2,184 
3,686 
6,147 


to purchase an excess of: 
(a) Cars 
(b) Trucks 
(c) Parts 
(d) Accessories 
(e) Advertising programs... 





. Does your manufacturer 


ship you new vehicles 


without specific order? 12,880 2,697 10,183 79.1 


. Do you feel that you are 


entitled to a normal profit 
on your investment in freight 


and transportation cost? ... 12,956 11,193 1,763 13.7 


. Do you feel that you should 


include in your delivery price 
the advertising charge made 


by your manufacturer? 13,036 11,836 1,200 9.3 


. Are you receiving new cars 


and trucks from your factory 

in a condition which requires 
more than standard make ready 
operations prior to delivery? ...... 
(a) If answer is Yes, does your 
factory fully compensate you for 
any additional work required? .. 


13,032 7,728 59.3 5.304 


7,728 1,297 16.7 6,431 


. Is your present handling and 


delivery charge sufficient to 
properly condition vehicles 
DPIGE GO GOTIVOEGT wiisiccscccseesccessersse . 12,846 7,112 55.3 5,734 44.7 


(a) If answer is No, what is your present charge? What should it be? 
The present charge reported was from $15 to $35 and the recom- 
mended charge averaged from $25 to $50 from the 5,734 who replied 
no to this question. 


. Are you satisfied with the manner 


your factory handles your parts 


claims under warranty? ................ 13,001 8,750 67.3 4,251 


. Are you now receiving adequate 


compensation for laber involved 


in warranty replacements’? .......... 12,395 4,882 39.3 7,513 60.7 


. Do you think your factory 


should participate financially 
in a model cleanup? ...................... 


Are new cars of your make 
being bootlegged in your area.... 12,075 5,077 42.0 6,998 58.0 
(a) If answer is Yes, what steps is your factory taking to correct 
this condition? : 

Of the 4,171 who replied to this question 3,529 (84.6%) replied none 
and 642 (15.4%) replied some. 


12,092 10,756 £&8.9 1,336 11.1 





Model 2500 





Spindle Bolt Bushings, 
Steering Sector Bush- 
ings, Wheel Cylinders, 
Master Cylinders, 
Double End Cylinders, 
Any Bore Within Range 

















PERMANENT 
HONING 
RANGE .480 





TYPE 
HEADS 
“to 2.062” 


















AMMCO TODLS. INC. 


2108 COMMONWEALTH AVE., NORTH CHICAGO, ILL. 
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HELP WANTED 


WANTED! 


Business 


Management 
EXECUTIVE 


An independent automobile manu- 








facturer seeks a Senior Business | 


Management Executive for a staff 
position in its home office. This 
man must be experienced in public 
accounting and retail automobile 
dealership accounting. He should 
have a good general knowledge 
of automotive sales management 
and the ability to create and exe- 
cute national business manage- 
ment programs. This is an excep- 
tional opportunity for a man who 
desires to create a record that will 
be recognized. Please write full 
particulars of your past experience 
and enclose a photograph. 


WRITE BOX 3798 
c/o AUTOMOTIVE NEWS 
DETROIT 26 





SALES MANAGER—Chevrolet-Milwaukee. 
Outstanding opportunity for experienced 
new car sales manager. This dealership 
is desirous of securing the services of a 
sales manager or a salesman of broad 
experience who feels he can qualify as a 
sales manager in a Chevrolet organiza- 
tion selling six to eight hundred cars per 
year. The applicant must have the ability 
to manage a new car sales organization. 
In addition must be qualified to appraise 
used cars and assist in closing new car 
transactions. Attractive compensation. 
Unusual opportunity in new organization. 
All replys confidential, Box 3777, c/o 
Automotive News, Detroit 26. 


; 


PARTS MANAGER 
with outside selling experience. National 
AAA-| automotive small parts manufacturer 
wants salesman to call on new car dealers in 
established territories. Security and substan- 
tial income assured the right man. Prefer age 
25-40 with late model car. 
Write 
P.O. Box 1128 
Cleveland 3, Ohio 





SALES MANAGER. Experienced in man- 
aging new car, truck, used car, trucking 
departments; also supervision advertising, 
appraising, training and recruiting sales- 
men, 500 unit Ford dealership, large 
Montana city. Box 3781, c/o Automotive 
News, Detroit 26. 

NEW CAR SALES MANAGER, (Ford). 
Must be fully experienced and good sales 
record. Ability to handle and train sales- 
men, good closer. We are located in city 
80,000, midwest area. Handle 700 new 
units per year. One dealer location. 
Splendid opportunity for right man. Box 
3759, c/o Automotive News, Detroit 26. 


WANTED 


USED CAR 
MANAGER 


Automotive manufacturer seeks 
an experienced, ambitious man 
to head up used car merchan- 
dising on a national basis. He 
must be able to formulate prac- 
tical, effective sales programs 
and direct their execution 
through to dealer levels. The 
man we seek may now be a 
regional or assistant used car 
manager who feels confident 
that he can handle a larger 
job. Write full particulars and 
enclose photograph. 


WRITE BOX 3800 
c/o AUTOMOTIVE NEWS 
Detroit 26 


We Sell Everything 
FOR YOU! 
Automotive News 
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CLASSIFIED WANT AD DEPARTMENT 


] 


FIFTEEN ae a 


eF 


WANT AD DEPT 


HELP WANTED 


Sales Executive 
WANTED 


Long established motor car 
manufacturer has an _ excep- 
tional opportunity for an ex- 
perienced automobile sales 
executive. This man must be 
aggressive and have proved, 
by previous performance, that 
he can handle a challenging 
assignment. He should have a 
sound knowledge of dealer 
operations, field organization 
management, business man- 
agement, financing and mer- 
chandising. 


We prefer a man under 45 
years of age who is looking 
for a chance to show his mettle 
in a position where recognition 
is quickly given. 


WRITE BOX 3799 
c/o AUTOMOTIVE NEWS 
DETROIT 26 






POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/. cents per word for one 
insertion or two insertions of the same 
copy at 12! cents per word. Cash in 
advance. 









SERVICE SUPERINTENDENT available 
February 15th. Many years’ of experi- 
ence handling both parts and service 
with Ford and Lincoln-Mercury volume 


dealers. Keeping one eye on profits and 
the other on customer relations. A good 
merchandiser, an efficient operator and 
successful in handling and training per- 
sonnel, Here is the opportunity for your 
organization to secure the services of an 
experienced man in the operating end of 
your business. Member of the Automo- 
bile Old Timers, but young enough to 
supply the drive and leadership for an 
organization which must have profits in 
competitive times, Location no object. 
What have you? Write Box 3760, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER or SALES MAN- 
AGER. Are you looking for a volume 
merchandiser who knows how to operate 
at a profit in a buyers’ market? Has 
managed and owned large General Motors 
retail and distributing organization. Well 
grounded in General Motors management 
technique and operates on daily operating 
control basis. Has outstanding record for 
the development of keen, loyal, new and 
used car salesmen or sales managers. 
Would be interested in acquiring interest 
in business but not essential. Over twenty 
years’ experience in New York, New Jer- 
sey and New England markets. Reply to 
Box 3794, c/o Automotive News, De- 
troit 26. 


GENERAL or SALES MANAGER. Cur- 
rently sales manager for Buick dealer- 
ship. Capable administrator. 20 years’ 
experience in the automobile business 
covering all phases of the industry, Sales 
promotion for Plymouth, zone manager 
for Buick. Operated profitably, own New 
York City dealership. Would like possi- 
bility of buying into Buick dealership. 
Small investment possible. Age 50. Box 
3771, c/o Automotive News, Detroit 26. 

SALES-GENERAL MANAGER. Two years 
recent sales manager for progressive in- 
dependent. Twelve years prewar experi- 
ence Plymouth and Chevrolet plus 
responsible sales positions with GM and 
Chrysler factories. Has profitably oper- 
ated volume Chevrolet dealership. Can 
train salesmen, good ones. Can operate 
business to make money in competitive 
market. Age fifty. Like interest or bonus 
basis after trial. Box 3779, c/o Auto- 
motive News, Detroit 26. 





MAN, 40 years of age, married, with suc- 
cessful truck selling background, 17 
years in truck business as salesmanager, 
wholesale man and retail sales, fully 
acquainted with dealer operations. will 
travel or move to any location where I 
can make a satisfactory connection, I 
want an arrangement where I can make 
$10,000 a year. Write M. G. Dermody, 
138 Groveland Pl., San Antonio, Texas. 
Phone T8168. 


AUTOMOTIVE 





aia 


POSITION WANTED 


TOP FLIGHT GENERAL MOTORS SALES- 
MAN. Temporarily vacationing in Cali- 
fornia, has always lived in New York and 
New Jers2y area and wants to return for 
family reasons. Has outstanding record 
for selling General Motors products as 


dealer, salesmanager and salesman. Would L 


like to join General Motors retail organi- 
zation metropolitan New York area, pre- 
ferably Northern Jersey, Westchester or 
Southern Connecticut. Will buy own dem- 
onstrator and work on straight commis- 
sion or prevailing compensation plan, Is 
very strong closer and keen used car 
trader. Available for duty early March. 
Finest GM references. Reply to Box 3795, 
c/o Automotive News, Detroit 26. 


Is 52 TOO OLD for a manager of a 
medium sized dealership? 6 years, pre- 
war, as factory district manager for one 
of ‘‘big three.’’ Married, good health, 
sober, congenial and college education; 
volumes of facts and bull worthless with- 
out a trial. I will welcome 60-day test 
immediately. Will appreciate hearing from 
you. Box 3782, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER. Age 40, 15 years’ 
retail and supervisory experience. Former 
central office representative and general 
manager 1,000-unit operation. Available 
immediately. Minimum salary $650. Ref- 
erences furnished. Write Box 3783, c/o 
Automotive News, Detroit 26. 


EXPERIENCED truck and car salesman 
or manager, both retail and wholesale 
experience, wants part interest or posi- 
tion which will lead to part interest in 








Chevrolet agency. Will invest to show 
good will. Box 3784, c/o Automotive 
News, Detroit 26. 


CHRYSLER WHOLESALERS — NOTICE. 
25 years’ experience in the automotive 
parts field, capable of handling the larg- 
est of parts departments, ability to get 
parts business in large volume. Experi- 
ence in handling salesmen and establish- 
ing sales programs. Years’ of experience 
in the Chrysler Corp. lines. Box 3788, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER position wanted. 
Chicago-Detroit area. Offer practical and 
theoretical experience in all phases of 
service. Stifled at one of Detroit's largest 
GM dealerships by seniority. Proven abil- 
ity to obtain and hold customer labor. 
Box 3789, c/o Automotive News, De- 
troit 26. 


AUTOMOTIVE EXECUTIVE. Experienced 
various manufacturers’ systems, parts 
operations; management, accounting, 
controls; sales-service minded; ambitious, 
reliable. Interested real opportunity pro- 
gressive, congenial dealership. Available 
promptly. Salary $100, Please address 
AF, 2037 E. Firth St., Philadelphia 
25, Pa. 

SERVICE MANAGER. Twenty-five years’ 
automotive experience. Ten years’ experi- 
ence as service manager with a direct 
factory dealer, handling cars and trucks 
in the Chicago metropolitan area. Service 
and volume minded. Employed as whole- 
sale truck manager and available on two 
weeks notice to my present employer. 
Want to relocate out of Chicago, pre- 
ferably Northern [Illinois or Southern 
Wisconsin area. Married and can furnish 
excellent character references. Box 3796, 
c/o Automotive News, Detroit 26. 


SALES OR GENERAL MANAGER, age 38, 
presently highly successful in manage- 
ment of leading independent dealership, 
seeks position in or near New York City. 
Preferably as right-hand man to owner 
where eventually partnership can be 
acquired. Box 3778, c/o Automotive 
News, Detroit 26. 


GRADUATE TWO YEAR dealership man- 
agement course, General Motors Institute. 
Service manager for Chevrolet dealer; 
inspector of automotive equipment. U. 8. 
army. Desires a position with a GM 
dealer either sales or service. Further 
information and references on request. 
D. E. Patterson, 504 Goliad, Big Spring, 
Texas, 

SALES MANAGER AVAILABLE. Compe- 
tent, 25 years’ experience. Would like to 
locate with one of the ‘‘Big Three.”’ 
Single, go anywhere. Box 3790, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE 
BELOW FIFTY CAR CONTRACT. Now 
handling Dodge and Plymouth in rich 
agricultural and growing manufacturing 
county seat town, best section, Virginia. 





Excellent location, unusual opportunity. 
Twelve-thousand will handle inventory. 
No used units at present. Low rent on 
long term lease; covers new garage, 


showroom, used car lot and heavy equip- 
ment, building fixtures as now profitably 
operating. Good reason for selling. Must 
qualify with factory. Replies confidential. 
Box 3791, c/o Automotive News, De- 
troit 26. 


DEALERSHIP FOR SALE in fast growing 
city of 40,000 in mid-south. Now hand- 
ling Dodge and Plymouth. Location and 
facilities the best. 300 car potential. Well 
established parts and service business. 
Dealer retiring, will sell at inventory plus 
reasonable lease hold, Unusual money 
making opportunity to factory approved 
applicant. Box 3766, c/o Automotive 
News, Detroit 26. 


WESTERN MONTANA, city in heart of 
vacation land. Direct Chevrolet dealer. 
Buyer must be factory approved. Gross 
for 1949 over $325,000. The best physical 
set up in the northwest and the highest 
percentage of price and weight class in 
the state. Buildings worth $75,000 will 
consider $50,000 down, terms on balance. 
= a c/o Automotive News, De- 
ro! b 














DEALERSHIP AVAILA BLE 


SOUTH TEXAS—Rio Grande Valley, where 
the sunshine spends the winter. One of | 
the ‘‘Big Three,’’ trade area of 20,000. 
One of the oldest dealerships in the area. 


No real estate to buy. Good lease avail- 


inventory and a depreciated value on 
shop equipment, furniture and fixtures. 
Approximately $30,000 investment, some 
of which can be financed. Buyer must 
qualify with factory, Illness, reason for 
selling. Box 3767, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE. ‘*Big Three,’’ 
located Washington state, west coast. 
Trading area—seventy five to one hun- 
dred thousand population. Modern build- 
ing for sale or lease. Terms to right 
party. 300 car contract. Box 3792, c/o 
Auteomotive News, Detroit 26. 


NORTHEAST MISSOURI 
sale, now handling Chrysler. 150 car 
potential. Sell or lease real estate, includ- 
ing nice 7 room house. About $15,000 will 
handle inventory of parts and equipment. 
No dead ‘‘Camels.’’ Address Box 3797, 
c/o Automotive News, Detroit 26. 


WISCONSIN GARAGES. 
Fords, 400 car potential. Sell or lease at 
net worth, new building. Garage, now 
handles Pontiacs, Case farm machinery. 
Garage, now sells Nash, sold 290 last 
year large city. Ed Ihlenfeldt, 3314 W. 
Lisbon, Milwaukee 8, Wis. 


AUCTION, 1 P.M. Monday, 
Four way garage, Scottsville, 
eral Highway 31E. Now has 
Plymouth agency. New building, inven- 
tory $16,000, gross 1949-——$164,148. Write 
for circulars. Carter Realty Auction Co., 
Scottsville, Ky. 


FLORIDA WEST COAST dealership. Now 
handling Lincoln-Mercury. Modern facili- 
ties. Good long term lease available. 
Delivered 470 new and used units in 1949. 
Will sell for actual inventory. Box 3763, 
__ c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE, 








dealership for 





Now  handies 


February 20. 
Ky., Fed- 
Chrysler 





now handling 


Dodge, Plymouth products; small. In 
North Central Florida. Lease or sell 
building. Box 3786, c/o Automotive 


News, Detroit 26. 


BIG THREE new car direct dealership. 
Orange, Texas, 35,000 population. Build- 
ing, stock, equipment. Conservatively pay 
for itself in two years or less. Price 
$30,000. Box 3775, c/o Automotive News, 
Detroit 26. 


AUTO AGENCY. Northern Michigan. Well 
established line in lower price field. 
Modern building; used car lot. 30,000 
trading area. Sell or lease. $15,000 will 
handle. Consider trade for Detroit prop- 
erty. Box 3753, c/o Automotive News, 
Detroit 24. 


SOUTH CENTRAL PENNSYLVANIA “Big 
Three’’ auto agency, Owner will lease 
new building and sell on very attractive 
terms. Trade area of 40,000. Box 3741, 
c/o Automotive News, Detroit 26. 


CENTRAL CALIFORNIA TOWN, 5,000 
population. Good trading area, now hand- 
ling Chrysler-Plymouth. An established, 
well equipped business for $25,000 plus 
new & used car inventories. Write own- 
er’s agent H. C. Finley, Academy Theatre 
Bldg., Pasadena, Calif. 








DEALERSHIP WANTED 


WANTED—CHEVROLET FRANCHISE in 
Florida. I am a Chevrolet dealer in the 
east and feel very sure of factory ap- 
proval, Would like to buy Chevrolet deal 
in Fla. Contract from 75 to 200. Native 
of Fla. and would like to return. Will 
pay cash also buy or lease building. All 
replies confidential. Box 3773, c/o Auto- 
motive News, Detroit 26. 


APPROXIMATELY 100 CAR. ‘Big Three’’ 
only. In automobile business 15 years. 
Will consider partnership. Box 3762, c/o 
Automotive News, Detroit 26. 


CHEVROLET-FORD. Contact me if you 
are contemplating selling half or all your 
dealership. Highly successful general 
manager since 1928. Prefer lower half 
U. 8S. Box 3677, c/o Automotive News, 
Detroit 26. 

CHRYSLER OR DE SOTO dealership in 
town of 10 to 30 thousand, Cash. No 
premium. Box 3780, c/o Automotive 
News, Detroit 26. 

GM OR FORD. Anywhere in Florida. Size 
no object. Can obtain factory approval. 
Will pay cash, Box 3764, c/o Automotive 
News, Detroit 26. 











WANT PARTNERSHIP, active. Small 
town, Chevrolet or Ford. Box 3785, c/o 
Automotive News, Detroit 26. 





BUSINESS FOR SALE 


AUTO WRECKING, used and new parts 
business. One of the three largest in 
Michigan, covering 15 acres of yard 
completely fenced, in industrial area. 
Established 20 years under one owner- 
ship. Price of $85,000 includes land, 
buildings, wreckers, shears, etc., and new 
and used merchandise inventory. For 





complete details write Barnhart & Baker, | 


321 Hollister Bldg., Lansing, Mich. 
BUSINESS OPPORTUNITIES 


LIMITED NUMBER TERRITORIES open | 


dealer franchises Ferguson tractors and 
equipment, Fla., Ga., North and South 
Car. Opportunity to profit on merchandis- 
ing southern farming and operate: in 
territory where tractors and equipment 
sold and serviced year ‘round, Fla. agri- 
cultural income 1949 exceeded 1948 by 
19%. Indications are 1950 will exceed 
1949. Doolittle Tractor & Implement Co., 
P. O. Box 6046, Jacksonville 5, Fla. 








DEALER SERVICES 


INVENTORY SPECIALISTS. Parts and ac 
cessories inventories taken accurately 
economically and quickly in Michigan 
Illinois, Indiana, Ohio, Pennsylvania ano 
New York. Talbot’s Automobile Dealer 
Inventory Service, 4690 Newport, Detroi: 
13, Mich. Phone VAlley 2-9377. 


AUTO EMPLOYMENT SPECIALISTS 
Serving both employers and employes 
Sales, service, parts, office and man 
agement. Inquiries solicited. Cardina 
Agency, 505 5 Avenue, New York City 


SPECIALIZED truck equipment distributor 
list available by states. Write Post Office 
Box 233, Atlanta, Ga. 








NEW CARS WANTED 








‘One of the Largest Automo- 
‘bile Dealers in the Middle 


‘West Wants 1,000 Automo- 


100 unit potential. Sales in 1949 $270,000. | 


biles with No Miles on Them. 


able at low rent. Will be sold for actual | 


WILL PAY 


1950 Fords $:00 over dealer cost 
1950 Mercurys $ 75 over dealer cost 
1950 Buick Specials $150 over dealer cost 
1950 Buick Supers $200 over dealer cost 
1950 Plymouths $100 over dealer cos? 
1950 DeSotos $100 over dealer cost 
1950 Chrysiers $100 over dealer cost 
1950 Dodges $100 over dealer cost 
1950 Studebakers $ 75 over dealer cost 
1950 Cadillacs $200 over dealer cost 


Can use lots of Chevrolet Pick-Ups 
ASK FOR HI-DOLLAR JOE 


BURTRUM BROS. 
MOTOR COMPANY 


1610 E. 7th St. Joplin, Mo 


Phone 4600 





TEXAS DEALER would like direct, confi 
dential connection to buy new cars and 
very late model used cars from dealers 
or agents where movement is slow. Vol- 
ume business. Box 3776, c/o Automotive 
News, Detroit 26. 

WANTED. New cars, “trucks and pickups. 
Ford or Chevrolet. Call or write. Frase 
Motor Co., Box 685, Donna, Texas 
Phone 10. 


USED CARS FOR SALE | 





ONCE AGAIN 


We Offer to Our 
Dealer Friends 


400 


1949 FORD 
2-DOOR V-8 


Philadelphia Official 
and 
Police Cars 


Many as Low as 3,000 to 10,000 
Miles—All Colors 


GREAT PROFIT 
POSSIBILITIES 


Call 


George Liles 


WA 4-1600 


OGONTZ MOTOR 
COMPANY, INC. 


6146 Limekiln Pike 
PHILADELPHIA, PA. 


Hotel Accommodations & Office 
Facilities at your disposal 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 
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USED CARS FOR SALE 
| 


—WHEELING— 
AUTO AUCTION 


THURSDAY Noon 
Rt. miles N. of Chicago 


John Corrigan—Auctioneer 


PHONE 348 WHEELING, ILLINOIS 
Dealers are “Wheeling to Wheeling 











ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excelient Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. @ PHILA., PENNA. 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


“t 


—AUTO— 
AUCTION 


exsfiijane 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 
Auctioneers 











USED CARS FOR SALE | 


Philadelphia’s 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 
a tae | Auctioneers 
. Broad St. Phila, Pa. | 


| 

| 
wa OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 





| 


6600 





AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


AUTOMOBILE AUCTION 
Every Tuesday 


—ATTENTION WHOLESALERS— 


Cut down on sales fees—Tack on more 

profit. You can run all the cars through 

the sale each Tuesday that you want to 

bring for only $25 a month. You bring 

the cars. We'll have the buyers. 
DEALERS ONLY 


Weekly Prices Mailed on Request 


GULF AUCTION CO. 


WAYNE COOK, Auctioneer 


45 WAUGH DRIVE, HOUSTON, TEXAS 
Tel. Underwood 5700 Night Tel. Mohawk 3597 





KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 


AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 


INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Ilinois St. Phone Lincoln 5383 











ATTENTION 
AUTOMOBILE DEALERS! 


FOR A SAFER AUCTION, BUY AND SELL YOUR CARS AT THE 
FOLLOWING DEALERS WHOLESALE AUCTIONS 
South Bend Auto Auction 


South Bend, Indiana 
Auction Every Wednesday 


Tim Anspach Auto Auction Maney Auto Auction 
Albany, New York Murfreesboro, Tennessee 
Auction Every Monday Auction Every Tuesday 


Decatur Auto Auction Tri-City Auto Auction 
Decatur, Iilinois Moline, IMinois 
Auction Every Mondey Auction Every Tuesday 


Montpelier Auto Auction Aptco Auto Auction 
Montpelier, Ohio Detroit, Michigan 
Auction Every Monday Auction Every Wednesday 


Arena Auto Auction Lapiner Auto Auction 
Chicago, Illinois Mason City, lowa 
Auction Every Tuesday Auction Every Wednesday 


Fort Wayne Auto Auction Ricar Motor Sales 
Fort Wayne, Indiana Chicago, lilinois Amarillo, Texas 
Auction Every Tuesday Auction Every Wednesday Auction Every Friday 


Dyer Auto Auction Quincy Auto Auction 
Dyer, Indiana Quincy, Illinois 
Auction Every Friday Auction Every Friday 


Evansville Auto Auction 
Evansville, Indiana 
Auction Every Thursday 


Ken Schaefer Auto Auction 
Indianapolis, Indiana 
Auction Every Thursday 


H. C. Turney Auto Sales 
Akron, Ohio 
Auction Every Thursday 


Amarillo Auto Auction 











Oldsmobile and Pontiac Hydra-Matic 


Transmission Exchange 
ANY MODEL $95 


Immediate Shipment Guaranteed Performance 


Completely Reconditioned, Run-in and Block-Tested 
Performance Guaranteed 90 Days or 4,000 Miles 
EXTRA RUSH JOBS—lIf you wish shipment of an Exchange Transmission before 
your old unit is received, a deposit of $65.00 will be added to your invoice. 
(To avoid C.O.D. charges, send $160.00 in advance). Upon receipt of your unit 
the deposit will be refunded immediately. Freight, f.o.b. Chicago. 
Write, Wire or Phone Today for Complete Details 


HOLLINGSHEAD MOTORS CO. 


2550 South Michigan Ave. Telephone CAlumet 5-2000 Chicago 16, Ill. 
Authorized Oldsmobile Dealer 
Largest Stock of Genuine Oldsmobile Parts in the Middle West 

















ae 
Maney Motor Co. Auto Auction 
DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Col. Bill Suddarth and Col. Bob Keller 
Every Friday 


Auctioneers: 


Every Thursday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


























USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 Miles From Chicago Loop 
VY, Mile East of lilinois State Line on Route 30 


EVERY FRIDAY — 11 A.M. 
175 Car Average 


We have actually sold an average of 93 
cars per sale since the day we started. 


Strickly Wholesale 
Dealers Buy — Dealers Sell 


GEORGE LAWSON and BUD FENNEMA 
Owners 
Dutch Stuart, Auctioneer 


DYER AUTO AUCTION 


PHONE 4111-405! DYER, INDIANA 
Res. Lansing, Ili. 730 or 107R 











USED CARS WANTED 
CADILLACS WANTED. 1948’s to 1950's. 
America's top bidder! Write, call, wire 
or see Wolf's, 1725 Colorado, Pasadena, 
Calif. Eastern buyer at 3821 Tenth, Des 
Moines. Phone 4-3512. 


~ BUSES FOR SALE 








WILLING TO SACRIFICE 
NEW 1949 
DODGE SCHOOL BUS 
MODEL FS170 
37 Pass. Superior Body 
MEMOLY MOTORS, INC. | 


1893 RICHMOND TERRACE 
STATEN ISLAND 2, N. Y. 
TEL. GIBRALTAR 2-8903 





TRUCKS FOR SALE 


USED WRECKERS $100 and up. Harold C, 
Howard, Inc., Dallas, Tex. 


TRUCKS WANTED 


WANTED. Whitehead & Kales or mechani- 
cal handling 35’ dual wheel 4-car trailer 
without tractor. In excellent condition, 
1945 or later. State price, condition and 
equipment. Call or write W. H. White 
Motor Co., Box 87, Arlington 74, Mass. 


PARTS FOR SALE 


Plymouth Parts 


Front Fender Chrome 


MOULDINGS 


FOR 1946-1947-1948 CARS 











Our Part Numbers: 
5541—Right 5542—Left 


List price $4.50 per pair. Our price $1.18. 
Packed 12 to the carton . . . six rights, 
six lefts. Shipped anywhere in the U.S.A. 


Guaranteed to satisfy 


Massachusetts Motor Car 


Company, Inc. 


| Brighton Avenue 
Boston, Massachusetts 
Tel: STadium 2-7620 


BATTERY 
BARGAINS 


NEW BATTERIES 


100-110 Amp Hour 
18 Months Guarantee 
ALL SIZES - - 


- $8.00 


80-90 Amp Hour 
12 Months Guarantee 
ALL SIZES - - - $6.50 


Rebuilt and Used Batteries 
90 Day Guarantee 
ALL SIZES - - - $4.00 
All prices F.O.B. Dayton, Ohio—$1.50 
Deposit on each battery 
Balance C.O.D. 


CLARK'S SERVICE 


5800 W. 3rd St. Dayton 7, Ohio 


SSS 5 5 = 5 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 


Parts. Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 





PARTS FOR SALE nG 


BUICK BLOCK, one set pistons with rings 
and pins fitted, one set main bearings 
and one set of camshaft bearings, all 
completely new and standard, Fits Buick 
special and super, 1936 to 1947 inclusive. 
List price $173.25; special price to re- 
tailers $79.50 f.0.b., Des Moines, if 
bought as group. Howard Sole, Inc., 401 
Grand, Des Moines, lowa. 


PARTS WANTED 


NEED FRONT AND REAR SIDE (right) 
doors 1940 Mercury 4-door sedan. Carlisle 
Lincoln Mercury Co., Carlisle, Pa. 


WANTED AT ONCE. Parts and accessor- 
ies for Essex model A, 4-cylinder, built 
by Hudson Essex 1919-23. What do you 
have? Quote prices. Tom Gibson, Box 
549, Laurinburg, N. C 


INTERESTED IN PURCHASING joblots 
and close outs of genuine Ford, Chevro- 











let, Plymouth & Dodge parts, U. S. 
Motor Products, 12 West End Ave., New 
York City, N. Y. 


SHOP EQUIPMENT FOR SALE 
INDUSTRIAL PARTS WASHER. Washes, 
rinses, dries; 42” long, 36” x 20’’ open- 
ing. Motors 220/440 volts, 3 ph., 60 cy. 
Built-in tire extinguishing 


N. Y. Sacrifice. J. C. Martyns, 24-16 
Jackson Ave., L. I, City, N. Y. 
WEAVER BRAKE TESTER. Model YW20. 
Like new—$250. Grand-Central Motors, 
3605 Grand, Chicago. , 
SHOP EQUIPMENT WANTED | 
WANTED. Equipment to outfit newly 
opened dealership. Need all types of shop 
equipment, parts bins, office furniture 
and equipment. Must be in good condition 
and reasonably priced. Box 3793, c/o 
Automotive News, Detroit 26. 
WILL TRADE — 


LL LT 
STINSON STATION WAGON 
Nearly New Airplane 
113 hours with brand new Omni Radio 
Will trade for 


NEW CADILLAC CONVERTIBLE 


ROBERT RAGSDALE 
AUSTIN, TEXAS 


























equipment. | 
Practically new. Now in place at Buffalo, | 


TELE. 8-8779 


79 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc,, 300 Commerce &t., 
Lynchburg, Virginia. 





Now for Immediate Delivery 


NEW IMPROVED MODEL 


Automatic {iss} BraKinGs 
Complete with Controtied Steering | 15.4 4% 
Guide Cables & Brake Hook-Up [ 


“e" DEAL &:::::$29500 
Tow Bar Sales Company 
Exclusive Factory Distributors 


AN 3-888 JMU 4-840) 
DE 2-0700 Nites: |}DO 3-8373 
~ |40 SO. CLINTON ST., CHICAGO 6 ILL. 
Denver: KE 2323 — ‘Los Angeles: OL 9782 








WANTED 
AUTO LITERATURE 


Organization forming automotive library 
needs new or used copies of out-of-print 
books. 


Smith's “Marketing of Used Automobiles” 
FTC's “Report on the Auto Industry” 
Epstein's “The Automobile Industry” 
Cohn's “Combustion on Wheels” 
Seltzer's “A Financial History of the 
American Automobile Industry” 


Write Box 3476 
c/o Automotive News, Detroit 26 








AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
| what you have or have what you want! 


Expert in Production Phantine 
And Scheduling 


Large Detroit automotive manufacturer offers unique opportunity for a man 


who “has arrived" 
planning at staff level. 
Individual must 


have had considerable experience 


to apply his experience in market analyses and production 
Previous experience in the automotive field desirable. 


in formulating overall 


production programs, and coordinating them with top sales and manufacturing 


executives. Must have proven ability in forecasting requirements through the 
analysis and projection of company and industry data. Must be capable of 
adapting himself to varied assignments and presenting conclusions clearly and 
concisely, both verbally, graphically and in writing. Prefer age 30 to 40. 
Should be university graduate with outstanding record; graduate work desir- 
able. Salary commensurate with qualifications. All replies will be held 
confidential. Reply giving full details, including salary, in first letter to— 


Box 3787 
c/o Automotive News 
Detroit 26 





Two Dozen Ads That... 
“SING FOR THEIR SUPPER”’ 


Here's an end to your local advertising worries; a series of 24 fresh sparkling ads, 
written by a dealer, published in his town's newspaper. Response? Instantaneous and 
amazing! Every ad became the talk of the town. Every ad brought in extra business 
bumper to bumper. People actually bought the paper to read the dealer's next ad! 
Each of these 24 ads is different, eye-catching, localized; yet each can be adapted 


to your own dealership in less than two minutes, and by following the strictly original 


“Identity Key'’ of this series you can easily continue to write your own ads indefin- 
itely. Its all set up for you. Assure yourself a timeless, topical, tested, local 
advertising series that catches eyes, causes talk, creates ''PLUS"’ business. Particularly 
effective in the hard-to-advertise parts, labor, lube, paint and body fields. For 
ready-to-publish proofs of 24 sparkling localized ads, plus Master Ad Plan Key that 
makes writing more of your own easy, send $7.50 in check or money order to 


DEALERS MASTER ADS 


BOX 278 RITZVILLE, WASHINGTON 





NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [|] or Two Years $14 [_] 
for which check is attached ["] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TO 


Street Address Zone No.. 
ee State 

TRADE CONNECTION: 
Car Dealer [) Truck Dealer [_} Manufacturer [_] 


Jobber [) Insurance [] Financial [_] Supplier [) 


2-13-50 


EE ES A Se SE SE Se cen se see 





es 








New, Lower-Priced Hudson Pacemaker 


is the Dealer’s Kind of a Good Deal! 


ou’LL find there’s a lot more to 1950 
than just another new year. 


You'll find a whole new market .. . new 
buying habits . . . new ideas about more 
value per dollar. 


That’s why the new Hudson Pacemaker is 
America’s new sweetheart. For here’s the 
one completely new car in the field... 
offering real BIG-CAR advantages and 
roominess at a down-to-earth, competitive, 
lower price. 


Better yet, the Pacemaker offers distinctive 
features and plus values not found in any 
other make at any price, high or low. 
Nowhere else does the buyer find “step- 
down” design, its lower center of gravity, 
its superb hug-the-road ride, its stability, 


~ HUDSON“: 





and its unmatched roominess. There's a 
completely new high-compression Pace- 
maker engine, too, that takes off like a 
comet yet has saving ways with gas and oil. 


Above all, the buyer gets design that 
really captures the eye—the new Pace- 
maker has sleek, smooth style, without 
meaningless bulk and bulge. 


Do YOU want to sell an automobile that 
is right for the 1950 market in every way, 
and that’s going like a house afire right 
now? Then write, wire, or phone Mr. N. K. 
VanDerzee, Vice President in Charge of 
Sales, Hudson Motor Car Company, 
Detroit 14, Michigan. Hudson has a good 
deal for good dealers, and the facts prove 
it. Get them today. 


1935 
1936 


1948 
1949 


Go 


40 YEARS OF 
ENGINEERING LEADERSHIP 


A few of the more than 80 important advances pioneered by Hudson 


1909 
1916 


1926 


Fluid-Cushioned Clutch 

First Super-Six, high-compression engine with 
compensated inherently balanced crankshaft 
First steel bodies built on a production basis in 
own manufacturer’s plant 

Gearshift control at steering wheel 

Patented Triple-Safe Brakes (hydraulic and 
reserve mechanical systems from same foot pedal, 
plus parking brake) 

Monobilt body-and-frame™, an all-welded unit with 
recessed floor and exclusiv> “step-down” design 
Super-matic Drive—no-shift driving, economical 
overdrive 

Places with HUDSON ... the Great Pioneer! 


*Trade-mark and patents pending 





GREAT 


Hudson Hudson Custom 
Pacemaker Series Super Series Commodore Series 


ONLY CARS WITH STEP 


0 3 HUDSON SERIES ae & 


DOWN DESIGN 
















